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The Beaver No. 102—PD Wide-Roll Pipe 
Cutter is made especially for power drives. 
Makes fast, easy cuts with guaranteed track- 
ing. Range '%" to 2”. 


The Beaver 77 Power Drive Threader is 


DESIGNED FOR ideal for use with Model-D. Dies can be 


opened up. There's no backing off. Range 


ONE-MAN OPERATION AND PORTABILITY... 4,” to 2”, pipe, bolts or conduit. 


© APPROXIMATELY 100 POUNDS NET WEIGHT! Aluminum-alloy housing and chuck make the Beaver 
the lightest, smallest, all-purpose power drive now avail- 
® ALL GEARS RUN IN OIL! able. The flat top serves as a tool tray. Large side openings 
© TROUBLE-FREE. HEAVY-DUTY CHUCK! act as motor ventilation and hand grips for easy moving by 
' : one man. Chuck is trouble-free with tons of gripping pres- 
© ADEQUATE MOTOR VENTILATION! sure. Attractively finished in baked enamel, this new Beaver 
unit can work on the bench, on the truck or with pipe legs 
© CONVENIENT OPERATOR SWITCH! on job locations. Parts are interchangeable with Beaver 
Model-C power drive. Write today for full information. 

© SAFETY-LOCKED SWITCH LEVER! ” Y 


© BRONZE SPINDLE BEARINGS! 


Model-D with drive shaft 
geared tools will cut and 
thread up to 8” pipe. 


216-300 DANA AVENUE - WARREN, OHIO, U. S. A. 
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CONVERS A 
TION PIECE. 
what you need when mak 
ing regular calls on cus 
tomers. Here’s how an 
Atlanta salesman meets 
and solves this problem. 
Page 82 


ONE MORE STEP in 
harmonious relations — is 
taken by a Los Angeles 
firm. A 4-point policy of 
good employee relations 
has been added. It's all 
told on Page 86 


_—— 


ORGANIZATION- 
That's the first rule for a 
successful industrial sup 
ply salesman. On page 94 
a Toledo outside man lets 
you in on his system 


IN THE KNOW 
product information. ‘This 
is a very important posi 
tion for a salesman to be 
in. On page 104 you'll 
find what one North Caro 
lina salesman has done 
along this line 


about 


Vhat’s 


CALLING MR. SALES- 
MAN-—A short wave radio 
station paging service has 
utilized by a St. 
The ad 


read 


been 
Louis distributor 
vantages are many; 
about them on page 92. 


MAKE A FRIEND of 
your customer. One way 
to do it, a New York dis 
tributor has found, is to 
remember birthdays with 
suitable gifts You'll read 
how they obtain the nec 
essary information on page 
106 


EVERYONE gets into 
the act when it comes to 
telephone orders. ‘This 
situation occurs at a Wil 
mington supply house 
Page 84 tells about its suc 
cessful method. 


DRIVE IN SERVICE is 
the latest thing offered by 
an industrial supply house 


biel 
ak 
foes Page 96 gives the details 


on this novel operation 





REGULAR FEATURES 


114 
118 
120 


Private Debt News 
Talk of the Trade 


Editorial 


Supply Sales Trends 
Price Index Selling Is My Business 


The Outlook for Business. . On the Market Today. 





the BETTER 
fastening method. 


Held to Class 3 Thread Fit . . . Individu- 
ally hand inspected. 


GUARANTEED TO GIVE yes ves 
UNFAILING PERFORMANCE. SGN. weiGnt 5.GN “MATERIAL 


- HK SOCKET SCREW 
@ Made of special analysis alloy steel by a 
INDUSTRIAL DISTRIBU TORS. Holo-Krome patented process and heat 
The H-K 100% Distributor — ‘eipgriaieaceee 
€ 
Sales Policy and the Holo- Krome yes * ere own 
Guarantee of Unfailing Performance $a 


mean PROTECTION for you 
and your customers, Interested? 
Write for details! 


+4 "KROME 
jae lold Forged 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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Chemical Industry Provides Big Market 
Potential for Most Link-Belt Products 


New Model Ice 
Crusher Slinger 
Has High Capacity 


Link-Belt has just introduced 
the new Series 500 Ice Crusher 
Slinger, capable of producing 
90,000 pounds of snow ice per 
hour, for top-icing perishable 
produce in transit or in storage. 

It is available in either sta- 
tionary or portable type; gaso- 
line engine or electric motor. 
Equipped with loading ramp 
and feeder chain conveyor to 
carry cake ice directly from plat- 
form or floor to the crusher 
Ramp hinges out of way when 
not in use 

Book 2443 covers this new 
addition to the complete Link 
Belt line of icing equipment 
shown in Book 2382 


"53 Silent Chain 
Ads Stress Three 
Proved Economies 


The better-than-98°% efficiency 
of positive, no-slip Link-Belt 
Silent Chain Drives is driven 
home by the 1953 advertising 
campaign to all major markets 
Low initial cost, low operating 
costs and higher motor speeds 
all achieved with these proved 
drives—are dramatized in the 
poster-like ads. Reprints are 
available for distribution to 
prospective users. 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago « Atlanta « Colmar 
Pa. « Houston + Minneapo 
lis « San Francisco + Los 
Angeles * Seattle 


Offices in Principal Cities 











New Series 500 Ice Crusher 
Slinger built in stationary or 
portable types, gas engine or 
electric motor driven. Ideal for 
top-icing produce in railroad 
cars and trucks or in warehouses. 


As a Link-Bele distributor, you 
will find a market for almost 
all Link-Belt products in the 
gigantic chemical process indus 
tries. Processing almost 30 bil 
lion dollars’ worth of raw 
materials annually, these plants 
continually replace 
and power transmission machin 
ery due to normal wear and tear 
An idea of the potential here 
can be gained from the fact that 
the chemical process industries 
consume over half the coal 
mined in this country. Petroleum 
products, soybeans, pharmaceu 
ticals, cement, metallics, soap 
all these require efficient, con 
tinuous movement from the ex 
traction of the basic raw mate 
rials to the shipment of the fin 


conveying 


ished product 

[his diversity of materials to 
be handled is matched by the 
great range of the Link-Belt line 
Wherher it's feeders, conveyors 

chains, bearings 
Link-Belt offers a 
type and size in each class to fit 
virtually every requirement All 


are engineered and built to in 


or elevators 


or afrives 


dustry's highest standards 

By maintaining adequate 
stocks of Link-Belt products 
most widely used, you can be 
come the source these plants call 
when they need power transmis 
sion and conveyor products, And 
you ll build your customers’ con 
fidence in your ability to satisfy 
their complete needs with the 
finest products built 


Full Idler Line Has Many Sales Advantages 


When you recommend Link-Belt 
idlers for a specific service, you 
are not confined to a narrow 
line. Because Link-Belt makes 
all sizes and 
types of idlers, 
in a broad 
range of roll 
diameters and 
belt widths, you 


* Sales 
Meeting 
in Print 


can give your customer the one 
idler best suited to his exact re 
quirements. Link-Belt builds 
standard and heavy-duty 20° 
troughing, 45° troughing, im- 
pact-cushioning, belt training 
and flat belt idlers. Rolls are 
available in steel, cast iron or 
rul | cr 

Illustrated here are some of 
the many variations available in 
the popular Series 100 Roller 





Bearing Idler. They offer out 
standing efficiency and long life 
at low cost 

An example of the manufac 


turing refinements made pos 
sible by large-scale operation is 
the specialized welding ma- 
chines used to make inside and 
outside welds on the rolls. There 
are no variations in the uniform 
strength and concentricity as 
there would be with man-made 
welds. Also, no grease can leak 
into the outer chamber to create 
unbalance and hop, nor can mois- 
ture or dirt work their way in 

Husky roller bearings are 
mounted on a common member 

the heavy center tube of “ie 
in. steel. This full-length tube 
is concentrically counterbored 
and journaled. Both it and the 
counterbored roll shell are con 
tinuously welded to dished steel 
heads to maintain balance and 
bearing alignment 18,26 








Offer These Series 
"100" Idler Styles 


a 


Belt-training idler, 
positive-action type 


Flat belt-craining idler, 
positive-action type 





Belt-training idler, 
actuating-disc type idler, positive 


Picking table idler 


Return belt idlec 


type 


Return belt-training 
action idler, actuating-disc type 


Rubber cushion idler 


Beater type return idler 


Return belt-training 


ae, 


Variable troughing idler 
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The Cover 


WSs 


Industrial supplies and formal edu- 
cation—our cover subject is an able 


citizen in both fields. He also is 
‘ t t é most active in two of his commun- 


SSH 


ity’s oldest charities. It’s the old 
story—if you want something done, 


, ; ® ask a busy man. He'll do it—and 
fa ct li fp well. See page 101 for further proof. 
(TAP LIFE, O RSE) anni 


with Arch M. Morris 


Editor Walter F. Crowder 


/ Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
Associate Editor D. A. C. MeGill 


Associate Editor Robert Slater 


(Chicago) 
Assistant Editor George L. Bottari 
. $F Assistant Editor Leugel Foss 


Assistant Editor J. Van Ness Philip 


FAC FILLED . McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 


Francisco, Washington, D. C. 


TAP MANUAL = nit Wt or oa 


District Managers: E. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; H. L. Keeler, 
Los Angeles; J. Cash, Dallas. Business 
Manager, W. A. West. 


SSSs 




















Send us the coupon 
and we'll rush "er a ail va ams 


Industrial Distribution 
Member of ARC and ABP 
(formerly MILL Surriies with which are 
consolidated. [INDUSTRIAL SELLING, INDUS- 
TRIAL DISTRIBUTOR AND SALESMAN and 
MILL SUPPLY SALESMAN 
founded by Ernest H. Smith) 

Published monthly with an additional directory 
number in December by McGraw-Hill Publishing 
Company, iInc., James H. MeGraw (1860-1948), 
Founder. Publication Office, 99-129 North Broadway, 
Albany |, N.Y. 

/ Executive, Editorial and Advertising Offices: McGraw- 
e wi ag 330 West 42nd St., New York 36, WN. Y. 
Curtis W cGraw, President; Willard Chevalier, Ex 
ecutive Vice-Presinent; Joseph A. Gerardi, Vice-Presi 
jent and Treasurer; John J. Cooke, Secretary; Paul 
Montgomery, Senior Vice-President, Publications Divi 
sion; Ralph B Smith, Vice-President and Editorial Di 
rector; Nelson Bond, Vice-President and Director of 
Advertising; J. E. Blackburn, Jr., Vice-President and 
Director of Circulation 
Subscriptions: Address correspondence to Jj. E. 
Blackburn, Jir., Director of Circulation, Industrial 
Distribution, 99-129 N. Broadway, Afbany |, N. Y. 
or 330 W. 42nd St., New York 36, N. Y. Allow one 


: THREADWELL TAP & DIE CO. . hned 
GREENFIELD, MASS. U.S.A. 
I'd like. copies of the new Tap Manual. 


month for change of address. 
Subscriptions are solicited only from persons engaged 
in the distribution and sale of industrial equipment, 
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nection must be indicated on subscription orders 
Single copies 50¢. Subscription rates—United States 
and possessions $3.00 a year, $4.00 for two years, $5.00 
for three years. Canada, $5.00 a year, $8.00 for two 
years, $10 for three years, Other Western Hemisphere 
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All other countries $15.00 a 
. Registered as second-class 
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N. Y., under Act of Mar. 3, 1879. Printed in U.S.A 
Copyright 1953 by McGraw-Hill Publishing Co., Inc 
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"4800" 


The Number for Profits 
THIS sUMMER! 


ial t 

; every coun 
— »¢ number on 

winning sales 


, aa 
) 12” lathe. Heres @ lathe you ca 
in the $500 


You've got 4 
with this Clausing 4806 
sell —a big, heavy-d té 
th the rugged dependability 


uty precision lathe 


— and features every 
oe ji ‘em its fea- 
9 at the right price! Show ¢ 
nts — { e 
talk it up for production, 


| shops. The more 


customer wa Ai 
res, point out its value, 
tures, | : 
»xperimenta 
ce, tool room, and experit 
tenance, 
get the word around 


4800, 


you 
about the Clausing 


All These Order- 
Clinching Sales 
Features... 


@ IT’S BIG, HUSKY 


36” between-centers lathe weighs 
535 pounds! 


CLUTCH AND BRAKE 
COUNTERSHAFT 


The only 12” precision heavy-duty 
lathe in its price field with friction 
clutch and brake for stopping work 


without stopping motor. Saves costly 
time every day. 


TIMKEN BEARINGS 


Clausing spindle turns on Timken 
tapered roller bearings that carry all 
radial and thrust loads with minimum 
friction, permit high-spindle-speed 
work, assure long accuracy life. 


oO’ AND FLAT WAYS 


Vee-ways, flat ways, and undersides 
are ground —all eight surfaces align 


to within .001”. Bed is 744” wide, 544” 
, ‘sa deep — it’s |! *r, heavier. 
the more your sales. It’s eep — it’s bigger, heavier 


proven fact. 


AUTOMATIC APRON WITH 
SPLASH LUBRICATION 


Heavy one-piece, double-walled apron 
makes for smoother, more accurate opera- 


tion. Positive clutch. Gears, shafts run in 
bath of oil. 











Ye LEAD SCREW 


Clausing's lead screw (8 Acme threads to 
the inch) is 7%” in diameter. 


on DRIVE 
Complete V-belt drive from motor to 


countershaft and countershaft to spindle as- 
sures efficient transmission of power. 


or" THREADING RANGE 
Instant selection of 48 threads or feeds, 
right and left hand threads from 4 to 224. 

QUICK-LOCKING TAILSTOCK 


Only 12” lathe with swing type attached 


wrench for quick, sure, rigid locking of tail- 
stock. 


A GREAT VALUE 


Prices start at $420.00! The Clausing 4800 
is truly a great lathe value. 


CLAUSING DIVISION 
ATLAS PRESS COMPANY 


6-117 N. PITCHER STREET 
KALAMAZOO ee MICHIGAN 
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First 
IN 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 





FOR DODGE 
TRANSMISSIONEERS 

















DODGE 75th ANNIVERSARY YEAR 


wren 


~MAKING THE WHEELS 
OF INDUSTRY HUM! 


6@e eo 


oa : “ta 














DIRECT MAIL PIECES 
AIMED AT INQUIRIES 


Important among the promotion ma- 
terials supplied to Dodge Distribu- 
tors for their use in capitalizing on 
the anniversary theme is the mailing 
folder shown at the right. The in- 
triguing birthday cover of the folgler 
leads into the Distributor’s person- 
alized message carried under his own 
letterhead on the first inside fold. 
The anniversary ad is carried on the 
inside spread and a return posteard 
is enclosed to encourage inquiries on 
Dodge products. 





FALL ENROLLMENTS 
FILLING SCHOOL 


Requests already received indicate a full 
enrollment in the fall term of the Dodge 
School of Transmissioneering. Classes 
will be conducted in successive weeks, 
beginning September 14, 21 and 28 


Alumni of the school now number 1143 
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BIRTHDAY THEME IS 
USED TO PROMOTE 
DISTRIBUTOR SALES 


The advertisement reproduced in 
miniature at the left sounds the key- 
note of the Dodge sales promotion 
and advertising program in this 75th 
anniversary year of the company. 
As always, Dodge Distributors and 
the Transmissioneers are tied into 
both the publication advertising and 
the promotional materials based on 
this anniversary theme. 

This advertisement, in two colors, 
occupies two facing pages in leading 
business publications covering the 
many fields in which Dodge products 
are used. Emphasizing 75 years of 
experience in power transmission 


machinery, and picturing a number 
of the “firsts” among Dodge product 
developments, the ad directs pros- 
pects to “Call the Transmissioneer, 
your local Dodge Distributor,” for 
complete information and assistance 
in power transmission problems. 

To enable Distributors to tie into 
the birthday theme, Dodge is sup- 
plying packets of anniversary seals, 

shown at lower left). 
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Private Debt: How Dangerous Is It? 


Compared to income, the 


production drop of 15% 


By The Economics Department 
McGraw-Hill Publishing Co. 


FINHE growth in private borrowing 

during the past year has been ex 
tremely rapid. Debt has been rising 
faster than income. Consumer credit 
increased by 18% and bank loans by 
12% in the past vear, while national 
income went up only 6%. 

These debt increases are greater 
than in any year during the fabulous 
1920's. The only other periods when 
debt has sky-rocketed this fast were in 
the early post-war years and _ after 
Korea. Debt was then very low, and 
the percent increases were large. 


Who's Been Borrowing? 


Individuals have borrowed $50 bil 
lion since 1945 to buy homes. This ac 
counts for the largest dollar increas« 
in debt. However, the biggest percent 
age increase has been in consumer 
credit. The growth in borrowing by 
individuals is shown below: 


Debt (billions) Percent 
1945 1952 Increase 
Mortgage 
(non-farm ) 
Farm mort- 
gage 
Consumer credit 
Farm production 
loans a 
Other 14.8 


$27.9 $77.3 177 
6.7 43 


24.0 329 


9.2 268 
18.6 26 


Total individ- 
ual 55 135.8 145 
Commerce 


of Chi 


(Source 
and Federal 
cago. ) 
During the past vear the rise in con 
credit has been particularly 
large. Most of consumer borrowing 
was to finance the purchase of automo 
biles. Installment credit on autos in 
creased by 34%, from $4.0 billion in 


Department of 
Reserve Bank 


SuTNCT 


burden is still light; but a 


would be a danger signal 


Januarv, 1952, to $5.3 billion in Janu 
ary, 1953. 

Corporations have increased short 
term debt more rapidly than long-term 
debt. The increase in net corporate 
debt between 1945 and 1952 is shown 
below 

Debt (billions) Percent 

1945 1952 Increase 
Short-term debt $47 $95 102 
Long term debt 38 70 84 

Total « orpo 
rate debt $85 $165 94 

Accounts payable to other business 
firms, bank loans, and larger amounts 
owed to the federal government for 
income taxes—in that order of impor 
tance—account for most of the increase 
in short-term debt of corporations. 
I'he accounts payable have risen 
roughly in line with the accounts re 
ceivable. In a sense, therefore thes« 
two items wash out. 


Is the Burden Too Heavy? 


The debt burden is usually meas 
ured by comparing it to the income 
and of the nation. By these 
measures the debt burden is not heavy. 
Indeed, it is very light. The cheering 
facts about our private debts are these: 

1. There is now only $1.14 of 
private debt for every dollar of national 
income, compared to $2.07 of debt 
per dollar of income in 1929. 

2. Today individuals hold a total of 
$269 billion in cash or its equivalent, 
which is almost twice as much as the 
portion of private short-term debt 

about $140 billion) that is subject to 
sudden demand for payment. 

3. The net interest on private debt 
today is only 2.3% of national income 
compared to 7.4% in 1929 

Our debts are manageable in terms 
of money incomes. But money in 
omes reflect the high price level, 
which could fall. National income also 

many services which 
reduced when business de 
For this reason, it may well bi 


assets 


includes are 
sharply 


cline 5 
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more realistic to measure the burden 
of debt in relation to the volume of 
production of goods. 

\ comparison of the index of indus 
tnal production with private debt is 
shown below. This presents a quite 
different, and much less reassuring, pic 
ture of the debt burden than the in 
come ratios. 

Index, Net Private 
Industrial Debt 
Production (billions of $) 

110 $162 
1932 69 138 
1937 113 128 
1938 89 124 
1940 125 130 
1946 170 155 
1948 192 202 
1949 176 210 
1950 200 246 
1951 220 277 
1952 


219 300 
March, 1953 


Year 
1929 


242 303 


It is clear from the table that private 
debt has risen faster than industrial 
production ever since 1946. Only the 
spurt in production during the past 
few months makes the relation of debt 
slightly more favorable. But a large 
portion of recent production has been 
going into inventory. There is reason 
to believe that industrial production 
cannot continue at present levels 
throughout this year, because inven- 
tory building will cease. 


1929 Debts Heavier 


It would take a 15% drop in indus 
trial production to make the present 
debt burden as heavy in relation to 
production as it was in 1929. Such a 
drop in production is not likely to 
happen this year, but it is conceivable 
that it might happen sormetime in the 
next two or three years. Indeed, it is 
possible enough to be counted a dan 
ger. True, the debt situation would 
not immediately critical, be 
cause income drops more slowly than 
production. But the past record shows 
that debt also drops more slowly than 


become 


output 
Has the debt burden now become 
too heavy? The not at 
Continued on page 10 


miswer is, no 





Type Seet end Di. 
BOO, 1.4” Mickel Alley 
Fig. 73. Screwed 
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~ Seal® an . 
T4 


reral rvice installauons 
<t 


wee cable ar disc 8 Services where 


me 
ow o pen or closed position 
material 1s bard and 
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You can be an expert on valves with 
this new Lunkenheimer Catalog! All 
the information you need to recom- 
mend Lunkenheimer Valves, answer 
questions, and sel// is at your fingertips. 


The exclusive three-color Lunken- 
heimer Guide is incorporated into the 
new Catalog, as well as a four-way 
index to help you find the valves your 
customers need . . . in seconds! In the 
Guide, valve illustrations are grouped 
by pressure classes for easy compari- 
son, each referenced to the page 
number in the Catalog where complete 
details can be found. It is actually two 
catalogs in one. 


In addition, the Catalog includes 
sectional and exterior views of the 
products, complete information on 
sales features, sizes, prices, dimensions, 
recommended uses, and performance— 
plus more than 100 pages of engineer- 
ing data. 


TWAT OK 
\ i y AV inh) 


If you have not already re- 
ceived your personal copy, 
rest assured it is on the way 
CATALOG 33 to you. Your good valve 
customers will also want 
Catalogs. Distribute to 
them carefully — and per- 
sonally. Take advantage of LUNKENHEIMER 
this opportunity to re-sell , 


your Lunkenheimer line... 

TrTrir?TfTis tT and your friendly distrib- 
, ‘ ae saws utor service. The Lunken- 
heimer Company, Box 


360-U, Cincinnati 14, Ohio. —— 


QUALITY 


BRONZE + IRON * STEEL 


LW WN ENH EI ME WR 
ONE VOCOQH NAME IN VALVES 
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Here’s another example of why 


AUTOMATIC DRILL HEAD 


This Drill Head speeds and simplifies 
work on small, close precision parts such 
as a 1” long brass rocking shaft a brass 
connecting link with a .0135” hole, or a 
ly” rod of No. 440 high carbon stainless 
steel with two No. 60 drill holes. 


Manufacturer saves $5000 per year using 
DUMORE AUTOMATIC DRILL HEAD 


HIS manufacturer produces small aircraft instrument parts fre- 
quently requiring tolerances measured in ten thousandths of an inch. 
Here's how installation of a Dumore Automatic Drill Head paid off: 
(1) In a year's operation, the Drill Head tripled small hole drilling 
Output, accounted for savings of $5000 in cost of production alone. 
(2) It eliminated the need for premium skilled help because it auto- 
matically controls speed, feed, pressure and stroke. And (3) it increased 
drill life by 400% or more! 

Asa company official put it, “We've found that this Drill Head will 
do things we've never been able to do with any other tool.” ” 

It's jobs like this that illustrate why the big demand for Dumore 
Tools is steady and growing. Practically every industry can profit by 
cutting costs and increasing production with Dumore tools. The combi 

nation of big demand and big market means that a 
Dumore franchise is a real profits maker. 


THE DUMORE COMPANY 


1321 Seventeenth Street * Racine, Wisconsin 
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Private Debt: 
How Dangerous Is It? 


(Starts on page 7) 





present levels of income. But it is 
also clear that the debt will become 
burdensome indeed if the level of pro- 
duction should drop by more than 
15% and remain there very long. How 
long can we tolerate such a low level 
of production? Here the answer is not 
clear because it is difficult to estimate 
how long it would take for income to 
drop roughly the same as production. 
Probably a low level of production for 
less than one year would not cause 
severe financial difficulties. But if pro- 
duction should remain low for over 
one year, problems in meeting private 
debts would probably begin to appear 


How Much Future Borrowing? 


What if a recession is avoided? Can 
anything like the present rates of bor- 
rowing continue? 

The answer is not clear-cut, but 
probably a slower rate of borrowing 
would take place. The reason is that 
consumer borrowing, which is now the 
major type of borrowing, is more re 
stricted by the income level than either 
government or business borrowing. 
And the income level is, at best, likely 
to rise modestly. 

One way to guess the future level of 
consumer borrowing is attempted by 
comparing the portion of installment 
sales to total sales. 

About 65% to 70% of new car 
sales are now made on credit, com 
pared to 46% in 1950, 33% in 1948, 
and about 55% in 1941. This would 
suggest that installment sales of auto 
mobiles are excessively high. A simi 
lar, though less extreme, rise in install- 
ment sales of appliances appears to 
be under way. These facts would in 
dicate that present consumer borrow 
ing is not likely to continue. Again, 
however, one might object that: 
1) these ratios tell nothing of the 
amount of auto and appliance sales 
being financed on credit, or 2) the 
pre-war relations no longer hold be- 
cause this is a much bigger economy. 


Debts vs. Savings 

Perhaps the most satisfactory way to 
estimate the future level of borrowing 
under continued prosperity is to com 
pare the savings rate with the borrow- 
ing rate. 

The way in which private debt has 
increased compared to personal savings 
is shown below. (The figures are the 
additions to debt and savings in bil 
lions of dollars during the year. ) 

(Continued on page 14) 





Utlention ~ Rubber Specialists! 


DURKEE-ATWOOD 


BULK SPONGE RUBBER 


ALL CRUDE— 


Rolls available 
in stock 4%" to 1” 
thicknesses, Soft and 
medium densities. 


4 ; : ver 36" 


ein Bi ockt we Dey 


DURKEE-ATwOOD 


DOR-TITEs 


Investigate the money-making possibilities of 
DURKEE-ATWOOD DOR.TITE, a soft, resilient 
sponge rubber insulation stripping. Check its amaz 
ing versatility and scores of uses. Comes in all needed 
widths and thicknesses, requires no trimming 
applies readily because of its factory-processed, wet 
type adhesive back. No solvents needed to activate 
adhesive . no metal preparation required other 
than a clean surface. Fabric base prevents stretch 
during application, does not creep back and pull 
loose after application. 

* With patented fabric bose. 


DURKEE-ATWOOD ; 


(Firm density material 
atatlable to order.) 


NEW COARSE IMPRESSION FINISH 
FOR MAXIMUM SURFACE CON- 
TACT WHEN USED WITH ADHESIVE 





2. UNIFORM BLOW 








Top quality fric 
tion tape for all 
types of repair. No 
pin holes, non 
raveling. Backed 
with D-A's own 
superior adhesive 


FRICTION AND RUBBER TAPE F 


Electrician's tape 

made of D-A’'s ¢ % - 
special rubber hs 
compound, 
tremely high volt- 
age resistant. En 
tire roll smooth, 


ex 


on special order 
sealed in cellophane and packed 
in individual boxes 


unitorm, no pin 
holes. Plastic cov 
ered to remain 
fresh and tacky 
Standard width 
foil wrapped, individually boxed 


Standard width 
44". Available in 
variable widths 
Each roll is until needed 


Aluminum 








DURKEE 
ATWOOD 


eV 


And of Course... + 


——" 


Bae. 


DURKEE-ATWOO 


High-tenacity ‘Cordura’’® Rayon 
cords give Durkee-Atwood 
Industrial V-Belts longer life, 
less stretch and greater shock 
resistance. Use of this revolu- 
tionary new cord material is 
another one of the reasons why 
D-A Industrial V-Belts can be 
guaranteed to satisfy on any 
properly designed drive. 


GENERAL DUTY V-BELTS: The D-A 
“High Cord Line” places entire 
body of belt under compression, 
reduces slippage and wear. Spe- 
cifically designed and manufac- 
tured for light machinery and 
small diameter sheaves. 


® Trademark E.!. Du Pont de Nemours & Co 
Wilmington, Del 


COMPANY 


MINNEAPOLIS 13, MINNESOTA Mf 


Dept. 1ID6 


DURKEE-ATWOOD' 


CRUDE RUBBER USED EXCLUSIVELY 
FOR MAXIMUM RESILIENCY AND 
LONGER LIFE 


ene i SS er 


INDUSTRIAL V-BELTS 


VERTICALLY MATCHED 


MULTIPLE V-BELTS: Heavy-duty design and construction 
for maximum flexibility, durability and strength. Avail- 
able in sets with each belt individually and vertically 
matched on D-A's new vertical matching machine. 
Eliminates completely the ‘sag error’ always present 
in belts matched on horizontal matching equipment. 


VERTICAL MATCHING INSURES TRUE LENGTHS 
AND UNIFORM CROSS SECTIONS 


ATTACH TO YOUR LETTERHEAD 


DURKEE-ATWOOD CO. 
z Minneapolis 13, Minnesota 
+ Gentlemen: Send me information and samples on the 
following— 
4 BULK SPONGE RUBBER 
TAPE [| V-BELTS 


Industrial Division 


DOR.TITE 
ALL ITEMS 


Name_— 
a Firm 


Address_—. 


a 
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You can SF how to answer questions like these 


— —— 
oe 
ag “a 


ad 2 ‘Eide hs easur Ls Bert . 
ha r safety m @ should you take regarding 


over 5000 people — 


. » « have viewed CARING FOR BEARINGS, 2\\r''s newest full 
color sound film—and more are asking for it every day! 


have you? your customers? 


Asan authorized @(S Distributor, you’re missing a good bet if you haven’t. 
You're missing an even better bet if you don’t arrange a showing for a 
group of your customers. You'll be doing them a favor by helping them 
help themselves obtain better bearing performance. Your @&0s? District 
Office will loan you a print and record without charge. 7422 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA.— manufacturers of 
Beer and HESS-BRIGHT bearings. 

















SF's COMPLETE LINE OF ANTI-FRICTION 


a) oC. ee ee 
BEARINGS, PLUS SABIE ENGINEERING CO- 
PILLOW BLOCKS OPERATION, HELPS YOU PUT THE RIGHT 


BEARING IN THE RIGHT PLACE. 
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«All-Purpose SNIPS 
with PROTO 
Professional Quality! 








DU 
CKBILL OR CIRCULAR SNips 


Most 
e cutting jobs. 
Patented double com und fo soy ting fp word Style for 
pe greatly reles Professi 
Blade » and onal 

increases power. Left, right and straight finen s hollow gro other odd q cut. 
cut models. vier work. In rae easier — 

ngths, 


For daily use on intricat 


ysers for 





Also favored by professional 
straight and moder 
Blades individual 

9 


tive, free-¢ 


Fine for shops, farms and homes where 
js needed. Streamlined 

ae aa urves a” well round- 

and 12” lengths. 


The PROTO Lin 
Wrench Pili 
drive 


PROTO 


LOS 
A, GELES PRO 


PROTO * TOOLS 


To 
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More New Jy rK/N 


Precision Tools 


THAT GIVE YOU A BIGGER, 
BETTER LINE TO SELL! 


) Tr? 


WIGGLERS 


Two models. Attachments heid firmly 
by ball swivel joint, which permits 
adjustment to angles on true center. 
Interchangeable attachments adapt 
tool to countless applications. 


TRAMMELS 


Easier to use — more accurate with 
fine thread adjusting screw on one 
tram. Chuck accommodates extra at- 
tachments. Extension beam gives 36” 
radius. Ball points available for work- 


ing in holes up to 1%” in diameter. 


«t 


MACHINISTS LEVELS 


Available with ground, graduated 
vials or plain vials. V-groove in base 
with clearance cut. Fast, accurate 
micrometer-type screw. Plumb level. 
Use new Master Precision Level No. 
59 for greatest accuracy 


RADIUS GAUGES 


3 models each in two styles. Leaves 
ore correctly designed to give full 
and true radius. Case fully protects 
leaves which can be locked in. Each 
leaf clearly marked with its radius. 


—\% REE Booklet 


ew 
any © 


SELL JUF KIN 


TAPES * RULES * PRECISION TOOLS 
SOLD ONLY 
ORS 


OVER 25 MILLION READERS 
ARE LEARNING ABOUT 
NEW LUFKIN TOOLS 


Ads in national magazines and trade papers with 
over 25,000,000 circulation are preselling your cus- 
tomers on Lufkin's new precision tools. Take advon 
tage of this market in your every-day sales calls. 


The 
LUFKIN RULE CO. 


Saginaw, Michigan * 132-138 Lafayette, New York City Barrie, Ontario 
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Private Debt: 
How Dangerous Is it? 


(Starts on page 7) 





Personal 
Year Borrowing Savings 
1947 $26 billion $ 4 billion 
1948 21 10 

1949 § 6 

1950 ) 1] 

1951 17 

1952 18 


Private 


The table shows that the borrowing 
rate greatly exceeded the savings rate 
in 1947, 1948, 1950, and 1951. These 
were years of inflation because there 
were not enough savings to go around. 
Banks had to expand credit (which 
means to make more money) to meet 
the demand of borrowers. 

The future is likely to see the bor- 
rowing rate remain fairly close to the 
savings rate. The push behind corpo- 
rate borrowing will wane as capacity 
begins to catch up and overtake the 
growth in sales. Consumer goods are 
now in ample supply. So consumers 
are not likely to start a new scramble 
for goods, or to seek unusually large 
amounts of bank loans to finance their 
purchases. The result is that, if we 
maintain prosperity, savings and bor- 
rowing are likely to balance. 

There is a very little in the business 
outlook to touch off a new credit boom 
based on the shortage of consumer 
goods or a shortage of industrial ca- 
pacity. In the absence of such a boom, 
private borrowing may be expected to 
drop. 


If We Have a Recession? 


This report shows that: 

1. The debt burden is not heavy in 
relation to present income. 

2. If a stable level of prosperity con- 
tinues, private borrowing will proba- 
bly decline from the present level. 

3. A drop of about 15% in indus- 
trial production would make the bur- 
den of debt in relation to the output 
of goods equal to 1929 and 1933. 

Suppose now that a recession does 
occur in the latter part of 1953 and 
1954, that industrial pcoduction even- 
tually drops by 15% or more and stays 
at this lower level for six months to a 
year. How much trouble could private 
debt cause in this situation? 

Here is what one might expect: 

1. Home mortgage debt would 
cause little or no trouble because hous 
ing still takes a smaller portion of 
income than in 1940 or 1929. 

2. Long-term corporate debt is small 
in relation to earning power. Even 
with substantially lower profits, most 

(Continued on page 18) 











One-Hand Control 
No chucking problems 
or coupling difficulties 





y. Single Unit, oll-pur- 
se portable electric 
cksow. 


2250 strokes per 
hanute (%” stroke). 


» Lifetime lubricated 


° . boll and roller 
bearing equipped. 
Famous Milwoukee- 
boinr heovy-duty mo- 
tor-110V AC or DC 


« Lightweight . 
Shly 6% Ibs. 


4. Fully guororteed 


Blades for cutting 
én materials. 


SAWS + DRILLS * 





SAWZALL 


PORTABLE ELECTRIC HACKSAW 


Cutting thousands of square feet of corrugated alumi- 
num sheets used in the construction of Milwaukee's new 
mammoth Stadium presented a real problem for us. . . 
said Mr. G. J. de Gelleke, Jr.,... prominent midwest acoustic 
contractor who handled this job. 


“Working against time, we were really up against it trying 
to make progress on this big job . . . that is, until we bought 
our Milwaukee SAWZALL. This wonder tool quickly solved 
our sawing and progress problems . . . and’ practically 
eliminated the element of sawing fatigue. We gang-cut 
sheets in jig time and the usual difficult job of making in- 
tricate cuts for fitting around pipes, ducts, etc., was turned 
into a simple, easy task with our SAWZALL. 


Investigate the 101 time-saving and cost-cutting possibilities 
the SAWZALL offers in your own operations. It is the type 
of heavy-duty sawing tool you've long wanted ... and one 
you can't afford to be without. 


... Ask for Bulletin SW-5. 


$ A) Complete with Steel 
Carrying Case and Blades 
M @) DEL for cutting all materials 


414 MILWAUKEE ELECTRIC TOOL CORPORATION 


5340 WEST STATE STREET © MILWAUKEE 8, WISCONSIN 
HAMMERS * SANDERS * POLISHER * SCREWDRIVER © GRINDERS 
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when you offer 


BRASS STOPS * VALVES 
FITTINGS 
IRON BODY STOPS 
for STEAM « GAS - WATER 








AIR « CHEMICAL LINES ‘ 


GRADUATED 
DIAL STOPS 


Bronze Steam Metal 


ALL IRON STOPS 


BRONZE 3-WAY 
PLUG STOPS 


® 


a complete range of sizes « a complete 
variety of types « all from one source 
with uniform quality 


Factories ——Mines— Mills—Oil Fields—Farms .. . all 
have needs for Stops —Valves— Fittings made by HAYS 
... each is a prospect for something in the line of more 
than 3500 HAYS items . . . everytime you call. 

HAYS .. . one of the nation’s largest producers of 
machined brass and bronze castings . . . PRODUCTION 
FACILITIES that include pattern shops, foundries, pre- 
cision machines, operated by expert craftsmen. 

Familiarize yourself with the HAYS Catalog. Show 
it to your customers. 

HAYS supports you with a consistent distributor 
policy ... printed literature for personal distribution 
or mail promotion . . . plus advertising in trade maga- 


zines. IT PAYS TO SELL HAYS. 
HAYS MANUFACTURING COMPANY 


General Offices, Machining, Fabricating and Assembly Plont 


823 West 12th Street, ERIE, PA. 
Foundries: Erie, Pa., and Albion, Pa. 


GROUND KEY 


STOP and DRAINS COMPRESSION LINE 


STOP and DRAINS 


BRONZE 
GAS STOPS 
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Another G.T.M.—Jobber Success - 





CALLE IN 6.7.M.-GETS BELT ORDER 





CEMENT company in Pennsylvania had never 
A placed an order for conveyor belting with 
the local Goodyear Distributor — although the 
Distributor frequently supplied other rubber 
products. But in a recent routine inquiry on con- 
veyor belting the Distributor called in the G.T.M. 
—Goodyear Technical Man. 

Result: The technical sales help of the G.T.M. 
—including re-engineering the belt installation, 


with a reduction in the number of plies and 
slightly increased cover thickness — led to the 


00D, 


first belt order from this plant. 


When you hit the hard ones, as a Goodyear 
Franchise Holder, you can call in the G.T.M. 
for technical sales assistance like this. His help, 
when you need it, is one of the many reasons 
why the Goodyear Industrial Products Franchise 
is one of the top industrial supply money-makers 


year after year. 


Goodyear, Industrial Products Division, 


Akron 16, Ohio. 


EAR 


THE GREATEST ‘he IN RUBBER 


We think you Il like THE GOODYEAR TELEVISION PLAYHOUSE —ever ther Su 


nday~NBC TV Network 
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annually to maintain the quality of non-ferrous products that helps build your sales, 


Federated quality helps YOUR sales 


Veedless to say, it helps our sales, too. 


Look at it this way; a new repair man comes to your shop for solder. 

You recommend Federated Solder, It works perfectly. The new customer 
likes it and comes back for more. The second lot not only works well, 
but works precisely as it did before .. . not better, not worse, not 


diflerently, but precisely as before. 


And so, Federated has helped you make and hold a customer. Next he’s 
buying wire, nuts and bolts, and tools, He’s your customer, and 
Federated’s customer, because he is depending on the quality of 
Federated produc ts and the repute of the dealer who sells Federated 


products and other lines of similar quality. 


Quality is possibly one of the most dificult things to sell. You can’t 
weigh it, nor see it, nor put a price on it, Indeed, in our business, the 


“quality” product costs no more than the “medium good.” 


Quality is an idea, not a tangible, It is measured, if at all, in the eagerness 


of the consumer to come back for more of “that solder you sold me last week.” 


Federated—Headquarters for Non-ferrous Metals 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N. Y. 


in Canada: Federated Metals Canada, Ltd., Toronto, Montreal 


spends millions of dollars 


Aluminum and Magnesium, Babbitts, Brasses and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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Private Debt: 
How Dangerous Is It? 


(Starts on page 7) 





corporations would have no difficulty 
meeting their interest payments. 

3. Farmers would run into some dif- 
ficulty, especially in their short-term 
debts. 

Fortunately the mortgage debt of 
farmers is not as high as it was in the 
1920's, but farm production loans are 
much higher. 

4. Consumers would be able to pay 
their installment and charge account 
credit without great strain. 

5. A sharp drop in industrial pro- 
duction woukd force sharp reductions 
in business short-term loans. Corpo- 
rate short-term debt is now about twice 
as high as in 1929. Corporate income 
is now more than three times the 1929 
level. But business could run _ into 
some difficulty with its present volume 
of short-term debt, once sales start 


slipping. 
Strain, Not Crisis 


The main effects of a downturn 
in industrial production would be to 
force the reduction of farm, consumer 
and short-term business credit. Short- 
term debt is big enough to delay a re 
vival of production for several months 
while individuals and corporations re- 
build their cash position. This could 
produce a period of financial strain, 
but no crisis. The financial strain 
would be caused by the difficulty of 
restoring working capital in the midst 
of price cutting, inventory dumping 
ind faltering sales. But if businessmen 
avoid new commitments and banks are 
willing to tide them over on old loans 
until sales revive, there will be no such 
wave of bankruptcies as occurred in the 
1930's. 


Bankruptcies Unlikely 


Another element of strength in the 
financial picture is that a much smaller 
proportion of total business debt falls 
due during the next few years than was 
the case in 1929-1932. A larger pro 
portion is in long-term debt. And 
most long-term bonds are now repay 
able in annual installments, rather 
than lump sum payments in a particu 
lar year. This has eliminated one of 
the most prevalent causes of earlier 
bankruptcies. 

In brief, there’s enough debt to 
make business—and consumers—pause 
before starting another cycle of expan- 
sion. But there’s nothing in this pic 
ture to indicate financial collapse, even 
if business activity declined substan- 
tially. 








by SUPER 












CARBIDE TWIST DRILLS 
CARBIDE END MILLS 


a ———»;-——_ 


= |. 















CARBIDE REAMERS CARBIDE 


eC SPECIAL [" | TOOLS 






















CARBIDE 
MILLING CUTTERS 







CARBIDE TOOL 
BITS 


=, 





The Super line of carbide tools features 
aggressive and up-to-the-minute thinking 






in cutting tool design. More than 50 items in 






a complete range of sizes are carried in stock in 







warehouses conveniently located in New York, 


Detroit, Chicago and Los Angeles. See eeleolamae) tye. Bd 






21650 Hoover Road, Detroit 13, Michigan 
also 5210 San Fernando Rd., Glendale 3, California 





ATKINS 


Be latenvent 


OF SALES POLICY 





Ou 2 Pledge 
lo the Gndushial Sufifily 
Distributor 








All Atkins-Brand products shall be sold, exclusively, 

through Atkins-Brand Distributors. 
An Atkins-Brand Distributor shall be, first, an industrial suppiier who stocks, 
finances and merchandises his entire line, as a legitimate representative of every 
thing that industrial distribution stands for as a service to industry. Secondly, 
he shall be formally appointed by Atkins to perform those functions, listed 
above, on behalf of Atkins-Brand products, and bearer of a certificate attesting 


to that appointment. 


Within any trading area, the number of Atkins-Brand Distributors 

will be limited, in direct proportion to the sales potential. 
Greater volume through the fewest practicable outlets shall be our objective. 
Every effort will be made to obtain our share of the potential through existing 
Atkins-Brand Distributors. When their numbers must be increased to obtain 
this share, adequate discussion with established Atkins-Brand Distributors will 


take place before any commitments are made. 


Atkins-Brand representatives will work exclusively, for the benefit of 

Atkins-Brand Distributors, implementing the provisions of Article 1. 
Whether working alone, or with Atkins-Brand Distributor representatives, all 
consumer contacts by Atkins representatives shall be on behalf of Atkins- 
Brand Distributors. Not only will Atkins representatives be technically com- 
petent, but they will also be trained to appreciate distributors’ problems as the 


basis for an enduring and mutually profitable relationship. 





A dominant advertising and promotional program, aimed at the 
ultimate consumer, will be maintained at all times. 
Wherever feasible and possible, all Atkins sales promotional effort will be so 
directed as to exploit the Atkins-Brand name beyond its present, established 


level of acceptance. 


A complete and thorough training program for Atkins-Brand 
Distributor personnel will be available on a continuous basis. 
The Atkins Academy of Saws shall be founded and staffed by a competent faculty, 
for the express purpose of imparting not only technical knowledge but also 
information and instruction concerning the most effective use of Atkins pro- 
motional effort. 
Atkins-Brand Distributors should take advantage of this training in order 
that they may fulfill their responsibility for providing the maximum in service 


to industries in their trading areas. 


Quality, synonymous with the Atkins name for almost a century, will 
remain unchanged, improved whenever possible and controlled at all times 
with all the care and accuracy that human skill, employing the most 
advanced forms of scientific measurement, can devise. 


Atkins pledges the best in materials, design and finished product, delivered 
promptly, that modern methods of Engineering, Metallurgy and Production 


can employ and produce. Quality, at all times and above all else, is the basis 
for a supplier-distributor relationship of mutual respect and confidence. 
Atkins guarantees that expediency shall never replace, for an instant, the 


sound long-range planning which insures an association of long duration. 








RONALD R. JOHNSON 


Ass't. Treasurer and Manager 
W. J. Foss Company 
Springfield, Massachusetts 


bere 
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gives usa big 
selling . 
advantage: 


How does a successful jobber feel about the Dayton “Dayton's progressive research and engineering 
V-Belt line? Here’s what Mr. Ronald R. Johnson, assistance mo to us also, and has proved to 
of the W. J. Foss Company, says: be a worthwhile and profitable part of our Trans- 
“We have been a “DAYTON” Distributor for mission Department for many years.” 

nearly twenty years. To us carrying a V-Belt line Find out what the Dayton line of V-Belts can do 
which has only one type of construction is as in- for your business. Our representative will be glad 
consistent as carrying one type of bearing. to show you how valuable a Dayton Franchise can 
“Dayton's Cog-Belt, in addition to the Dayton be. Just write, wire, or phone. 


Thorobred, gives usa Dig selling advantage on the 
tough drives where only the best belt will do. DAYTON RUBBER COMPANY, DAYTON 1, OHIO 


© D. R. 1953 


Dayton ‘‘Twins’’ Cut V-Belt Costs! 


ao 


Dayton Thorobred, with patented Dayton Cog-Belt*—for unusually tough 
three prime section design, is the universal drive problems! Delivers up to 40% more 
belt for all normal applications. It has set power, size for size. Operates over smaller 
completely new standards for long life pulleys, because it’s scientifically designed 
and trouble-free service at minimum cost. to bend as easily as your finger. *T.M, 


by Dayton Ausser 
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PR 


Iiustrates and de- 
scribes all P-K prod- 
ucts. Tells “where, 
when, how, and 
why” P-K Fasteners 
ore used. Shows 
many typical appli- 
cations. Gives all 
needed information 
for selection and 
application... 88 
poges. 


A 16-page separate 
edition of the 
Socket Screw sec- 
tion of the Gen- 
eral Catalog. 


SOCKET SCREW DIMENSION FINDER 


Pocket-size plastic slide 
chart gives essential 
dimensions of oll types 
of P-K Socket Screws 
«t a glance, including 
threod length formula. 





“Simplifies our selling job 


.... helps build sales 


at minimum expense.” 





A 48-page separate 
edition of the Self- 
tapping Screw sec- 
tion of the General 
Catalog. 


POWER DRIVING BULLETIN 


Describes and illus- 
trates the various 
bosic types of elec- 
tric, air-operated, 
and impact tools 
for driving P-K 
Screws, as weil as 
hopper-fed auto- 
matic driving ma- 
chines in common 
use. Includes use- 
ful information on 
bit and socket 
selection. 


STAPS FOLDER 


STAPS 


Describes the char- 
acteristics of 
Parker-Kalon STAPS 
and their primary 
applications. Shows 
various forms of 
pre-assembled ne- 
oprene washers 
available. 
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A 64-page book 
of standard 
head and 
thread dimen- 
sion drawings 
of P-K Screws, 
other useful 
data, 











Wall hanger, 
18” x 24”, il- 
lustrates in ac- 
tual sizes all 
standard P-K 
Self-tappin 

Screws ood 
other Fasteners. 


“HOW TO MAKE PLANNED SAVINGS 
PAY OFF” BOOKLET 


A 24-page con- 
densed catalog 
of P-K Self-tap- 
ping Screws, 
with a sales 
story on P-K 
quality. Pocket- 
size, and pack- 
ed with infor- 
mation, one of 
the Distributor’s 
most useful 
pieces. 





USERS’ GUIDE 


Plastic bound, 
20- page index- 
tabbed 11” x 
? work-book 
of technical in- 
formation on 
selection and 
application of 
P-K Screws. Has 
“hang-up” tab. 
Popuiar with 
designers, en- 
gineers, and 
draftsmen for 
quick reference. 


“HOW TO USE” BOOKLET 


Pocket-size booklet 
of hole-size recom- 
mendations and 
other application 
information. Useful 
for quick reference 
by assembly super- 
visors. 


Screwnails, 
Masonry Nails, 
and other P-K 
products and 
services are de- 
scribed in fold- 
ers for mailing 
or delivery by 
salesmen. 





Saves Distributors Time and Speeds Orders 


“Among the many aspects of P-K Distributor support that 
please us, we especially appreciate the well-planned sales and 
service literature. It simplifies our selling job, and helps us build 
fastener business at minimum sales expense.” This statement 
from a Southern supply dealer is typical of comments received 
regularly from P-K Distributors. 


Parker-Kalon literature is carefully planned to do a two-fold 
job, and do it well. First, it teaches the advantages of P-K Screws, 
serving to increase applications among new and present cus- 
tomers. Second, it provides clear, complete ordering information 
to save time for salesman and purchaser. 


Some key units from this P-K “library” of fastener information 
are shown. Look it over, and you'll see one of many reasons why 
the P-K franchise is so highly valued everywhere — for prestige, 
for steady sales, for profits. Parker-Kalon Corporation, 200 
Varick St., New York 14. 


Tho Oui'ol SELE-TAPPING SCREWS 
(le foy? SOCKET SCREWS 


AND OTHER FASTENERS 
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Summer your slack season? 


A good time to get factory s 
for your Black & Decker 1 


FP you heve BAD To 
| not performing up to 
« good time to restore t 
nal power, speed and 
It's the right time, too. 
ey saving preventive man 
on all tools that have ae 
round hard service In eith 
there's « Black & Decker 
Branch within twenty fou 
of you. You'll receive expe 
nomical repauw work and 
have your tools ready well 
Fall schedules are stepped 1 


Remember The nationwide n 

work of B&D Service Branches 

company owned and operate 

not emall repem shops  licensec 

by a manufecturer They offer yo 
factory trained mechanics am 
genuine replacement parta They 
interpret our Service Policy anc 
(Cruarantee to your best interest 
We operate them for your conven 
sence and lifetime satisfaction with 
Black & Decker Toot 


34 B&D Branches within 24 hours of any customer! 


And when you're service check 
ing. why not take « look at the 
complete Black & Decker Line? 
: See how you can improve your 
present H&L) powered operstions 
gt bDity with newer models of tools! See 
od how you can extend the advan 
4 tages of BAI) power to other oper 
ations with other types of BRAD 
tools’ Toe Biack & Decker 
Merc Co., 602 Pennsylvania Ave 
Towsen 4. Md 


4 


Black & Decker is promoting Summer 
Service in the June 27th issue of the POST 
as well as major industrial magazines! 


YOUR best customers and prospects will see these 
eye-catching, two-color advertisements in June. 
It’s just one more part of our continued promotion 
of the company-owned, company-operated service 
stations. Service is featured in the “‘yellow”’ classi- 


fied advertising sections of all major telephone 
directories and the millions of other Black & 
Decker advertisements that appear each year in 
The Saturday Evening Post and leading trade mag- 
azines reaching your best prospects! 
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What's this about 
Black & Decker Summer Service? 


T’S really very simple! Summer’s the slack sea- 
son for many plants and shops. Not every tool 
is in constant demand. It’s the perfect time for re- 
pairing B&D tools that are not performing up to 
par. Or for getting money-saving preventive 
maintenance on tools that have seen year-round 
hard service. And summer is the time for you to re- 
mind your customers of the unusual service facili- 
ties offered them by Black & Decker’s nationwide 
chain of Factory Service Branches. Selling the idea 
of Black & Decker Summer Service pays off for 
you in two ways: 


FIRST—It helps you satisfy good customers plus sell 
more B&D tools! One of your strongest competitive 
arguments is the excellence of our Factory Service 
Branch Program. It puts modern, factory-operated 
service branches, factory-trained mechanics, gen- 
uine replacement parts, and special electric tool 
servicing machinery within 24 hours of any custo- 


mer! That’s mighty important when prompt serv- 
ice is needed, and good service builds repeat sales. 


SECOND—/t’s convenient for you! Under the Black 
& Decker Program, you don’t have to stock a lot 
of replacement parts or send a tool to some distant 
factory. You don’t have the headache of deciding 
whether or not the guarantee should be invoked. 
You’re released for your main job... selling tools. 
Yet, you still make a good profit on the service 
business you place with us! THe Black & DecKER 
Mrs. Co., 610 Pennsylvania Ave., Towson 4, Md. 


WORLD'S LARGEST, MOST COMPLETE LINE 
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To Norton Distributors’ Salesmen: 


Tell customers how they can boost their profits 


with the new G BO N D 


for their latest Norton value-adding” WOUGCH OF GOLD” 


YOU HAVE NEW, DRAMATIC SELLING-POINTS. From now on your customers can count on lower-cost 


TELL CUSTOMERS THEY CAN... grinding, more profitable grinding in a wide range of pre- 
cision and semi-precision jobs! 


That’s the sensational news we're breaking — starting 
this month — in national trade paper advertising and direct 
mail, 


Get behind this industry-wide promotion. Join us in 
spreading the message that Norton’s new G Bond, the re- 
sult of 5 years of continuous development and field-testing, 
is the most efficient vitrified bond ever produced. 


Explain the secret of G Bond superiority — how it holds 
each abrasive grain just long enough for maximum cutting 
action — then lets go, just when it should, to assure a con- 
stant grinding surface of new grains with fresh, sharp cut- 
ting edges. 


Tell them that Norton ALUNDUM® grinding wheels 
made with the new G Bond have definite advantages that 
they can see and Aear during grinding — and that are 
proved in the better work done by these new wheels. 


Cash in on the ‘Touch of Gold” Norton brings to grind- 


SEE THE DIFFERENCE. The spark stream from a Norton G Bond ‘ ‘ 
ALUNDUM wheel is more continuous, more even, indicating ing — to help build more profits for your customers and 


uniformity of wheel structure and of cutting action. for you. 


HEAR THE DIFFERENCE. Norton G Bond wheels grind with the PROVE THE DIFFERENCE. From general purpose to high produc- 
ne steady swish-h-h of free, easy cutting. You hear no tion work, every job done with the new G Bond wheels benefits 


sarsh grinding noise. by the unique cutting action that grinds faster, freer and cooler. 
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THE “TOUCH OF GOLD” 

1S JOB-PROVED. During extensive field- 
testing, the new Norton G Bond wheels 
have made a big hit with operators ex- 
perienced in many types of grinding. The 
shopmen in the plants you contact will like 
the new wheels, too. And that’s important! 


7 ADVANTAGES 
FOR FASTER SELLING 
Norton G Bond 
ALUNDUM Wheels: 





* Do more work per wheel 
* Cut freer, cooler, faster 


* Dress easier — more pieces per 
dressing 


* Cover a wider range of jobs 


* Hold shope — better for form 
grinding 


* Hold corners better 


© Ideal for crush dressing 


ABRASIVES 


Glaking better products 


to make 
other products better 





NORTON COMPANY 
Worcester 6, Mass. 
Distributors in all principal cities 
Export: 

Norton Behr-Manning Overseas Incorporated 
Worcester 6, Mass. 


*Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries 


BROAD USEFULNESS. The new Norton G Bond ALUNDUM centerless, surface, internal, gear, tool and cutter, form and thread 
wheels are outstanding for such types of grinding as cylindrical, grinding, and saw gumming. 
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IN JUST 20 MONTHS, 
Built Profitable Volume 











Each tool is described by hard selling 
catalogs that mean more sales for / 
Industrial Supply Distributors ;- 
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‘story concerns YOU! 


1428 Rockwell Tools Distributors _ 
: [ts the HOITEST Line on the manket today 


In-just over a year and a half, nearly 1,500 distributors have 
built a profitable big-volume business on Rockwell Tools 
hand saws and saw blades. 





Roc 


How did this immediate acceptance come about? Here are 


ltrs. 
itp 


ws 
“ell peg the reasons... 
4- , 


COMPLETE LINE Every type of hand saw: panel, 


plumber’s and cable, plaster cutting, buck, keyhole, pruning, nail 
cutting, back, compass and nested saws; carbide-tipped saw blades, 
circular saw blades for portable electric power saws, cordwood saw 
blades—rip, crosscut, combination and novelty saw blades——-dado 
heads—-and modern package merchandising with five great self-display 
hand saw kits: All Purpose, Economy, Utility, Boy’s de Luxe and 
Nest of Saws. 


= TOP QUALITY os 
1e best in modern engineering and 
CIRCULAR SAW the finest of materials go into Rockwell saws. You can tell the differ- 


ence in a hurry. Best of all, these top quality tools are sold at attractive 
BLADES retail prices—-another reason why they're the hottest line on the 
for market today. 


ws 
poRTABLE ELectRIC HAND SA 


BIG STOCKS FOR PROMPT DELIVERY 


You won't lose sales by waiting, because there are always adequate 
stocks for quick delivery on every number in the big Rockwell 


HARDWARE LINE = fy Tools line. 


PROFITABLE DISCOUNT MARGINS 


When you make sales, you make real MONEY with the Rockwell 
Tools tine. Discounts To Industrial Supply Distributors place you in 
an important competitive position. 

Want to cut in on this profitable business? Write for full informa- 
tion today. 


Rockwell Tools, Inc. 


1314 KINNEAR ROAD, COLUMBUS 8, OHIO 
Subsidiary of Rockwell Manufacturing Company 
Pittsburgh 8, Pennsylvania 





anorHeR MODERN CATALOG 


Compiled by 


for another Leading Industrial Supply Distributor 


Exclusive Features 
in Every Catalog 


HIGH SPEED PRICES are printed in 
RED 


? CARBIDE PRICES are printed in 
GREEN 


TRADE - MARKS reproduced in 
headings of well-known brands 
tie-in the catalog with manufac- 
turers’ national advertising. 


4 DIVIDING RULES between 
page columns provide ease of 
reading 


All setups in each catalog are 
submitted to manufacturers 
and brought up-to-date just 
prior to press time. 


Many of the nation’s 
leading Industrial Sup- 
ply Distributors are turn- 
to us for their cata- 
log service . . . there is 


% The Catalog Displayed in this ad has been 
selected from a part of our current production 


WEINBERG & MChEE, Ic. ee 


CHICAGO 6G, ILLINOIS 
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CUT FASTER ) 
CLEAR CHIPS BETTER 
GREATER ACCURACY 
STRONGER MORE DURABLE 





New flute shape reduces wear 
on the cutting edge... gives 
maximum cutting qualities 
at increased rates of feed. 


i y 
hk d / 
THE CLEVELAND TWIST DRILL CO. 
GLEVEL AAI 
[coy CLM{t ; 1242 East 49th Street Cleveland 14, Ohio 
agape es eg dlypetncatpesnee ap Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 2 + Sam Framisco 5 + Los Angeles 58 


&. P. Barrys, ltd., London W. 3, England 














NOW - they're all 
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The smaller sizes of H & A ‘Blue Heart’’ and 
“Red Heart'’ Rope (Y%4" to 2” inclusive) are 
offered in the space saving, 20 Ib. hexagonal 
Display Coil packages pictured in the photo- 
graph at the head of this advertisement. 
cartons colored blue and silver; 
“Red Heart'' cartons red and silver. Hold 
plenty of footage. % inch, 1000 ft. 5/16 
inch, 7OO ft. % inch, 500 ft. 7/16 inch, 
380 ft. Y% inch, 260 ft. Same sizes also 
obtainable in full coils and half coils. 


“Blue Heart" 





In addition to “Blue Heart” Manila 
and “Red Heart’ Sisal Rope, H @& A 
produces cordage of all standard 
crades, including Trans- 
mission Rope, Drilling Cable, Lariat 
Rope, Yacht Rope, Twisted and 
Braided Jute Packing, Jute and 
Hemp Twines, Hard Fibre Twines, 
Lath Yarn, Tarred Marlines, Plumb- 


ers and Marine Oakum 


commercial 











vas!” FULL COILS 
\ HALF COILS 


DISPLAY COILS 


“Red Heart” SISAL 


4 * 

just count the marks and cut it off 
All Sizes of H & A “Blue Heart” Manila and “Red Heart” Sisal Rope, 
from 4)” put up in all styles of package units, now 
come measure-marked. What a trouble saver this offers to folks who 
accurately mill 


to 34” inclusive, 


handle rope, sell rope, use rope! Those distinct marks, 
printed every five feet, do away entirely with the need for slow, 
fumblesome measuring, whether the rope is packed in full coils, half 


coils or the popular H & A Display Coils 


Everyone has the same objective when he starts pulling new rope out of 
a coil. Retail salesmen, industrial stock room clerks — and rope users, 
from engineers and construction crews to farmers and fishermen—each 
is trying to secure a piece of rope that is some definite number of feet 
in length. So here it is 
H & A Rope, from now on all that he needs to do is “count the marks 


and cut it off” 


premeasured for him. If the coil is good 


Of practical importance also is the fact that measure-marking costs 
H & A charges nothing extra for this great time- 
H & A Rope leads in convenience as it 


you not a penny more 
and-trouble-saving feature. 


does in quality. Complete information on request. 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


@ OMAHA, NEB. @ MINNEAPOLIS, MINN. 


BRANCHES: KANSAS CITY, M9. 
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“Blue Heart” MANILA 


Everything your customers need . 
for Hydraulic and Pneumatic Tubing Connection Work 


IMPERIAL TOOLS 


HI-DUTY TUBE CUTTER. Has ball bearing 
action, flare cut-off groove in rollers. Re- 
tractable reamer. No. 274-F for 1/8” to 1” 
O.D. Tubing. No. 312-F for 1/4” to 1-3/8" 
O.D. Ne. 206-F for 3/4” to 2-1/4" O.D. 
Also No. 384-F Sawing Vise for tubing 
3/16” to 1-1/2” O.D. 


37° FLARING TOOLS for SAE 1010 soft 
steel and other metal tubing. Make flares 
to J.LC. standards. Easy, single lever 
clamping. One compact tool, No. — 
flares six sizes — 3/16”, 1/4”, 5/16", 
, 5/8” O.D. Tubing. No. 537-F veo 
, 1”, 1-1/4" O.D. Tubing. 


do jobs better—faster 


UNIVERSAL GEAR-TYPE BENDERS. wit 
bend any type of tubing, including hard 
temper, heavy wall steel. Also pipe. High 
gear ratio makes bending easier. No. 
270-F. Individual Benders for each size 
of tubing — 3/8”, 1/2”, 5/8", 3/4", 7/8", 
1”, 1-1/8” O.D. Also lever-type benders. 


IMPERIAL Stee! ERMETO TUBE FITTINGS 


NO FLARING...NO THREADING...NO WELDING...NO SOLDERING 


a oo 


When assembled, sleeve bites into 
tubing assuring a tight joint. 


Fitting consists of 3 pieces: body, 
nut and sleeve. 


% Make safe connections that withstand 
high pressures and vibration. Joints 
stay fluid-tight beyond burst pressure 
of the tubing itself, Meet J.LC, re- 
quirements. 


% Easier and faster to install. Only an 
open wrench needed. 


%& Can be used with practically any tub- 
ing, including heavy wall tubing that 
is difficult to flare. 


IMPERIAL 37° Stee! FLARED TUBE FITTINGS 


3-PIECE TYPE has sleeve which 
reduces wrench torque required 
in tightening. Permits bends close 


to joint. 


IMPERIAL 


2-PIECE TYPE can be used for 
same applications as 3-piece type 
—offers advantages in economy. 


2-Piece and 3-Piece Types. Withstand 
high pressure service and severe op- 
erating conditions, 


Joints stay fluid-tight beyond burst 
pressure of the tubing. Meet J.LC. 
requirements. 

% Used with J.LC. and other soft steel 


tubing. Also copper, fully annealed 
stainless steel tubing, etc. 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Illinois 


In Canada: 334 Lauder Ave., Toronto, Ontarie 


Ask for Bulletin Set HC. See Your Local imperial Distributer 


Pioneers in Tube Fittings and Tubing Tools 
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' Fiscard 
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USE...DISCARD... REPLACE... 


this is the life cycle of a file. Toolwise, the 
“expendable” life is relatively short, the cycle of 
replacement comparatively frequent. 

This is especially true in intensive industrial 


production, where files usually wage daily battle 


against materials almost as tough as they 
are themselves. It is the natural wear-away story 


of the process of filing. 


What does all this mean? That there is always 

a need for files... hence always a chance for a 
sale on every call the distributor’s salesman 

makes. In contacting a customer—by telephone, by 
correspondence, or in person—a surprisingly 
effective closing line is “Any files today?” * 


*® And what does the distributor of Nicholson 
or Black Diamond files have that “the other 
fellow” is less likely to have? Matchless 
file quality and uniformity —assuring long- 
est file-life cycle, infinite repeat sales, and 
satisfied-customer relations indefinitely. 


Osa NICHOLSON FILE CO., 23 ACORN ST., PROVIDENCE 1, R.1. 


~ 
2 . 8. (in Canada, Port Hope, Ont.) 
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20% INCREASE IN WIRE ROPE LIFE. 
When this 14 cu. yd. drag line was 
equipped with the new Tiger Brand 
244” Drag Line, the average service 
life of the rope was increased 20% 
over other brands tested. 


SAVES MONEY AND TIME—INCREASES PRODUCTION. This new Tiger Brand Drag Line Rope 
quickly pays for itself through increased life and greater production. Try it next time 


you have to replace your drag rope. 
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Brand Drag Line 
increase in service life 


wo “on the job” tests of the New U-S-S American 
Tiger Brand Drag Line were recently made by 
the Marshall Mining Company, North Lima, Ohio. 
Accurate records had been kept on the service life of 
various makes of wire rope used before so the tests show 
a fair comparison. 
One test on a 214 
20% increase in service life above the average of the 
other ropes. The second test on a 154%” rope showed a 
“whopping” 83% increase above the average of all ropes. 
Digging conditions in all cases were the same. DRAG LINE LIFE INCREASED FROM 600 HOURS TO 1100 HOURS 
This new Tiger Brand Drag Line was designed espe- §—83%. The best service on this drag line using 14%” rope 
averaged 600 hours for other brands of rope. But with 
the new U-S-S Tiger Brand Rope, service life jumped to 
1100 hours—almost double the previous average. 


” 


Tiger Brand rope showed a sizeable 


, 


cially to resist the severe operating conditions imposed 
by this class of service. 

The use of this new rope on your drag line will mean 
substantial savings in your wire rope costs. It will cut 
your down time and help to keep machines at top 
capacity. 


U-S*S AMERICAN TIGER BRAND WIRE ROPE 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Licelliy Cie uted 
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NOTE TOs 


BY NOW, YOU KNOW ABOUT 
THE NEW CARBOLOY MTI 
PLAN. AS A MERCHANDIS- 
ING MAN, YOU RECOGNIZE 
ITS APPEAL, ITS SOUND- 
NESS . . +« ITS GREAT 
POTENTIAL FOR INCREASING 
YOUR SALES OF STANDARD 
CARBOLOY TOOLS. 


ADS LIKE THIS SPREAD AT 
RIGHT -- PARADING 
REGULARLY BEFORE A TRADE 
AUDIENCE OF OVER 300,000 
-- ARE SOLIDLY BACKING 
THE PLAN. AND THIS IS 


ONLY THE START! 


DIRECT MAIL, PUBLICITY 
AND OTHER PROMOTIONS 
WILL PLUG THE PLAN FOR 


YOU THROUGHOUT ‘53. 


SHOW THE MTI PLAN TO ALL 
YOUR CUTTING-TOOL 

CUSTOMERS AND PROSPECTS. 
SHOW IT AND YOU'LL SELL 
IT! SELL IT AND YOU'LL 


SELL MORE STANDARD TOOLS 
THAN EVER BEFORE! 











\ 
we 


YOUR CARBOLOY FIELD REPRESENTATIVE SAYS... 


“This 


reduces 








"It’s an astoundingly simple, practical way for you 
to benefit from the low cost, wide adaptability 
and quick availability of Standard Carboloy Tools. 





“Briefly, here’s how the Minimum 
Tool Inventory Plan works: Instead 
of loading your shelves with spe- 
cial, made-to-print single-point car- 
bide tools, you stock a lesser num- 
ber of Carboloy ‘Standards’... . 
always available from distributors’ 
stocks nearby. The MTI Plan shows 
you how to convert these Stand- 
ards, in minutes, to handle about 





80° of your special jobs. 

“Your operating efficiency stays 
at par or improves. Your inventory 
goes down — about 30% or more. 
You cut out tooling delays, save on 
initial tool investment and _ tool 
cost. You streamline your inventory 
procedures, reduce tool waste .. . 
get many other benefits shop-wide. 

“Send coupon for MTI Plan Kit.” 


1 ADAPTABLE for up to 80% of your single-point tool jobs 


es 
nan 


Above is a Style C Standard Carboloy Tool. 
It can be used “as is” for some jobs, or 
ground quickly to many special shapes. Five 
typical ways it can be adapted are shown. 
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There are only 11 styles of Stand- 
ard Carboloy Tools . . . ready to 
be used “as is” for general turning, 
facing and boring . . . or quickly 
ground on regular carbide grinding 
equipment to fit those tricky spe- 
cial jobs. With Standards, you need 
fewer tools to do more jobs. Thus, 
you operate on lower inventories. 


2 AVAILABLE 


always from nearby 
Carboloy distributors 


You can get off-the-shelf delivery 
on Carboloy Standards in 98 cities 
from coast to coast. No waits. No 
production delays as with special, 
made-to-print carbide tools. Know- 
ing you can get such speedy deliv- 
ery of Carboloy Standards means 
you can cut your inventories still 
more. 








new Carboloy MTI Plan 


your tool stocks up to 30%” 











Kit also includes Plan Sheets in which to tabulate 

your Standard Tool selections, and easy-to-follow 
Grinder Sheet which outlines simple way to convert 
the Standards to your job specifications. 


3 Free MTi Plan Kit includes two handy tool selectors. 
You place them over your special prints, find out 
quickly which Carboloy Standard best adapts to each 
job. Selectors are of transparent plastic 


“id iS Va VY h 2 


At once you'll see how you can operate with up to Should you have the slightest difficulty getting the 

30% fewer tool stocks. Next step is to phone your 6 plan rolling, a Carboloy sales representative will call 
nearby Carboloy Distributor for swift delivery on only at your plant, help you smooth out the kinks. His 
the Standard Carboloy Tools you need. expert services won't cost you a penny. 





SEND COUPON TODAY—PINNED TO YOUR COMPANY LETTERHEAD— 
FOR YOUR FREE MTI PLAN KIT 


“ros (ME CARBOLOY 


ARE STOCKED a. DEPARSMENT OF GENERAL ELECTRIC COMPANY 
COAST TO 11131 E. 8 Mile Ave., Detroit 32, Michigan 


[] Please rush me, at no cost or obligation, your MTI Plan Kit. 
Hove your sales representative call, without obligation. 


Look under “Tools” in the Yellow 

Pages of your local telephone book 

or in Thomas’ Register for your Name 
nearby Carboloy Distributor. He has 
complete local stocks and services. 
Ask him about the MTI Plan. per 
“Carboloy” is the registered trademark for the 


products of the Carboloy Department of General 
Electric Company. 


Position 


Company 
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TAKES OFF ONE POUND OF STOCK 
PER MINUTE! 

Reducing tube or bar stock to the tune of a pound a 
minute is easy with BEHR-MANNING METALITE® Cloth 
Belts on the #914 centerless grinder built by Production 
Machine Co., Greenfield, Mass. 


NEW CARBIDE TOOL SHARPENING 
METHOD 

BEHR-MANNING Micro-Finishing DURITE Paper Belts 
teamed with the Fenlind Micro-Finisher (manufactured by 
the Fenlind Engineering Company, Rockford, Ill.) give 
carbide tool users a brand new, improved finishing method 


for single point carbide tools. 


NEW, VERSATILE FINISHING TOOL 


The new ADAPT-A-BELT, developed and manufactured by 
the Curtis Machine Corporation, Jamestown, N. Y., is 
considered one of the most universal attachments ever 
built. Some of its many features are: abrasive belt track- 
ing mechanism, simple and efficient abrasive belt tension- 
ing, rigid steel construction, light weight, wide range of 
belt lengths, universal attaching clamps for quick and 
efficient attachment on practically any power tool. 


NEW USES FOR ABRASIVE SPECIALTIES 
Every plant has small parts and shapes that need sanding 
for accuracy of finish. BEHR-MANNING Coated Abra- 
sive Specialties — cones, SPIRABANDS®, abrasive pencils, 
etc., are continually being applied to bring new produc- 
tion speed and cost-reduction to these “odd” jobs. 
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Hardly a month goes by without the develop- 
ment of new profit-saving applications of coated 
abrasives in the manufacturing field. Many of 
these are developed in BEHR-MANNING® engineering labora- 
tories. Others are worked out by machine manufacturers in 


cooperation with BEHR-MANNING engineers. 


These new developments are all-important to you and your 
customers. For you, they mean added opportunities for better, 
more profitable customer service. For your customers, they 
mean faster rates of production and lower costs of operation. 


Your local BEHR-MANNING representative will be glad to 
give you the facts on these new finishing methods and to 
arrange demonstrations for your customers. 


Behr-Manning Corp., Troy, N. Y., Dept. 1D-6. 


In Canada: Behr-Manning (Canada) Ltd., Brantford 
For Export: Norton Behr-Manning Overseas Inc., New Rochelle, N. Y., U.S. A. 








Rrttr-MANNING 


® bitin of NORTON Company 


A COATED ABRASIVES A SHARPENING STONES AB PRESSURE-SENSITIVE TAPES 
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NOW YOUR CUSTOMERS CAN GET 
NEWS FROM MORSE EVEN FASTER DELIVERY 
OF MORSE STOCK SPROCKETS; 
SAVE MONEY, TOO 


Morse Stock Roller Chain Sprockets with Taper-Lock Bushings now 
available from Morse Distributors. Newest addition to Morse line 


SPROCKET 





makes possible instant delivery of ready-to-use sprockets. 








Now, practically every sprocket requirement your customers may 
have can be filled right from your shelves with a higher profit per 
sale to you. 

In addition to the wide variety of Morse Steel and Cast-Iron Stock 
Sprockets always available, Morse Distributors now offer Type B 
Stock Sprockets from \4"-pitch through 1'4"-pitch, 10 to 112 teeth 
with Taper-Lock Bushings. 

New savings for customers 

Your customers will realize these advantages: 

(1) Prompt delivery—no more delay for reboring, keyseating or 
other alterations. (2) Flush bushings permit close mounting; Morse 
Taper-Lock sprockets need no more shaft space than any Type B 
sprockets. (3) Compliance with safety requirements. No flanges, 
collars or protruding screw heads to create dangerous operating 
conditions. (4) Low cost. 


ee ee FD Dee 


MORSE 


: 


Prooucrs 


freee mee ey 


MORSE CHAIN COMPANY 
Dept. 481 + 7601 Central Avenue 
Detroit 10, Michigan 


M-=PT; Morse means Power Transmission 


Stock Silent Chain 
Drives, 2"- and 
Y%,"-pitch 
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Stock Roller Chain 
Drives, Plain- 


AND NOW! 

New Morse Stock Taper- 
Lock Roller Chain 
Sprockets; '4"-, %"-, %4"-, 
1"-, and 1% "-pitches, 10 
to 112 teeth Taper-Lock 
Bushings are available 
with bore diameters from 
%”" te 3” in increments 
of Ye". 


Let us give you details on a profitable 
Morse Distributorship with its com- 
plete line of well-known, high-quality 
power transmission products to sell. 
Call or write us today. 
Klong Service Life, Engineering Service, 
ond Quolity—which you get in unusual 


degree when you buy Morse Power 
Transmission Products. 





NOELTING 


Stop Costly Breakdowns with 


DOUBLE TREAD 
STEEL WHEELS 


They Resist Sharp Shocks and Jolts... 
Carry Twice the Load of Cast Wheels 


To solve your breakdown problems Faultless 
developed this Drawn Steel Wheel. 

With sturdy double-steel flat tread, it defies 
the punishment of sudden jolts. Chip-proof 
rounded edges are precision-made to roll 
smoothly and evenly—without fracturing— 
on any kind of floor. 

Added strength and durability are provided 
by corrugated steel sides and a strong hub 
bearing, protected by mighty built-in steel 
shoulders. This wheel is absolutely concentric 
for smooth, effortless operation. 

And it cuts into handling costs 
by reducing replacement labor. 
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AVAILABLE IN LIGHT, MEDIUM | _uame ae = 
and HEAVY DUTY CASTERS | jm 7 on *: 


It’s easy to select just the right Drawn Steel 
Wheel Caster for your equipment. 

Capable of supporting operating loads 
of 2,000 Ibs. per wheel (or static loads of 4 
8,000 lbs. per wheel), Faultless Drawn VY 
Steel Wheels may now be had for light, 
medium or heavy duty requirements. ae 

In addition to 8 types of Swivel Plate 
Casters with Drawn Steel Wheels, compan- 
ion Rigid Plate Casters are available. 

Let your Faultless Caster representative 
help you choose the right Caster for your 
needs, or write us for Catalog specifica- 
tions, no obligation. 
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FAULTLESS CASTER CORPORATION EVANSVILLE 7, IND. éeanchesin 


Atlanta, Boston, Chicago, Cleveland, Dallas, Detroit, Grand Rapids, High Point, Houston, Indianapolis, los Angeles, New York, Philadelphia, St. Lovis, Conoda: Stratford, Ontario 
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SPS Helps the Industrial Distributor 


THROUGH 
REDUCTION OF 
PAPERWORK 


It costs you as much in paperwork—and therefore in 
money—to process a box of UNBRAKO Socket Screws 
as it does a crate. How to get out from under this 
mountain of detail? 


One solution is to order larger quantities less frequently. 
Many distributors find that it pays them to carry 
rather large stocks and rely on drop shipments for 
emergency only. Another solution is to point out that 
standard UNBRAKOs can often replace specials. SPS 
does this constantly through national advertising* 
reaching all your customers. Our distributors say this 
policy is paying off handsomely for them. We know 
it is for us. SPS, Jenkintown 13, Pa. 


*Each month a grand total of over 2,300,000 advertising 
messages is directed to your customers and prospects. 


UNBRAKO SOCKET SCREW DIVISION 
. 
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BRING THIS BIG NEWS TO YOUR CUSTOMERS! 


Horse of 
another color. 


Particularly Made For 


BURRING + FINISHING »* CLEANING © POLISHING 
Stainless Steels, Forged Aluminum, Hard Metals 
and all others—/n One Operation! 


Your customers will appreciate another—-and diflerent—group of abrasives, 
the BL Series, which has been added to the Brightboy line in answer to the 
growing demand for rubber cushioned abrasives to solve many specialized 
finishing problems. 

The Brighthoy BL Series for- 
mula compounds special new- 





texture rubber binders with 
“matched” abrasive, achieving 
a tough rubber cushion for the 
. evenly blended abrasive. The 
WHEELS, STICKS, RODS, working action is a just-right 
BLOCKS for machine 


end manuel egeretiens smooth bite for removing 


heavy tool marks, polishing and 
burring stainless steels, and for many applications on both hard and soft 


metals. 


Together with Brightboy Standard, Tuff-Tex and Fine-Tex grades, the new 
Brightboy BL Series tremendously widens the scope of your abrasives 
service, since the range of versatile Brightboy is far greater than that of 
other abrasives. Your customers need Brightboy as an independent finish- 
ing medium and also for use in conjunction with other abrasives. 


Write Today for Full Details, Inviting Dealer Proposition 
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BRIGHTBOY NOW AVAILABLE WELDON ROBERTS 


IN SIX VERSATILE TEXTURES 





54 BL. For faster finishing action on all metals 
TUFF-TEX. For finishing action on sharp burrs and edges 
70 BL. Wide range of finishing action on all metals 
STANDARD. General finishing action on all metals 


120 BL. Wide fAnishing range on medium-hard and soft 
metals; high polish on hard metals 


FINE-TEX. Polishing, finishing and burring soft metals; 


cleaning medium-hard and hard metals 
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RUBBER CUSHIONED ABRASIVES 
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BRIGHTBOY INDUSTRIAL DIVISION © WELDON ROBERTS RUBBER CO. 


95 No. 13th Street . Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 





every userot 
WIRE ROPE 
and CHAIN 

13 Q prospecr 

1 tor FITTINGS! 








See ee ore pweg 


By pointing out these facts in consistent, factual 
advertising Laughlin is helping you sell to users of Wire 
Rope and Chain EVERY WHERE. 


1, Expensive “Special” fittings are usually un- 
necessary when consulting the #150 Laughlin 
Catalog. Approximately 1500 sizes and types 
to choose from. 

2, Accidents caused by inferior fittings are pre- 
ventable by the selected steel, drop forged, 
weldless construction used in Laughlin fittings. 
Many are heat treated for added strength. 
Exclusive items such as the “Fist Grip’’*clip, 
Safety Hook, Clevis Grab Hook, and “Missing 
Link” *are sales leaders for Laughlin distribu- 
tors. 

(We protect our distributors) 


We tell these prospects in these publications 


Top management, engineers, safety engineers and purchasing 
agents in all fields of industry. 


influential buyers in design, production and maintenance depart- 
ments of all industrial fields. 


Contractors, heavy construction, logging and lumber companies; 
quarries, mining, stone and cement products companies; and rail- 
roads and equipment manufacturers. 


Drillers, producers, refiners, pipeline and petroleum equipment 
manufacturers. 

Private and government shipbuilders, repairmen, architects, engi- 
neers, and ship operators; suppliers, stevedore companies and 
marine equipment manufacturers. 


Whether you are talking to your customer about original equip- 
ment for production or replacement parts in maintenance, you 
know that he knows LAUGHLIN. 


Business Week 
National Safety News 
Purchasing 


Industrial Equipment News 
Mill and Factory 

New Equipment Digest 
Product Design and De- 
velopment 


Construction Equipment 
Construction Methods and 
Equipment 

Engineering and Mining 
Journal 

Pit and Quarry 
Mechanization 


World Oit 


Marine Engineering 


*T. M. Reg. 


THE THOMAS LAUGHLIN CO. 612 FORE STREET PORTLAND, MAINE 
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in WIRE ROPE, too 
It’s all in the RIGHT KIND of Muscle 


A YELLOW TRIANGLE 
ON THE REEL IDENTIFIES 
WICKWIRE ROPE 
9203 


48 


The powerful, rugged muscles of a 
charging rhino enable him to propel his 
tremendous bulk and weight at truly 
remarkable speed. Nature designed them 
well for the purpose they have to serve. 

In wire rope, too, the right kind of 
muscle is vitally important... because 
different types of jobs present different 
types of destructive forces. Bending 
fatigue! Shock stress! Abrasion! Load 


strain! Each demands wire rope that best 
combines required resistance factors. 

Wickwire Rope gives you the benefit 
of long experience and specialized know- 
how which assures you of exactly the 
right kind of rope your particular job 
demands. 

For full information see your Wick- 
wire Rope distributor or contact our 
nearest sales office. 


THE COLORADO FYEL AND IRON CORPORATION—Abilene (Tex.) * Denvar * Houston * Odessa (Tex.) * Phoenix * Salt Lake City * Tulse 
THE CALIFORNIA WIRE CLOTH CORPORAT(ON—Los Angeles * Oakland * Portiand * San Francisco * Seattle * Spokane 
WICKWIRE SPENCER STEEL DIVISION—Boston * Buffalo * Chattanooga * Chicago * Detroit * Emlenton (Pa.) * New York * Philadelphia 
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ALL THE PIPING SUPPLIES YOU 

















Dial your Republic Steel Pipe Distributor’s telephone number— 
when and as often as you wish—and forget about the handling 
and storage costs, capital investment and inventory losses of trying 
to maintain stocks of your own. 

Your Republic Steel Pipe Distributor carries a full line of pipe in 
the sizes you need—plus the fittings, valves, fixtures, controls, tools 
and other items for each complete job. His stockroom is your stock- 
room. From it he delivers just what you need when you need it, 


His service is always at your finger tip. Why not get better ac- 
quainted with him—and with the high-quality materials he stocks? 


LB PU BLIC |) 
To help tell the story STEEL 


of the pipe distributor and the 
service he renders, this and simi- 


lar Republic Steel advertisements 
are appearing regularly in plumb- E L p | p E 


ing and heating publications. 
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Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 

Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from vear to year, as EXPERIENCE augmented the “know-how” . . . 


MARVEL is not “‘tied” to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—-MARVEL will use them, regardless of cost or 
source .. . 

There is only one genuine MARVEL High-Speed-Edge! All other 
“composite” or “‘welded-edge”’ hack saw blades are merely flattering 
attempts to imitate — without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested’’, and “‘re-tested”” by thousands 
of users for more than a quarter-century! 


Better Machines- Better Blades 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 39, U.S.A. 
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The Right Motor rice... At Your Fingertips 


This popular Condensed 4 page folio, Century Motor 
THIS HANDY 


Price List, covers more than 90°, of the types and sizes 
used in the markets served by Industrial Distributors. 


PRICE LIST Its simplified form helps the distributor salesmen to 
HELPS YOU more readily find and quote motor prices. 


SELL MORE The Century Condensed Motor Price List was designed 
with the sales problems of the distributor’s salesmen in 
mind. With his wide line of products, he cannot carry 
a thick Century price book that includes complete 
engineering data for every possible special motor 
application. Call on a Century salesman to help you 

MOTORS on your special applications. 

Increase your sales by serving Complete books covering Century’s most complete line 
your customers motor of motors and generators are available to those who 
requirements. Ask for a copy 


ot Century's Condensed Form want them. 
943 Price List. 


This is only one of the ways 
Century wants to help your 
organization to sell motors. 





CENTURY ELECTRIC COMPANY ~ 1806 Pine St., St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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ADVERTISEMENT—JUNE 1953 


Linco/n LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





LINCOLN WINS AWARD SECOND STRAIGHT 
YEAR AT TRIPLE MILL CONVENTION FOR 
EXCELLENCE OF DIRECT MAIL 


At the recent “Triple Mill Supply Convention” in Miami, Lincoln Engineer- 
ing Company was again awarded, for the second straight year, a certificate 
for excellence of Direct Mail by the Committee in charge of judging Best 
of Advertising and Direct Mail produced by manufacturers which high- 
lighted the services which Distributors offer Industry. 


During the Convention, Lincoln introduced a complete, new packaged 
Direct Mail Kit for use by the company’s authorized Distributors. 


The Kit is unique from several standpoints. Constructed in conventional 
file folder style, it is especially easy to handle, use and keep on hand for 


ready reference. Inside the folder 
there is a pocket containing a Sales 
Directive pointing out the extreme 
need for consistent promotion at the 
Distributor level in order to cut sell- 
ing costs and increase volume. Also 
included, is a 4-page folder explaining 
in detail how to set-up and operate 
a Direct Mail Compaign effectively 


<< A 


Cimcon? OIRECT MAIL KIT 


« few Series of Merchendiving Hts 


| 
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and economically, plus a reprint of a recent 
article from “Advertising Requirements” 
magazine setting forth 26 sources from which 
to compile a sound, practical mailing list. 
A second pocket contains samples of 15 
different direct mail pieces printed in two 
colors, and varying in type and style from 
self-mailers to stuffers, thereby, enabling 
Distributors to plan and schedule a com- 
plete 12 month direct mail compaign on 
the Lincoln Line, each mailing providing 
a fresh, interesting approach to customer 
and prospect. 

Because of the compact construction of the 
Kit, and completeness of content, two Na- 
tional magazines in the Sales and Advertis- 
ing fields have invited Lincoln to write an 
editorial describing the story behind this 
sales tool. 





Shell Industrial 
Sales Clinics 
Employ Lincoln 
Slides and Movies 


Recognizing that maintaining close, friendly 
relationsip with the Oil Companies and their 
selling activities is of vital importance to 
Distributors, Lincoln has continued to offer 
every cooperation and assistance in this 
regard. For example, Shell Oil Company 
recently completed a series of technical 
training clinics for their Industrial Repre- 
sentatives at the Hotel Berkeley-Cateret, 
Ashbury Park, N.J., extending from Jan- 
uary 19th to April 16th. 


These clinics set a new high for complete- 
nese of organization and intensive presen- 
tation of technical material. 


Before the clinics started, Lincoln was asked 
to make available the audio and visual ma- 
terial required to present the section apply- 
ing to “Application Of Lubricanta’”’. In re- 
sponse to this request, over a hundred 
Kodachrome, three dimensional slides were 
forwarded, together with color slide films 
and motion pictures dramatically illustrat- 
ing the place and importance of devices for 
Controlled Application of lubricants. In ad- 
dition, working models of various Lincoln 
Systems were provided for Representatives 
in attendance to inspect, and a binder of 
catalogs and technical material was sup- 
plied for each man. 


At the conclusion of the Clinics, Mr. D. C. 
Appelby, Lubricants Department, Shell Oil 
Co., replied . . . “‘We are very much in- 
debted to you, and again, many thanks to 
your organization for your fine cooperation.” 





Faxon Engineering 
Increases Bearing- 
Life On Cold 
Roll Mills 1,500% 
With Lincoln System 


Many highly interesting examples of how 
Lincoln Distributors are helping take fric- 
tion and trouble out of one industry after 
another comes to light every day. But here 
is a really spectacular one. The Miller Com- 
pany of Meriden, Conn., manufacturers of 
cold roll brass, were replacing 18” journal 
bearings on their cold roll mills approxi- 
mately every two months, which resulted 
in a considerable sum lost in machine down- 
time and production. 


After making a survey of the problem, a 
Faxon Engineering Company Representa- 
tive recommended installation of a com- 
pletely automatic Lincoln Centralized Lu- 
brication System for one of the Mills. The 
installation resulted in astonishing benefits. 
Bearing-life was extended from two months 
to 244 years, and down-time for lubrication 
was completely eliminated. 


In addition, due to positive, controlled lubri- 
cant application, the mill was able to reduce 
the operations necessary for cold roll reduc- 
tion, and power consumption was cut 20%. 


As ¢ result of this first installation, all the 
cold roll milis are automatically lubricated 
with the Lincoln System. 


Of considerable interest is the fact that the 
original 400 lb. drum size, air-motor oper- 
ated pump installed to supply lubricant to 
the circuit of Injectors on the original Mill, 
also supplies Injector circuits on the other 
mills equipped at a subsequent date. 





LINCOLN ENGINEERING COMPANY 


St. Louis 20, Missouri 





INDUSTRIAL DISTRIBUTION © JUNE, 1953 





PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 





Modern Controlled Lubricant Application Systems For Modern Machines 





LINCOLN SALES TRAINING CLINICS 
PRAISED BY INDUSTRIAL DISTRIBUTORS 


A recent survey of 100 Industrial Distributors revealed what they thought of 773 manufac- 
turer-conducted Sales Meetings which their salesmen had attended. The results were pretty 
somber. Only 17% of the meetings were classed as being outstanding; the balance—hardly 
worth attending. 


Recognizing the extreme importance of these Distributor Sales Clinics to the successful 
merchandising of its line which is marketed exclusively through Distributors, Lincoln ana- 
lyzed, re-evaluated and streamiined its Distributor Sales Clinic techniques to the point that 
letters have been pouring in from Distributor Executives, whose men have attended the 
1953 meetings, enthusiastically praising these five-day, information-packed clinics. Every 
modern audio and visual aid is employed to raise the “remembrance factor’ of those in 
attendance. Wide variety of presentation and change of pace keep the salesmen on their 
toes—produce outstanding results for all concerned. Photostats of letters from Distributors 
praising the Lincoln Clinics are available on request. 





AA INDUS 


Lincoin’s Manager of Market Research pin-pointing the potential for lubricating equipment 
in each Distributor’s trading area, industry by industry, showing where sales can be made. 


Distributors Profit 
from Lincoln's 
Record-Breaking Volume 
of Trade Paper Publicity 


It is a well known axiom among Sales and 
Advertising experts, that one page of edi- 
torial publicity in a good Trade Publication 
is worth six two color, full page ads. Last 
year, Lincoln secured 101 pages of editorial 
publicity on its products — and we don’t 
mean New Product Releases. This record- 
breaking volume of publicity, in addition to 
carrying more two color trade paper adver- 
tising then any other company in its field, 
impresses and conditions prospects for easier 
sales—increases volume from regular cus- 
tomers. Here is another example of Lincoln's 
continuing efforts to make selling more prof- 


Distributor Salesmen and Training Supervisor In 
Lincoin Plant making an actual machine survey 
preparatory to drawing up recommendation for a 
Centralized System. 


itable and economical for Distributors. Vol- 
ume of publicity for this year promises to 
break even last year’s amazing record. 





Grand Rapids Supply 
Solves Materials 
Application Problem for 
Gibson Refrigerator Co. 


Here's another impressive example of how 
aggressive Lincoln Distributors are helping 
to solve costly plant problems day after day. 


The Gibson Refrigerator Co., Greenville, 
Mich., was encountering considerable diffi- 
culty on its production line with the appli- 
cation of a liquid material to the condenser 
coils of the freezer compartment. A Grand 
Rapids Supply Company salesman noting 
the quick-drying, abrasive characteristics of 
the material, and the unavoidable mess and 
waste from manual application, installed a 
Lincoln power-operated pump dispensing 
from an original 100 Ib. container through 
outlet assembly direct to coils. 


AFTER 


Since the Lincoln System was installed, 
floors are no longer littered with material, 
or pails thrown out in which material had 
hardened, nor is it necessary to continue 
the process of cleaning off excess material 
before refrigerator is assembled. Also, trans- 
ferring material from drums to pails is elim- 
inated. Production has been stepped-up ma- 
terially, and consumption of material is 
sharply reduced. 





Write for complete details on how you can become an authorized Lincoln Distributor 
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“We feature WISS SNIPS 
because they sell best 
with fewer returns” 


T! A. Johansen of the Central-West Machinery 

Co., Chicago, agrees with other distributors of 

Wiss metal cutting snips. There are several 

reasons why they are the choice of professional 

workers everywhere—why they sell better, with fewer returns. Wiss snips are 
produced largely by the handwork of skilled workers. Each pair ts rigidly tested 
and guaranteed perfect. Bolts are set precisely to reduce wear and to increase 
cutting power with least effort. 


- 1 og i ila at aca Po ba a 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting Wiss inlaid blades are made of high 
power. These 10” snips cut with about one-half the effort required for standard carbon crucible steel welded to a tough 
124%” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 drop-forged frame to provide the extra 
(cuts right) are designed to cut the most intricate scrolls and circles. M-3 is for service demanded by professional 
shallow ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for workers. 

notching, nibbling and cutting shallow arcs in sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 

High carbon crucible steel weld- 
ed to a tough drop forged frame 
provide that extra service de- 
manded by professional users ev- 
erywhere. Six Straight Cutting 
sizes from 94” to 17”, including 
Bulldog Snips for notching. 
Three Combination* Cutting 
sizes, 124%", 13%” and 141”. 


WISS SOLID STEEL SNIPS Wiss snips are hot drop-forged of the 
For those whose requirements finest steels available. 
are less specialized than the pro- 
fessional user. Hot drop forged 
of fine carbon steel, they meet 
or exceed ge zernment specifica- 
tions Four straight cutting sizes, 
8” to 124". Three Combination* 
Cutting ‘sizes, 7” and 13” and 
Bulldog Snips for notching, 16”. 
Made with straight blades, but 
ground and shaped so they read- 
y ily cut curves and irregular 
Y she apes as well as straight. 


i- Highly skilled craftsmen make final 
J. WISS & SONS CO., = , NEWARK 7, NEW JERSEY adjustments to assure that Wiss snips 


will cut perfectly for a long time. 


Manufacturers of Shears, Scissors, Pinking Shears, 
Metal Cutting Snips and Garden Shears 
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The belt that says STOP 


How often has your plant had to junk an almost 
new conveyor belt ...ripped to shreds by razor- 
sharp particles which embed themselves in the 
belt, then jam and slit long sections? 
NYB&P’s new RESISTORIP belt is de- 
signed to end this useless loss. At close intervals 
throughout its length, transverse groups of 
high-tensile steel wires are built into the belt’s 
carcass. When a sharp, partly-embedded object 
starts to rip this belt, it quickly encounters one 
of these wire groups. Immediately it is ejected 
...and damage to the belt is confined to a 


very short section, only inches in length! 

Designed by NYB&P belting specialists to 
withstand the hazards of foundry shake-out 
service, and field-tested for more than five 
years, the RESISTORIP Conveyor Belt has 
already more than doubled the endurance 
records of other belts in this service . . . should 
greatly reduce belt costs in applications in 
many other industries. 

Only NYB&P Distributorscansupply you with 
RESISTORIP Conveyor Belting and other such 
outstanding and exclusive NYB&P products. 


to ripping 


Sher V-BELTS and “TIMING”® BELT DRIVES 





NYB&P INDUSTRIAL RUBBER GOODS 





J America’s Oldest Manufacturer of Industrial Rubber Products 
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R. L. Polk, President, R. L. Polk & Co., publishers 


He has your name and address! 


“We have the names and addresses of 
forty million peopl who own automo- 
biles,”’ says R. L. Polk, and that’s 
only one of the ways we might have 
you listed! 

We release up to 21 
tising mailings a day to these lists. But 
kits, catalogs and displays—always sub- 
must reach 


» million adver- 


ject to last-minute changes 
the dealers first. 
That's when we call on Air Express! 
“For one auto manufacturer, we re- 
cently made Air Express shipments to 
3,000 dealers, not once but three times, 
just before the new model announce 


56 


ment date, Every one of those ship 
ments had to be on time—and every 


one was! 


“Only Air Express could have done 
it. Yet their rates are not only reason 
able in many weights and distances 
they are /ower than other air carriers 


We have made upwards of 35,000 
Air Express shipments over the past 
four years, ranging in weight froma few 
pounds to more than a thousand. This 
top-speed, dependable low-cost service 
helps us give maximum service to our 
advertisers. Our use of Air Express 
will increase another 27% this year.” 
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It pays to express yourself clearly. 
Say Air Express! Division of Railway 
Express Agency. 


-9 AB EXPRESS 


GETS THERE FIRST 


via U. S. Scheduled Airlines 











Top Grade Steel—spang’s steel requirements call for 
steel skelp made to rigid metallurgical and physical 
specifications, giving it inherent qualities that contribute 
to easy bending and threading of the finished pipe. 


Quality-Controlled Processing—Autom atic con- 
trols governing the three heat zones under predetermined 
conditions permit heating the skelp gradually and 
progressively to the correct welding temperature. The 
skelp is kept free of dirt and foreign matter. 


Strong, Clean, Uniform Welds—Quality con- 
trolled heating to the right temperature assures highest 
quality welds and strength in the finished pipe. Skelp 
is air-blasted to remove loose scale prior to welding. 


Smooth, Clean Finish—spang CW is de-scaled in- 
side and outside, producing a clean and neat-appearing 
surface and providing closer bonding and longer life 
for galvanized coatings. 


Uniform Diameter —careful sizing and straighten- 
ing of quality-controlled Spang CW Pipe gives it a 
uniform diameter which makes it easier to thread, bend 
and fabricate on the job or in the shop. 


Complete Inspection and Testing—tach length of 
Spang CW Pipe is inspected inside and outside; threads 
are checked for pitch, length and quality. Spang CW is 
pressure-tested and hydro-static-tested above actual re- 
quired working pressures to check weld strength and 


pipe durability. 


It’s reasons like these that make Spang CW Steel 
Pipe the first choice of owners, architects, engineers 
and contractors who want the best in heating, plumbing 
and air conditioning systems. They know that Spang 
CW pays off in extra reliability, faster installations and 
lower costs. 

You can profit, too, by specifying Spang CW Steel 
Pipe at your local Spang distributa.. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office; Pittsburgh 30, Pa. District Soles 
Offices; Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 
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Fetlhewweight” 
857, MAGNES!| 


Earns A-Grades for 


Keeping School’s 
Steam HOT! 


Central School, Philmont, N.Y., protects its pupils with a 
modern heating system insulated with lifetime “Featherweight” 
85%, Magnesia. 


HIS attractive school at Philmont, N.Y., essing plants, oil refineries and chemical 

carries enlightened planning right down installations. 
to its basement. To assure maximum effi- Because “Featherweight” is inorganic in 
ciency of its modern heating plant, the nature, it won’t burn. Its insulating properties 
planners insulated the boiler and flue with are not affected by the expansion and con- 
**Featherweight” 85°. Magnesia Blocks traction of steam system start-ups and 
smoothly coated with K & M Asbestos shut-downs, or by alternate wetting and 
Cement. The piping is insulated with drying. It is economical to buy, economical 
“Featherweight” 85% Magnesia Sections. to apply. In combination with K & M 
Hy-Temp Insulation it will insulate equip- 


“Featherweight” 85% Magnesia gets high , 
ment with temperatures up to 1900° F. 


grades for insulating any job with 
temperatures up to 600° F. It has been a You can depend upon steady profits and 
distinguished success for more than 60 years satisfied customers when you sell 
providing economical, lifetime insulation “Featherweight” 85% Magnesia and the 
on thousands of applications, including ships complete line of K & M Insulations. Write 

and power stations, hospitals and food proc- for full details. 
Nature made Asbestos... 


Keasbey & Mattison has made it 
serve mankind since 1873 


KEASBEY & MATTISON 
COMPANY + AMBLER + PENNSYLVANIA 


Architect: Hampson and Fisher, Pittsfield, Mass. General Contractor: Ernest J. Cramer, Pittsfield, Mass. Plumbing & Heating Contractor : Berkshire Plumbing 
and Heating Company, Pittsfield, Mass. Insulation Contractor: Armstrong Cork Company, Hartford, Conn. 
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PRE-TESTED 
HIGHER SALES 


METALLOGRAPH PROVES 
THE SALES “EXTRAS” IN 


ATLAS “SUPER-LIFE” ROLLER CHAIN WJ 


Extra toughness for heaviest shock loadings, 
extra wearability to slash maintenance costs, 
and extra fatigue life all add up to extra 
service ... more repeat sales. 

These extra values in every length of 
Atlas Roller Chain are pre-tested daily on 
the Atlas Metallograph for proven perform- 
ance year after year on power transmis- 
sion drives. 





INA FOR 


Y 


\ 


Atlas offers you a full line of all types of 
roller chain—single, double or multiple 
widths, extended pitch, single link plate and 
many special types. Each and every one has 
been pre-tested for quality, sales-proved for 
profits. Line up with the Atlas Line of 
“Super-Life” Roller Chain. Let the Atlas 
profit plan help make '53 your best year. 
Write for full details. 


ATLAS CHAIN & MANUFACTURING CO. 


PHILADELPHIA 24, PENNA. 


/ 





HILA 


/ 



















ROLLER 
CHAIN 


You can fill 9O% of your 


customers’ sleeve bearing needs 


with JOHNSON GP’s 


Ya customers require sleeve bear- 
ings for replacement and maintenance of their 
own equipment... and many need them for @ 
products they manufacture. This line of Johnson “™ 
GP (General Purpose) Cast Bronze Bearings 
is so extensive that you can fill virtually all of 
these needs right from stock... 


4m are 213 different ID-OD com- 
binations; up to 21 lengths of a given size. Often, felilamiseivie 
with slight alterations, slots or oil grooves, John- 
son GP Bearings can be used instead of more ELECTRIC MOTOR 
costly special bearings. They are manufactured GRAPHITED 
from high quality bronze alloy, which will give LEDALOYIL, self- lubricating 


long, troublefree performance. If you are inter- BABBITT METAL 
ested in this fast-selling line, write for information UNIVERSAL BRONZE BARS 


on territory and the Johnson bearing franchise. " 
JOHNSON BRONZE COMPANY 
535 South Mill Street New Castle, Pa. 


JOHNSON , VBEARINGS 


te 
vE~ Dupe 
/ Sleeve Bearing Headquarters Since 1901 
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HY-PRO 
TAPS HAVE 
SPECIALIZED 
ENGINEERING! 








..f0 help cut your customer’s production costs 


At Hy-Pro we concentrate our operation on the manufacture of 
taps. This enables our engineers to continually focus their work 
on the design and production of this one important line. The 
result has been Hy-Pro’s earned reputation as a specialist in all 
tap needs. 

This experience is at your customer’s service. Our specialists 
are always ready to assist in every way—from advising him on a 
particular job to helping in his regular production setup. 

Remind him again of these facts. Hy-Pro’s engineer specialists 
and complete line of high quality taps can help him save time 
and money. 





HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S. A. 


ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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*Series 12100 


CARBON; 800 Pounds @ 750 F. 
STEEL | !500 Pounds Cold Non-Shock 


For 150-800 pounds service * Round 
Pe) bicte Mil stelsls]-t MEM siolbicte MCU PE Tal> MEMECT- Lt (hi 
or Ground Joint * Outside Screw and 
Yoke * Renewable Seat Rings * Solid 
Wedge — Slotted Type * Rising Stem 
115-13 Chrome Stainless Steel 





| Trimmings ¢ Sizes 4g> to 2" inclusive. 


| HENRY VOGT MACHINE CO. Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK © PHILADELPHIA «© CLEVELAND « CHICAGO e@ ST. LOUIS @ DALLAS” 
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JU ELECTRIC TOOLS 


Hammers 


Helping Your Customers Make 
Money MAKES MONEY FOR YOU! 


There's plenty of profit in helping your customers convert from costly 
hand operations or obsolete tools to POWERFUL THOR ELECTRIC 
TOOLS for drilling, driving screws, nut running, sanding, grinding, 
polishing, hammering, star-drilling and sawing. 

THOR TOOLS provide the competitive edge you need to make money 
selling power tools . . . an industry-wide reputation for quality . . . a 
policy of 100% distributor cooperation . . . and the backing of the world’s 
largest company specializing in the manufacture of portable power tools. 


Your Thor service engineer can show you how easy and profitable it is 
to sell the COMPLETE LINE of Thor electric tools. He's ready to serve 
you, wherever you are. Write Thor Power Tool Company, Aurora, Illinois. 


PORTABLE POWER 


THE COMPLETE LINE OF ELECTRIC TOOLS 


Tool Makers for 60 Years 


HELPS DISTRIBUTORS 
MAKE MORE MONEY 
Selling Electric Tools 
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Thor electric tools are sold exclu- 
sively through distributors. Com- 
plete cooperation in furnishing leads, 
closing sales, and servicing custo- 
mers 


Attractive floor and counter displays, 
catalogs, sales aids, exhibits, trade 
paper advertising, publicity in Thor's 
own national newspaper reaching 
100,000 readers. 


A truly fine line of tools quality 
engineered inside and out from 60 
years experience in tool making. 
Merchandised to SELL, 


A net-work of convenient repair 
stations to keep the tools on the 
job when wear occurs. 


Facilities of the world’s largest com- 
pany specializing in the manufacture 
of portable power cools. 


63 
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GET Kownd CHAIN 


Outside, Kound Chain, made by Kound Chain Companies, 

might look like other chain, but there the similarity 

ends. Inside, Kound Chain is superior—superior because 

it is the result of generations of chainmaking experi- 

ence... PLUS recent new developments by Kound 

metallurgists. 

This experience and these developments make possible 

chainmaking advantages like these: 

@ Choosing the kind of raw metal best suited for 
making each type of chain. 

@ Forming and welding techniques which assure 
maximum link strength. 


@ Heat treating in special furnaces with automatic 
controls for maximum hardness and toughness. 


@ Producing at a rate consistent with quality control. 


@ Inspecting by microscope and spectroscope to check 
on physical composition and to detect flaws. 


Next time you need chain, remember it’s what is inside 
a piece of chain that determines the service and life 
you'll get from it. Today as always, the INside of Kownd 
Chain is the source of its superiority . . . is the factor 
that enables it to merit the term “BEST”. 


Next time, get the BEST. Get Kownd Chain. 


ROUND SEATTLE CHAIN CORP, 


_- SEATTLE CHAIN CORP. 


Pertiend 10 


CHAIN & MFG. CO. 
Chicage 38 


ROUND CALIFORNIA CHAIN CO. 


Se. Sen Francisco 


TWE PLATING AND GALVANIZING CO. Cleveland 5 





ROUND LOS ANGELES CHAIN CORP. 


Los Angeles 54 





Logging « Marine «+ Oil Field « Railroad 


Related Aownd Products 1 


Chain Fittings and Accessories © Electric and Hand Hoists ¢ Turnbuckles 


Lead Binders « Trolleys « Cranes © Blow Torches 


+ 


- 
PF ORDER FROM YOUR WHOLESALER fg 
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Photograph by Morton Berger 


by CARD 


Many years of designing and manufacturing one chief product make Card the 


foremost name in Taps. 


Comple lt ly stocked office s at Chicago, Detroit, Fort iW orth, Los Ingeles, Neu York, San Francisco and Seattle. 


S. W. CARD MANUFACTURING CO., MANSFIELD, MASS. © DIVISION OF UNION TWIST DRILL CO. TAPS © DIES « SCREW PLATES 














LOOKING DOWN YOUR PIPELINE ... 


"3 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
125 ALDENE RD., ROSELLE, NEW JERSEY 


. what do you see? Dependability . . . or frequent failure; long, 
economical life . . . or costly maintenance; W-S FORGED STEEL 
FITTINGS . . . or the ordinary kind that are a source of constant 
trouble and expense? 


W-S Screw-end and socket-weld fittings are the only type that be- 
come integral parts of your steel pipe-lines . . . their forged steel 
construction matches that of the pipe or tubing in chemical and 
physical properties, in strength, weight and resistance to pressure 
...» heat. . . corrosion. 


Whatever your pipe or tubing application, you can profit from the 
permanence of W-S Fittings. Initial cost is often /ess; final cost is 
always /east. Literature is available . . . write for it. 











Ky hedbdbial yy 
Dustitbalord 
































True values never change 


Like a perfectly cut diamond, the intrinsic value of the Morse Code has 
been so well established that it needs no selling. Distributors know that 
the Morse Franchise is the most valuable property of its kind in the field 
of industrial distribution today . . . distinctly in a class by itself. Just ask 
any Morse-Franchised Distributor . . . he’ll tell you! Morse Twist Drill & 
Machine Co., New Bedford, Mass. Warehouses in New York, Detroit, 


Chicago, Houston, San Francisco. 


THE MORSE CODE MEANS 100% DISTRIBUTOR PROTECTION 





...oalMORSE Cutting Tools 
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Tailor-Made for Indvastviall Markets 


O-B valves have been designed for the specific needs 
of industrial users. With only a few O-B valves you can 
cover a surprisingly large number of applications. 

The No. 11 Globe, for example, shown here, has become 
popular for installations requiring frequent disc replace- 
ment. The screw-over bonnet can take the abuse of re- 
peated takedown and reassembly, and its one-piece con- 
struction makes disc replacement much easier. 

In the No. 26 Gate you can offer a 200-pound (WSP) 
valve with the exclusive O-B Flexitite Disc”. To meet the 
growing demand for copper-to-copper, there are the 125- 
pound (WSP) No. 16 Globe or the No. 28 and No. 29 Gates. 

With these valves and the many others in the O-B in- 
dustrial line you can meet requirements for nine out of ten 
applications. That’s why O-B valves are profitable valves 
to sell. They're tailor-made for your industrial markets. 


hid. tttbd. 
’ { is ' D 4 ' 


1A 





BRONZE GLOBES + GATES + ANGLES + CHECKS + FOR INDUSTRIAL SERVICE 
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SCREW CONVEYORS 


FORT WORTH dno accessories 


DELIVERY FROM STOCK 


On Most Standard Conveyors and Accessories 


The standard accessories shown below are a few of the many carried 
in stock for replacement purposes or for new installations. We will be 


pleased to furnish your requirements. 


HELICOID CONVEYOR flighting is cold-rolled for 
harder wearing surface. 
BUTTWELD SECTIONAL conveyor is furnished in 


sizes too heavy for cold-rolling process. 


"DB" (detachable bearing) 
Boxend ere steel plate type 
which are unbreakable and 
have interchangeable bab- 
bitt or ball bearings 


ROLLER BEARING THRUST END for 
heavy duty installations. Plain and 
Ball Thrust units for light and med 
ium loads 


Y (2 ‘ 


BALL BEARING 
HANGERS usually 
require no lubrica- 
tion. 

STEEL FRAME HANGERS 

with white iron, wood or bab- 

bitt bearings offer least re- 

sistance to flow of material. 


STEEL TROUGH has bolt- 
ed flanges and detachable 
feet for ease of alignment 
during installation. 


wa 


-_ 


ep 1 


For! WorIH 3640? co 








VERTICAL 


OR HORIZONTAL 





+ 
- 





- >. 
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THE MOST 
COMPACT CONVEYOR 
FOR BULK MATERIALS 


FORT WORTH screw conveyor and 
vertical screw elevators provide the 
most compact means of conveying or 
elevating bulk materials, such as 
grains, or other free flowing products 
Space occupied is less than half that 
of most other types of conveyors. 
Vertical screw elevators are used to 
lift materials up to seventy feet, de- 
pending on the nature of the prod- 
uct. Initial installation cost is low. A 
minimum amount of upkeep is re- 
quired 


_——— 


-sitnmaee_ > 


\ 


f— fe co Semcencea 


yy 


~y> | 


"RB" {roller bearing) Counter- 
shaft end with tapered roller 
bearings and cut-tooth gears. 
The finest available. Standard 
babbitt bearing 

types also avail- 

able. 


“| ds 


id 
pol 


> 


OTHER 


ForT Wort 


PReOoOoDdDUcTSsS 


Roller chain Sprockets 
V-BELT SHEAVES 

MULTIPLE V-BELTS 
INDUSTRIAL FANS 
POWER SHOVELS 





Dept. 16, 3600 McCart, Ft. Worth, Tex. 
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The new ...and 
ALLEN ALLEN © SOCKETS 


have the strength 
BUTTON HEADS 
are here to make this new 


type practical 


ALLEN 


M 
ANUFACTURING COMPAN 
Hartford 2, Connecticut, U.S.A , 


cep 


The basic superiority of Pressur-Forming and Allenoy 

steel make any Allen Product a better product. Have 
you the stock of Allen Button Heads to 

meet the demand for these “streamlined” cap screws? 


Sizes from #8 x }” through {” x 2” standard with 


NC threads. These sizes also standard with NF threads 
except in }” and {” diameters. 


Sold only through Leading % Industrial Distributors 
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EVERY INDUSTRIAL BRUSH TYPE 
from this One Source 
TO SIMPLIFY YOUR SALES JOB 


The call for MILWAUKEE Industrial 
Brushes comes from coast to coast 


This one dependable source has everything to offer you in brush quality, in 
service, and in completeness of the line. 


You in turn are in position to give your customers their exact requirements 
for every application. Your sales job is truly simplified. 


When quantity purchases are made or you have a repeat order, your cus- 
tomers get brushes that are uniform. Where specials are required, lay the 
problem in our lap and we will have the answer for you. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE. 
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OVER A HUNDRED SIZES AND MODELS OF COFFING HOISTS 





SPUR- 
GEAR 
HOISTS 


25-ton 


YV 


¢ 


CLEVIS -CONNECTED 
HOISTS 


11 models — 
V4- to 10-ton 


SAFETY-PULL 
RATCHET LEVER 
HOISTS 
10 roller-chain 


models — 
1,500- to 30,000-ib. 
2 coil-chain models 
1,500- and 3,000-ib. 


feist se4 Pe ve be 














MIGHTY- 
MIDGET 
PULLERS 


2 sizes—500- 
and 1,000-Ib, 

















Low 
HEAD ROOM 
HOISTS 

12 
models — 
1\a-to 
24-ton 


HOIST-ALLS 
2 sizes — 
1- and 2-ton 


QUIK-LIFT 
ELECTRIC 
HOISTS 


17 models — 
500- to 
4,000-Ib. 











CHALLENGER 
LIGHTWEIGHT 
ALL-STEEL 
SPUR-GEAR 
HOISTS 
3 models — 
Va-, 1-, and 
2-ton 





HOIST BINDER 
3,000-Ib. 
capacity 








-— ee 





DIFFERENTIAL 

CHAIN HOISTS 
2 sizes 

¥,- and 1-ton 





SAFETY 
LCAD 
BINDERS 

2 models — 
3,000. and 
6,000-ib. 


1-BEAM 

TROLLEYS 

21 models — 

Yg~- to 25-ton 
alse: 


EXTENDED HAND WHEEL 
HOISTS 
6 models — '4- to 3-ton 
ARMY-TYPE HOISTS 
(plain and geared) 
11 models — 4- to 10-ton 








The brood Coffing line per- 
mits you to offer exactly 
the right hoist for the job 
— assuring complete and 
lasting satisfaction. Write 
Dept. Aé for details. 


COFFING HOIST COMPANY 


Danville, Illinois 
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Because of @, 


Operating Conditions: On this hot 
roll mill the open miter drive gears 
are subjected to extreme heat, a 
cascade of hot water, and scale 
which drops off the steel in the 


rolling process. 


Lubricating Conditions: Before using 
Keystone # 29 Grease, the mainte- 
nance crew had to shut down this 
roll every hour for 5 minutes and 
apply a heated gear lube. Then 
they tried Keystone # 29X Light, 


Mr. Distributor: Here’s another report on savings and 
increased production resulting from the use of a Keystone 
Specialized Lubricant. We urge you to utilize this and 
former case histories: tell the Keystone story every chance 


you get 


that helps you win new customers and keep them sold. 


for it’s lubricant performance such as this 


Se 
<7 


te 


 — 


the cartridged open gear grease. 


Results: The mill now runs 8 hours 
between applications, and even then 
the gears do not need additional 
grease; but a small amount is added 
at that time which marks the begin- 


ning of a new shift. 


Benefits: The gears last longer; the 
mill saves 35 minutes of application 
time per shift; lubricant and labor 


are reduced; and the mill gains 7 


oo This Mill Rolls Out Seven More Tons Per Day 


tons per day in steel production by 
not having to make those 7 extra five 


minute stops for gear lubrication. 


This roll runs 21 consecutive shifts 
per week, yet a case of 50 cartridges 


of #29 lasts for about 6 weeks. 


For better lubrication, for infor- 
mation or service, contact your 
nearest Keystone Distributor. 
KEYSTONE LUBRICATING COMPANY, 
21st and Lippincott Sts., Phila. 32, 


Pa. Est. 1884. 


TRADE MARKS PREG. U.S. PAT. OFF 


SPECIALIZED 
LUBRICANTS 
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BAY STATE’S 
SALES-SERVICE 


An effective distributor service designed for practical use, as 
are ail Bay State abrasive products. These services constantly 
promote a leading product through outstanding distributors. 


A QUALITY PRODUCT 


“First with the most” describes Bay State’s achievements in the 
abrasive products field. In over 30 years of experience, Bay State's 
advanced engineering has set the pace for modern grinding practice 
by developing the exact abrasive products your customers need. 


CONSTANT RESEARCH 


No ivory-tower type of theory here! Bay State research deals with 
the facts of grinding wheel life, on the practical level of actual 
production grinding. It constantly asks (and answers) the question, 
“Now that we've made it good, how can we make it better?” 


ON-THE-JOB ENGINEERING 


Again the design is for practical use. Do your customers have a 

difficult grinding problem? Bay State sends capable abrasive specialists 
to the plant with the problem. There they analyze the situation, and 
make practical, direct recommendations for its solution. 


FAST DELIVERY 


Direct from factory or warehouse stocks, Bay State distributors give 
rapid delivery service on all standard wheels. Long experience has given 
Bay State the means of knowing when-and-where to stock how-many of 
each type of wheel for the most efficient supplying of customer demand. 


NATIONAL ADVERTISING BACK-UP 


Bay State believes in its distributors and its advertising program. 
Each punchline of this nation-wide, constant campaign in leading 
metalworking publications is factual, forceful buy-appeal to the 
men who can buy... FROM BAY STATE DISTRIBUTORS. 


VALUABLE KNOW-HOW BOOKS 


Practical, useful information is packed into Bay State literature. 
Available to Bay State distributors, such examples as the 

“Westboro Standard Stock List’ and specific 4-page folders for 

special phases of grinding constantly help both customer and distributor. 


Cleveland 


Pittsburgh 
Detroit te 


Write for details on handling Bay State's 
complete abrasive line. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses: Chicago, Cleveland, Detroit, Pittsburgh 


In Canoda: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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inine LOVALTY . ae 


pebruary 2, 199% 


Toledo Pipe Treading Company 


1425 Summit Street 
Toledo, Onio 


Gentlemen: ompleted 30 


e 
rporati on and construc= 


23, 1953, this Corn striel 


bution of factory. 
lied supplies. 
o 1923, 


On January 
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00 
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putor, 
h the distri our 
_ to Oe ereet this relationship between 
cementin 


ars to Come. 
in the y® very truly yours, 


This unsolicited letter from one 
of our distributors is indeed 
appreciated—for TOLEDO has 
always adhered to its sound, 
basic policy of selling only 
through its distributors. 

We know from 50 years’ ex- 
perience that it assures better, 
more economical and more 
efficient service to industry than 
by any other method. 

Regardless of what others 
have done or may be doing, 
TOLEDO has steadfastly ad- 


74 


hered to this method of dis- 
tribution to supply hundreds of 


Toledo No. 999 2” Power 
Pipe Machine. 


Toledo Simpact, self-con- 
tained, 1" to 2” threader. 





thousands of TOLEDO users. 

No manufacturer has a finer 
record of adherence to such a 
sound sales policy and TO- 
LEDO can hold up its head 
before all and have no apol- 
ogies to offer. 

Thank you, Mr. Distributor, 
for your greatly appreciated 
letter. The Toledo Pipe 
Threading Machine Co., 
Toledo. Ohio. 





> 


— 
: 
é 


f° POWER PIPE MACHINES 


; PIPE TOOLS../POWER DRIVES 
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It may not be one of the “Four Freedoms” 
but freedom from worry is greatly to be 
desired. Powell distributors know that, 
by selling valves with a record for long, 
dependable, trouble-free performance, 
customers are assured of this freedom. 


The Wm. Powell Company 
Cincinnati 22, Ohio 
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REPORT #155 


based on 


RK DISTRIBUTOR RECORDS 


...trial piece of Homoflex 
Pressing iron Hose led to 
an order placed through the 
R/M distributor for 2,500 
ft. of hose... 








THIS CASE, taken from R/M records, highlights two basic advantages enjoyed 
by all R/M distributors. 


1, Customers have only to try R/M products to be convinced they 
deliver MORE USE PER DOLLAR regardless of price. 


2. The R/M distributors who get trial orders, soon get full orders, 
and repeat orders for R/M rubber products. 


“MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmis- 
sion and conveyor belts, V-belts, hose and other rubber products as advertised 
in 50 publications for the benefit of R/M distributors. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


@BBhAxXey 


Flot Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other 8/M products include: Industrial Rubber © Fan Belts © Radiator Hose ¢ Brake Linings © Broke Blocks © Clutch Facings 
Asbestos Textiles © Teflon Products ¢ Packings © Sintered Metal Parts ¢ Bowling Balls MR 921 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 





Talk of the Trade 


ELECTION: Congratulations are in order to the new 


presidents of the three associations: T. Gordon Vaughan, 


National; B. S. Barker, Southern, and J. Robert Kelley, 
American Here’s to very successful terms for all 
thre Speaking of elections reminds me that Bill 
Hinkle, machine accounting department head at Wat 
kins, Inc., Wichita, recently was elected president of the 
Wichita Chapter of the National Association of Machin¢ 
\ccountants 


CONVENTION BITS: H. G. Smith (Ohio Injector 
had a close call while enroute to the Miami convention 

He stopped off in the Carolinas to play golf and 
was hit by a shanked shot . . . His glasses were broken 
ind he suffered a black-and-blue eve but was so thankful 
to escape without more injury he forgot to even ask the 
stray-shot golfer to pay for new glass« J. R. Goft 
(Tidewater Supply, Norfolk) had his usual problem 
his registration card read “J. R. Golf’—he’s so used 
to it now, it doesn’t bother him a bit 


rABLE TROUBLE: 


Ihe sartorial Wallace Campbell 
(Campbell Industrial Supply, Seattl 
of the swankier Miami Beach restaurants when one of 
the feminine members of his party expressed a desire to 


. Wally obliged and Wa 


returning to his table with a menu in hand when he 


was dining at onc 


get a menu as a souvenir 


met a friend and stood talking to him... While stand 
ing there, menu in hand, Wally was accosted by a 
stranger who asked for a table for four—Wally had been 
mistaken for the maitre d’. 


DEFINITION: Hlow do you like the U.S. Chamber 
of Commerce's definition of an economist? One kind of 
cconomist, the Chamber says, can think up ways te 
save moncy; another kind, with just as many college de 
grees, thinks up ways to spend money; so the big dif 
ference between a government cconomist and a govern 
ment economiser is the emphasis on “miser.” 


OUTINGS: Brownie Jalbert (Bay State Tap) is chau 
inan of the New York Hardware ‘lrade’s golf committee 
this vear and has scheduled four tournaments . . . ‘Vh« 
Keystoners are scheduled to stage their annual golf 
get-together at the Manufacturers’ Club, Philadelphia, 
June 8... W.S. Wilson, New York, was to have its 
annual outing for manufacturers’ men May 28 


REUNION: Mr. and Mrs. Sam Clark, Jr., and Mr. 
and Mrs. Wendell Clark, Jr., (both of Samuel Harris, 
Chicago) had a reunion during the convention j 
Wendell is with the Marine Air Force in Florida but 
took time off to visit the convention . . . Sam and his 
wife were vacationing in Florida and mixed business 
with pleasure 


WHAT’S MY NAME?: Bob Hamilton (Dumore) will 
be saving this aad iast month’s copies of I. D. . . . Then 
when next vear rolls around he'll pass out copies to thos« 
who are going to attend the convention with a request 
that they study all the pictures. . . . Good idea if you want 
to call people by name instead of smiling and saying 


Well, how irc you i“ 


THOUGHT FOR THE MONTH: Must take time out 
from my slicing to read that book that guarantees to 
cure a slice 


R. W. B. 
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Jenkins Piping Layout Book No. 2 includes com- 


plete information (as above) on 25 different 
hookups which have widespread application. 





for 


The enthusiasm of industry's plant engineers for 
Jenkins Piping Layouts is a matter of record. 
More than 50,000 copies of P.P.L. Booklets Nos. 
1 & 2 have been sent out on request to the finest 
plants in every field. Thousands of comments 
indicate their regular use in planning hookups. 


But each Jenkins Practical Piping Layout is 
more than an engineer’s guide sheet. It’s a “‘selling 
plan” for Jenkins Distributors’ salesmen. 


When the salesman first learns of a contem- 
plated piping installation, he finds in his P.P.L. 
books typical layouts for corresponding systems. 
These tell him the kind of valves needed and pre- 


pare him to point up his sales talk to the immee 
diate interest of the prospect. 


It goes even further. The P.P.L. shows many 
other types of piping equipment that will be 
needed, such as strainers, gauges, pumps, pipe 
fittings and special valves, thus providing a lead 
to additional sales of such items that the Dis- 
tributor stocks. It prepares the salesman to offer 
real help on all phases of the project. 


This is one of many valuable selling helps that 
make Jenkins the preferred valve franchise of the 
nation’s top-rated industrial supply men. Jenkins 
Bros., 100 Park Ave., New York 17. 


Ski = 
ae Ee ET se 


Each layout provides an isometric 
drawing of a basic piping system 


use in many different buildings. This 
type of drawing is easy to follow, 
even by men of limited experience. 
it shows not only valves, but all re- 
lated piping equipment needed. 


A complete list of each valve required, 
oo “7 ond its function is included in every 
selected because of its wide-spread _ layout. 


The system and its application are 
explained in easily understood terms. 
The description tells not only how, but 
why the system is set up as shown, 
points out the purpose of the various 
units. 


Each layout contains a description of 
some particular Jenkins Valve used. 
This is valuable instruction for the 
Distributor's salesman, since he learns 
from this application where to suggest 
other applications of that valve. 








REPUBLIC RUBBER 


Pua 


Something new to sell. 
eee-and the best part of 
it is that there's a 
real demand for a top- 
quality, high-pressure 
air hose like this new 
Republic WIRETEX. 


We could tell you that 
this is a high-quality 
product--but we'll go 
even further. We'll tell 
you, and you can tell 
your customers, that 
"Republic WIRETEX Air 
Hose is the best air 
hose made," 


And you can prove it! 


i Lime 


Sales Manager 


REPUBLIC’S 5-POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the sequire- 
ments of the trade solicited. 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected. 


A PRICE basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM from competition from his source 
of supply, either direct or indirect, among 
the trade covered by his day to day so- 
licitations. 


Selling helps of reasonable amounts so that 
his sales force may be given the advantage 
of specialized training and a knowledge of 
the product sold. 


Republic 
WIRETEX 


AIR HOSE 








Strength of Steel 





...and there’s a NEW 
ECONOMY LENGTH 


WIRETEX, combining the strength of steel 
with the flexibility of rubber, brings you 
economical hose performance. Republic 
WIRETEX Air Hose easily handles air pres- 
sures up to 2,000 psi — and is ideally suited 
to work on less rigorous jobs, too, where 
extra service life and trouble-free perform- 
ance is an asset. 

Republic WIRETEX is NEW —a truly 
modern conductor internally reinforced 
with high tensile wire. It's easy to handle, 
unbelievably tough and long lasting. 
What's more, Republic WIRETEX is built 
in 60-foot Economy Lengths. You save 

money when you buy Republic WIRE- 

TEX; time and money when you use it! 

Get the facts today! Republic WIRETEX 

Hose is available in all standard (%” 

to 2” inclusive) sizes. 


_ PACKING 


Your local Republic Dis- 
tributor can help you plan, 
select, apply and maintain 
any Product of Industrial 
Rubber. If he is not listed 
in the yellow section of 
your telephone directory, 
write us for his name gnd 
address. 


\ SINCE 1901 3h. 


* ang S&S. 


“Quality Hose Builders for More Than 50 Years” 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 





INDUSTRIAL RUBBER PRODUCTS 
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industrial Distribution— 





Your Stock and Small Orders— 
Part Il 


AST month on this page, I presented the facts on 
the size of incoming orders received by a manu- 
facturer in this field—orders received from his distribu- 
tors. An analysis over a two-week period showed that 
25 percent of the incoming orders were for less than 
$5.00 net and 56 percent were under $25.00. The 
point was made that this constant stream of small 
orders was a symptom of the failure of distributors to 
meet their stocking responsibilities. 

Subsequent talks and correspondence on my part 
with distributors and manufacturers revealed that 
both parties had ideas and suggestions for improving 
the situation. We gave manufacturers their say first. 
Now let’s get distributors’ comments on this same 
problem. 


From Distributors 


“We've made a tally of our purchase orders and on 
most lines have things under control to take advantage 
of quantity prices, freight allowances, etc. ‘The great 
bulk of our small purchase orders originated in only a 
couple of lines where ‘specials’ are a pain in the neck, 
Anyway you look at it, there’s just no sense to about 
three-fourths of the ‘specials’. And if manufacturers 
insist on using ‘specials’ as a competitive selling device, 
why should they cry when they get small orders? Per 
haps, if distributors give them enough of these small 
orders for ‘specials,’ they'll get sick of it and see the 
light.” 


“Sure I probably send through a lot of small orders 
ind small, direct shipment orders, but why shouldn't 
I? A lot of manufacturers evidently haven't heard of 
quantity pricing. I’m looking out for Number One 
first. When they make it worth my while to buy in 
quantity, I'll start buying that way.” 


“I can name a half-dozen so-called distributors right 
in my area who are doing business out of their hats 
Still manufacturers give them the same discount they 
give me and I try to do a stocking job. What incentive 
is there for me to stock on these lines when Joe Blow 
down the street gets the same discount I do and hasn't 
got a thousand dollars worth of stock in total. Manu- 
facturers should give recognition in their discount 
schedules to the fact it takes money to carry stock 
From our own angle, we feel we've got to carry an ade 
quate stock to do a service job for our customers, but 
we'd be happier and certainly more enthusiastic about a 
line if we got paid for doing it.” 


“A few manufacturers have come into my place and 
told me what the potential is on the line and how much 
I should be doing. This has been backed up by facts 


and isn’t the blue-sky, wishful thinking type of thing 
you usually get. These few manufacturers have worked 
out stocks with us covering the types of products in 
their line which the customers in our area buy. On 
other parts of the line, no one knows until you try it 
l'o do the kind of job we want to do for our customers, 
for ourselves and for our manufacturers, we'll stock the 
necessary amount on this kind of a deal. On his part 
the manufacturer agrees to take back the stuff which 
after a fair trial doesn’t move. When we get more facts 
and cooperation of this type, we'll do a better stocking 
job. I'll bet a lot of distributors feel the same way.” 


“Do you realize that some supposedly smart manu- 
facturers actually have a price and delivery policy that 
offers a premium to distributors for placing small orders? 
I could give you names and cases but that would con 
tribute nothing to better understanding. If these manu 
facturers don’t like our small orders, I'd be glad to give 
them the facts of life. In the meantime because it 
means dollars and cents to me, I'll be happy to small 
order them to death. As they say in the navy, “There's 
always some sailor who never gets the word.’ ” 


“Why don’t you have this manufacturer friend of 
yours do a little more analyzing. The chances are that 
80 percent of the small orders he reports came from 
about 20 percent of his distributors. This 80-20 ratio 
works in an awful lot of cases. If I'm right, this manu 
facturer should present the facts to this 20 percent 
giving each distributor his own record. It will prob- 
ably come as a surprise to some distributors when they 
find out what’s been going on. These may change 
their ways. With those who persisted, if I were the 
manufacturer, I'd get myself some new distributors.” 


Self Analysis 


These comments from distributors and those from 
manufacturers last month suggest in themselves many 
areas for corrective action by both parties. In every 
case, some careful self analysis is indicated. What is 
my outfit doing through oversight or otherwise that 
contributes to the problem? What steps can I take 
that will lead to a solution? Are you just kidding 
yourself when you say, “Oh we don’t do that. It’s 
somebody else.”? We've given an airing to both sides 
of the question in these page. Now, let’s do some- 
thing about it. 


Mitt T Lawdhew 
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TALKED TO GEORGE about wheels for sharpening those . »» SHOW George Milam of Holfast Rubber Co., the wheel 
tape-slitting knives, is what Ed Hull is writing in his “route and talk about it which makes a far better conversation than 
book” which reminds him to. . . talking about the weather if you're interested in sales 


Remind Yourself To Talk—About Sales 





a By Jack Wertis, Associate Editor 


ABC lo IN CALLING ON regular customers repeatedly, do you 
find you soon exhaust your reservoir of “‘sales conversa- 
A3/ St. 5. " in ? Ed Hull, sale 


tion pieces”? Is this inevitable? , Salesman for 
Pye-Barker Supply Co., Atlanta, Ga., doesn’t think so. 

Mr. Hull has le: srned the v _ saleswise, of “‘convel 
sation pieces.” And he doesn’t mean talk about the 


Jur Gh. Sint - Faz. weather, sports or politics. He makes it a point to be 


well provided with subjects. 


hr i 2 Jone - Juatle. Jurclanie A “sales conversation piece’, according to Mr. Hull, 


is a topic potentially capable of resulting in a sale. He 


Vu john Lrown - Supt doesn’t exclude talking about the weather, sports, etc.; 


in fact, he rather likes it. But he feels it is only fair to 
y) Pobet trhute - 47 his customer and to himself to make such talk incidental, 
Li 7a to call with a more beneficial purpose, which means talk 

ing about products he can sell and the customer can use. 
"Cu" V2 r To insure talking with a mutually beneficient purpose, 
“/ Sf, x V4 Al0T Cnd lass Mr. Hull follows a simple, but quite important routine. 
Inelal Culling band taw- Clade He tries to find out what the customer is interested in, 


or should be interested in, and then jots it down in his 


Rox Gad Tak bile ‘route book” after the call. You don’t trust your mem- 


ory but consult your book each day before starting. 


(2X1 X Wee 9 hob al” The route book can be any kind of notebook; Mr 


Hull's is a leather, loose-leaf binder with 5x8 in. pages. 


thar YP x/ hole — , th f" He assigns several pages to cach customer with the lead 


page (see illustration at left) containing basic data 


Myele rubber culling name, address, key perscnnel and key products used. The 


products, incidentally, need not ke only those bought 
in volume but also those quite essential to operations. 


$x cae Sg tote Cameron cullia lor example, one customer has a rebuilt planer on which 


all the original component bearings were replaced by 


3°3°53 — tabbed about sanding others of a different size and type. Mr. Hull made a 


opretalion rubber note of the new bearings in his book so he’d know just 
Onitact ¢ 4, EK NS what the customer wanted in case the need arose. 








rhe rest of the pages assigned to a customer are for 
Brant a Mr. Hull's reminders of what to follow-up or talk about 
SAMPLE PAGE from Ed Hull's “route book” shows it on the next call. To find out what to talk about r 
dor sn't have to be elaborate—just a place to keep essential quires an intelligent curiosity —see next page. 
customer data and notes on what to talk to him about again It takes digging, but it’s worth it. 
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THOSE KNIVES on this friction tape-slitting machine THESE KNIVES for slicing your hose lengths are made by 
look familiar, Ed Hull tells Master Mechanic Milam. They're the same company that made those tape knives. Why not 
the ones I sold you. Nice to hear you find them okay let me give you a catalog to look over? 


What To Talk About? Simple! Look for Ideas. . . 


CIRCULAR SAW for taking excess rubber off textile roller GLAD we were able to get this drainage pump to you on 
on a lathe works, huh! But how about finishing? Don't vou time, George, and | hope it stops those complaint We'll 
think a sander could do better than hand-finishing? heck every now and then to make sure it’s working right 


BOILER GASKET scems to be in pretty good shape, but HANDY THING, this fik Guess I'd better get George 
you don’t have to worry about a replacement. We've got those catalogs on the wheels, knives and, let’s see. the belt 
them in stock for you just to make sure you don’t get stuck grinder now. Got a lot to brush up on for the next call 
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INSIDE SALES TRIO Mrs. Madeline Smith, Robert Van- 
degnift, and Richard Bright handle regular flow of telephone 


orders. They will keep many contacts made here, even 
though they move to other jobs within the firm. 


Regular Phone Desks Take Most Calls, 


By Don McGill, Associate Editor 


Tuere’s NO yeatousy about telephone orders at the 
Desco Corporation, Wilmington, Del. Nearly everyone 
gets in the act, and everybody (including Desco’s cus- 
tomers) is happy with the result 

Like most distributors, Desco has regular inside sales- 
men—three of them. It has three counter salesmen in the 
store. With a set-up like this, why shouldn't telephone 
orders be channeled to these people alone? Why should 
a number of other people have order pads and ringing 
phones on their desks? 

If Desco had been shooting for short-term efficiency, it 
would have established a cut-and-ried telephone order 
system years ago. But during those same years, things 
happened, and Desco let evolution take its natural course. 

Vhat happened was that inside salesmen and counter 
men moved to other povitions in the firm, and inevitably 
they took their old telephone and over-the-counter friend- 
ships with them. 

s far as Desco could see, these were more than per- 
sonal friendships—they all added up to good customer 
relations. Wisely, the company stood aside, let the old 
friendships alone. The result is that today more telephone 
orders are taken by people scattered throughout the firm 
than by the present trio of telephone salesmen. 

For example, J. E. Holly, the office manager, still trans- 
acts business with customers he came to know well as an 
inside salesman years ago. 

Again, Willard F. McNulty, who is now a pricing 


clerk, started work in the store and built up a wide ac- 
quaintanceship with customers both over the phone and 
over the counter. He’s doing business with many of the 
same customers today. In fact, some of them frequently 
stop by his desk on business. 

The case of Milfred M. Keen is different, yet charac- 
teristic. Beginning as a comptometer operator, he worked 
up to costing, and developed his own clientele while 
making quotations. Although he’s met none of his cus- 
tomers personally, he’s on a first-name basis with nearly 
all of them. 

The three employees regularly assigned to telephone 
sales likewise have their own customers. Mrs. Madeline 
Smith, on inside sales for the last three years, deals con- 
tinually with the same firms. Robert H_ Vandegrift has 
been cn telephone sales only fovr months, but had ac- 
quired a large following after 14 years in the store. Rich- 
ard A. Bright has been an inside salesman for four years, 
has many customers of his own. 

Needless to say, these three look forward to keeping 
their personal contact with customers as long as they’re 
with the company. 

“We haven’t bothered to draw any moral from all 
this,” says Desco’s vice-president, C. H. Gant. “All we 
know is that our own people get a lot of satisfaction hav- 
ing contacts like these. Needless to say, our customers 
like the idea, too. They prefer dealing with one person 
who knows them and knows their particular oectlome.” 
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PHONE ORDERS still figure in present jobs of Milfred M met phone customers while making quotations. Most of Mr. 
Keen, cost clerk, and W. F. McNulty, price clerk. Mr. Keen McNulty’s customers date from days he was counter man 


But at Desco Everyone's a Phone Salesman 





IN STORE, George Ford (right) meets many customers over manager J. EF. Holley still takes orders from customers he met 
counter and takes many orders over phone as a result. Office years ago as inside salesman 
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Good Employee Relations 


Good Customer Relations 


By Vance Nabors, Personnel & Public Relations Manager, 


Ducommum 


ALL DISTRIBUTION ORGANIZATIONS Te< 
ognize that mutually satisfactory rela- 
tionships with customers and suppliers 
are essential for profitable operation of 
the business. Ducommun Metals & 
Supply Co., Los Angeles, goes back 
one more step. It recognizes that to a 
large extent maintenance of such rela 
tionships depends upon the attitudes 
of its own people toward the company, 
their supervisors, and each other 
Aim of the organization is to build 
in its work group from top to bottom 
a spirit of “willing production.” Its 
personnel policy is built around a four 
point program of Participation, Recog- 
nition, Opportunity, Security. Mem- 
bers of management are quick to point 
out that these are goals toward which 
they work, and that they are not in all 
matters content to rest on achieve 
ments to date. But they do feel that 
progress is being made toward thes« 
goals, through a broad program 
Do all these things pay off? ‘Two 
tests can be applied. First, is the com 
a profitable operation and one 
growing? Second, how do the 
react to it? 


pany 
that i 
C mplove cs 


The 
On the first count, the 


has an excellent record of continuing 
sales, of 


Answers 


c ompany 


growth, of increasing con 
It handles hundreds of 
three a minute at a re 
cent ind 10,000 
customers, many of long standing. 
lo test the second point, Ducom 
conducted its third 


among its peopl 


sistent proht 
orders i day 


count serves over 


mun recently 
“Opinion Poll” 
Vhe poll was managed by the Indus 
trial Relations section of the Cali 
fornia Institute of Technology. A 
questionnaire was used. Meetings were 
held on company time, and though no 
one was ordered to participate, over 
95% did so 

Some answers to typical questions 
dealing with attitudes toward the job 
are given on the opposite page. It can 
be seen that the results are generally 


Metals & Supply Co., Los 





THE COMPANY: Ducommun 
Metals & Supply Co., was founded 
in 1849. It is one of the nation’s 
largest industrial distributing firms, 
employing 600 persons with 100 
salesmen. In 1952 it did approxi 
mately $30,000,000 in business. Its 
plant covers 11 acres. Sales offices 
are located in San Diego, San Fran 
cisco, Phoenix, and Salt 
Lake City. Resident representatives 
cover other nearby areas. Charles F 
Ducommun is the president now; he 
is a grandson of the founder 


lucson 











very favorable. In addition, written 
comments were solicited. Over 85% 
took time to write in comments. Most 
were favorably disposed toward those 
things which make for cooperative 
work. ‘Typical are these: 

“Best outfit I ever worked for! 
Here you feel you're your own boss. 
Makes you feel nice, independent.” 

“I like the peopl I work with. | 
am interested in the type of work I 
im doing. I appreciate the opportun 
ity of being able to express my view 
points on most matters concerning 
the company.” 

“The type of person usually em 
ploved is the kind it is a pleasure to 
work with. Many lasting friendships 
are started at Ducommun. Working 
with cooperative friendly people makes 
a happy work life with better results 
for both employer and employee.” 

“T like the feeling of freedom—no 
one pushing or standing over me. 
Every problem is considered and 
answered. People are friendly and m- 
formal. Bosses are easily accessible. 
Top personnel are friendly. There is 
a feeling of cooperation.” 

Naturally, some criticisms were 
voiced in the poll, both in the ques- 
tions, and in written comments. 
These provide helpful guides for de- 
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Angeles, 


Calif. 


termining the direction to be taken in 
efforts to improve relationships. ‘The 
valuable part of Ducommun’s pro 
gram 1s that people in the company 
usually do not hesitate to tell what's 
bothering them, and this gives man 
agement and staff an opportunity to 
take corrective action. They believe 
that in maintaining good human re- 
lations, it’s usually the things man- 
agement doesn’t know about that 
make the trouble. 

What are some of the things that a 
company can do to develop this spirit 
among its men and women. How can 
members of management work to 
make their organization a place where 
most people work so willingly, courte- 
ously, and cooperatively that it is 
known in the community as a “good 
place to work” and a “good company 
to do business with.” 

Company Activities 

No one at Ducommun claims 
100% success, but here are some of 
the things this company does as it 
works toward its well defined goals 

Two wavy communications help to 
keep everyone informed on matters 
which affect them, and to provide 
“feed back” to top management so 
that results can be appraised. Ducom 
mun uses almost all the well known 
methods of getting information to its 
people. Bulletin boards are spaced 
throughout the plant and kept up to 
date with information on company 
events, employee activities, safety, and 
other items of interest. A mimeo- 
graphed “Weekly Bulletin” is issued 
carrying notices on products handled, 
information on various company prob- 
lems, notices of events, and similar 
timely reports. This bulletin gives 
quarterly reports of business results 
at the same time these are released to 
shareholders. 

A monthly publication, the “News 
Reel” carries articles and pictures on 
employees, company events, personal 
items, sports, and other information 





i 


EMPLOYEE OPINIONS were straight from the shoulder 


Thev were obtained by 


the industrial relations section of California Institute of Technology in group sessions 


in working hours 


Caltech tabulated results, turned them over to management 


BALLOTS in the opinion poll were 
unsigned; more than 95% of employees 
filled out blanks 








Typical Questions in Ducommun Employee Opinion Roll 


(Answers are percentage of total replies) 


| feel that my present job is: 
41.0 Very interesting 
49.2 Interesting 
9.0 Of little interest 
0.6 Of no interest 
0.2 No answer 





When it comes to getting the cooperation 
of his employees, do you feel your imme 
diate supervisor is: 

41.2 Tops 

38.2 Good 

149 Fair 

5.0 Not very effective 

0.7 No answer 





How do you feel about the importance of 
your work? 
52.5 Very important 
42.0 Important 
4.9 Of little importance 
0.2 Of no importance 
0.4 No answer 


Your Company has a “Progress Review” 
program to give you the opportunity to 
talk over with your supervisor your in- 
terests, ambitions, opportunities, and how 
you are doing on the job. 


a. Have you had such an interview? 
64.7 Yes 
33.8 No 
1.5 No answer 


b. What do you think of the program: 
84.4 | like the idea 
7.1 Don’t cage 
3.4 I do not like the idea 
5.1 No answer 





How well do you feel your Company keeps 
you informed abvut the Company's activi 
ties? , 
43.1 
37.8 
13.7 
3.1 
2.3 


Always keeps me informed 
Usually keeps me informed 
Sometimes keeps me informed 
Seldom keeps me informed 
No answer 


The most important employee benefit 
plans include: the Profit Sharing Trust 
Fund and Retirement Plan, Hospital and 
Accident Insurance, Group Life Insurance, 
Vacations, Paid Holidays. Compared with 
other companies you know of or have 
heard something about, do you think your 
Company provides: 

63.7 More and better benefits 

32.1 About the same benefits 

0.6 Less benefits 

2.9 Don’t know 

0.7 No answer 





How do you feel when you tell people 
what company you work for? 
48.3 Very good; | take pride in tell 
ing whore | work 
38.9 Good; | like to tell where | 
work 
11.1 Just as if it were any other 
company—o place to work 
| don’t feel too happy about 


telling where | work 


0.6 No answer 
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(Next page, please) 








Good Employee Relations (Cont'd) 


WEEKLY MEETINGS are held for group leaders 


observes two members who are 


group in “human relations” 


UNDERSTANDING between supervisor and employees is 
achieved through “Progress Review” interviews. The super 
visor (back to camera) is going over the review sheet, letting 
the employee know how she is doing in her current work 


designed to help each to understand 
the importance of his job. This is 
mailed to each person at his home. 

An “Information Pack” program is 
maintained. Here useful and inform 
ative booklets and publications are 
made available for those interested. 
Subjects range from hobbies to the 
American economic system. 

Group meetings held in various de- 
partments and divisions, committee 
discussions, and special meetings on 
company problems are another chan- 
nel of communication. These have 
the benefit of stimulating exchange of 
ideas and a two-way flow of informa 
tion. They offer the opportunity for 


Here a 


many to participate in decision mak 
ing, a process which helps to gain co 
operation in carrying out proposed 
actions ' 

Every ove in the company is en 
couraged to contribute his ideas for 
improvement of the company’s meth 
ods of operating through a Suggestion 
System. Boxes are located near time 
clocks. Each suggestion is acknowl 
edged, investigated, and processed so 
that in most cases the suggestor has 
an answer in 3 to 4 weeks. Many 
worthwhile improvements have been 
obtained through this system, but 
management feels that the greatest 
value is that it gives each individual 
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“practicing supervision”. 
level through the use of actual case histories 


Meetings are kept on a practical 


INFORMATION CENTERS offer a lineup of bulletin 
board, suggestion box and information rack 
lady selects a pamphlet that interests her 
showed high interest by employees in this service 


Here a young 
Opinion poll 


an opportunity to gain recognition for 
his ideas, and to have a feeling of pat 
ticipation in solving the problems of 
the business. 

As the occasion warrants members 
of top management address letters to 
the men and women of the company 
at their homes. Typical examples are 
a recent series which accompanied re- 
prints of company ads, explaining what 
the ads were meant to accomplish, 
and pointing out the need for each 
person to do his part in making such 
advertising successful. 

A continuous program of training 
for members of management is con 
ducted as one of the activities of Du 
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INFORMATION is passed on to employees in a variety 


of ways. Shown above are a_ typical 


commun’s Training Department. In 
this program, conference type meet- 
ings are devoted to helping those in 
supervisory capacities to maintain and 
develop the willing and cooperative 
working groups that are felt to be so 
important. 

The current program of “Manage 
ment Conferences” is dealing with 
Human Relations. It began with an 
all-day “Kick-off” meeting neld last 
fall, at which members of top manage 
ment reviewed company personnel 
policies, and outside experts provided 
basic information needed for dealing 
effectively with problems of human re 
lations. Regular meetings are held, 
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letter mailed to 


where, through “case studies”, super- 
visors develop skill in analysing prob- 
lems. Emphasis is on finding solations 
which will maintain the most satis- 
factory relationships within the group. 
This spring and summer, a similar pro- 
gram is planned on the subject of 
“Leadership.” When supervisors com- 
plete this course, all leadmen and 
group leaders will take it up. 

An important place in the program 
for influencing attitudes and estab- 
lishing cooperative relationships is 
held by the company’s Progress Re- 
view Program. Not a rating system, 
it is a program for regularly scheduled 


interviews between each individual 
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employees at their homes, a weekly bulletin the company’s 
house organ and the firm’s annual financial report. 


and his immediate supervisor. The 
aim is to let each person know where 
he stands and to give him th2 oppor- 
tunity to ask questions or to bring up 
problems which are of concern to him. 
Such interviews are presently sched- 
uled after the new person’s first month 
on the job, after his third month, his 
sixth month, and then every six 
months thereafter. If a person is 
transferred his new supervisor starts 
all over again. The aim is to establish 
and maintain a close understanding 
between the individual and his super- 
Visor 

To afford each the opportunity to 

(Next page, please) 
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Good Employee Relations (Cont'd) 


CLASSROOM STUDY under company specialists is com- “recruited” from local universities while the other six are 
bined with rotating work assignments to make up a training men drawn from within Ducommun. Job experience is 
program for selected sales trainees. In this group three were closely controlled with 100 hours of classroom instruction 


COLLEGE LEVEL COURSE in “Engineering Materials & time; the company provides classroom facilities. The above 
Processes” was arranged for with UCLA under the firm’s picture shows part of the group on a field trip to the uni 
educational refund plan. Students attend on their own versity’s engineering laboratory. 
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EXTRA CURRICULAR activities are numerous 


women representing almost every department each year form 


SPORTS EVENTS are designed to meet the interests of all 
Above are Jim Cain, buyer; Ed Henderson, administrative 
division manager, and Mary Brown, inventory control clerk, 
participating in a monthly golf tournament 


learn his job well and to advance if he 
is capable, other types of training ar 
offered. The company’s expanding 
operations require a good number of 
new salesmen each year. ‘Vo provide 
them, a “trainee plan” is operated 
After careful selection by means of 
multiple interviews and tests, indi 
viduals selected for training are placed 
in a trainee group. Job experience is 
closely controlled, and about 100 
hours of classroom instruction is pro 
vided. By this means, men are pr 
pared for telephone sales jobs in In 
side Sales in about six months 

Men presently in the sales force, 
both inside on phones and outside on 
territories, are offered the opportun 
ity to attend meetings presented by 
Ducommun suppliers. Those employ 


Men and 


a chorus to sing at the company’s Christmas program. 
Friendship, understanding and cooperation result. 


ARCHERY CLUB members practice daily on a range at the 
back of the Ducommun plant 
bow-and-arrow outings in local hunting areas 


In addition, the club sponsors 
The company 


offers facilities for all groups where possible 


have other 
receive 


letters, or 
customers also 


ees who write 
contacts with 
special training 


Educational Refund Plan 


l'o encourage people in the com 
pany to gain advanced training, the 
Company has an Educational Refund 
plan. By its provisions those who suc 
cessfully complete approved courses re 
refund of 75% of their tui 
tion fees. Courses taken by ambitious 
individuals range from shorthand and 
comptometry to marketing, metal 
lurgy, and salesmanship. Under this 
plan, in cooperation with the Um 
versity of California at Los Angeles, 
the company is offering a course on 
“Engineering Materials and Processes” 
on its own premises. 


ccive a 
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I'o encourage those in the company 
to develop friendships outside of 
working hours, and to find outlets for 
creative energies, activities are encour 
aged. There are groups interested in 
photography, archery, bowling, golf, 
and singing. Ducommun’s Christmas 
activities are judged outstanding in 
the community. Departments vying 
with cach other in decorations, fami 
lies visit the plant during a special 
open house, and the season is cele 
brated in a spirit of friendly coopera 
tion 

Whatever Ducommun many 
scems to agree that it is something spe 
cial. As one person commented on his 


like 


never 


has, 


Opinion Poll questionnaire; “I 
the friendliness and_ spirit | 
worked in such a place as this before” 
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An Urgent Call From A Customer Is .. . 


By Robert Slater, Associate Editor, Chicago 


Trime—sometimes minutes, some- 
times hours—is saved by the salesmen 
and truck drivers of R-] Bearings 
Corp., St. Louis, since the company 
subscribed to a short-wave radio sta- 
tion paging service. With the device, 
Joe A. Walsh, Jr., sales manager, says, 
the organization has become more 
flexible, and is able to extend better 
service in the St. Louis area 


How It Works 


Here's how it works: When the of- 
fice wants to contact a salesman who 
is out working his territory, they call 
the radio station, give the salesman’s 
receiver number, and the message. 
This message is put on a tape, together 
with any other messages the radio sta- 
tion may have to transmit to other 
subscribers, and is repeated once a 
minute for a half-hour. 

Each salesman carries a small pocket 
size receiver, that is five inches long, 
two inches wide and one inch thick. 
A four-inch antenna extends from the 
top. He listens for brief periods 
throughout the day for his number and 
any message for him 

Typical messages are 
your office,” “580, call 


“498, call 
Mr. Smith, 
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Central 6241,” “682, see Sinclair be- 
fore noon.”” Recently the company had 
a customer call and ask for a particular 
salesman who at that time was only 
two blocks away from the customer. 
He received word that he was wanted 
ind was at the customer’s office within 
12 minutes after the call. 

When R-] Bearings first signed up 
for the paging service, the salesmen 
thought that the system was just a 
novelty—another chore for them. 
Some of them even felt that it was 
instituted to check on their activities. 
However, after a week’s trial, the com- 
pany found that the salesmen were so 
enthusiastic each would probably sub- 
scribe if the company did not. 


20 Minute Service 


Recently a customer tried to place 
an order over the phone for a repair 
part which he was unable to identify 
clearly. He talked with Mr. Walsh 
(see above picture) who put a mes- 
sage on the air for Salesman Lou Crets 
(picture, far right) who called upon 
the customer 20 minutes later, deter- 
mined exactly what was needed, and 
explained (lower right) to the cus- 
tomer how the system works. 
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If the office needs information or 
help of any kind from the outside man, 
it can contact him immediately, rather 
than wait until he calls in, or comes 
into the office. Or, as often happens, 
the R-] truck is tied up in another 
part of town, and a delivery for a 
breakdown part is need, the office can 
call in a salesman to make the delivery, 
rather than wait until a truck returns 


More Flexible 

The paging service, known as Page- 
ette, is furnished to subscribers 24 
hours a day, seven days a week. St. 
Louis is one of a number of major cit- 
ies in which stations are on the air or 
will be shortly. Such cities include 
Cincinnati, Cleveland, Philadelphia, 
Detroit, and about 12 others. 

“My personal opinion of this sys- 
tem,” says Mr. Walsh, “is that it has 
made us more flexible. By means of it 
we have cut down on useless calls to 
the office by salesmen, with conse- 
quent time saving on the part of the 
salesmen and our office personnel. 
Then, too, our salesmen can answer re- 
quests for help from customers in a 
matter of minutes, rather than hours 
or days.” 








ee. 


ved To Salesman Who... 











ea 
Answers S.O.S. of Plant Immediately 
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This Toledo salesman 
found that good organi- 
zation started before he 


took to the road, made 


his job of selling im- 


NEW TERRITORY, a highly-industrialized segment of Toledo, is pointed out on 
city map to salesman R. E. Leatherman by R. M. Shannon, Bostwick-Braun Co.'s 


measurably easier sales manager 


In one glance Mr. Leatherman saw he had to organize 


When you take over a territory... 


Get Organized 


WHEN HE WAS FIRST GIVEN A TeRRITORY, R. FE. Leather 
man, outside salesman with ‘Toledo’s Bostwick-Braun Co., 
faced a problem in organization. He had had no previ 
cus outside sales experience and his predecessor had died 
suddenly. As a result, Mr. Leatherman found himself on 
his own, wondering about customers, quotas, prospects, 
names, faces, and product lines. 

Fortunately, he wasn't a stranger to the industrial sup 
ply business or to Bostwick-Braun. Having already put 
in some 10 years on inside sales, he had become familiat 
with the company’s lines and with the requirements of 
many customers in his new territory 

Nevertheless, when R. M. Shannon, the sales man 
ier, unfolded a map of Toledo and showed him the 
highly-industrialized segment in the city’s heart he was 
to cover—well, Mr. Leatherman knew he had to take the 
methodical, logical approach to this job 

He decided there are two things a distributor salesman 
must know—and know thoroughly—about his territory 

1) What's in it—type of industries, size of plants, 
economic trends, sales potentials; 

2) Who's in it—purchasing agents, plant personnel, 
manufacturers’ re presentatives, who are customers and 
who are prospects 

To find out what was in his territory, Mr. Leatherman 
corfsulted first the sales records in the office. In that way 
he got a good idea of each customer's importance not 
only to Bostwick-Braun, but to each other. Later he 
used this data in planning the frequency of his calls. He 


dug also into potentials and, with the help of his pre- 
decessor’s reports, was able to draw a bead on prospects 

where they were, why they weren't buying, what their 
possibilities were 

Nor did he neglect Chamber of Commerce and other 
surveys, the financial pages of the local papers, and 
business publications for leads on new plants moving 
into his territory. “You can never do a real sales job,” 
savs Mr. Leatherman, “without having a good ‘inkling 
of what selling conditions are going to be like in your 
territory in the future.” 

Next came the business of getting out into the terri- 
tory and meeting customers and prospects personally. He 
found most purchasing agents more than ready to intro 
duce him to key people in the plant and also, to brief 
him on their production methods and problems. 

He saw immediately that jelliag industrial supplies 
was essentially a business of dealing with people. To 
this end, he started keeping a small looseleaf notebook 
beside him in the car. In it he enters the names of all 
the key people in every plant he visits. He's found this 
record has spared him embarrassment on many occasions 

I'm no Jim Farley, when it comes to names and faces,” 
he admits 

As he acquired a knowledge of the people and plants 
in his territorv, he began building up a vertical file of 
manufacturers’ manuals, engineering data, and other 
reference material in the trunk of his car. Arranged al 
phabetically by manufacturer's name, this file enables 
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PAST SALES RECORDS provided Mr. Leatherman with 
good idea of industries in territory and what they bought 
He also consulted predecessor's reports, and other sources to 
obtain leads on sales potentials, prospects, trends 


—- 


FILED for ready reference in car trunk are manufacturers’ 
material. Mr 
Leatherman believes in having this file with him at all time 


that he can furnish ready answers to P.A.’s queries 


manuals, specifications, and other reference 


him to answer questions on the spot. Many a salesman 
ses out. he believes, by delaving a dav. a week, two 
ecks, the answer to a P.A pointed inquirn 

After he'd sized up his territory inside and out, Mr 
Leatherman planned the frequency of his calls and the 

t he'd take to cover the most ground. Having 
n Toledo most of his life, he was sufficiently famil 
iat with the cit over-organizing” 
himself with map ind colored pins, card fil 
trimming 


TOUTE 
lived 


gCOPI phy to avoid 


ind other 


NAMES of all key contacts Mr. Leatherman entered in 
looseleaf notebook. He keeps notebook beside him in car at 
all times, has found it highly helpful. “I’m no Jim Farley 
when it comes to names and faces,’ he says 


MEETING PEOPLE in his new territory was Mr. Leather 
man’s next step. Here he shakes hands with purchasing 
agent E. W. Curtis, Haughton Elevatar Co., who later 
introduced him to key plant personnel 


Although Mr. Leatherman now modestly admits 
there’s no great trick in organizing a territory, ,the, very 
case with which he organized his proves the importance 
of painstaking planning 

Instead of rushing out with a bricfcase and literature 
and just hoping to adjust himself to conditions he found 
he made a thorough one-man analysis of what was there 
and who was there 

After all that hard work, it was merely a matter of 
selling from then on 
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Drive In 


Pick Up. 


By George L. Bottari 
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Assistant Editor 


(Story continues on next page) 





Drive-in Service (Cont'd) 


YOu'VE HEARD OF DRIVE-IN-SERVICE at super diners, car 
washing plants, and suburban banks. But have you ever 
heard of drive-in-service at an industrial supply house? 

In Worcester, Mass., customers drive up to Geo. F. 
Blake's industrial supply building, honk their horns, and 
when the overhead door is raised, drive up to a 65 foot 
counter. If they are picking up a will-call order, or items 
readily available, they can be accomodated without lea, 
ing the vehicle. In a matter of minutes they are on their 
way. No parking problem. And super-service that indus 
trial buyers demand 

If the customer wants transmission belting or wire 
rope that has to be measured and cut, or other items that 
require time to prepare, parking space is available 
adjacent to the counter traffic 

Ihe counter accommodates 6 cars at a time in a wide 
lane that enables those who've received their merchan- 
dise to pull out of line and leave the building. The park 
ing space adjoining the counter accommodates 9 vehi 
cles. With the quick service rendered by Blake's counter 
men a traffic jam is a rare occurrance. When an oc 
casional tie-up occurs, the customers are extremely co 
operative because they are so pleased with the novel 
setup 


How It Came About 


How did this drive-in-service come about? 

\ vear ago Geo. T. Blake, Inc. decided to divorce 
their industrial supply business from the main building 
which was overcrowded with their steel and automotive 
yperations. ‘They thought about their nearby garage 
building, used occasionally for employee parking and 
company vehicles 

Fordyce T. Blake, president, conceived the idea of 
utilizing the garage’s drive-in features to give prompt serv- 
ice to their industrial customers. There was ample space 
in the basement and on the second floor for stock 

Why not use the ground floor—with overhead doors 
at cither end—for steel shelving that could be crammed 
with popular, fast-moving items? Why not build a long 
counter in front of the rows of steel shelving—a counter 
that customers’ cars and delivery trucks could drive up 
to? Why not? 

Che physical set-up was ideal. Very little had to be 
done. Shortly after the idea was conceived, the first 
horn honked outside the premises, and Blake’s drive-in 
service became a reality. 

Another feature of the converted garage that has been 


put to effective use is the elevator formerly used to move 
cars from ground floor level to the second floor. This 
large capacity elevator has proven advantageous for 
both receiving and shipping. Incoming trucks drive up 
to the elevator which can be raised to tailgate height for 
easy handling of heavy shipments. The same feature ap- 
peals to customers who drive in to pick up heavy 
equipment—their trucks (no matter what the tailgate 
height) can be backed up to the elevator and loaded with 
4 minimum of effort and handling. 

Not only has the new set-up resulted in efficient oper- 
ations, but it has also enabled Blake to obtain business 
they never enjoyed in the past. 


New Business Rolls In 


Contractors, who never bought from them before, are 
now out front blowing their horns the first thing in 
the morning. Contractors want to pick up such items as 
wire rope, V-belts, bull points, rock bits, air, water and 
hydraulic hose—supplies that are required for use that 
same day. 

Time is money. By eliminating the need to drive 
around looking for parking space, get in and out of the 
truck, and wait for stock to come out on a loading plat 
form, valuable time is saved. The sooner contractors can 
return to the job site with much needed supplies, the 
sooner the job can proceed on schedule. 

Word of mouth has resulted in additional business too 
Satisfied customers, intrigued with the novelty of drive-in 
service on industrial supplies, spread the word, and Blake 
now welcomes customer pick-up trucks they never saw 
before. 

In their telephone directory listing, Blake features 
their drive-in-service, and many new customers hav« 
stopped by out of curiosity. And they keep coming 

In our scheme of things service is the keystone of the 
distributor’s existence. And, as long as we are a nation 
on wheels, it is well to gear our thinking and planning 
accordingly. 

If you are planning an expansion in operations, maybe 
the solution is the acquisition of an abandoned garage, 
or some arrangements that provide a drive-in set-up. Ac 
cording to the Blake organization, their present opera 
tions enable them to get customers in and out with what 
they need in the fastest possible time. 

As David S. O’Brien, manager, says, “Drive in and see 
us some time.” 

And he does mean—drive in! 





Your Convention Report 


fur racr that the Triple Industrial Supply Con- 
vention was held in Miami late in April made it im- 
possible for your editors to present the complete Con 
ention Report in last month’s issue. We did 
ucceed, however, in publishing in the May issue 
more than half of the 300 pictures snapped during 
the three<lay convention. Starting on the next two 


pages, the remaining convention pictures are pre- 


sented. After looking over the next two pages of pi 
tures, if vou’ll turn to page 224 vou'll find the first 
of 12 more pages of convention pictures. 

Remember, if you would like prints of any con- 
vention pictures taken by your editors, just drop us a 
note, INpustriAL Disrrisution, 330 W. 42 Street 
New York 36, N. Y., and we'll send them to you with 


our compliments.—The editors. 
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SERIOUS TALK was possible too. George R. Armstrong 
G. R. Armstrong Mfrs. Supplies, Boston, is making a point 
vith F. S. Shepard (Bay State Tap & Di 


4 CONGENIAL ATMOSPHERE was enjoved bv Alex 
Davies, Moore-Handley Hardware Co., Birmingham, and 
Xalph Crook and W. I. McClelland (Winter Bros 





Your Miami 


Convention Report 
Part Il 


Part I of the 1953 report of the Triple 
Industrial Supply Convention was pub- 


lished last month; you'll find more con- 1s 
vention pictures on the next page and — | 


. te : ‘ » 99. 
also starting on page 224. Mamet, A. N. Nelson, Inc., Brooklyn, N. Y., chats with Mrs 
J. C. Kuhn (Atkins Saw) 


PLEASANT COMPANY was always at hand. Here Paul 





, j 
FUN FOR THE LADIES made the part better I OLD FRIENDS dropping in continually added to fun, Mr 


J. O. Glenn (Worthington) and Mr ind Mrs. C. L. Gransden, C. L. Gransden Co., Detroit, are 
Machinery & Supply, Baltimore, enjoyec vith Chet Kramer (Worthington 
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SMILES BURST OUT as Ralph Johnson (Norton Co.) and IN THE SHADOWS: J. W. Miller, Mill Supply & Ma 
Stanley Roush (Atkins Saw Div., Borg-Warner) and A. I hinery, St. Louis; J. W. ‘Torrant (Dayton Rubber); Gene 
Carr (Morse ‘Twist Drill) greet the camera Voight, Mill Supply; M. O. Erickson (Chicago-Latrob« 


Chats, Jokes, Smiles Marked Miami 


a \ 
HOLD THAT SMILE: John Gilliam, Hajoca Corp., Chat- IT’S A GOOD STORY that J. D. Nicholson, Kelley-How 


tanooga;: |. Ii. Weida, S. B. Hubbard, Jacksonville, Fila.; Thompson, Duluth, is telling Robert Fouts, A. Y. McDonald 
Clark Hogan, Hajoca, Jacksonville; T. J. Kenny, S. B. Hub Mfg. Co., Dubuque, John McDonald and A. B. Rath! 


t 


rHDOTIC 
hard 


W. M. Pattison Supply, Cleveland 


SUNTAN SHOWS UP in faces of F. D. Quinn, (Thermoid STARLIGHT ROOF visitors: Harry M. Webster and A. I 
Co.); Kenneth Nuttall (Quaker Rubber Corp.); F. P Holmes (H. K. Porter, Inc.); D. M. Weller and Donald 
Quillen (Thermoid); and J. R. Ak xander (Quaker J]. Sevler, both from H. P. Weller Supply Co., Ernie, Pa 


ADDITIONAL CONVENTION PICTURES START ON PAGE 224 





He Mixes Charity & Education 


As school board head, William T. Todd ==> 


believes modern education and charity 


both stand on same broad principles 


It CAME AS QUITE A SURPRISE to Wil- 
liam ‘I. Todd last fall when he was 
elected president of the Pittsburgh 
Board of Education. Although he had 
been one of the 15 board members for 
several years, he felt he didn’t have 
all the qualifications for the top job 

None of his many activities has r 
vealed this modesty more clearly than 
the tall white-haired industrial 
tributor’s work with two of Pitts 
burgh’s oldest charities: the News 
Boys’ Home and the Association for 
the Improvement of the Poor. Here 
he has been able to follow out his be 
lief that charity shouldn’t be handed 
willy-nilly over to some impersonal 
government agency. He still holds 
with the idea that in a concern for the 
poor and suffering lies the essence of 
Christian living. 


His Good Works 


The Pittsburgh News Boys’ Home, 
of which Mr. Todd is a trustee, was 
founded many years ago by a group 
of businessmen to provide a haven for 
waifs running the city streets. In 
those days, the youngsters’ only live- 
lihood was hawking newspapers, a far 
less profitable venture than it is to- 
day. 

In time the Home turned to the 
rehabilitation of all underprivileged 
boys, and today maintains two clubs, 
one in Pittsburgh’s ,»Hill District, 
which is wholly Negro, and the other 
in Shady Side. Altogether, 600 boys 
are provided with recreational facili- 
ties and a chance to go to summer 
camp. 

As a director of the Association for 
the Improvement of the Poor, Mr. 
Todd is deeply interested in the plight 
of elderly, seo men and needy 
families. The association has two 
buildings where many indigents may 
get meals, beds, and other assistance. 

In his church work, it’s typical of 


dis 


Mr. ‘Todd that he eschewed a “society” 
church to become deacon and 
president of the East Liberty Presby 
terian Church, situated in the poorer 
end of town and boasting one of the 
largest congregations in the country. 


vice 


Charity & Education 


low do charity and education mix? 
Almost perfectly, in Mr. Todd's case. 
While he’s grasped readily the numer 
ous details of administering a modern 
school system in a large city, he’s also 
devoted considerable time to under 
privileged and retarded children and 
juvenile delinquents. 

The 15 members of the Board of 
Public Education, Pittsburgh School 
District, are appointed to their posi 
tions by the Judges of Common Pleas. 
Among themselves, they elect their 
president. The president serves no 
determinate term of office, since the 
idea is to give a good man a chance to 
carry out his ideas. 

Actually, being president of the 
Board of Education is more work than 
honor. Mr. Todd presides over a body 
that dispenses an annual budget of 
$23 million, and is currently launched 
on $10 million expansion program. 

Ihe board is broken down into four 
committees—finance, property and 
supplies, schools and instruction, legal 
and public relations—and derives its 
powers directly from the Pennsylvania 
state legislature. Each committee 
meets once a month, and makes 
recommendations to the board as a 
whole. Mr. Todd finds himself in a 
continual round of meetings not only 
as board president, but as an ex-officio 
member of each committee. 

Mr. Todd is a graduate of Cornell 
University in mechanical engineering. 
In 1916 he put his diploma away in 
a drawer and started work as a stock 
clerk in his father’s firm. In 1917 he 
enlisted as a private in the gas defense 
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division of the chemical warfare serv- 
ice, coming out in 1919 with the rank 
of captain 

With his four children he has 
shown himself as good an educationa- 
list at home as he is in public, Jim, 
23, the oldest, is in second year law 
at Harvard. Patricia, his daughter, 
attended Smith College, and is now 
married to a young doctor finishing 
his studies at Yale. 

Logan, who is 19, is an English 
Speaking Union exchange student at 
Brentwood School for Boys in Eng- 
land, one of the great “public” (1.¢., 
private ) that country. 
lommy, 10, the youngest, is at school 
in Pittsburgh 

Mr. ‘Todd's other community activi- 
ties run into many fields. He's a trus 
tee of the Carnegie Library, Carnegie 
Institute, and the Carnegie Institute 
of ‘Technology. He is a member of 
Governor Fine’s committee on edu 
cational television for the State of 
Pennsylvania He is a member of 
the board of governors of the Pitts- 
burgh Automobile Club 

At present he’s a life member of 
the Pittsburgh Chamber of Com- 
merce. A member of various Masonic 
bodies, he’s a Thirty-second Degree 
Mason and Shriner. Among his clubs 
are the Cornell Club of Western 
Pennsylvania, Pittsburgh Field Club, 
and Duquesne Club. 


schools of 


Good Education's Basis 


Since his election to his newest post 
Mr. Todd has been working with a 
sort of dedicated zeal to build an edu- 
cational system which will meet the 
test of these times. 

He sums up his philosophy in one 
trenchant sentence: “A good educa- 
tional system should nurture Christian 
principles in the youth of our country, 
and in so doing will combat ignorance, 
delinquency, and subversion.” 
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The Distributor’s Role 


In American Economy 


THE accompanying article is taken from a report issued by a company 
with no standard products to sell to distributors—it’s a report on the 
basic essentiality of industrial distributors in our economy. 

It was issued just before the Triple Industrial Supply Convention in 
Miami by York Engineering and Construction Co., and York-Gillespie 
Mfg. Co., Pittsburgh. The York Report is identified by the companies 
as a monthly analysis of business trends issued to manufacturers.—The 


editors. 





ne KNACK of getting things from here 
to there is a secret of America’s great 
Hcss 


We ar 


Taw 


masters of logistics. We 
move materials from far moun 
tains to near-by mills. We pour parts 
into assembly lines and take off autos 
and tanks. We send gas from be 
neath the ranges of ‘Texas to the ranges 
of Brooklyn apartments 

By moving goods and matcrials 
America grew. The fingers of rails and 
canals that stretched westward from 
the Eastern seaboard were intended 
less to open up new regions than thes 
were to bring back materials those 
areas produced. Networks of truck 
routes and airlines may knit the coun 
try together, but their greater benefits 
are that they swiftly transport goods 
from one section to another. 

This mastery of moving materials 
has helped us win two world wars. 
Our fabulous production lines gave us 
the superiority in weapon-power that 
helped to win World War I; that, 
and ability to move massive 
amounts of men and material over 
ocean and continent . by land, sea 
and ait helped to win World War 
Il, 

This strength lics not alone in the 
spectacular ability to move an army 
or an industry from place to place; 
the ribs and sinews of our economy 
lic in the constant, day-to-day move 
ment of materials and parts from mine 
and forest to mill and refinery and 
thence, step bv step, to their points 
of actual use. Each link in this chain 


our 
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is vital. None can claim more import 
ance than any other. 

Because they are on the 
their annual meeting, it is timely to 
give special consideration to the men 
who constitute one of these links .. . 
the industrial distributors. In joint 
sessions, their three associations are 
to gather at Miami on April 13 to 15. 
The fact that their functions are not 
understood fully by the general public 
is no reason for underestimating their 
importance to the U. S. industrial ma- 
chine. In many industries and for 
many products they are almost indis- 
pensable. True, if they did not exist 
we would develop other ways of get- 
ting materials from industrial plants 
to other manufacturers, just as we 
would be able to get ore from mine 
to mill if the wheel had not vet been 
devised. But in either case, the project 
would be costly, time-consuming and 
cumbersome. 


cve of 


Industry's Department Store 


(he industrial distributor, in the 
lavman’s language, runs an industrial 
products department store. The items 
he carries in stock are not intended for 
sale to consumers. His customers are 
the mills and factories among which 
he operates. 

If a housewife had to go to a farmer 
every time she ran out of eggs, or to 
a cotton mill every time she needed 
new towels, she would be like a factory 
without industrial distributors. 

If you trace the origin of tools and 
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machines and replacement parts used 
in any plant, you find that they come 
from all over the map. Some have 
traveled many hundreds, even thous 
ands of miles. In the midst of a vital 
job, one breaks. . . 

What to do to avoid costly delay? 
Phone the factory and have a replace 
ment sent by air? That runs into 
money, even assuming that the manu 
facturer is taking orders for immediate 
delivery, which for a long time has 
been highly unlikely. 

Another expedient would be to 
keep on hand a replacement for every 
tool, gear and compressor . and 
every other piece of equipment in your 
plant, involving a big investment in 
this kind of contingent inventory, plus 
major storage overhead. 

Instead you call a nearby industrial 
distributor. If it is a standard part, he 
probably has it on hand. If it is a 
special job, he probably knows where 
to get it fastest. In the first instance, 
his truck delivers it quickly; in the 
second, it will be on the way to you 
as fast as possible. A primary manufac- 
turer may take his time in filling orders 
for a small plant . . . but if he dis- 
tributes his products through indus- 
trial distributors, they will fii the 
orders pronto! 

Stocks are vast in industrial dis- 
tributors’ warehouses. ‘They include 
basic raw materials, machines, tools, 
equipment, parts and a wide variety 
of specialties. And many conduct sub 
assembly operations, better to serve 
their customers. 





They also stock economy. A plant 
needing a machine or a part in a hurry 
would have to pay small-lot freight 
rates, Or even air transport rates, and 
possibly a special-order premium, if it 
ordered from the basic supplier. On 
the other hand, the industrial dis 
tributor orders in advance and 
delivery either in carload lots or by 
special trucking arrangements. ‘This 
keeps expenses down. 

They add other economies, in that 
they save their customers costs of 
maintaining towering inventories. The 
average plant, mill or factory may re 
quire a large number of raw materials 
and have machines with thousands of 
parts. ‘To stock full material require 
ments, plus spare parts for every con 
ceivable emergency, would require in- 
vestments running into fortunes. The 
warehousing, insurance and handling 
of this, inventory would run into thou- 
ands of dollars. But because he is work- 
ing for many plants, the industrial dis- 
tributor can cover costs more eco 
nomically than an individual buver 

. with savings for his customers 


gets 


Other Economies 


Economies of industrial distributors 
are effected in other wavs. Suppose, 
for instance, a big chemical plant r 
ceived 100 separate orders, each for a 
few gallons of sulfuric acid, all from 
plants in the same area. The cost 
of the paperwork . . . let alone the 
shipping . . . would be prohibitively 
excessive compared with that of ship 
ping a carload lot to an industrial 
distributor in the region. Or suppose 
a steel company had a hundred orders 
for broken lots of wire, pipe or bars 

just imagine the complications 
of assembling those orders for de- 
livery! 

Shipping in less than carload lots is 
alwavs uneconomical. An expensive, 
chaotic situation would result, with 
wasteful duplication at both ends of 
the supply line, if orders were placed 
individually by industrial users with 
the primary producers. Mass distribu 
tion is an indispensable adjunct of 
mass production. 


Also Stock Ideas 


Industrial distributors also stock 
ideas. Most of them do, at any rate 
Their survival depends on how well 
they can serve their customers, and 
this service includes not only prompt 
delivery of ordinary items but also ad 
vice on how to meet new problems. 
If a certain new material is required, 
Or a new special-purpose machine is 


needed, the industrial distributor is 


the one to ask first . . . besides, his 
salesmen are always popping into the 
purchasing agent's office. Basically, 
the industrial distributor has two func- 
tions: first, to supply his customers 
with the parts and materials they need 
and, second, to tell them how and 
who can solve unusual problems that 
constantly arise in manufacturing. 


Materials Handling Problems 


Materials handling is one of the 
problems on which industrial distrib- 
utors are frequently called in. For 
one reason, they are part of the ma- 
terials-handling chain, which _ starts 
at the forest or mine and ends when 
the ultimate product arrives at the 
consumer's home .. . or is fed into an 
anti-personnel gun in Korea. 

They are a small part. Their ma 
terials handling involves not only that 
between one manufacturer and 
another. It involves, usually, the re 
moval of goods from a car to their 
warehouses, storing them and, ulti 
mately, delivering them to users. 

But this part is a microcosm of all 
materials handling. It involves rail 


roads, trucks, planes, conveyor belts, 


pipelines, forklifts, automatic ma 
chines and packaging. Furthermore, 
to meet competition, to operate his 
business economically and to 
advise his customers soundly, the in- 
dustrial distributor must be an author 
ity on materials handling. Many of 
those who will attend the industrial 
distribution meeting in Miami will 
also be at the Materials Handling Ex- 
position which will be held in Phila 
delphia May 18 to 22 . because 
if they are not experts in materials 
handling they cannot conduct their 
own operations at maximum efficiency 

. nor offer guidance to their cus- 
tomers. Materials handling is, of 
course, another phase of the ability of 
Americans to shift supplies from one 
place to another. The problem of 
moving a heavy and awkward part 
from the floor of a warchouse to a 
point of safe and imexpensive storage 
may be greater than that of moving 
the part from Pittsburgh to Seattle. 


own 


What A Distributor Is Not 

. Ahash of misconceptions surrounds 
the industrial distributors’ role in the 
American economy. Some egg-heads 
regard them as a kind of middlemen 
who have inserted themselves between 
producers and manufacturers for the 
exacting a tribute from 
industry. Others have cited giant 
corporations’ establishment of regional 
warchouses and offices as proof that 


purpose of 
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industrial distributors are not neces 
sary. One argument, of course, answers 
the other; the giant corporations’ 
regional set-ups are simply their own 


exclusive industrial distribution points. 
Essentiality of Distributors 


Both are essential to a smoothly 
operating economy. The big com 
panies must staff divisional establish- 
ments to give the service expected. 
Yet smaller producers could not main 
tain networks. Without industrial dis 
tributors, they would dic. 

With no industrial distributors, the 
dispersed factories of the U. S. would 
have to establish pools . . . as do de 
partment stores . . . to bring carload 
shipments into their territories. Even 
then, costs would be greater than 
those of industrial distributors 

There’s another great reason why in 
dustrial distributors are valuable to 
America’s economy. The government, 
with good reason, has been building 
a huge stockpile of critical materials 
Meanwhile, industrial distributors have 
built up huge inventories of materials 
and parts worth hundreds of millions 
of dollars, at no to taxpayers 
This stands as a reservoir against the 
effects of strikes, other interruptions 
and even against the possible effects of 
an atomic bomb itself! 

No matter what basic production 
facility would be wiped out by cnemy 
action, the supplies in the hands of 
industrial distributors and their coun- 
terparts, the regional warehouses 
maintained by large manufacturers 
woukd tide production over until we 
caught our breaths and organized for 
the long pull to victory. 


cost 


Why The Tocsin 


Why you may well ask, are the 
York companies, which have no stand- 
ard products for them, sounding the 
tocsin for industrial distributors? 
Especially since many of our assign- 
ments come from companies that have 
their own systems of distribution and 
do not depend on industrial distribu- 
tors for their sales? 

First, because, as we have stated, 
we believe they are essential to the 
economy. Second, because we our- 
selves have benefited from industrial 
distribution. When a plant calls on 
an industrial distributor for an item 
that is not of standard size and shape 

. such as a larger than usual rotary 
gate, or other equipment units pe 
culiar to the user alone . the in 
dustrial distributor has turned to us 
Situations like have been a re 
warding challenge to our engineers 


thes 
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Fifteen years of selling to industry have given A. K. Pearson some ideas of 


What Product Information Helps A Salesman 


WHAT A PRODUCT DOES is the first thing Mr. Pearson the product’s market, how it is made and information 


wants to know about it. Read why, and also how he rates about the manufacturer 
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THERE DOESN'T SEEM TO BE MUCH DOUBT about whether 
or not a salesman of industrial supplies and equipment 
should know something about the products he is selling. 
The answer is unanimously yes. However, there does 
seem to be some difference of opinion as to what and 
how much information about products the salesman 
needs in order to sell confidently and with success. 

After 15 years of successful selling of industrial sup- 
plies and equipment, from piping to machine tools, A. K. 
Pearson of the Greensboro, N. C. branch of the Smith 
Courtnev Co., has a few ideas on the subject which 
should carry some weight. After college, Mr. Pearson be 
gan selling industrial piping and in two years moved to 
his present job with the Richmond, Va., industrial 
supply firm. 

In Mr. Pearson’s estimation, there is no doubt that the 
seller of industrial supplies and equipment should know 
something about his products. He admits there are sales 
men who get by without knowing anything, or at least 
very little about the products they sell. But these, he be- 
lieves, invariably lean on price appeal to the customer 
rather than on benefits. And, what burns Mr. Peterson 
no end, such salesmen often nab a sale at the expense 
of the conscientious salesman who does know his prod 
uct and who probably convinced the customer or pros 
pect of the benefits. 

The first thing a salesman should know about a prod- 
uct, Mr. Pearson feels, is its function—what does it do? 
Whether you're a newcomer to the field of selling in 
this industry, or an old hand at it, Mr. Pearson believes 
that the moment you get the idea of what the product 
does, you already have more than an inkling of who could 
use it. It is of the greatest importance to a new salesman 
because he then can talk intelligently about the product 
to a customer or prospect and thereby generate self-con 
fidence and gain the confidence of the customer. The 
customer is primarily interested in what the product 
can do for him. 

Things to know about a product’s function should 
include information about other products in the field 
which can do the same thing. Also facts about the prod 
uct’s performance in relation to competitive products 
because comparisons are inevitable. The salesman should 
be equipped to handle comparisons of his products with 
other products to his own advantage. 

In line with the above, the variety of applications 
should be learned. The experienced salesman who knows 
his customers, their operations and the equipment they 
use, won’t have much trouble in uncovering potential 
uses for the product but neophytes should receive careful 
guidance here. It isn’t enough to generalize. The salesman 
should recite the list of industries he serves one by one 
and the instructor should indicate those in which the 
product has application, for what operations and in what 
quantities. 


Function and Market 


As far as Mr. Pearson’s concerned, knowledge of a 
product’s function and of its market are quite closely 
related and virtually of equal importance to the salesman. 
To illustrate this, he cites the case of having been intro- 
duced to the functions of an impact tool at a product 
meeting when the line was taken on. Soon after he was 
calling on a textile mill which was installing quite 
a number of looms. He knew holes had to be drilled into 
the floor for lag bolts to hold the looms down and im- 
mediately the impact tool came to mind. He suggested 
its use to the mill as a means of cutting down the 
sct-up time. The mill agreed and purchased the tool. 


Other market information of importance to the sales 
man is data concerning potential users not covered by 
the salesman. The contracting firm is a typical example, 
being covered by industrial supply salesmen in some 
areas and not in others. This is not an oversight but 
merely a question of potential overall sales. With a new 
product, some of these prospects may be worth calling on 
again and any discussion of a product’s market should 
not overlook the sales potential among these prospects. 

Next item of consequence to a salesman in Mr. Pear 
son’s book, is how the product is made. He thinks most 
manufacturers’ men “probably go to extremes” in giving 
details of a product's construction but that is better than 
omitting any information of value to the salesman 
Only those construction features which affect sclling the 
product should be stressed—is the fact that the product 
is equipped with ball bearings an advantage and why; if 
something obvious can happen to a product, how can it 
be corrected; what adjustments can be made; is there 
any adaptability built into the product; can parts be re 
placed easily; is the weight a factor in its utility. 


Design Important 


The design of the product is an important selling fea 
ture of which the salesman should know something. He 
should know its assembly just to understand how parts 
can be replaced, if necessary. He should know the 
salient points of the product's appearance; does it look as 
if it could do the job claimed for it? Every now and 
then, Mr. Pearseon said, you run into a product that 
looks like a monstrosity which is a handicap in selling. 

And Mr. Pearson thinks building non-standard com 
ponents into a product is a poor selling point. But if 
the manufacturer had to do it to attain high performance 
standards, the salesman should be told about it to explain 
this to the customer. That is a good selling point, the 
high performance standard. Its a case where a disad- 
vantage is more than offset by results in performance and 
performance is what the salesman sells best. 

Next in line of what to know about the product is 
something about the manufacturer. Mr. Pearson's not 
too interested in the company’s history but he would 
like to know if the manufacturer is reputable, willing to 
stand behind his product. It doesn’t make a bit of dif 
ference whether the company is big or little. 

Mr. Pearson thinks knowing something of the plant in 
which the product is made helps but it is not a question 
of physical facilities as much as a question of skills. A 
good plant is one in which ingenuity is shown in the 
work. And the plant should have good management to 
maintain quality, avoid shutdowns and delivery delay. 

The caliber of the manufacturer’s selling organization 
is also important to the salesman who has to intro 
duce the product to the potential user. He wants to 
know the kind of field representatives he'll have to work 
with and how well they are equipped to handle ques- 
tions about the product, its applications, orders, and 
whether or not they show teamwork and enthusiasm. 

Naturally, the salesman is also interested in what sales 
aids the manufacturer can provide—literature, advertis- 
ing, demonstrations, films, slides, samples, manuals. The 
salesman is particularly interested in any service records, 
test results or case histories concerning the product. 
Mr. Pearson thinks the jack manufacturer who put out a 
folder illustrating the numerous and varied applications 
of his product did a lot to help front line salesmen. He 
doesn’t think much of testimonials. Commercialized 
testimonials have cheapened the tool and people selling 
inferior products have used them too often. 
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Something personal for a birthday, whether it’s a gift like this wallet or just a card, may make it easier to. . . 


Make a Friend of a Customer 


Remembering his birthday helps, they found 


out at Frank Tracy, Ine., New York City 
By Van Ness Philip, Assistant Editor 


Jv YOU WRITE A MAN A LETTER Con- 
gratulating him on his birthday, the 
chances are he will remember yout 
thoughtfulness a long time 

Hardly any one else beside his fam 
ily and intimate friends, and possibls 
his life insurance agent, will take the 
trouble to mark this day that, person 
ally, is the most important in an in 
dividual’s life. 

But remembering birthdays of cus 
tomers is a policy at Frank ‘Tracy, Inc., 
New York City. 

H. F. Stuhrmann, vice president, 
keeps a list of them on a special cal- 
endar pad. When a birthday comes 
up, he sends a personally signed letter 
and a small gift such as a wallet or 
key chain. 

The letters are not form letters 
rhey’re alike only in one respect. 
Ihey stress that Frank Tracy likes to 

BIRTHDAYS are collected from salesmen. Here A. J. Lindberg, of the outside force, remember customers’ birthdays as 
gives Mr. Stuhrmann one for the list that he has just learned “milestones in mutual friendship r 
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PERSONAL NOTE from H. F. Stuhrmann, vice president CALL REPORTS contain personal data about customers, 
and general manager of Frank ‘Tracy, Inc., New York City including birthdays when they are known. Salesmen are 
goes to every customer whose birthday he know urged to be alert for anything new 





In other respects, they differ as On calls, salesmen are told: “Never mann has received acknowledging the 
much as possible. For the personal leave a customer without a personal birthday messages 
touch, Mr. Stuhrmann employs when — word or two, after vou have concluded “It was very kind and thoughtful 
he can the business. Leave him with the — of vou to write me on my birthday and 
knowledge that vou take an interest m to send me the very useful wallet. I 
him as a person.” know that I will be thinking of rank 

Ihe letters, direct from the firm's ‘Tracy a good many times when I put 
vice president, are management's way this nice gift to use It is very 
of proving that the company as a_ pleasant to have this friendship be 
vhole shares this sentiment tween our concerns and our individ 
sage Ihe response has been gratifying. uals, and I hope that we may enjoy it 


With the aid of the sales staff, the ‘his letter is one of many Mr. Stuhr- for many years to come 


1. First name salutations where ap 
propriate 

2. Home addresses, for both letters 
and gifts. 

3. Reference to customers’ interest 
hobbies, etc., or other personal mx 


birthday list is constantly growing 
It's company policy for salesmen to in 
clude in call reports any personal data 
ibout customers that thev consider 
signincant lhev are urged to make 
pecial efforts to find out birthday 

Vhis may require ingenuity but can 
be accomplished gracefully in a num 
ber of wavs, Mr. Stuhrmann feel 
Numerous conversational leads can be 
emploved to induce some one to talk 
ibout birthdays and reveal casually 
the date of his own. Among them 
the weather, seasons of the vear, new 
clothes, incidents of good fortune, ct¢ 

Ihe letters, Mr. Stuhrmann is con 
vinced, go a long wavy toward achiev 
ing Frank Tracy’s goal to “mak« 
friend of a customer” 

He constantly reminds the sales 
staff of the importance of showing an 
interest in anything personally im 
portant to their customers, whether CALENDAR PAD with birthday stays in top drawer of Mr. Stuhrmann’s desk 
their golf, hobbies or families he can check off the congratulatory letters as they are sent 
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FRAINING OF ALL EMPLOYEES is strongly recom 
mended by Ray C. Neal pre ident, R. C. Neal Co., Buffalo 


lraining sessions held during regular work day, in two one 


hour sessions, are attended by all personnel 


What Makes Up The Industrial Team 
Or A Winning Organization? 


By Ray C. Neal, president 
R. C. Neal Co., Ine., 
Buffalo, N. Y. 


Much HAS BEEN WRITTEN and said about quarterbacks 
who run the football team seemingly with almost un 
canny accuracy and judgment as to the plays to use: 
forward passes, line plunges, end runs. Then, next in 
line, come the names of those few players who co- 
ordinate with the quarterbacks—those who are used for 
line plunges, passes, etc. to bring the team home to final 
victory. The head coach may be named from time to 
time as having developed a very fine team, but there it 
generally stops 

How about the coaches for the guards, the coaches 
for the tackles, the coaches for the halfbacks and full 
backs, the coach for the kicker—all the men who put in 
long hours of serious thinking, who contribute an inex 
haustible supply of energy coaching the individuals who 
will man those important positions to forge a complete 
winning team? 

How about the cheer leaders who practice hour after 
hour, day after day, to develop that dynamic personality 
and the ability to do those stunts—the flips, hand stands, 
etc. that bring out the enthusiasm of the crowd in the 
cheering section and spur the team on to victory? 

I often wonder if too many of us in the industrial field 
do not spend an extra amount of time today developing 
those in our organization who compare with those above 
named players of the football team (our outside salesmen 
and possibly a phone salesman) or the head coach (sales 
manager) without full recognition of all the others 
who, grouped together, make possible the winning plays 
for those whose names are in the headlines 

We read article after article about training the out- 
side salesmen, by means of sales meetings and factory 
visits; we also spend some energy on those whom we 
term our “inside salesmen,” at the phone order desks, by 
sending them occasionally to visit the factories of our 
main sources or arranging visits to our customers’ offices 


All of this is most desirable. It should, however, be 
only one portion of the overall training program. If a 
firm expends all of its time, attention, thought, talent, 
energy and money for these purposes, it would seem that 
these efforts, rated by today’s standards, would be hang- 
overs from the “horse and buggy” days of industrial 
selling. 

The prospector of years ago could work his claim only 
with pick and shovel, because, up to that time, no better 
tools had been developed. Today he has air and electric 
tools to help him. Just so the industrial distributor now 
has to develop new ways and methods to improve his 
organization and its service to customers. We believe 
in doing all of the things mentioned above which have 
been, and still are, so evident as being necessary—and we 
are doing them today. These proven practices, however, 
only supply a base for still further training of all em 
ployees, and developing product, company, and service 
knowledge for them, so that they are better qualified to 
back our salesmen with improved service to our cus 
tomers. 

We are trying to adapt ourselves to the faster tempo 
of today—the age of the automobile, the airplane, the 
stratosphere airliner—by embarking upon many new 
and, we believe, necessary activities not only for the sales 
force both inside and out, but especially for the educa 
tion of our entire group of employees. This we try to do 
by disseminating more product institutional service and 
general information to them. 

Where to start? By obtaining the latest in sixteen 
millimeter sound projectors, transcription players. film- 
strip projectors, and tape recorders to make available to 
all of our employees the finest in training media in the 
form of movies and film strips to illustrate the manufac 
ture, application, and use of the products we sell. 

This training is made available during the regular 
working day to all of our employees, including salesmen 
(inside and outside), Kardex department, purchasing de- 
partment, bookkeeping and accounting employees, 
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counter personnel, shipping department, stenographic 
and file clerks, telephone operators, and even the night 
watchman. 

Periodically, two one-hour sessions are held, half ou 
personnel being present at one or the other of the 
showings. The shows are held in our comfortable and 
spacious ladies lounge. 

The aim? To educate every employee to identify the 
products we sell by sight, and to recognize and be abk 
to explain their uses to our customers. 

The reaction? We have been more than pleased with 
the attention of all the employees to the pictures and 
programs to date. An amazing interest has been engen 
dered in all departments, due to the “‘new lease on life” 
which the training sessions have fostered. 

It is evident that the morale of the entire group has 
soared, and a recognizable and personal concern has de- 
veloped in all departments. Everyone seemingly recog 
nizes and appreciates the opportunity to “learn the 
language” and familiarize himself or herself with the 
tools of the trade. Promotion is inevitable for those who 
(many for the first time) can actually see the uses of 
our products on the job, or the assembly of them on the 
line. The discussions provoked by the meetings provide 
an atmosphere of real, sincere selling experience 

Much of the success of the program to date is due to 
the fine quality of the films and programs available from 
manufacturers whom we represent, from competing 
manufacturers, from the Telephone Co., and film hi 
braries as well 

As an example—we recently showed a short sound 
film, (seven minutes) produced by the Carborundum 
Co., demonstrating a Port-O-Belt grinder in actual op 
eration. This tool is no longer vaguely associated with 
the “port side of a ship” or a “jug of port wine.”’ It is a 
realistic, useful tool to all who saw the film. They also 
know that when a Port-O-Belt grinder is shipped, it 
should be equipped with belts sold on the same charge 
If not, it was overlooked, and by whom? 

At the same time a film showing Hammond grinders, 
(thirteen minutes) was successful in making clear to 
those same people the various methods of grinding with 
wheels or belts, wet or dry, and buffing and polishing 
operations as well. 

The film “‘Every-Day Miracles” by the Carboloy Co., 
opened the eyes of all the employees who knew Carboloy 
by name, but not carbides by their various uses. They 
express amazement as to the romance in carbides. 

A film from a worthy competitor, ““Tel-N-Sel” loaned 
to us by Minnesota Mining Co., made the employees 
extremely conscious of all the millions of dollars spent in 
laboratory work, sales promotion, etc., preparatory to hav 
ing one “economy roll’ or one ream of abrasive papet 
ready for delivery to a tool shop. 

A picture by the Bell Telephone Co., “Thanks for 
Calling,” caused many laughs, but brought home seri 
ously, not only to those who handle the switchboard, but 
to all who have contact with customers on thie phone, 
the means to avoid common mistakes and errors which 
unknowingly creep into conversations 

A sales manager, as a quarterback, is an individual 
who must multiply himself many, many times if he is to 
be successful in today’s competitive market. He may 
call most of the plays, but he must use others to help 
him across the goal line. His success depends on thos« 
on whom he leans. 

If he is one of those who stresses as of main im 
portance the accomplishments of the salesmen only, he 
is but partially correct. From that viewpoint, he will 


SOUND PROJECTOR EQUIPMENT is an important tool 
suggested to make training sessions interesting, to illustrate 
manufacture, application, and use of products sold to indus 
trial users 


not be developing an all-round team of championship 
caliber which will be able to give to industry the service 
which is presently demanded. On the other hand, he is 
offering his factories only a part of the sales effort to 
which they are entitled. Instead of relying on only 
one strong segment in his team, he must be one who 
can work with and demand the respect of all those indi 
viduals who are tied together in their efforts through 
the administrative head of the company. Unless he can 
see this, his company will not be capable of rendering 
atomic backing to the sales force, or jet service to the 
customers. 

Also, he must at all times be developing new plays for 
the future. He cannot have a winning team by using the 
same strategy indefinitely. New approaches, new com 
binations, must be continuously developed. He cannot 
live on last season’s record, no matter how good it was. 

The industrial distributor is only capable of winning 
the game for his manufacturers with a well-balanced 
team which promotes sales, sales, and still more sales 

The full potential of sales and service is accomplished 
only through a method of training, educating, and unify- 
ing all elements of the organization, from the president 
down. Unless every employee is imbued with the im 
portance of his work as contributing to make each and 
every sale a completely satisfactory and successful trans 
action to the customer, and is enabled to feel proud of 
his part in the industry with which he is associated, the 
team can hardly be called well-balanced. The sales man 
ager, therefore, must cooperate with, and merit the 
cooperation of, every department of the company for 
that winning team combination. 

If you have followed through this article until now, 
vou are probably asking yourself whether you are fully 
directing the latent potential of every employee in your 
organization. 

You may be wondering whether your star-salesman is 
the “last of the crop” or whether a new “Johnny-on-the 
spot” is available on call! To be sure, start training now! 

We hope to create a “team” of sales-minded personnel 
in every category and department of our organization. 

If percentages mean anything at all to you (and who 
dares answer otherwise), we pose the question, “Would 
you rather have an entire organization of sales-minded, 
product-wise, and team-conscious employees, or one stat 

ilesman?” 


We believe we know the answer—that’s why our train 


ing program was accelerated and expanded! 
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An Idea 
To Copy 


This Erie distributor 
uses disposable carbons 
for correspondence, 
finds them cheaper, fast- 
er than the conventional 


method 


IDEA LEADS TO ANOTHER. Donald 
J. Seyler, vice-president of H. P 
Weller Supply Co., Erie, Pa., found 


this chain reaction happening to him 


(Nt 


recently when he made some changes 


in his firm paperwork 
He had decided to idopt disposable 
I for 


carbon forms 
even check 


invoices, purchase 


orders vouchers, when it 


occurred ‘to him that the disposable 
carbons themselves could be put to 
further Ls 

ror 


ponds nce, 


the firm's corres] 


Like 


mistance 
And Why Not? 


Why 


bon he 


uildn’t these particular car 
bought 
dual 


separately and used in 
sheets of 
paper sheécts? lor 
hed watched st nogfaph rs 
with the « 
ing letters and making copic 
thought this can’t be 
in efhiciency. Not only 
method manually slow when four, five, 
SIX letter 
required, but the girls were continu 
illy having to wash their hands every 
three or four letters 

Always for Mr 
Seyler bought some disposable carbons 
with sheets interleaved, and 
isked the stenographers to try them 
Their verdict was unanimous—let’s 
never go back to the old system. M1: 
Seyler has respected their verdict ever 


place of indi carbon 


ind econd 


onventional method of typ 
ind hie 
the ulti 


was the 


ure ly 
mate 
wc'¢ 


or even copics of a 


gan innovation, 


second 


since 

The bought to make 
cither two or three copies. With this 
combination, any number of copies up 


carbons ar 


110 


NOW, with disposable carbons H P. Weller Supply's typist, Joy Sullivan, can make 
copies of letters in twinkling, doesn’t end up with smudged fingers and strained 


patience 


Actual cost is no more than that of ordinary carbons 


BEFORE, Miss Sullivan had to struggle with all this paper to make six copi 


letter 


for a letter. Five 
for example, by 


to six can be mad 
copies are possible 
putting a two-copy and a three-copy 
carbon together, with the letterhead 
sheet on top. When the letter is fin 
ished, the typist merely tears the cop- 
ies free of the carbons, drops the cai 
bons in a wastebasket. ‘The copies arc 
always clear and clean 


At Weller’s, there’s alwavs a 


ot corre spondence, 


need 

for several 
] 

especially quotations, where several de 


partments must be advised as well as 


Ccopic s 


salesmen. On typing jobs like these, 
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ind had to take time out to wash her hands afterwards 


Mr. Sevler estimates the new syst 
has saved at least 40% in time 


cir 


The cost? According to Mr. Sevler’s 


figuring, the new system is cheay 
Che disposable carbons and s« 
sheets cost a tenth of a 
Ordinary carbon paper (plus onc 

ond shect) costs roughly one cen 
sheet. But rarely can than 
clear copies be made from the sin 
carbon. So the cost of the two is 
the same—except that the substan 


cent ca 


More 


ap 


time savings should be added in fa‘ 


of the disposable carbons. 


ICT 


ond 


ch 


yOCC 


.-2 
10 
ole 

ut 

tial 


ir 
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A MESSAGE TO AMERICAN 


INDUSTRY ® 


ONE OF A SERIES 


DEPRECIATION 


And Its Crucial Economic Role 


The sixth annual McGraw-Hill survey of Busi- 
ness’ Plans for New Plants and Equipment, 
just completed, reveals some remarkable facts 
about the role of depreciation in our economy. 
To most people, depreciation is a technical 
term, used by accountants to discuss a dull 
subject. But it really is a simple matter: It is 
the amount of money set aside each year by a 
company to replace plant and equipment that 
is wearing out. And here are some facts from 
this survey* which show how depreciation can 
make the difference between prosperity and 
recession in the United States: 


1. In 1953, about half of all the money spent 
on new manufacturing plants and equipment 
will come from depreciation reserves. For the 
future, manufacturing companies are relying 
even more heavily on this source of money. In 
the years 1954-56, they count on using their 
depreciation funds to pay for almost two- 
thirds of the new plants and equipment now 
planned. 


2. The amounts of money made available by 
depreciation allowances vary greatly from 


*The sixth annual McGraw-Hill, survey of Business’ 
Plans for New Plants and Equipment included companies 
that provide 25 per cent of all industrial employment and 
60 per cent of employment in those industries where 
capital investment is highest. These companies are mostly 
the larger companies in their respective industries. 
A copy of the full report of this survey can be obtained 
by addressing: Department of Economics, McGraw-Hill 
Publishing Company, Inc., 330 West 42nd St. New 
York 36, N. Y. 


industry to industry. Some industries, such as 
those producing steel, chemicals and petro- 
leum products, will have relatively large 
amounts of cash available from their depre- 
ciation reserves. In considerable measure, this 
is because the government is allowing them 
to accumulate such reserves at an accelerated 
rate as an encouragement to build facilities re- 
quired for national defense. But most of the 
companies engaged in the production of tex- 
tiles, processed foods and many kinds of ma- 
chinery have had little chance to benefit by 
this provision for accelerated depreciation. 
Hence, they have much less money available 
from depreciation reserves. 


3. There is a definite shortage of investment 
funds in the industries that have relatively low 
depreciation allowances. Taken together, the 
coal mining, textile, food processing, machin- 
ery and other metal-fabricating industries plan 
to spend about $4.7 billion for new plant and 
equipment this year. But they report that they 
would spend $1.5 billion more per year during 


* the period 1954-56 if sufficient funds were 


available. 


4. Eighty-five per cent of the manufacturing 
“companies covered by the survey reported that 
they plan to invest all their depreciation funds 
to keep equipment up-to-date and to provide 
capacity for new products and new markets. 
These companies could let their depreciation 
funds pile up as idle cash. But the intention is 
to spend most of them for capital equipment. 





Hence, there is a direct relationship between 
the amount of depreciation funds available and 
the level of capital investment. And it is upon 
the latter that the level of general prosperity 
decisively depends. One-third of all industrial 
workers are engaged in producing or installing 
such equipment. 


This fact that the level of depreciation allow- 
ances has a major bearing on the level of capi- 
tal investment should not surprise anyone. In 
several foreign countries where these allow- 
ances have been increased, investment has 
boomed. The two nations with the highest 
ratios of investment to national income are 
Canada and Norway. Both countries adopted 
flexible depreciation policies after World War 
II. In Sweden and The Netherlands alse, flex- 
ible depreciation allowances have contributed 
to rapid industrial expansion. Finally, the tre- 
mendous investment brought about by our 
own rapid amortization program shows dra- 
matically the importance of depreciation in 
stimulating capital expenditures, 


Obsolete Tax Laws 


In spite of this record, the fact remains that 
our laws and the business procedures that gov- 
ern depreciation allowances — in particular the 
laws and rulings that govern the deduction of 
depreciation from taxable corporate income 
—are still based on antique and obsolete ac- 
counting concepts which take no account of 
depreciation’s dynamic role in our economy. 
The internal revenue code still requires most 
companies to depreciate their equipment over 
a long period, even though these small annual 
allowances cannot possibly pay for the invest- 
ment that is necessary to keep a plant up-to- 
date under today’s rapidly changing technol- 
ogy, with its production of new and improved 
machinery. 


The only allowance made by the govern- 
ment for rapid depreciation is that which is 
authorized for certain types of plants during 
the defense emergency. Under this policy most 
companies are unable to use accelerated de- 
preciation for tax purposes. And as defense 
projects are completed, the number of new 
authorizations is dropping. We may lose the 
chance to utilize fully this powerful tool for 
sustaining investment because, under our 


ramshackle emergency tax structure, acceler- 
ated depreciation is available only to a minori- 
ty of firms on a temporary basis, 


New Policy Needed 


A sensible, up-to-date depreciation policy for 
tax purposes is long overdue. Either the Treas- 
ury must modernize the internal revenue code 
on its own initiative, or Congress must take 
the lead by writing into permanent law a flex- 
ible depreciation policy applicable to all 
companies, 


Treasury experts now have before them a 
number of proposals to allow faster deprecia- 
tion for the average firm. The U.S. Chamber of 
Commerce has suggested that companies be 
allowed to deduct from taxable income 25 per 
cent of the cost of new equipment in the first 
year, with the remaining cost to be deductible 
over the life of the facilities. The Machinery 
and Allied Products Institute has long spon- 
sored a formula that would allow full deduc- 
tion in two-thirds of the estimated life of the 
property. In Congress, Chairman Reed of the 
Joint Committee on Internal Revenue Taxa- 
tion has stated that we need a more flexible 
depreciation policy. Senator Frear of Dela- 
ware has introduced a bill that would let a 
business make its own choice on how fast to 
depreciate its equipment. 


It will take time and study to determine 
which of these various proposals best fits the 
needs of the economy without sacrificing un- 
duly the revenue needs of the government. If 
we are to have a new depreciation policy, de- 
signed for a long period ahead, it must be care- 
fully worked out. But this much is clear right 
now: The development of a flexible deprecia- 
tion policy on the part of the federal tax au- 
thorities is one of the most important steps 
that can be taken to sustain prosperity. When 
we talk about depreciation, we are talking 
about the money that pays for almost two- 
thirds of the new manufacturing facilities now 
scheduled for construction. We are talking 
about the new investment and the new jobs on 
which our continued prosperity depends, 


McGraw-Hill Publishing Company, Inc. 





This ad appears in leading business papers to help you sell Osborn brushes 


ARE YOU FOLLOWING THROUGH ? 








Want top quality in brushes? | 
eee just specify “OSBORN” . HANDY CATALOG Simplifies speci- 


fying of Osborn maintenance brushes. 
Write for your free copy. 


OWEST end-of-service cost is the thing that counts in 
brushes. You get this when you specify OSBORN. Built 

with only the finest materials and workmanship, each brush 
will do its job longer. Osborm brushes are backed by more 
than 60 years of service to Industry. Carried in stock by 
leading Industrial Distributors. The Osborn Manufacturing 
Company, Dept. R-6, 5401 Hamilton Ave., Cleveland 14, Ohio. 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 











U.S. TOTALS 


March. 1953 
Compared with 


February 1953 








March 1953 
Compared with 
March 1952 


YMAddda 


First 3 Mos. 1953 
Compared with 
First 3 Mos. 1952 


WMM« 


-3% 





Supply Sales Trend 


Final Figures For March 1953 





March 1953 
Compared with 
February 1953 


March 1953 
Compared with 


March 1952 


First 3 Mos. 1953 
Compared with 


First 3 Mos. 1952 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





+12% 


+16% 


+ t% 


+17% 





+ A% 
v 2% 


+ 2% 


+ 6% 
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MEET THE NEWEST 


PROFIT MAKER-— 
tan The"Sewer Master” 





Advertising !s 


Building Demand | 
for a new 


Profit Maker 


THE 
“SEWER MASTER” 


O TER pipe and bok threading machines have been mak 
ing profits for plumbers for sixty years. Now the new 
Oster “Sewer Master” is ready to do the same thing 


The Oster “Sewer Master” is a powerful, lowcost machine 
lt fits in the trunk of a car and weighs less than 100 Ibs. Ir 


clears obstructions 100 ft. of more from the sewer entrance 











lt is the only machine that adapts itself to your style of work 
If you prefer to feed the “snake” by hand, you can do it. If you 
would rather feed the “snake” through the machine, you can 
do that. A snap switch reverses its powerful motor so the 
“snake” can be revolved in either direction assuring easiest 


removal of toughest obstructions 


The “snake” is securely held and revolved by the chuck jaws 
of the “Sewer Master”. Complete control of its action is main 
tained through a convenient lever. Cutting tools to remove 
roots, grease, chips, and many other obstructions are easily 
attached to the “snake”. 


ad ond « free 
factual, fully thee 
trated book let about 
the “Sewer Master 

















THE MANUFACTURING CO. 


0 OMe ond Factery 


2045 East 61st St., Cleveland 3, Ohio 





1893 « CELEBRATING 60 Years Leadership in the Threading Industry + 1953 


This ad is appearing in Factory Management and Maintenance; Mill and Factory; 
Domestic Engineering; Plumbing and Heating Journal; Plumbing and Heating Business 














HE completely new Oster “Sewer Master” machine that’s more powerful, more versatile, 
easier to move and operate .. -making the new 
“Sewer Master’ an even better value. 


is a new opportunity for you to profit. 
There is a good market for the “Sewer Master” 
a machine that offers advantages that no other 


ie 2 Oster advertising is telling your customers to 
sewer cleaner has, and Oster advertising is 


contact you for full information on the “Sewer 


putting the facts before your customers. ne 
Master”... pointing out that you offer sound 


Before the war Oster made a model of the “Sewer 
Master” that met with great user acceptance. 
Because of allocations its manufacture had to 
be discontinued. Now the Oster Engineering 
Department has developed a completely new 


THE 


recommendations, speedy delivery, and reli- 
able service. If you want more facts or promo- 
tional literature on the new “Sewer Master”, 
write us. We will be glad to cooperate in any 


way we Can. 


MANUFACTURING CO. 


Main Office and Factory: 


2041 East 6lst St., Cleveland 3, Ohio 


1893 » CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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SALES TRENDS (Cont'd.) 





March 1953 
Compared with 
February 1953 


Mareh 1953 
Compared with 


Mareh 1952 


First 3 Mos. 1953 
Compared with 
First 3 Mos, 1952 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Ceorgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


AST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 


Fennessee 


WEST SOUTH CENTRAI 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 


Oregon 
Washington 





+14% 


- 4% 


+16% 


-10% 


+12% 








+ C% 
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“THIS ADVERTISING PAPERWEIGHT 
HAS BEEN A GOOD YARWAY 


SALES TOOL FOR US” 


4 


—says J. E. MADSEN* 


This half scale model of a Yarway Impulse Steam Trap, 

furnished in quantity to distributors on a cooperative basis, has 

made a big hit with dealers and customers alike . . . another example 
of the progressive promotion that makes Yarway Impulse 

Steam Traps and Strainers a popular and profitable line with 


*]. E. Madsen so many industrial distributors. 


Vice President of Broad magazine advertising, intensive direct mail, dealer displays, 
Madsen & Howell, Inc. : 
Perth Amboy, N. J trade show exhibits, modern packaging, local advertising and 
‘ exceptional repeat business are other reasons why more than 850,000 
Yarway Impulse Steam Traps have already been sold. 


Yarway Traps and Strainers are marketed only through recognized 
industrial distributors. For information, write. . . 


YARNALL-WARING COMPANY « 111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49 — 100) 
% Change 
Mar. Feb. Mar. From 
NAME OF PRODUCT CLASS 53 S38 52 Year Ago 
Abrasive Products 117.1 117.1 117.1 0 
Cutting Tools 118.3 118.3 119.2 
Fans and Blowers 134.9 134.9 136.8 
Fasteners 141.9 141.9 139.1 
Incandescent Lamps 117.9 117.9 117.9 
Industrial Rubber Products 124.6 133.1 
Lubricants $4.6 101.8 
Materials Handling Equipment 127.3 127.1 


Mechanics Hand Tools 


(files, saw blades) 127.7 124.7 





Metalworking Accessories 121.3 108.4 
Motors 117.0 117.0 117.0 
Paint 110.5 110.5 109.8 
Portable Power Tools 113.7 113.7 113.4 
Power Transmission Equipment 125.2 125.0 124.4 
Precision Measuring Tools 116.9 116.9 117.6 


Pumps and Compressors 124.1 123.7 123.2 


Steel Products 
(pipe, bars, nails, ete.) 130.7 130.5 124.9 
Valves and Fittings 122.7 122.7 120.6 


Welding Machines 


(equipment, rods) 


Total Index 122.5 122.5 122.1 +0.3 


120.4 120.4 119.0 +1.2 


¢ Rureau of Labor Statistics and Industrial Distribution 
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complete line . 


NAT SAYS: 
"Make it your buy-sign 
... always’ 


For your convenience, we can't repeat too often, 
“National makes the most complete line of fasteners 
for the hardware trade”. 

With a complete line, National offers you extra 
ease and extra economy in ordering. PLUS, the 
sales advantages of distinctive red and black cartons 
with easy-to-read identification labels that help 
make stock handling ... faster... easier. The shiny 
black boxes resist soiling and fingerprints, always 
give your fastener shelves a snappy appearance. 

Take Nat's advice ... make National your buy- 
sign always for the best in fasteners, uniform in 
quality and in packaging. For full information on 
the complete National line, write us today. 


Wood Screws « Machine Screws « Nuts « Cap Screws 
¢ Tapping Screws « Stove Bolts « Carriage Bolts « 
Lag Bolts « Machine Bolts + Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





attona 


S&S *» 
PRODUETS FASTENERS Sf HODELL CHAINS CHESTER HOISTS 
= 
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The Outlook For Business 





Our estimate of the general business outlook remains 
about the same: We maintain our optimism about 
the longer range outlook; anticipate some slowing 
down of industrial production in a few months as 
the rate of inventory accumulation slacks off, 


Our already substantial optimism about the 
longer range business outlook would be enhanced if 
we saw more widespread appreciation of the extreme- 
ly difficult economic feat which the Eisenhower ad- 
ministration is trying to bring off--namely, escape 
from inflation as the major driving force of our 


economy, 


Basic Shift 


So far as we can tell, the Eisenhower admin- 
istration still has before it the job of developing 
or at least unveiling) the broad structure of an 
‘conomic policy aimed at perpetuating prosperity. 
But one fact of crucial importance is already clear. 
It is that this structure,at least in the initial design, 
is not going to have continuing price inflation ‘as 
a central and controling element, In its vigorous ef- 
forts to cut the federal budget, in its acquiescence to 
the Federal Reserve Board's moves to tighten bank 
credit, in fact at just about every key point, the 
Eisenhower administration has turned its back on 
more inflation as a main driving torce of our 
economy. And it has been doing it at a time when 
the forces of inflation were pretty groggy anyway. 


This means that we are inthe midst of a basic 
shift in the incentives relied upon to make our 
economy work. For virtually the entire period since 
the end of World War Il, one of the greatest incen- 
tives both to buy goods and to produce them has 
been the steady deterioration in the value of the 
dollar, Why hold on to money if it’s spoiling? 
Exchange it for goods! Why hesitate to produce at 
top speed? What you produce will be worth more 
later---so there's no point in sitting around with 


your money, 
Economic Tonic? 


Well, then, what's the matter with inflation as 
an economic tonic for steady use? One difficulty ,of 
course, is that it pauperizes people with relatively 
fixed incomes, A far more decisive weakness of in- 
flation as an economic tonic, however, is that it 
works like dope. As the inflation habit grows, larger 
and larger doses are required, with the end result 
something approaching economic chaos, This is be- 
cause money, which holds our kind of economy to- 
gether, eventually loses its value and hence its 


adhesi ve pow er. 


Stable Purchasing Power 


Recognizing the ultimate economic disaster 
invited by the use of inflation as aneconomic tonic, 
the Eisenhower administration is trying to get away 
from it. It is trying to shift to the incentive of a 
fair wage, a fair profit, etc., paid in a dollar of 
relatively stable purchasing power. 


If it succeeds, we will have a far stronger 
economy than we have had at any time during the 
post-war period. Stable activity will benefit more 
people than the fevered rushes of production and sales 
which have set all sorts of records since Korea. And 
if it doesn’t succeed? We shall, no doubt,take to the 
inflation tonic again, with a considerable amount 
of government operation of industry thrown in, 


The effort to escape from inflation must succeed 
in order to create an environment where business 
can Operate without extensive government interven- 
tion, But to give this effort a chance, business men 
must do a much more exacting job than has been 
required to enjoy great great prosperity in recent 


years, 
An Odds On Bet 


It is one thing to keep your selling prices ahead 
of your costs while prices generally are rising; itis 
a different, and far tougher thing to hold a profit 
margin when prices are steady, or perhaps declining, 
It is a relatively simple thing to round up customers 
when a dollar is spoiling intheirhands; itis a far 
more exacting operation to round them up when they 
have no such compulsion to spend. 


We are betting that the business community is 
going to do what is necessary to negotiate success- 
fully the shift in economic incentives now in pro- 
gress. However, the odds we are willing to give 
would be longer if we saw a lot more being done 
to make it clear what is involved in this shift in 
the driving force of our economy. Once the shift is 
understood, it is important for business to get ready 
for its decisive role in making the transition, 


This latter process, as we see it, very definitely 
does not include learning to say in unison, “Every- 
thing is fundamentally sound,” or chorusing “Amen,” 
when the headline is, “Has No Fear of Slump.” 


It’s in getting used to seeing that headline and 
saying, “The going is getting a bit rugged, But we 
have got what it takes---including steady nerves 
---to carry on successfully.” 
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Fasteners Make a Big Difference! 


Bolts and nuts you sell to industry are In order to make the most of your po- 





mighty important. Practically every tential bolt, nut and screw business, it's 


manufactured product would be just a important that the line you handle be 


jumble of parts if it weren't for fasteners. of top quality, reliability and acceptable 
to your customers. 
Hundreds of thousands of bolts, nuts ’ 


and screws are used by industry daily. The complete Lamson & Sessions line 


Therefore they are leading profit items meets all of these requirements. 


for Industrial Distributors. 


The LAMSON & SESSIONS Co. 
1971 Wast 85th St. @ Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio + Birmingham + Chicago 


FOR PROMPT DELIVERY AND HELPFUL SERVICE 
STOCK THE COMPLETE LAMSON LINE 


+ 


of? f- 


NZ 
TAPPING SCREWS ' ’ 
MACHINE SCREWS | CARRIAGE AND SQUARE AND HEX LAG BOLTS 1035" SET 


Cho of round 
AND NUTS MACHINE BOLTS J °"O'<" °! round: CAP SCREWS NUTS rie COTTER PINS SCREWS 
russ c merican standar 
Precision made for Cut or rolled oval, hexagon Bright and “1035 Semi-finished, hot regular square Steel, brass, aly Cup point type, 
Suck, ceonbakent Genta Senmiene aad Pt ‘ Hi-Tenile Meet pressed, cold heads gimiet minum and stom hardened and 
assembly Stendard Heads head treated steel forged pom 








) 
}} 





less steel heat treated 
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DISSTON U.S.A. 
O DiMmol 3 


DISSTON * 


U.S.A 


€8700) ong aso 


623 Tacony, Philadelphia 35, Pa., U.S. A. 
Branches: Chicago, Seattle, Portland (Ore.), Vancouver (B. C.) 
Factories: Toronto, Ont., Canada; Sydney, N.S. W., Australia 





sell 





hack saw blades 


A complete line—for hand and machine cutting 


As any Disston Distributor will testify, you can count on Disston Hack Saw 
Blades to outsell and outperform every time. Their dependable performance 
brings customers back year after year—and puts dollar after dollar into your pocket! 
When you sell the Disston line, you're not selling just ordinary blades with 
a famous name on them! Disston Blades are truly better blades! Here are four 
good reasons why: 

1. They're made from specially-blended, high-grade steel. Every Disston blade is 
of rugged, durable steel, exactingly made and thoroughly tested by experi- 
enced metallurgists and craftsmen. 

They're designed for specific applications. Whether your customers cut stain- 
less steel or cast iron...in a machine shop or in a garage ...no matter 
what the metal-cutting problem—there’s a particular Disston blade meant 
to do the job better 

They re milled—not punched. The teeth in all Disston blades are milled, then 
accurately set by precise machines. Every blade is uniformly excellent. 
They're available in all standard lengths, widths, thicknesses, and tooth 
spacings—for any type hand or machine hack saw. 


STOCK THESE DISSTON PROFIT-MAKERS 

HIGH SPEED STEEL BLADES—to cut metals ordinary blades can’t cut. 
For hand or machine cutting. 

DI-MOL BLADES—a top-notch general-purpose blade for hand or machine 
cutting 

CHROMOL (all-hard) BLADES—a hand blade ideal for general repair 
and maintenance 

DURAFLEX (flexible) BLADES—a versatile hand blade designed to with- 
stand severe abuse 


For extra profits, carry Disston Hack Saw Frames! The pace-setting No. 368 
(shown) and four other durable Disston frames are ecasy-selling items with 
big mark-ups 


DISSTON BACKS YOU UP, TOO! 


makes your job easier with these Disston Selling Tools: 
DISSTON MANUALS, WALL CHARTS, BOOKLETS, AND FOLDERS 
are eagerly read because they emphasize information on choosing, using, and 
caring for fine tools—information that melts sales resistance...builds business 
creates good will. Write for free samples. 


DISSTON ADVERTISING in leading industrial publications carries the Disston 
story to thousands of potential customers in all fields. AND these hard-hitting 
advertisements continually tell readers to “See your Disston Distributor!” 


DISSTON’S FIGHT WASTE PROGRAM opens many a customer's door! The 
plan has been commended by Government, adopted by leading companies. 
Write for free Fight Waste Kit. 


Yes, Mr. Distributor, it’s smart to sell Disston..s 


the profitable line! 
Cutter Heads 


Machine Knives 

Files and Rasps 

Carbide-tipped Saws and Knives 
Band Saws for Wood and Metal 


Solid and Inserted Tooth Circular Saws 
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Tidewater Supply Uses 
Service Pin Program 


Long servi employes of Tide 
water Supplh Co., Norfolk. Va.. wall 
Cceive pe ial re ygniti 

bifty-tw of the 
vith service from five to 35 

ently at a 


club 


i 
0 member ompany 

ranging 35 
iwarded pins r 
ountry 


ition of the 


banquet at a nearby « 
marking the 
rvice pin program 
J we \ Beas| pri 
Leigh Nagl nd dward H 
vere honored a car men 
Richard S. Harri 
md Josey 


ecutive 1 DY 


mnaugul firm's 
ident \ 
Wiles 
retary of the 


HEN Pany 


car pi 

I wenty-five i war 
Holton ¢ Bond, Herbert H 
Choice B. Collins; W. Bernard 
Tl Jame Ml Nimmo Vice pr 
md J. Walter Sterling 

Luther A. Bang! erbert | 
md John I pence I ived 

il pin 

Awarded 15- pit vere George 
W. Campbell, Tommie F. Jordan 
Sr., I Lambert, William A 
Nagle and James S. Neidlinger 

Company officer iid they 
it other locations to 


vent to 

Buxton; 
Har 

ick nt; 


Buy 


fon 


Clarence 


plan 
imilar banquet 
iward service pin 
Founded in Norfolk in 1915 ich 
water Supply started out with 
ploy ce three of whom are till 
with the 


IX Cli 


ing and active company 


Sears Opens Chicago Outlet 
For Industrial Supplies 


Industrial 


been op ned by 


An outlet, ( 
lools & Suppli has 
Sears Roebuck & ( it 11] 
Desplaines St., Chicago, for the dis 
tribution of machinerv and other in 
dustrial equipment. Five outside sales 
men will operate tr store under 
the direction of Louis Sebek. A sales 

ilre ich 
itlet 
vill be placed on machin 


ratsman 


' 
my tin 


man tramimg pr been 


initiated at the new o 

l mphia 
ery at the beginning of thi pilot opera 
tion, which will determine the policy 
of the similar 
branch Spe 
lathe s 


shapers, 


company in opening 
throughout the « 
handled are 
press miller 

working 
welders portabk clec 
ind 


ountry 


cihe items metal 


drill 


grinders, 


ind 
wood machinery, 
clectne motor 
tric tools 


parts racks, 


abrasive h /p benches 
ind shop tool 
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‘“‘Garco’’ the Talking Gear-Man Draws Crowd 


Display of Garrett Supply Co., 
\ pla vhen 4 rt 
ion motor, Garco 


robot went into 


, transmi center 

ing femal He wa 
Garrett division, whose 
mechanisms and actuators 


products 


ction 
pave 
created by Harvey Chapman, of AiResearch Mfg. Co., a 
formed his 


Boston Gear Works supplied his 


Los Angeles, at recent Western Metal Exposition was 


Operating on 50 gears and a reve! 
ales spiel, passed out literature, ogled 
regulators, servo 


brain (temperature 


muscle 


Burhans & Black, Syracuse, Plans Expansion 


a 


la 


oF. 


Bregande, Jr. 


M. L. 


Burhans & Black, Syracuse, mm Te 
division of Rose, Kimball & 
of Elmira, will move next 
month into a new streamline-style 
warchouse in the Midler-Court area 
Ihe Elmira firm acquired the Syra 
cuse industrial and hardware company 


now a 


Baxter, Inc., 
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recently and is reorganizing its indus 
trial and hardware departments as 
separate divisions 

The industrial division will continue 
to use the Burhans & Black name and 
will operate as “‘a separate and dis 
tinct” entity, according to company 
officers. ‘The hardware division of But 
hans & Black will assume the Rose, 
Kimball & Baxter name. 

M. L. Bregande, Jr., formerly vice 
president and secretary of Burhans & 
Black, Inc., will continue as general 
manager of the new industrial division. 
With the old company for 24 years, 
he has managed the industrial divi 
sion for the past seven. 

Charles Malcolm, with Rose, Kim- 
ball & Baxter for 15 years, will man 
age the new hardware division at Syra 
cuse 

The new Syracuse warchouse is a 
one-story 44,000-sq.-ft. structure. Mr 
Bregande said most of the Burhans & 
Black lines will be maintained, and 
that some others will be added from 
Elmira. He said inventories will be in 
creased considerably to give better 


SCTVICC 





\ three-day distributor sales seminar 
Falk Corp., 
distributor 
from 12 


pon ored by Lhe 
Nhilwaukee recently for 
salesmen who assembled 
cities. 

Plant inspection tours, 
knowledge and application, a review 
of sales policy, sales training films, and 
demonstrations were featured during 
the seminar, the first of three that the 
company has scheduled to help di 
tributor salesmen this year 


product 


Twelve Cities Represented 


Distributor representatives attend 
Edward C, Ray, A-C Supph 
Co. of Philadelphia; H. W. Hughes 
Augusta Mill Supply Co., Augusta 
Ga.; R. G. Bennett, Bearings & Drive 

Inc., Macon, Ga.; A. Murrel Haas« 
J. Ff. Dilworth Co., Memphis, ‘Tenn 
N. E. Babcock, Dodge-Chicago Indu 

trial Equip. Co., Chicago, Ill; M. R 
Van Gundy, Jr., General Engineering 
Co., Jacksonville, Fla.; Morris Jone 

and Norman Kestner, Wm. Kennedy 
& Sons, Ltd., 
Hansel Lord, Harry P. Leu, Inc., O1 
lando, Fla.; Robert F. Short, Joseph 
I’. Loughead Co., Kalamazoo, Mich 

Meeks Vaughan, Slip-Not Belting 
Corp., Kingsport, ‘Tenn.; J]. C. O’Kel 
ley, Union Industrial Corp, Carlsbad 
New Mexico; and T. C. Combs, West 
Virginia Mine Supply Co., Clarks 
burg, W. Va 


ing wer¢ 


Chain-Belt Plans Program 


John N. ‘Tufts, distributor super 
visor of the Chain-Belt Co., 
the sessions in preparation for hi 
company’s inaugural of a similar train 
ing program for its distributor sak 
mecn 


Standard Supply & Hdwe. 
Names DePass President 


I'he son of the founder of Standard 
Supply & Hardware Co., New Orlean 
has taken over as president. 

W. K. DePass, Jr., whose father 
the late W. K. DePass, Sr., founded 
the firm, has been elected to suc 
J. M. Kinabrew, elevated to chairman 
of the board 

C. EF. Munden, Jr., has been named 
vice president; Cal F. Hadden, Jr., vice 
president and treasurer; A. ‘T. Weber 
vice president; and William C. Frere, 


ced 


secretary 

Mr. Kinabrew announced that there 
has been no change in the firm’s man 
agement policies following the election 
of the new slate of officers for the 
organization 


Owen Sound, Ontario; 


ittended | 


Ihree days of instruction in products and sales techniques and production marked 


the sec 


resentatives 


ond distributor session held by the Milwaukee manufacturer 
take a break for lunch and the camera 


Here distributor 


Home Tools Show Promotes Industrial Business 


Make-It-Yourself” show held by Martin Mill Supply Co., 
ell home tools and attract mee 
than 1,000 attended three« 


purpo r to 


influence industrial account 


Mor 


Lubbock, Texas, Firm 


Completes Merger 


Dismond Industrial Supply Co 
Lubbock, ‘Texas, has been merged with 
1 corporation formed by J. M. Cannon 
ind W. QO. Caton 

Then 
it it the iin 
ume name, A 
lent, ha 

It will stock of 
onveyor and transmission equipment 


w firm will continue to oper 


location, under the 
1) Guge nheimn pr 
innounced 

carry a complete 
industrial supplies and cotton gin ma 
chinery parts, serving west Texas and 
eastern New Mexico, he announced 


hanical men 


Stamford, Conn., had dual 
vith homes nearby who also 


vening event 


Harold Young, Dallas, 
On State Fair Board 


Herold Young, general director of 
Phe Murray Co. of ‘Texas, Dallas di 
tributor, has been named vice chan 
man of the Pan American 
tee, State lair of Texa 

Active in Inter-Ameri 
Young is honorary vice 
zil in Dalla 

Ilis committe 
nent Dalla 
dle ho pitality 
tock Exposition i 
it the fai 


Commit 


in affairs, Mr 
onsul for Bra 


COMPO ed of prom 
busine men, will han 

4 Pan-American Live 
i featured event to 


By cecen 
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Smith & Klebes Industrial Exhibit Draws 600 


OoqnoR TONY S . 


* 


Mayor John L. Sullivan of New Britain, Conn. (center), pauses at Norton Co.'s booth 
it Smith & Klebes show, flanked by R. J. Smith, of Smith & Klebes; George A. Park, 
of Norton; A. N. Klebes, Smith & Klebes; and Oscar Nierendorf, of Norton 


l'wenty-five manufacturers exhibited at the show. Pausing for a picture at the Green 
held ‘Tap & Die Corp display are Joseph I Lane, L. W. Edes, A. A. Johnson, Jr., 
md two representatives of the Geometric ‘Tool Division. The event was held at the 
hiks Club m New Britain 


More than 600 visitors from Con Chuck Co.; W. F. Skillin, president of 
necticut industrial centers attended a Union Mfg. Co.; R. 'T. Frisbie, presi 
recent industrial exhibit held by Smith dent of ‘The New Britain Machine 
& Klebes, Inc., New Britain Co.; W. R. Morse, vice president of 

It featured 25 display booths show The Stanley Works; R. N. Campbell, 
ing major lines carried by the com factory manager of Landers, Frarv & 
pany, with manufacturers representa Clark: and Mavor John L. Sullivan of 
tives in attendance. A buffet supper New Britain 
was served, as a break in the 3 to 10 Officers as well as the sales force of 
p.m. program Smith and Klebes attended, including 

Among the guests were | A R. J. Smith, Sr., president, and A. N. 
lhornton, president of The Skinner | Klebes, executive vice president 
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Indianapolis Firm 
Marks Anniversary 


Indianapolis Belting & Supply Co. 
recently marked its hftieth anniversary 
in the Hoosier city. 

The company was founded on 
April 22, 1903, by the late Louis ¢ 
Huesmann. Prominent among its op 
erating heads, past and present, are 
G. M. Bockstahler, vice president and 
general manager from 1903 until his 
retirement in 1948, Carl C. Weiland, 
now president, and R. J. Branhan, sales 
manager. 

Officers say the firm’s growth has 
been paced by careful adherence to 
its slogan, “We Keep Your Plant 
Running.” 

They recall changing industrial 
needs over the past half-century which 
caused the company to alter its stock 
and enter new fields, among them 
power hoists, light-weight jumbo 
wrenches, and abrasive and chemical 
resistant rubber belting 

Most recent addition is a complete 
department for industrial electrical 
supplies, including conduit, fittings, 
motor controls, motors, generators and 
alarm systems 


Offices Remodelled 


The company recently remodelled 
its offices, to provide lowered ceilings 
improved lighting and air conditioning 
as well as up-to-date appearance 

Selling is organized around salesmen 
working as specialists. Bill Summer 
works with materials handling and 
power transmission lines; Jack Jones 
with abrasives, cutting tools and small 
tools; and Bill Berner with electrical 
supplies. Other specialists handle con 
tractors supplies, air equipment, grease 
and oil, paint and spray equipment 
and steam specialties 

Besides Mr. Weiland and Mr. Bran 
han, company offices include R. | 
Bailey, purchasing agent; Harry S« 
christ, superintendent; W. B. Kastrup, 
office manager; and R. W. Pitcher, 
comptroller 


Warren L. Foss 
Heads Denver Firm 


Warren L. Foss, former sales man 
ager of M. L. Foss, Inc., has been 
named president of the Denver indus 
trial supply firm succeeding his father, 
the late Julian R. Foss, who died 
April 6 

Harry Davis will continue as vice 
president, a post he has held since the 
company was incorporated in 1928 
William Siek, purchasing agent, has 
been elected secretarv and E. B. Foss, 
treasurer 





Hardware Trade Association Holds Annual Dinner 


Checking the roster of the New York City group are Amold 
Martin, Fayette R. Plumb, Inc secretary-treasurer; Roy 
Schmidt, Stanley ‘Tools hairman; and David 
Stagg, Patterson Bros., Ist Vice President 


entertamment 


New York City 


ictivities of ‘The Hardware Trade Asso 
York was the annual dinner and ente1 
ently in the Downtown Athletic Club, 


High pot in 
ciation of New 
tainment held ree 
New York City 

More than 


manufacturers 


members distributors, 
firms attended the full evening's 
ind ending with 


100 representing 
ind sales 
program, beginning with refreshment 
a musical show. It was the eighth annual program the 


club has held 


Before the show, Arthur Yorke (center), of Hansen & York 
Co., New York, chats with David G. Baldwin and J. D 
MeLean, of Baldwin-McLean., More than 100 attended the 
program at the Downtown Athletic Club 


association § enter 


Also acting 


Roy Schmidt, of Stanley ‘Tools, the 
tainment chairman, handled arrangements 
as hosts were David Stagg, of Patterson Bros., New York 
City, first vice president; Kenneth Yorke, of Hansen & 
Yorke Co., third vice president; Arnold Martin, of Fayette 
R. Plumb, secretary-treasurer; and James Bosted, of H. W 
Mills & Co., Passaic, N. J., chairman of the board 

Next major event on the association calendar is the 
Golf Outing at Boonton, N. J., June 16 


Bert Lowe Supply Co., Organized in Tampa, Fla. 


formed the com 
last October 


President Bert Lowe 


pany bearing his nam 


I'he Bert Lowe Supply Co. was organized to deal in 
machinery and industrial supplies in Tampa, Fla., last 
October. ‘The firm, headed by Bert Lowe, formerly of 
Ellis & Lowe Co., occupies a new building at 306 South 
12th St. Vice-president of the firm i John Fountain 

Mr. Lowe was formerly president of Ellis & Lowe Co., 


which he helped to found several years ago. He disposed 


ind industrial supple $ 


BERT Lowe 


MACHINERY ‘ 


SUPPLY co, 


INOUSTRA SUPPL ibs 


New building houses the firm at 306 South 12th St., carrying stocks of machinery 


John Fountain is vice president 


of his interest in that firm in the Spring of 1952. A 
member of the ‘Tampa Chamber of Commerce Board of 
Lowe has been long active in civic work 
Prior to his election to the Cham 
unit’s membership 


of the Wholesale 


Governors, Mr 
and community life 
ber’s board, he was chairman of the 
campaign and chairman for two year 
Trade Committee 
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Potential customers for production tools and machines had Displays stimulated plenty of questions. Julius R. Siegel, 
i field day at Standard Industrial Supply Co. recently. Here's president of Standard Industrial Supply, listens to visitor 
, rner of the display area vith Fred Knowles, Nicholson File Co 


Standard Industrial Supply Co., Springfield, Mass., cize it, and using newspaper ads, counter display poste: 
held a two-day industrial power and cutting tool show nd mailings. 
recently for customers and production people in the firm’s Refreshments were served in a social area away from 
territory the exhibits. Door prizes provided a check on attendance, 
Ihe purpose, according to the management, was to ince cach visitor signed an entry blank 
;equaint customers with omplete distributor service Company officers said they planned to make the show 
by demenstrating the value of adequate stock, trained i regular feature of their sales and promotion program in 
personnel and products that would do the job required the future after appraising results of the twe-day open 
Product demonstrations were held and manufacturers house. Some new business and additional business from 
men attended to explain the displays iccounts who apparently did not know what lines the 
Other features of the event were door prizes, a light company handled were directly traceable to it, they said 
lunch and refreshments It was also noted that a number of representatives of local 
Company officers said they prepared for the show by plants who attended the first day, returned later with 
planning exhibits with suppliers, having salesmen publi supervisors and others from their companies 


Montgomery & Crawford 


Teachers See How a Distributor Operates Elects New Officers 


New president of Montgomery & 


l WOR r e ; Crawford Co., Spartanburg, S. C., 1 
mt K Is rH ALY 10 ’ Ola E. Vee, ani vice president anc 
MERCER COUNTY aed . gencral manager 

TEACHERS . ‘ Ile suceceds Henrv TT. 


clected chairman of the board 

Also clected by the board of direc 
tors for the company’s new slate of 
officers were: W. P. Thomas, first vice 
president and controller; Nolan H 
Penland, Sr., secretary and treasurer; 
and W. M. Walker, vice president 

Mr. Fee is former vice president of 
Masten-Wright Corp., New Haven, 
Conn. He joined Montgomery & 
Crawford in 1951 as sales manager of 
the hardware division. 

Mr. Thomas joined the company in 
September of last year as controller. 
Before that he was secretary and office 
manager of Poe Hardware & Supply 
Co. and Poe Piping & Heating Co., 


Bourne, 


Economic role of Rish Equipment Co., Bluefield, W. Va., in the life of the com 
munity is explained to school teachers by Pre sident Lon M. Rish. Rish Equipment is 
teachers every year Greenville, S$. C 


one of several local firms who hold conducted tours for the 
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There's a Yale 
hoist 


for every 
lifting job! 


@ When your customers hit a sour note 4 


with their lifting problems, you'll hit a 








sweet note by recommending YALE as the 
perfect solution. 

Your customers have heard that Yau 
experience in making hoists goes ‘way back 
to 1876. They're aware of YaLe quality and 
performance because YALI sets the indus- 
trys quality standards for both materials 
and workmanship. 

They know, too, that Yate makes a 
wide variety of hoists—in capacities rang- 
ing from 500 pounds to 40 tons. 

Most of your customers know these 
things from actual experience, from the 
conversations of friends, and from reading 


about them in consistent YALE advertising 


ne | 


Pictured here is the famous YALE Load King Hand Hoist at work 
Aluminum construction reduces weight without loss of strength...means 
a truly portable Hoist, easily moved and safely operated by one man 
Models to 2 ton capacity deliver up to 95% mechanical efficiency 





You complete the sale 
when you recommend Yale 
to your customers. 





ial 


Gas, Electric, Diesel Lift Trucks * Worksavers *« Hand Trucks « Hand and Electric Hoists © Pul-Lifts 
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“Selling Is My Busimess”™ © . . 001 restice tha 


Selling one’s self is the first step? ... It pays to plan by prearranging schedules in selling? 


Buyer’s Temperament Sets Sales Approach trade on an average of seven hour 


\ prearranged schedule enables me to 
' 7 "7 5 = utilize mv time to the best advantag 
y 4% \fter discussing the purpos« 
' ” Pe tape * visit, | try not to consume an 
. 73..% ; 5 | 


of mv customers tim Tha 


) ! t his time is also limited 
’ f P| ; & “In presenting my story of a prod 
uct or service, I find that advertising 
literature is very important. It give 
my customer a better opportunity to 
concentrate on the subje-t and per 
mits him to read more about the sub 
ject after I have gone This after 
unpression often results in the order 
being mailed to the office the same 
day mv contact was mad 
It is important to talk with plant 
operating men, because in the ex 
change of ideas w both learn of th 
problems involved—and how to ap 
proach the answer la) 
terest in their problem 
- tomer confidence One 
i dence is established, 1 tr 
ss f.. 


to the responsibility 


LAWRENCE SMITH: “IT find that constant contacts ar 
necessary, both with regular custome 


With LO 1 rs expersence in clling 1pLny ¢ pul bhsase With dn initial 
mocustrial pind md two and a cs from Mir. Smith, the buver 
half more ' cling msurance ' onfidence m Mer. Smith 
Lawrence Smith of Vhurston-Holland = clau viich | O imercased put 
Cr Norfolk, Va... is convineed that d learned to compar 
cling on clf is the mitial step to pro not pri 


! ful sustaimed selling All bu 
which move into my territory 


Nir. Smith believe have different . _ 
, - vw owe , ine EI YS get acquainted 
cmp Wen at od ive ¢ Cll ‘ ‘ 7 ‘ 2 ‘6 
: \t 


ind prospect Phe period of tink 
between calls is usually governed b 
the amount of business extended m 
company and the potential busin 
the prospect offer I find it is also 
important to mvestigate new cor 


with their per 
the end of the dav, I 


| hy I micdivids lt it "at t 

e 1 , otthacs ' aan brief report of cach call mad 

rit eit Mt mops it 

) Sirs, some particular problem was di 

icitl trial upph il mah 
cussed pertaining to anv of my prod 

ucts, I list all data, since this will b 

unportant matter for future reference 


A copy of this report is given to my 


ntimuous busine not 
sional sale, the iob ot 
clf is important. He must 
vell equipped with conh . 
P| office each dav and a copy retained for 
product he is selling 


mv traveling file 
mm them performance ind > 





Vice nm account 


of principl 
c ota keptic il 


on for a long tin 


Many a salesman puts up a splendid 
argument and makes an impression, 
but just because he does not secure 
for a transportation the order immediately he gives up 


ham e ti to buy on paper hope and stops calling. There are a 


t tiv a matter of price comparison 


| Smit! nitial ills were made i. FE. KELLMAN: 


t] He purpose of selling him 
| | gpl? aang Poona it Pays To Plan for ideas to percolate. We catch 


; diseases by exposing ourselves to them 


; 7 _ e The Business of Selling and by exposing ourselves to business 

I i mC 14 won 

ould listen a " During the course of nv lling 

ition. Mir. Smith con day ws HL. Eb. Kellman les rep My Adventures in Selling 

MN parison ot quality resentative for Oberjuerge Rubber DD) By Saunders Norvell 

t! product he old tributing Co tit St Low Nlo 
erchandise the | find it possible to contact the 


lot of people in this world who like 


\ to think things over. It takes time 


we will get more 
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A Customer Reports: 


No Porosity or Sand in 
Asareon Bearing Bronze 


AMES PRECISION MACHINE WORKS, Waltham, Mass 
recently junked nearly two tons of sand castings in switching 
to ASARCON 773 Continuous-Cast Bearing Bronze for large 
heavily loaded bushings and for gears. Reasons: no porosity or sand 
in Continuous-Cast Bronze to cause pick-up or scoring of shafts; lower 
reject rate because no holes show up at critical points on gear teeth; so 


easy to machine that shopmen want Continuous-Cast Bronze for everything 


This well-known and old-line manufacturer of precision lathes, milling machines 
shapers, slotters and close-tolerance special machinery is supplied with 
ASARCO Bronze by Keleo Metal Products Company. Boston (distributor) 


ASARCON 773 bearing bronze (SAE 660) is continuous-cast in diameters 


14” to 54s". cored or solid. and is carried in 216 stock sizes by distributors 


across the nation. They will cut it long or short to meet your specific requirements 


Continuous-Cast Bronze contains no hard or soft spots; no blowholes ot 
porosity of any type. Since sand is not used in the process, and 
dirt and dross are excluded, there is no surface- or internally-trapped abrasive 


to dull tools or discourage high cutting speeds 


Fatigue characteristics are up to 100% higher than those of the same 
illovs produced by other « isting methods tensile strength 


ield strength and hardness are appreciably improved, too 


\ variety of alloys, longer lengths and special shapes can be cast to 


order. Write for free catalog containing complete descriptive material 


American Smelting and Refining Company 


OFFICES: Perth Amhoy Plant, Barber, New Jersey + Whiting, Indiana 


West Coast Sales Agent 
KINGWELL BROS. LTD., 457 Minna Street, San Francisco, California 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 


ut threads for alignment. The weld 
ing type is said to have a deep socket 
to support and align pipe and pro 
vide strong, trouble-free joint Both 
ire bored trom solid drop forging 
Available in sizes from 4-in. to |l-in 

these fittings include elbows, tees, ells 
CTOSSE ( mipling cap plugs ind 
bushing Ihe materials are said to 
conform to specified chemical and 
phiy ical propert ind are specially 
sclected for tough trength and 
resistance to temperature and shock 


Storage Unit W atson-Stillman Fitting Di 
For Bar, /!. K. Porter Co., Inc., Roselle, N | 


Pipe and Rod Chain 


Said to be easy to load and unload In Zinc Or 
mid store lengthy maternal im a min Copper Finish 


} 


nun OF space i new steel bar, pipe 


\ new handy chain, assembled with 
regular 2/0 Liberty coil straight link 


> chain with a 1]2-in. diameter welded 


md rod unit has been introduced 
Available in double face model 


center or open floor u md sing 


face mode for use against a wall, the 


ring at one end and a 3%-in. swivel 


new unit TF mad vith a green snap at the other, has been intro- 


Pith lon cnamel 
Lyon Metal Products, In 
Ill 


duced 
Aurora ; The chain is available in either zin 
or copper finish, and is supplied with 
12 chains attached to a large ning fol 
“aa: nvenience in handling and display 
enterhole Saws 3 gS ' 
Fittings C S ing. According to the maker, the new 
Screwed And Available Bushed chain can be used as a trailer safety 
Socket-Welding Sg-in. to 1%-in. chain, a boat mooring chain, a bun 
dling chain, and a barrier chain 
me ‘ rw of ag BHe_ge 7 , —— & Clo —* Sound Chain Companic Cleve 
forged stec! hittin row cath round centerhol now available land, Ohio 
lite fitting both crewed and 5 - 
bushed @-m. to 4an. in 6-1n -iN., 


in t veld 4 | avy il ] 
pa, he wks — S-in. and 9-in. diameters, according to 
yh 4 uml 316 stamless stec! KK 


d ~" we in announcement from the manufac Band Saw 
arora ; “4 m imnouncement from the tures | Uses High Speed 
ae diteiestied a“ . Saw types now furnish | bu hed in Stee! Band Saw Blade 
, a all accel clad rip, cut-off, No. 52, 54, and 60 
combination, casy-cut and planer A new horizontal band saw, desis 
ach package is said to be clk irly nated as Model 800, is said to capital 
marked to show that the saw is bushed ize on the advantages of the new 
ind a small card in the center of the Milford Resistor” hig 
iw gives directions on removing the band saw blade 
bushing where a é-in. centerhole is Design featur claimed 
desired 
According to the manufacturer 
bushed saws will enable the seller to 
offer a larger selection of saw siz 
id types, thus providing a choice of 
more saws with cither @-in. or 4-:n 
centerholes for use on table, bench, 
umd radial arm and some portabk 
hand saw machine These same saw 
irc also available unbushed with 4-in 
ind g-in. centerholes 
Simonds Saw and Steel Co., Fitch 
burg, Mass 
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TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 


maker include: heavy duty counte I ud to be quick repla ( for elf-tapping No. 10 machine screw 
valance frame and beam; new y] c, St ed-back design with carbide r non-tapping jan. machine screw 
providing for u nd e secured with minimum Lhe butt end of the tool is said to 
blades; new “constant-load” vy wedges which distribute hold have a bail for overhead suspension 
lade tensioning device; ind vn | pressu ilong the entire length from the tool balancer. It is furnished 
hronized speed blade cleaning brush the black vith 10 foot rubber-covered cord with 
According to the manufacturer Other features claimed include nylon strain rehev« 
vhile the Model SOO was developed th cutters engineered to make ma Phe balancer, mounted overhead, ts 
pecially for use with the new high f these metals more econom iid to hold a 15 foot steel cable in a 
speed steel blade, it ilso can be used y providing greater durability treamlined steel housing. Other fea 
effectively with standard carbon steel nd geedness in body and_ bladk tures claimed include: reel tension 
blades. Capacity of the new machine u m; cutters for steel, desig casily adjusted; reel has oilless beat 
is said to be S-in. in diamectei nated ype DBSS, are available in — ings; tool retracts when released; will 
Wells Manufacturing Co I hree 6-in., and S-in. diameters; iso take a drill, nut runner, grinder 
Rivers, Mich itt r cast iron, designated a or other pr rtable tool weighing up to 
DBS, are available in sizes 34n. to 19 pound 
S-in. inclusive; replace ible blades for \fall Tool Co., Chicago, Il 
oth cutters available in suitable cat 
ricle grades 
Super Tool Co., Detroit, Mich 


Combination Tool 


Electric Screwdriver 
And Tool Balancer 


\ twin mbination—a new cle 
production screwdnver and_ too! 
NCCI laamed to be perfectly 
| nbly line efh 
( oped 
to the maker Modcl 
vdriver ha AC Dt 1] 
ito witli 

wailable. Switch is i 

off The driving clutch 


is exerted on 


} 


DCATINgZ Im 





the bi Reversing ¢ for a 45 ce 


Glass Drill turn on a knurled ring Operating ii 
Improved free RPM, the disengaging 


] ' hye \ l i »\ It} | 4 t 
Spear Point i 1 1p { 
pring pres ( ipacity 1 


\n improved pear poimt typ 
drill in a complete range of siz 


been announced 


L hie Wnpl wed drill is said to cut . :; = -_—— Pipe Cutters 


truc hole vithout cracking o ’ . 
» the glass at cither end of the Redesigned, 


claimed to be designed. t Newly Engineered 
many regrinds and _ stil 


IZ lhe free-cutting ; . 
le carbide tip i tid from the manufacturer a newly engi 


According to an (announcement 


cutting, le breakage neered, redesigned line of wheel pips 


la ind increased tool life Re ; utters is now available 
£ ] | Said to be coated with a tough 


hat ning SK Ss mso provided D 
I - ! | ] 
hie manufacturer for those ot long-wearing, oven-dried acquel hin 


ish, this new tool is available in two 
VA No. 2 for 4-in. to 2-in pipe, 
ind No. 4 for 2-in. to 4-in. pipe. ‘The 


aid to have been designed 


q lipped to grind their own drill 


Another announcement b 
nanufactur ills attention to 
1 1! 


rted blad hell end mills fo 
cast iron, and non-ferrous metal Continued on page 137 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 
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IMPORTANT SELLING ASSET: 


i) 





These Advantages of 


"ty 
y 
>% w 
. 
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y POPDP 1 PPD 0 


When you point out to your customers the 


four advantages of Winter Balanced Action 


Taps, you can promise.them tapped holes of 


uniform and accurate sizes; 


? losses; and money saved 


Precision Chip Driver Contours 


M¢ 


Uniform Flute Contours 


4 


Accurate 
and 
Concentric 
Chamfers 





minimum scrap 


through longer 
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DERAL-M0G 


YOU PROVIDE A COMPLETE SERVICE! 
Over 400 sizes and alloys in cored and solid bars, 
in many S.A.E., A.S.T.M. and government speci- 
fications. Line covers every bronze bar need 


YOU SELL ONLY THE BEST QUALITY! 

We have been specialists in bearings and bearins 
metals for over 50 year one of the world’ 
largest producers. Modern quality control pro 
duction methods assure true-to-alloy bronze bat 

finish-machined on O.D., 1.D. and Ends 


YOU REPRESENT A WORLD-FAMOUS 
NAME! 

Federal-Mogul products are known for quality 
and dependability around the world. This is ar 
unusual opportunity to sell a top line your cus- 
tomers will prefer and that makes money for you 
Complete sales promotion support! 


WRITE, WIRE or PHONE! 

A few territories are stiil available 
fo aggressive distributors Yours 
may be open—write, wire or phone 
us today for complete informat : 


n= 


FEDERAL-MOGUL CORPORATION, 11057 SHOEMAKER, DETROIT 13, MICHIGAN 
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On The Market Today 


Starts 


( 





aed working comfort, 


peed ind easy handling 
Changes in cutting design 
to permit the powcr to be ippl 
rect ti thre utte! wheel with 
wasted pressure or effort 
Ihe manufacturer also stat 
the cutter | close to 


wheel, be ing 


Puidce 


the 


| Ch wobbk 


hus, the 


excellent racking and 


of accuracy 


Tools, Inc . W are 


Pipe 


ontinued on page 138 


when pj 


block, cuts 


T¢ 


i 


r¢ 


1 





Storage 
Lyon Metal Products, In 


Fittings 
Watson-Stillman 
Div., H. K 
In 


hitting 
Porter Co 


Centerhole Saws 
Sinonds Saw and Steel ¢ 
Chain 
Round Chain Companies 


Band Saw 
Wells Manufacturing Ce 
Glass Dnill 
Super lool Co 


Combination Tool 


Mall Tool Co 


Pipe Cutters 
Beaver Pip lool Co 
Hoist 
Harnischfeger € orp 


Convevor Belt 
Th B | Goodrich i 


Screw Anchors 


Holub Industries, In 


Relief Valves 
1 W Cash 
Cor 


Val Ni fg 


Vise Face — 
Vhe Kenimar Corp 

Bus Bar Bender 
Hi. K. Porter, In 


Cabinet 


nd M iC hinc r\ 


Inc 


Build 





Index of Manufacturers’ 


Products 


Hose 
Quaker Rubber (¢ orp., 
I kK Porter ( 0 


Div... 


Casters 
Service ( 
( orp 


ister & ‘Truck 


Reamer 
Wickman 
Co 


Manufacturing 


Tapper 
Commander Mfg. Co 
Coolant Pump 
\W ice ind Sons 


Casters 


All Steel Welded ‘Truck Co 


srinders 


abl 


Bench (€ 


Porter Machine Co 
Klectronic Drive 
Rehance ] lectri¢ A 


Nn cring ¢ 0 


hngi 


Clutches 
lormsprag 
Casters 
Phe Fairbanks Co 
l'rolley Convevor 
NMathews Convevo 
Air Hoist 
) h.quipm nt ¢ orp 


Hose Cabinet 
Mfg. Co 


lire 
ikhart Bras 


Electric Guns 
Weller F] 


Caster 
I 

Pliers 
Hf. R. Basford Cc 


Lamp 
Cullen Mfg. Ce 
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F toieeieeeanientenientenietetete te 
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Nationally Advertised in Industrial Equipment 
News and New Equipment Digest 


©’ A safety device of universal, 
industrial application, easily in- 
stalled on sprocket, chain, belt 
or gear drives 


@ Instantaneous trigger action 


© Can be used over a wide range 
of speeds and shaft sizes 


@ Machines will resume opera- 
tion at exact cycle point of 
release 

These are big, profit-building units that 
truly sell themselves because they 
offer positive protection in machinery 
of every tyoe and description. 


Some Distributors’ and Representatives’ 
Territories still open. Your inquiries are 
invited. 


OVERLOAD RELEASE 
CLUTCH CO., INC. 


1166 Stuyvesant Ave., Irvington, W. J. 


pe 
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INDUSTRIAL DISTRIBUTORS 
PREFER ONE SOURCE BUYING! 


: Chain’s complete merchandising 

The S. Taylor ( hain (¢ Ompany ’ . . 
plan. National advertising in The 

of Hammond, Indiana manufac- Tag 
Saturday Evening Post, Collier’s, 
turers of a complete line of welded 4 ; 
and leading trade magazines paves 

and weldless chain for every indus- 
the way—creates brand preference 


for TIM Chain. A full range of 


literature, direct mail material and 


trial, commercial and agricultural 
need. This means one source buy- 
ing from a manufacturer with eighty 
years of chain-making experience, "¢WSpaper mats identifies the job- 
ber or dealer as local headquarters 
for the famous TM Line. Unique 


packaging promotes sales— assures 


using only the finest available ma- 





terials... the most modern meth- 


ods and machinery and the great- 


est force of skilled chain makers Casy handling and storing of the 


in the industry various types of chain. Write S. G. 
Selling the TM Line is profite ‘Taylor Chain Company, Ham- 


able and easy, too, because of Taylor mond , Indiana for full details. 


Chain-a Complete Line! Bitar 


“One Hand” 
Rope Control 


\ new model Zip-Lift electric hoist 
with rope < tral has been an 
nounced 

According to the maker, the new 
hoist is actually a standard Zip-Lift 
designed to operate with P&H’s ‘“‘one- 
hand” rope control; with all the 
features of the regular model 

[he new hoist is said to be designed 
with a weight-overload safety factor 
of five times the rated capacity. Other 
features included are: double brake 
oil bath lubrication; fully-enclosed 
construction; grease-packed = motor 
bearings. 

Ihe new hoist comes in two models 
with lifting capacities of 500 and 1000 
All types of TM TAY-KEG PROFITABLE ee ee ae 
WELDED AND | PROVES FAST SELLER | CHAIN SALES an ine oak 12 ft and 12 


WELDLESS FOR BBB AND ROLL OFF lift a eli 


Harnischfeger Corp., 


CHAIN PROOF COIL CHAIN | THESE REELS on 


Taylor manufactures Handy Tay-Keg Containers The Taylor Chain Display 

everything from 1%" Al- sell Proof Coil and BBB Stand puts chain out in 

loy Steel Chain down to Chain, They're easy to han- front of your customers. 

No. 8 Sash Chain, plus a die and easy to store. Chain Stimulates sales and Conveyor Belt 

complete assortment of available in self-colored or profits. Holds eight reels. For Carton On 

chain assemblies and hot galvanized finishes. Sizes A weldiless chain depart- ‘ 

attachments, ic » Ye, ie ond %". ment on only two square Steep Angle Operation 
i feet of floor space, 








: ‘ 
\ new package conveyor bel 


Send Coupon Today for Details. I 
“Griptop”, for packages and 


S. G. TAYLOR CHAIN CO., HAMMOND, INDIANA 


} 
«t ’ , nerat ) 
CCHS CS HSER EEEEEEEEEES (cep ingle operations, 


veloped 
According to the manut 


new convevor belt has a 


S. G. Taylor Chain Co. 
Dept. 6, Hammond, Indiana 


Tayior Mave eer. 


EAT NAME IN 


Name 
Wy, SINCE 1673 Benen 


ind cross-cut rubber 
provides the extra 

needed to operate on 
degrees Ihe flexible, mold 


ridges are parallel and run a 
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FOR RUGGED DESIGN 
TROUBLE-FREE OPERATION.. 


Choose HYGRADE DRIVES! 
| | 


Le 


‘ 


Here is a sturdy, compact Hygrade Worm Gear Drive 
transmitting power for moving heavy cars in and out 
of a large annealing furnace. 
Such tough service is typical of the demands in- 
dustry is making on Foote Bros. Hygrade Drives. 
These drives are built for rugged duty —day after 
day — year in and year out. Precision-processed worm 
gearing assures highest efficiency and optimum load- 
carrying capacity. Compact design gives maximum 
performance in minimum space. 
Solve your tough speed reduction problems with 
Enclosed Hygrade Drives. Horizontal and vertical 
types available. Ratios to 4,108 to 1, capacities to 260 
h.p. For applications requiring long, unsupported 
output shafts, use Vertical Hygrade in Hytop design. 
See your Foote Bros. representative One of 15 car-type furnaces using 
or write for information Hygrade Drives at Warren, Ohio, plant of Copper- 
weld Steel Company. Installed by Pennsylvania 
Industrial Engineers Division, Amsler Morton Co, 


3 FOOTE PROS, 
GEAR AND MACHINE CORPORATION 
4 Dept. 1D,4545 South Western Boulevard 
Chicago 9, Illinois 


LINE-O-POWER MAXI-POWER FOOTE BROS.-LOUI!S ALLIS Please send me a free copy of Bulletin HGB 
DRIVES DRIVES GEARMOTORS on Foote Bros. Hygrade Worm Gear Drives. 


Name 


FODIE? BROS. oe 
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HINGED PLATE 


BELT FASTENER No. 5 
for conveyor belts 


Specially designed to permit 

quick and easy method of 

adding to, or reducing length 

of belt. Just pull the hinge - se Mi ica aad aaein 


neh high and are cross-cut to form 
more than 5,700 tiny gnpping blocks 


of rubber every square foot 


pin to open joint. 


Gniptop is said to be designed for 
PLATEGRIP for dust-tight sclf-cleaning action. As the belt travels 
permanent joints. HINGE wound pulleys, the ridges of tiny rub- 
PLATEGRIP for “add-on” ber blocks are said to fan out and 
belts. REPAIR PLATES for release material which may have 
. ni lodged in the grooves. Uniformity of 
patching worn or repairing design is claimed to allow cover wear 
torn belts. it a constant rate, and the initial carry 
ing angle is maintained throughout the 

Write for Catalog Sheets. life of the belt 
The B. F. Goodrich Co., Akron, 


ARMSTRONG-BRAY CO. °"” 


5356 Northwest Highway 
Chicago 30, Illinois Screw Anchors 


For Any Material 
That Can Be Drilled 


CALDER eee the Dresser Line Iwo new plastic anchors designed 


° 4 for use with @-in., Y-in., and 4-in. lag 
for Bigger Profits sf et Easier Sales crews or corresponding wood screws 

‘ ; ies y 2 e ig ar ae ee has been developed. 
WAAAAAAAAAAAAAAA LAXAN' NaN %, According to the maker thev can 
BUILT RIGHT—Best materials throughout .. . tool . be used in anv material that can be 


drilled. ‘They are said to be made of 
ethyl cellulose, a thermoplastic ma 
terial with ability to withstand ex 
tremes in vibration, temperature, age, 
moisture, corrosion, and shock. Also, 


steel cutters... or and Left hand Threaded Bushings \ \ 


it is said to possess excellent diclectri 
qualities 
Ihe design is said to provide two 
separate sections; one to receive the 
screw, the other to engage the wall 
of the drilled hole. As the 
turned in, the anchor expands and th 
plastic material is said to cold flow 
ys into everv crevice of the drilled hol 
AN ' . \ wall It is claimed that a bonding 
P. EASY TO HOLD— Sutvw 5 
Rs \ 


\\ for smooth handling. 
Wada aaaaaane 
Also CALDER Fine Diemond Dre twa Tools, \ 


aes LAAN a ee eS SSN 
SOLD ONLY THROUGH REN 
WALA dadsaaaaaaaarea WAAAY 


\ 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 
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7. Cold Heading 
2. Thread Rolling 
5S. Automatic Tapping 


(commercial and precision) 


¢. Metal Stamping 
5. Bending 
6. Spot Welding 
7. Induction Soldering 
§. Automatic Drilling 
G, Threaded Rods 
70. Threaded Stud Bolts 
77. Automatic Screw Machines reasons 
72. Hand Screw Machines 
13. Complete Assemblies why 


14, Secondary Operations 


DESIGN « DEVELOPMENT ATLAS 


MANUFACTURE SCREW 
of che 


PRECISION ELECTRICAL AND SPECIALTY CO. 


450 BROOME STREET 
NEW YORK 13, N. Y. 


inc can 


complete stocks of both 


STANDARD & SPECIAL SIZES 
of do the 
a 


NUTS °- BOLTS - SCREWS 


WASHERS : lob 


in Steel, Brass, Stainless and Aluminum 


HEXAGON AND CAP AND SET SCREWS 
SQUARE NUTS SHEET METAL SCREWS 
SPANNER-HEAD STOVE BOLTS 
(TAMPER-PROOF) MACHINE CARRIAGE 
SCREWS & LAG BOLTS 
MACHINE SCREWS FLAT WASHERS 
WOOD SCREWS LOCKWASHERS 


MECHANICAL COMPONENTS 
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and fusion action automatically takes 
place to provide a permanent trouble 
free mounting. 


Advantages claimed are: greater 

SON holding power, neater work because 
smaller drilled holes are required, elim 

ination of special setting tools, and 


faster installation at lower cost. Sold 
under the trade name “Sand*Scott’, 
these anchors supplement the maker’s 
line of smaller sizes for wood screws 


ind sheet metal screws, Nos. 5 
through 20, hook and eye screws and 
}-in. and #s-in. lag screws 
er m 0 Holub Industries, Inc., Sycamore, 
| Til. 


MODEL M11-24 
Contractors Barrow 


SELF-LUERICATING 
WHEEL BEARINGS 


It’s new . . . revolutionary! Now you can buy your 

favorite Jackson Contractors Wheelbarrows with lifetime 

self-lubricating wheel bearings! Yes, you can count on 

Jackson to bring you the latest, most outstanding improve- ’ 

ments. This highly porous wheel bearing—a product of Relief Valves 


powder metal processing—is impregnated with lubricant New Series 
’ 


so that you have a long-term reservoir of oil. Heat expands Automatic Reseating 

the oil and brings it to the bearing surface, as needed. 

wn , \ new series of automatic reseat 

rhis unique Jackson feature gives you the advantages of 7 
: ing temperature and pressure relief 

lower price, longer wear, better performance and, of course, valves has been announced. 


eliminates lubricating. For your next job, specify Known as Econo-Therm _ relief 
Jackson barrows with self-lubricating ‘bearings! Model ives, and designated as Cash-Acmé 
M11-24B (Roller Bearing) still available. l'ype ““"V" series, they are said to off 


complete ind automat protect 
f ] ] 


from dangerously high temperatu 
ae. SON Ihe temperature actuated mechanisn 
@eeeeeeeaeaea eee ee @ ‘ : ; | 
1 thermostatic device, is said to co 
l 0 lu ls, hst d ] gl] tel 
MANUFACTURING COMPANY © HARRISBURG, PENNA, Un MO BUIGS, Wwilistang ie 


peratures without deterioration, and 
‘ : will not wear out in use. It is 
Oldest and largest wheelbarrow maker in America © operate as a thermostat, openii 


| 
lve when water reaches 208 
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Your customers need a well-rounded line of fasteners 
to do a good merchandising job. That's why it pays 
to sell them the Bethlehem line of bolts and nuts. 

The Bethlehem fasteners line is a complete line in 
every respect. It includes hundreds upon hundreds of 
individual types and sizes. What's more, Bethlehem 
Bolts are good bolts. They're well made. Carefully 


packed. Dependable. Everything a customer could 


want. Order your supply now. 


Made at LEBANON PLANT Key to Ouality 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
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get all these extra features 


Holds bigger work more securely. Has greater capacity due 
to all-steel slide, quoranteed not to fail, 


Steel-screw enclosed, fully protected. 


Stands heaviest blows: jaw inserts fit on shoulder. 
Screws toke no shock 


One-piece non-pinching type handle. 

Full 360° swivel base 

Minimum backlash; longer, stronger vise nut lasts indefinitely. 

Easier lubrication due to outside retainer. 
Vises are not olikel Only Desmond-Simplex Heavy Duty Vises 
give you all these convenient, time-saving features. Best of all, 
you pay no premium. So there's every reason to make your next 


vise a Desmond-Simplex. Order from your industrial distributor 
. The Desmond-Stephan Mig. Co., Urbana, Ohio, 


but you pay 


/ / 
| 0 Peetantelale 


SIMPLEX :'':: VISES 
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and closing drip tight when the water 
has become sufficient] cool to elimi 
nate the dangerous condition 

The new valve . ire ivailab 
either the regular or stem tvp 
with or without try lev: Th 
lar valve is for ordinary hot water 
age heater installation and the st 
type 1s recommended by the make 
for electric heaters, insulated tanks, 
and installations wherein close nippk 
cannot be uscd. Standard factory 
pressure relief setting is 125 pound 
Standard temperature setting 2 
Other settings may be pecifi 
ordered 


A. W. Cash Valve Mtg. Cor 
catur, Ill 


— 


Vise Face Plates 


\4-in. Sizes 
For Vises to 6-in. 


New vise jaw face plates, said to pro 
tect soft and finished materials from 
being marred by vise jaws, have been 
introduced. 

According to the maker, 
face plates eliminate time wasted on 
makeshifts; save product and money 
through efficient and accurate work 
They are said to be made in }-in. sizes 
to fit any standard make of vise up to 
6-in. Fastened by a set screw, they be 
come an integral part of the vise jaw, 
vet can be removed by a turn of the 


the new 


screwdriver 

Known as Nava-Mar, the plates are 
made in bronze, aluminum, and hbre 
or babbitt facings bonded to aluminum 
bodic ‘. 

Ihe Kenimar Corp., Greenwich, 
Conn 


Bus Bar Bender 


Long Swivel Handle 
Eliminates Stooping 


A new bus bar bender for bending 
bus bars for switchboard or generating 
stations, up to 4-in. by é-in., has been 
developed 

According to the manufacturer, the 
new bender is 10,000 pounds of hy 
draulic power in a 30 pound machine 
It is said to rest solidly on any flat 
surface and may be bolted down 

Ihe long swivel handle climinates 





These new-type T-] Reamers have interchangeable 
heads... quickly changed! Just one shank tor your 
customers to buy—use with wide range of heads 
from 4” to 234” inclusive, in '\,’° increments 
spiral flute. This cuts replacement cost to /ess 
than half! 

Head has tapered hole which insures concen- 
tricity and a snug fit on smoothly ground tapered 
shank. Reamer operates free from binding or 
sticking, due to cutting portion wearing undersize 
and creating negative relief. Performance retains 

DISTRIBUTORS all advantages of standard, expensive reamer. 
Backed by T-J's 37 years of know-how as one of 


Your territory may still be open! d 2 ‘ 
largest manufacturers of die sinking milling cutters. 


Send coupon or write today for 
details about profitable 


franchise opportunity 


The Tomkins. Johnson Co 
Jackson, Mich 


Please send details about your distributor 
plan for T-J Reamers 


Nome 
Company 
Street 


City State 


w 
Lf 
a 
“ 
5 
” 
* 
Ld 
» 
a 
5 
Ld 
id 
« 
® 
as 
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— 
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NN) * 
flexible shaft 


THE Standard | 1 Ades q 
of Comparison «your BEST BUY 


BY WHICH OTHER because they 
PLIERS ARE JUDGED | ; af § Serve your customers 


“Since 1857" Klein | ; p BETTER! 


Pliers have been the 
standard of quality with Ss... 
men who ——— phew OE Tt 
tools. Today, Klein 
offers the most complete operated from any angle, and with 
line of quality pliers for little effort. ‘The maker states that 7 
Sone aad + enatee ata , of h — ” one . e h ¥ ( ra 43-SPEED JIFFY 
sentative stock on hand hovement are required, and the 54-38 
for your customers who 
want the best. retracting jack 
Hl. K. Porter, Inc., Somerville These two STOW Variable 
Mass ‘Speed Machines permit 
choice of operating speeds 
... re specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available. 


; Se 
toopimng ind traming and may be 


vender has a five ton capacity, self 


Stow STREAMLINER 
N-40 


Cabinet 


For Storing 
Tiny Parts 


A new steel storage cabinet, known 


is “Little Gem”, has been announced 


Write for your free copy 
of ~ Klein oo Teel Ihe maker claims the new cabinet STOW FLEXIBLE SHAFTS 


Guide today! will provide quicker access to a wider are the result of specialized 

varicty of tiny parts, and is designed knowledge and 76 years of ex 

for use either individually, in stacks, perience. Reliable, efficient 

under counts, or on shelving they're famous for long-wearing, 
Ihe drawer measures ]]-in. by 1] trouble-free performance. 


DISTRIBUTED 
THROUGH 
JOBBERS 


i f tt } ‘ 
Foreign Distributo n. by l4-in. It a mmodates up to 
International Stand- 


.' : 
«ljustable « mnpartments enclosed 


ard Electric Corp., "Wf tid bott Th j : 
New York rour ( ind bottom ?, me Write for Free Copy 


4 oO 

mo MM LEIN SELLER ilies each compartment, G TI MANUFACTURING CO 

todlis es ‘ | ) 
Estedisded |8 cage 8 5. ou | Din \urora I-quipm nt is aT ‘. 

i. ear St, Bingkemton, N.Y 


3200 BELMONT AVE, CHICAGO 18, ILL a 


r claims that tiny parts can’t sli Don’t delay—write to 
day for your free copy 


me damaged, and jam d 
of Catalog 5! 


Inpartmet 
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NOW! 95% of all 
packing needs are 
met with R/M's 


BIG / 


Less stock! Easier selling! More profits! These are the 

















advantages to you and your salesmen of the “Big 7” R/M 


Packing Types. To your customers they mean lower inventories, 
simplified ordering, reduced downtime. This basic line of 
just seven field-tested packings enables you to offer custom- 
built performance in all but the very rarest applications. 
To bring you this simplified approach to the packing needs of 
your customers, R/M drew on 50 years of know-how and ex- 
perience, and all the research, testing and production facilities 
of its seven great plants. Get in on the ground floor of this 
big selling opportunity. Plan right now to stock and push 
the “Big 7” R/M Packing Types 


= PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 











FACTORIES: Bridgeport, Conn 

Neenah, W Crawfordsville 

RAYBEST MANHATTAN. IN( 
justrial Rubber Products e Abra 


gs * Brake Blocks e utch Fac 
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NUMBER 4 OF A SERIES 


Advantages 
of the Donnelley-brualt Catalog 


1 GOOD PRINTING 
2 GOOD BINDING 
3 CROSS-INDEXING f | 


4 Cover Designs \ 
IN 


r 
i 











What do you want in a cover ? Visibility ? Dignity? A live ly color comhi- 
nation? Whatever you want partu ularly, our Design Department is 


here to see that you get it. Let’s make your book one that buye rs reach for. 


5 STEP CUTTING 

6 SECTIONAL INDEXING 
ILLUSTRATIVE END SHEETS 
GOOD COMPILING 


"By your Catalog Shall They Know You.” 


Phe physical appearance of your catalog expresses your company’s 
standards, character, and personality. Our aim is to supply you with a 
catalog that has the sales and service personality that will mean satisfac- 
tion and profit to you. Our Design Department can give you the benefits 
of long experience in creating efficient, hard-selling catalogs which have 
made repeat-order customers year after year. Cover designs are another 
feature of Donnelley’s compiling service for which we are glad to assume 


UNDIVIDED RESPONSIBILITY. 


R. R. Donnelley & Sons Company 


$50 East Twenty-second Street 


Chicago 16, Ulinois 


= The Lakeside Press « Catalog Comprling Department 


) PRINTERS BINDERS * ENGRAVERS * LITHOGRAPHERS 
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Lathe 


Variable Speed, 
10 HP New Model 


A new 10 HP model 10 VRO var 


lathe 


iable speed polishing and buffing 
has been imtroduced 

According to the maker, the new 
lathe has a speed range of 1500 RPM 
to 3000 RPM, and speed is changed 
instantly while the lathe is running by 
turning the dial control 

It is stated that the 10 HP size 
has been added to the company’s line 
to meet the increasing demand for a 
heavier variable speed lathe 

Hammond Machinery 


Inc., Kalamazoo, Mich 


Builde rs, 


Hose 


High Pressure, 
Hydraulic Control 


A new line of high pressure hy 
draulic control hose, said to be ca 
pable of withstanding pressures up to 
5,000 pounds psi, has been developed 

According to the manufacturer, the 
hose is remforced with fine, high 
tensile steel wire to give maximum 
flexibility and burst resistance under 
shock loads; flexibility is retained at 
tempcratures from minus 40 deg. to 
250 deg. F. The rubber tube is said 
to be especially compounded to resist 
all popular hydraulic fluids.. The cross 
wrapped rubber cover protects the 
carcass against weather, mildew, oils, 
greases, and fumes. 

I'his hose is also available with a 
rubber impregnated cotton braided 
cover, similar to military specification 
hydraulic control hose 

The maker points out their line 
of hydraulic control hose consists of 
both high pressure (2- or 3-wire rein- 
forced) and medium high pressure (1 


» 


eS 





ARE LOCALLY AVAILABLE! 


Bunting Standard Stock Bearings 


The bronze bearings you need are as readily available as the Bunting 
catalog in your desk drawer. It gives all dimensions of hundreds 

of sizes of Bunting Standard Stock Bronze Bearings. 

Completely machined and finished, they meet every familiar 
requirement in production and maintenance of industrial machinery. 
Your local Bunting distributor carries comprehensive stocks at 

all times. Bunting factory branches in all industrial centers 

give strong and constant support to distributors. 


The Bunting Distributor 


Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book—most likely under the heading 
Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 
for your money saving convenience, completely machined and 
finished Bunting Standard Stock Industrial Bearings, Electric 
Motor Bearings and Precision Bronze Bars in a complete range of 
sizes meeting all your usual production and maintenance needs. 

Ask him for catalog. 


ageatslrey 


BRONZE BEARINGS + BUSHINGS «+ PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop « Iron Age * Machinery + Mill & Factory + Southern Power & Industry + Steel 


THE BUNTING BRASS & BRONZE COMPANY «+ TOLEDO 1, OHIO «+ BRANCHES IN PRINCIPAL CITIES 
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wire reinforced) hose in sizes trom 
«-in. to 2-n. inside diameter 
Ihe new hose is said to have been 
» developed for use on agricultural, 


earth moving, and snow removal im 
plements; industrial trucks; machine 
tools; and mining and oil ficld ma 


Best for sales because best for service chinery. 
Quaker Rubber Corp., Div. I. K 


Porter Co., Inc., Philadelphia, Pa 
WITH THE FAMOUS RAWLPLUG LINE you can meet 


practically every anchoring requirement of every customer. 
And on top of that, you'll help customers cut installation time 
and costs and assure truly positive, permanent anchoring. 
The Rawlplug line is sold only through distributors. The 
line is constantly being developed as the leader in its field 
.and advertising tells all your customers and prospects 
about its outstanding advantages every month in the year. 
Write for the full Rawlplug story and start cashing in on 


today’s most efficient, fastest-moving line. 


RAWL PRODUCTS THAT BOOST SALES 


WLPLU WL-ANCHOR caters 


Hardened Raceways, 
Unbreakable Plates 


Fibre screw anchor for use with wood Heavy duty masonry anchor of “con- 
or lag screws. Only universal anchor fined lead type” for hoiding bolts. A 
thet can be used in any material. Made in one piece — double ended — casters. known as PressWeld casters, 
Wood screw sizes #6 to #20 cannot be misapplied. 
‘ nm ann 
Lag screw sizes #% to #% Bolt sizes 4" to 1” has been announced , 
According to the maker, they have 


hardened racewavs and unbreakable 
fork and top plate. Said to be particu- 
WL-DRIVE WL-TAPER larly suitable for dollies, racks, box 
trucks, and similar moderate<luty use 

. age, they are available in 34-in., 4-in., 
5-in., 6-in., and 8-in. wheel sizes with 


line of improved light-weight 





Only expansion bolt combining anchor The improved machine screw anchor. wheels of Ni-Steel, rubber or molded 
and bolt in one piece. Simple to use, The taper permits use in under-sized plastic. 
easy to install, Drives like nail into holes resulting in saving of drill costs. Other features claimed include: hol 


drilled hole. Tremendous holding power. Machine screw sizes—6 x 32 to %x 11 % 5 
Sizes %, to 4” low bolt-and-nut axle; g-in. King bolt, 


bolt-and-nut tvpe, heat treated; cold- 


formed -in. thick legs welded to 
tin. thick carbon steel fork base and 


WL TOGG upper and lower raceways comed su 
sraime © RAWLDRILLO persmooth and hardened to Ro kwell 
50-C. Lubrication is said to be by 


_ Zerk-type fittings in the swivel fork 
For simplicity of installation and se- Three point easy to sharpen masonry 1 

; ; : se: and recessed head of the hollow axle 
curity of anchoring any fixture or drills for hand and power drilling. For : : . 
utility in hollow walls or ceilings. Rotary drilling— use Rawl Carbide Service Caster and Truck Corp., 
tipped drills. Albion, Mich 














Reamer 


Assures Bore 


The | 
RAWLPLUG CO., Inc. [i Sai i ile 


racv of bore, been added to the 


271 Church St., New York 13, N. Y. maker's line 


According to the manufacturer, th 


reamer blades may be sharpened or re 
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Extra COOLING POWER Per Dollar 
Sells This New (R0Beins INDUSTRIAL 
—— FAN! 


HIGH-STRENGTH BLADES 
of aluminum alloy are non-rusting, 
non-crystallizing, non-overloading, 

non-sparking. 


SQUARE STEEL FRAME 
j forms easy-mounting panel. 
CAPACITOR-TYPE MOTOR Rugged welded steel motor support. 
totally enclosed. Ball bearings permanently 
lubricated. (Explosion-proof motors 
available on order.) 


STREAMLINED AIR INLET 
is 15% to 18% more efficient then 
ordinary entrance rings. 


This cost-cutting new fan offers 

you an easy way to increase your 

profits. Now you can sell heavy- 

duty cooling at prices that start 

as low as $160.00 (24” size)! Such 

features as the new “‘gull-wing’’ 

blades and an improved air inlet 

24" to 48” make this possible. Here’s extra 

5400 to cooling power at lower cost! And, 

36000 CFM it’s easy to install, economical to 

maintain. You'll have plenty of 

prospects! This fan meets the 

needs of most industrial, com- 

mercial and military applica- 

tions. Consider these big selling 

advantages. Send the coupon for 
complete details! 


“GULL-WING’ 
airfoil blades give uniform pressure velocity 


5 Sizes 











Automatic Shutters—Avail- "Gull-Wing” Blades—-Sharp Large Center Disc — Reduces 
able for every size fan. Shut- change in pitch near center of re-entrance air loss. Blades 
are individually mounted 


ters open when fan is “on”; blades promotes uniform 
close when it’s “‘off.” pressure velocity replaceable. 


MAIL TODAY! 
ROBBINS & MYERS, INC., Fan Division, Vi 1D-63 


387 South Front St., Memphis 2, Tenn. 


Rush complete information about your new Industrial 
Fan to 


Name 


Address 


Robbins & Myers, inc., Fan Division 
387 Se. Front $t., Memphis 2, Tenn 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 





CLARK BROS. BOLT COMPANY TO 
END A CENTURY OF SERVICE 


of « : 
faste ng tie j v 
that CLARK BRO! 
ess. the trust of 


ly constant effort 


ny 
LLL j ve Stans at 
others lanl 
toward further improvement expands it 
ty of product and hon 
esly of policy have provided the CLARK BROS 
BOLT COMPANY with a solid foundation upon 
entury of service to 
those requiring bolts, nuts, rivets and screws 
wherever fastening fast with greater security is 


a must CLARK ros Roit (0 


6-0-4 


ince 1854 depe 


which to build another 


NHSmMANN: Hame-= 


I 


Export Dept.: 
Suite 513 
25 Beaver St., N. Y. 4, N.Y. 
Whitehall 4-4392 


newed and their floating action IS Po 
tive, constant and effective throughout 
the full range 

These ire of two types—S 
type being equipped with standard 
blades while the SL type has blades 
designed for reaming blind holes. The 
maker states the blades are made of 
cither high speed steel or are tungsten 


recaine!l 


carbide tipped; reamers are availabk 


in 14 sizes, diameters range from 3-in 
to 4-1n 

It is claimed that through perma 
nent positive floating action of blades 


ind simplicity of setting, the new 


inclusive 


reamers provide maximum results re 
gardless of operator or setter skill. 
Wickman Manufacturing Co., De 


troit, Mich 


Tapper 


Automatic Lead 
Screw Attachment 


A new, clectrically controlled, auto 
matic high production lead screw tap- 
ping attachment with a range of #0 
to j-in., said to fit any drill press, has 
been introduced 

Called the Lead-Matic”’ 
the new unit is said to be designed to 
handle all types of production tapping 

precision or otherwise. Simple clec 
trical controls, located on the face of 
the unit, are said to permit easy st lec 
tion of the tapping action, 


a app Se 


prope I 
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with Heller NUCUT 


wavy teeth Coarse, fine and extra-fine 
teeth all combined on one file for fast, deep, double- 
action cutting. Even, scratch-free finish. No chatter- 
ing. Longer file life. ORDER FROM YOUR 
LOCAL DISTRIBUTOR 


Notice NUCUT patented tooth 
arrangement in this greatly 
enlarged section. 


THESE THREE FAMOUS FILES ARE 
MADE ONLY BY HELLER BROTHERS 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO 
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This True Ball Joint Makes the Difference 


Spherically ground Dart seats say ‘‘no"’ to leaks 
as long as in service — and as often as piping is 
changed. Darts can be taken off the line and used elsewhere time and 
time again. That's economy! What's more, the tight seal comes easily 


without heavy wrenching or strain. 


QUICK FACTS 

@ Two bronze seats provide top resistance to pitting and 
corrosion 

@ Heavy shoulders can withstand the strongest yanks of 
the wrench 
Nut and body of air-refined, high test malleable iron are 
practically indestructible 
Threads are full and clean-cut of hard metal to prevent 


str ipping 


Experience proves that the men who buy 
Darts, the men who wse Darts and the men 


who se// Darts have “something special’! 


DART UNION COMPANY 
Providence 5, Rhode Island 
The Fairbanks Co. — Distributors 
Boston+New York-+Pittsburgh+ Rome, Ga. UNIONS 
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either job or 
particular tapping ope 
Other featur laimece 
precision ground lead 
pilot the tap into the 
thread lead and concent 
self-contained unit which inco porate 
the lead screw, lead nut and the entir 
tapping mechanism in a ymmpact unit 
automatic reversal of the tap; “‘on-the 
job” selection of a hand, foot, or fix 
ture switch control; casily interchange 
able, hardened and ground lead screw 
ind bronze nuts are available for the 
entire #0 to g-1n. of the tappe 


Commander Nlfg. Co., Chicago, III 


Coolant Pump 


For Bench 
Drill Presses 


A new coolant upply unit has been 
introduced which the manufactur 
claims can be readily installed into the 


hollow column of any popular make 
bench drill pre 
\ccording to the maker, no separate 


motor 1s required driven bv the drill 


press motor, which is high than the 


coolant supph it climinates the dan 
] 


ger of electrical shock 

Operating with a half-gallon of 
coolant of any type, the pump 1s said 
} 


to carry the liquid through tubing be 


neath the drill press. Made of extra 
heavy gauge steel, the pan is provided 
with clips on the sides to hold splash 
hields when additional height 
sired. ‘The pump intak 
sercened to keep out 
might clog the flow lin 
claimed that the small pan simplifi 
changing of coolants for different 
work requirements 

All fittings to idapt the device to 
ill well-known makes of bench drill 





THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e« e CLEVELAND 13, OHIO 


“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin 
ished hexagon head cap screws— 
—~ 9 finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p .s. i. 
Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


“SHINYLAND" STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


a. 
CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specified. Expertiy made 
by the pioneers in producing con 
necting rod bolts by the cold 
upset process. 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel AISI 
C-1038. Furnished with black satin 
finish due to double heat treat 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc 

ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 
Heads completely machined top 
and bottom. Milled slots less 
burrs. Flat and chamifered ma 
chined point. Carried in stock. 


- 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue print 
specifications hexagon head 
hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; flat and 
chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately miiled. 


TANDARDS 
carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 
furnished to 
BLUE PRINT 

SPECIFICATIONS 





WRITE FOR 
INFORMATION 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in Tapped 1/4 to 3/4" inclusive. 
sert—stee! covered. Finish: piain Cross section of Ferry patented 
zinc plated, cadmium piated. Size acorn nut, showing how stee! hex 
9/16", 3/4", 15/16" across the flats agon nut fits snugly into shell 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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, 
j press ire 
kit 


bly 


upplied in the comple te 
vith simple instructions for assem 


vantages claimed include longer 
ife, better size control and finish 
ind feeds, in addition to 
encumbering 


\d 
Irill I 
raster 
chiminating 


peed 
coolant 
drums, extra motors and rigging 

Wade and Sons, Independence, 
Viissouri 


Leak-proof 


Long-lasting 
Profitable! 


A complete line of TOP QUALITY 
oilers for machine shops, railroads, 
hardware 


mills, factories, 


home and every other use. Drawn, 


mines, 


heavy steel, seamless bodies 
Welded spouts. Leokproof, triple- 
thick welded bottom and body 
Tempered spring steel 
bottoms. Knurled brars bushings 
with machine cut threads. Precision- 


assembly 


built for long, satisfactory services 
Order a supply today. Sell the best 
GEM! 


EVERY TYPE, 
STYLE and 
SIZE for 
ANY PURPOSE 


i 
FLEXIBLE 
& RIGID 
SPOUTS 











FINEST 
QUALITY 
SINCE 
1898 


Complete Catalog 
Sent on Request 
GEM MANUFACTURING 

CORPORATION 
1229 Goebel Street 
PITTSBURGH 33, PA. 


ML 
SUPPLY 
(CANS 


TALLOW 
POTS 


RAILROAD 
OILERS 


Casters 


New Line, 
Unbreakable 


\ new line of fabricated steel casters 
ind wheels has been announced 
Said to be fabricated of mild 
into resilient unmbreakabk 
new casters and wheels ar 


steel 
1rC-we lded 
units, the 
ivailable in a wide range of capacities, 
vith wivels and wheel bearings 
f desired 

Ihe manufacturer offers a choice of 
tecl, rubber, composition, oil-resist 
mit, static-conductive, or plastic tires 
Straight roller, ball, or tapered roller 
are optional. 

All Steel Welded Truck Co., 
ford, Ill 


¢ iled 


bearings 


Rock 


Bench Grinders 


Series Of 
Four Models 


\ series of four new models of 
bench grinders has been introduced 

\ $ HIP double arbor 6-in. lathe 
type bench grinder, designated Model 
116, is said to be designed for use in 
mall shops, garages, home workshops, 
ind for inter 
It is said to 


) 
grinding wheels 


farias, service stations, 
mnittent duty in factories. 
take 6-in. by #-in 
with 4-in. bore 

Model 517 is a 4 HP grinder taking 
j-in. grinding wheels with 
This model is said to be 
suitable for large automotive shops, 
tool industrial woodworking 
ind school shops 


Model 518 is a 4 HP machine tak 


7-in. by 


l in bore 


rooms, 
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“THERE IS NOTHING BETTER” 


; BRAND 
FILES 
SWISS PATTERN 


For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 


CARSON NEWTON Alli- 
gator Brand Swiss Pattern 
Files are made to exacting 
standards. Points smaller, 
tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6. 


We make both American 
and Swiss patterns in all 
sizes, shapes and cuts and 
have proven their quality 
to industry. 


It is our policy to sell 
thru distributors and we 
can accept distributors in 
some sections. 


YOU 
CANNOT 
BUY 
OR SELL 
A BETTER 
FILE 


CARSON-NEWTON CO. 
Belleville, W. J. 


CARSON 
NEWTON 



































ALL, 
SPRING WASHERS 
BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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FLECTRO 


xtVda 


HYNAMIC 


ependable motors 


A NEW PROFIT-SHARING PROGRAM 
FOR ALERT DISTRIBUTORS WHO 


seELL EL) in 53! 


GROWING MARKET... Precision- 
buile Electro Dynamic motors are 
rapidly winning new friends be- 
cause ED's greater stamina, extra 
dependability and superior crafts- 
manship are provable facts. 


LARGE VOLUME __. Our wide range 
of popular sizes, ratings and types 
insures substantial volume. 

AGGRESSIVE PROMOTION __ Domi- 


nant color advertising running 


month after month in 26 leading 
industrial publications plus local- 
ized direct mail campaigns and pro- 
motional aids are designed to give 
you hundreds of live leads for easy 


follow up. 


FULL COOPERATION __ A conven- 
ient warehouse and stock plan to 
assure quick deliveries. A staff of 
factory-trained technical experts to 


serve you. 


Write today for full particulars on the profit oppor- 
tunities offered to qualified industrial distributors by 


ELECTRO 


DYNAMIC 


Since 1880 


From 1 to 250 Horsepower 


(N. E. M.A. STANDARDS) 


One-piece 
cast iron 


frames 


Permanently 
aligned cast 
iron brackets 


Extra large 
““free-flo”’ air 


channels 


eeeeeeveeeeveeee@ 


Liberal size 
grease lubri- 
cated bearings. 


Also a complete line of Direct Current motors ond generators 


ELECTRO @ DYNAMIC 


DIVISION OF GENERAL DYNAMICS CORPORATION 


BAYONNE, NEW JERSEY 
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ing 8-in. by l-in. wheels with 3-in 
bore. It is said to be a heavier duty 
version of the 517 

Model 519 is built for continuous 
duty in factories, foundries, machinc 
and welding shops. It has a 1 HP 
motor, takes 10-n. by l-in. wheels 
with j-in. bore. 

According to the maker, all models 
have totally enclosed motors with dy- 
namically balanced rotors to assure 
vibrationless operation. Ball bearings 
are pre-sealed and require no lubrica 
tion. The wheel guards, designed for 
maximum clearance, are removable 
All grinders run at 3450 RPM, except 
the largest model which turns at 1750 
RPM. 

Ihe maker further states that all 
have double-pole toggle switches and 
ire finished in gray lacquer. Standard 
equipment includes one fine-grit and 
one coarse-grit grinding wheel, tool 
rests and three-wire cord with con 
nector. The three larger models are 
said to be provided with end shields, 
built-in exhaust outlets, and spark at 
restors 

Accessories include grinding wheels, 
wife wheel brushes, cloth buff wheels 
and = metal-framed safety glass eve 
shields. 

Porter-Cable Machine Co., Syra- 
cuse, N. Y 


Electronic Drive 


Adjustable Speed 
For Low HP Ranges 


An improved, all-electric adjustable 
speed drive of from 3} to 3 HP has 
been announced 

The new drive, called the V*S, Jr., 
is available in five sizes—}, 1, 14, 2, 
and 3 HP ratings. A constant torque 
variable-horsepower drive, the new 
unit is said to operate at speeds of 
from 270 to 2300 RPM, and as low 
as 75 RPM for setting-up operations, 
light loads or intermittent duty. Its 
components are 1 drive motor, the 
operator's control station, and the 
control unit 

he drive unit is the maker's V*S 


(Continued on page 162 





I've been selling OIC VALVES 
over 40 years! 


Mr. A. O. Darrohn, Storekeeper for W. A. 
Tydeman & Son, Inc., Industrial Supplies, of 
Allentown and Easton, Pennsylvania. Mr. 
Darrohn is 78. He's sold thousands of OIC 
Valves in his many years with this company. 


In this their 50th year of serving industry, 
Mr. Tydeman, President of W. A. Tydeman 
& Son, Inc., remembers, “. .. when I was 
a little boy and my mother was reading off 
inventory sheets, I thought OIC meant, ‘Oh, 
I see valves.’”’ He adds, “Our friendly 
relationship with OIC extends over 
a long, long time. OIC is outstandingly 
easy to deal with.” 

Such long business friendships are 
cultivated by sincere service and devoted 
attention to product quality. These are 
business habits at OIC. That's why an OIC 
distributor franchise is important... 
something to go after. 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 


teen! 


* 4 ‘a 
C) | é& THE LONG LINE OF VALVES 


FOUNDED 1883 





FORGED & CAST STEEL 
Va LVES IRON & BRONZE 
LUBRICATED PLUG VALVES 
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1 Can you call a screw handsome? Maybe not, but a good many indus- 
trial distributors rate as handsome the profits they get from their vol- 
ume of Unbrako screw sales. 


One reason why all of Standard Pressed Steel's products are distribu- 
tor favorites is the job Standard does of helping distributors sell. 


f 
ro 


: = 
> 2 
; 


a 


2 ‘We devote a major 
portion of our advertis- 
ing dollar to pre-selling 
distributors customers 
and prospects,"’ says 
George A. Gade, Vice 
President-Sales of 
Standard. 


The Joint Advertising 

: Committee of the Indus- 

trial Distributor Associ- 

e S ations awarded an 
“Honorable Mention" 

to Standard for its cur- 


rent series of business 
paper advertisements. 






istributors 


SELL FACTORY 


MANAGEMENT AND MAINTENANCE 























3 Eye-catching illustrations and sharp head- 


lines of Unbrako advertisements are bound 5 Standard’s Hallowell Shop Equipment and Unbrako Set Screws get 


to catch the eye of operating men who are the powerful sales help that top-grade advertising brings, too. 


toughest for salesmen to see and sell. 

The best part of all this advertising support is that distributors know 
Then Standard follows up by showing appli- that Standard advertising is really working for them — because 
cations and selling the reader on buying 


Stendard insures that advertising appears in the magazines that are 
from industrial distributors. really read by the men who buy 


t 
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4 It's easy for the plant operating man to “put 
himself in this picture."’ And it's easy, too, 
to start thinking of how Flexloc nuts can be 
used in his plant, on his product. 


Regular advertising like this 


6 Let Mr. Gade tell it — ‘FACTORY rates a top spot on our schedule — 
it is one of the more effective tools we employ." 

thousands of contacts for Standard distribu- 

tors every month. 


is making 


More effective for who? For you — on every product line you handle. 
Because when you know that you're backed up by advertising in 
FACTORY, you know you're getting more help in manufacturing plants 
than you can get from any other industrial magazine. 





A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 36, NEW YORK (@) 





AC POWER 


fo oan ane CC opie ONTRO 
DIFEESIEEE 77 ad t 





Only Strand . . . known for years as “‘the y ADJUSTABLE-SPEED 
Single speed, Direct drive finest in the field”’ . . . gives you so many DRIVE MOTOR 
different types of flexible shaft machines 
to offer your customers. No matter moto 
what the need, there’s a Strand unit to justable 


fill the bill! 


ontrol 


mventional 


You can offer a choice of 7 mountings ure, provid 
when you recommend a Strand Flexible Jog-Run 
peed idju tor 
Bit ontrol unit 
mnpact stecl net 
stand, castered steel cabinet, caster base 
require no ittcention from the 


Shaft Machine — vertical yoke hanging, 
tripod stand, bench stand, tripod yoke 


or wheeled truck. operator: it 1 
Of course, a full line of tool attachments = * ol umn, im th 
‘Three speed, is also available. ” Ontional mise 

1\ tilabl 1) bade th 


Countershaft drive We're helping you sell the entire 
Strand line with a continuing adver- 


tising program in leading industrial oe = fan Boer iow “ +, 
publications ...If you're not already ty “dei daa oye 
handling this famous line, get in touch oahin anit trigke wiluetlonn te 

with us now for information on open > abn Na: a aot 


territories. Ask for Catalog 131A. factory-mounted spe dl ine 
Re hance | lectru ( 
Co " ( iT Ve land, Olu 


trol tation toot eda 


.... and the STRANDFLEX 

4-Speed, Gear Drive Machine : a] 

f - | | Clutches 
— ) Improved to Operate 

At Speeds Exceeding 3000 RPMs 

\ new development 


it po ro 


to opel 
RPNI 


Two 4 speed ranges available; gear drive unit 
enclosed in housing for protection from dirt, grit 
foreign matter, Specially lubricated for long service 


Remember, with Strand, the operator lifts only 
the tool. ..not the heavy motor! 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Woodberry, Baltimore 11, Maryland, or 
5001 North Wolcott Ave., Chicago 40, Illinois 
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TAKE THE CASE OF THE WOOD-HEEL 
FACTORY: They thought they were doing 


pretty well with 20 barrels of heel blocks 


before the saws had to be sharpened. Then 
they put in SIMONDS CARBIDE-TIPPED 
SAWS... 
out sharpening. What's more, the Simonds 


and got 2,000 barrels of heels with- 


Saws stayed on the machines 5 months, with- 


out shutting down any machine. 


That's not to say that every plant can get 
results like this. But it /s to say that there's 
a sensational increase in production in plants 
that are using these tried and proven Simonds 
Carbide- Tipped Saws. Give your woodwork- 
ing customers a chance at these profits 


they él thank you for it! 


" SIMONDS 
aw AND STEEL CO. 


. « 
. 


Factory Branches in Boston, Chicano, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que 


Southern Service Shop in Meridian, Mi 


formerly J. H. Miner Saw Mfe. Co.) 


Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que, Canada 
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LONERGAN 
Selective 
Pistribution 
Policy 


— 


provides definite 
MUTUAL 
PROTECTION 


Tom PlEtialolthielee); 


Lonergan 


SAFETY-RELIEF 


VALVES 
AND 


PRESSURE GAUGES 


...and to us 


The Lonergan Franchise is desiqned to 
protect and benefit both the Distributor 
and the Company. Proof of its equitable 
operation is the fact that many of our 


distributors have been representing 


Lonergan for several generations. A 
few of the points contained in the 


franchise are as follows 


Afford full dealer profits on 
non-stock items 


Provide factory-trained sales 
engineers for direct sales help 


Sell direct only as stipulated 
in policy 


Maintain sufficient distribu 
tors in area in accordance 
with market requirements 


Guarantee satisfactory per 


formance of our products 


The Lonergan Line has been known 
and preferred by industry for many 
years yet it is modern in design 
for today's needs. Some territories are 


still available. Write us for proposition. 


). &. LONERGAN co. 


SINCE 1872 


215 Race Street a i | 


i embh 


climi- 
ible rubbing between 

ind the inner race Phi 
iture is available in the com 
\l] Purpo 


a 
nodel with 


ball bearing clutch 
tandard po ible 
nts out that constru 

he nsist if only 

uter hou ng; mnel 

complement of prags; ind 

pring Dh prag princi 


to provide in infinite 


| 
ripping positions and 
Maximum torque 
ind long 


contact 


yacklash 
OT SIZC a idl weight 

ot changing 
claimed 


Mich 


ire other advantage 


Van Dyke 


Fornnsprag Co 


Casters 


In 6-in., 8-in., 
And 10-in. Sizes 


’ steel swivel caster 
and 10-in 


\ ncw Crit 27 
tilable in size 6-in., 8-in., 
ves has been announced 
According to the maker, the new 
ters are double race swivel of heavy 
cl plate welded construction. The 
irge diameter outer ball race preci 
ion machmed with provision for pre 
ie lubrication, combined with a 
linken thrust bearing, is said to rm 
the load on the countersunk 
ind insure easy swiveling un 
viest load 
is Standard with a 
ixle. Iti 


oller bearing wheels and 


Wailable with 


pla ti wheels the 6-in 
vith semsteel roller 


, | 
ul mized 


pcaring 
rubber-tired roller 


bearing wheels and molded plasti 
ind LO-n. size 

cavy duty ngid casters 
werall height of « 


casters are also 


wheels in the 


that hat 


York, 


I he Fairbanks Co., New 
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Distributors who 
want to increase 
Abrasive Band 


Sales 


Nu-Matic Grinders, Inc., manufacturer of 
the only patented air-inflated abrasive 
wheel on the market today, has an exclu- 
sive selling plan. One that will help you in- 
crease abrasive band sales up to 300%. 


Nu-Matic is a tool needed by every cus- 
tomer that has a grinding, polishing or fin- 
ishing operation. It will increase grinding 
production up to 3,000%. It can be oper- 
ated by less skilled personnel. It does a 
finer finishing job than hard wheel grinders 
or abrasive discs. In short, it almost sells itself. 


Retailed at $17.50, Nu-Matic sells quickly 
and easily. More important, it means in- 
creased sales of abrasive bands that 
repeat and repeat. 

Write today for complete information on 
the Nu-Matic Selling Package and the Dis- 


tributor Salesmen Incentive Plan. 
N-102 


NU-MATIC 


y Viesitdl-1.1:) 


GRINDERS 


Mr. A. 1. RASKE 
NU-MATIC GRINDERS, INC. 
8224 Carnegie Ave. 
Cleveland 3, Ohic 


Please rush complete information on the Nu- Matic 
Selling Plan. No obligation of course 


Name 





DEPEND ON simplify yeur own ordering and stocking problems... 


@ Why order different types of fasteners from different 
suppliers when you can buy every requirement from a single 
source? Pheoll manufactures the industry’s most complete 
line... and maintains the most complete stock. 


HUGE STOCKS — Pheoll offers the largest To you, this means EASIER ORDERING; LESS PAPER 


finished inventory available anywhere... WORK and OVERHEAD... fewer purchase orders, less 
; bad ' . . 
over © alles of wel-cteched shelves of correspondence, reduced freight, and less time wasted lo- 


packaged fasteners. ‘ 
cating materials. 


Yes! Pheoll is your most reliable source for threaded 
fasteners. And that’s not all—Pheoll also gives maximum 
support to distributors under this outstanding sales policy: 


PHEOLL BELIEVES—That the sale of screws, nuts and bolts in packages 


should be made primarily through distributors 


PHEOLL SAYS—That screw manufacturers should not compete with 
distributors in selling fasteners for maintenance and supplies direct 
to consumers. Therefore... 





COMPLETE LINE — Pheoll manufactures the 
most complete line available anywhere... PHEOLL PLEDGES—To immediately refer inquiries and orders for pack- 
by fastener types, by head styles, by sizes, aged fasteners to qualified Pheoll distributors 

by finishes. 


; “ 
, 4 Ary 
PURCHASING © wees 


DEPENDABLE QUALITY — Pheoil fastener FAST SHIPMENTS — Efficient mechanized SURE-FIRE ACCEPTANCE—Dominant Pheoll 
quality has been famous for nearly 50 years order handling procedures speed up filling of advertising in 23 national magazines satu 

backed by an unequalled system of pro- your orders. Perpetual inventory controls rates your market orea with sales-building 
duction line and laboratory inspection. minimize back-orders. news about Pheoll fasteners... every month, 


\ A 
PI | |: ( ) om Sal POHEOLL MANUFACTURING COMPANY 
4 | {9 5700 ROOSEVELT ROAD, CHICAGO 50, ILLINOIS 


MANUFACTURIN 
@ COMPANY Please send information on your Distributor Program for screws, nuts 
5700 ROOSEVELT ROAD, CHICAGO 50, ILL. and bolts to: 





Your Name 


PHEOLL MANUFACTURES 
Machine Screws © Stove Bolts © Cap Screws © Wood Screws Firm Nome 
Tapping (Sheet Metal) Screws @ Threaded Rods «© Set ~ 

Street Address 
Screws © Drive Screws © Machine, Lag and Carriage Bolts 
Brass Washers ¢ Nuts © And many other fastener types City 
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this 30) 40-A-MH Caster 
5 6©=._ Your Customer’s Best Buy 
for HEAVY DUTY SERVICE 


40-A-MH Series— 
Structural Steel Swivel 
Casters equipped with 
Roller Bearing Semi 


Steel Wheels 





Industrial distributors know... 


41-A-MH Series — 
Structural Steel Rigid 
Casters are companion 
casters to the Bond 
40-A-MH Series 


that Bond 40-A-MH Series Casters are the 
right casters for handling heavy loads— 
easily! Double ball races that absorb side 
shock and vertical load are pressure lubri- 
cated for frictionless running. 

All Bond 40-A Series Casters, including 
the 40-A (medium duty); 40-A-MH (heavy 
duty); 40-A-H (extra heavy duty), are 
“workhorse” casters. They are available in 
5 wheel types; in wheel diameters from 4 to 
10 inches; load ratings up to 4500 pounds. 

Remember, your customer's best buy is 
Bond and he'll want you to help him 
select the right Bond Caster for his jobs. 
We'll be glad to send you a copy of the 
information-packed Bond Catalog K-38. 


BOND FOUNDRY & MACHINE COMPANY 


Manheim, Pennsylvania 
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Trolley Conveyor 


With Solid 
Tire Wheel 


\ newly developed trolley conveyor, 
known as the No. 4207 Loadstar, has 
been introduced 

Ihe new 4-in. trolley conveyor is 
said to be ideal for all general trolley 
work where precision, high quality 
equipment is indicated 

According to the manufacturer the 
wheel is made with steel or felt seals 
with inner and outer races hardened 
Vhe balls are of chrome steel and re 
tained in a pressed steel cage. Outer 
ball races are ground. ‘Tire surfaces arc 
hardened by a special process 

Ihe standard bracket for the 4-in 
trolley conveyor is the ‘TB-4351, drop 
forged. Hooks, trays, or any type of 
load carrier can be applied to the 
X-458 chain 

Mathews Convevor Co.. Ellwood 
City, Pa 


Air Hoist 


Half Ton 
Capacity 


\ new air hoist, weighing 274 Ibs 
with capacity to lift 1000 Tb. loads at 
1) ft. per minute, has been an 
nounced 

According to the manufacturer, the 
hoist, a roller chain type powered by 
rotary vane air motor, has various 
safety features: explosion-proof opera 
tion; safety snap hooks, top ind bot 
tom; adjustable safety stops on cham 
to limit the lift and descent; safety 








— Prospecting for customers? 


Advertise in the ‘yellow pages’ 
of telephone directories to reach buyers 
of industrial equipment and products. 






































WhatA = AM 





The Directory Representative will gladly furnish you with all information. fy 
You can reach him through the local telephone business office. &, 
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Choice territorial openings 


UNITED STATES We specialize only in diamond wheel 
products 
Fastest delivery of the finest wheels 
Competitively priced 
Strong dealer support program 


~~ 


Sloecialasts in Resinoid and AMOND 


This Complete line offers these SALES ADVANTAGES 


® The finest diamond wheels for production maintenance. 
* Highest quality at competitive prices. 
® Every wheel production-guaranteed. 


Extra-long high performance. Rapid stock removal. Perfect ‘’spark- 
out’ on large diameter cutters. Faster cutting action. Maximum 
economy of carbide removed per dollar of wheel cost 


UNITED STATES DIAMOND WHEEL CO. 


835 Illinois Avenue, Aurora, Illinois 


eee 


@ Yos, we are interested in the distributor opportunity 
you have to offer. Please send details immediately 


Name ; We manufacture all 
products bearing United 
States Diamond Wheel 
name or trademark 


Company itle 


City G Stote - 


< 
Street 
ieee eh 
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brake which automatically locks when 
control is released; all parts designed 
with safety factor is excess of rated 
capacity of the hoist 

The maker's summary of additional 
specifications include: standard lift, 5 
ft.; recommended hose size, 4-in.; 
minimum hook to hook distance, 
134-in.; overall length, 104-in.; maxi 
mum diameter of body, 5-in.; beat 
ings—all rotating or oscillating cle 
ments mounted on ball or need 
bearings; controls—pull type, nylon 
covered steel cablee; air inlet swivel 
2-in. N.P.T., 180 deg. swing 

Accessory equipment available in 
cludes: air hose, chain basket, extra 
length load chain, extra length control 
cables, j ton trolley, hose trolley, di 
rect mounting—top lug to trolley 

Aro Equipment Corp., Bryan, Ohio 


Fire Hose Cabinet 


May Be Installed 
After Plastering 


\ complete fire protection package 
in a wall cabinet with satin-finish ex 
truded aluminum door and trim ha 
been introduced 

Unique feature claimed for the new 
hose cabinet door and trim is_ that 
installation may be made after plaster- 
ing. ‘The cabinets are available in a 
variety of sizes, and the door rails ar 
said to be assembled through a_ pat 
ented mechanical process, of tubular 
construction for rigidity 
} 


Ihe typi il hose cabinet door, j 
} 


said to be factory glazed with high 





| Portakarts bring low-cost portable lu- 
brication to any plant. Easy to sell — because they 


eliminate time-consuming extra trips to the oil 
room. No need to carry heavy inventories to tap MEW ALEMI J E 


this market, either. You can equip Portakarts 


with standard Alemite pumps already in stock! 
RED “A” 
PORTAKART 


Hand operated pump 
builds ample pressure 
with ease. Has 
Dynamic Primer for 
positive lubricant 
delivery. 27 lb 


capacity 


ALEMITE QUALITY YOU CAN COUNT ON AND 
RECOMMEND Portakarts are perfectly balanced 
Easy to maneuver and operate. Go anywhere inside — out 
side, over rough ground — even up and down stairs. Over 
all width is only 18”— navigates narrow aisles with ease 


ELECTRIC 
PORTAKART 


12 Ib. capacity pump 
develops 5,000 Ibs 
pressure. 25’ electric 
cord plus 10’ delivery 
hose permit 35° 


operating radius 


ALEMITE’S OUTSTANDING SALES FEATURE 

Portakarts speed up lubrication at widely separated 
points. Avoid slipshod lubrication — assure complete lubri 
cation protection of vital machines. Choice of pumps to 
meet specific needs. Electric models can reduce lubrication 


time up to 33.3% 








HI-PRESSURE : THIS LOW-COST 
PORTABLE 


TT 
LUBRIKART l 
30 Ib. capacity, hand : f LUBRICATOR 
operated pump : ' _ . di is ideal for 

provides high pressure, - ' - 
volume delivery. Has 7 ’ Big Industrial Plants * Construction Jobs 
pressure relief valve ‘ ; < Fleet Garages * Oil Fields * Airports 
‘ , gy ? . — nl 


Servicing Loading Equipment 





and Dynamic Primer. 


ALEMITE—BEST ADVERTISED NAME Tre ~NEW BOOKLET! 


a 


Twice a month, every month, more than 15,000,000 —_ eit t . 
> ’ . ual é asain ; ; ailtiie “ Alemite ‘Sales Power’ shows where to look for more 
Post and Collier s readers see Alemit advertising — PLUS Aineites Oelies . . . talle gon tee to theve fe ond cinch 
millions of trade paper readers. This intense and consist- them fost! Send for your copy now. Fill in and mail 


ent advertising works for you — building better acceptance coupon today! 
— building sages! A PRODUC! OF ALEMITE, DEPT. H-43 
1850 Diversey Parkway, Chicago 14, Ill. 


Nome 


ALEMI 2 
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Universally accepted—50,000 now in use! 


Benchmaster's high productive capacity, low initial cost 
and reliable year-in, year-out dependability have made 
them the world’s most accepted small punch presses 
Ihe 50,000 now in use prove that your customers know 
them and want them! 


Big market for Benchmasters! 


In every industry where parts are stamped, formed, 
pierced, staked, riveted, sheared, embossed, blanked 
you'll find a prospect for one or more 
.. Many of these among your present 


or marked 
Benchmasters. . 
customers! 


Benchmasters are widely advertised! 


Benchmasters are consistently promoted in leading 
metal working and industrial magazines. Hard-selling, 
reason-why advertising has helped make them the fast 
est and easiest selling small punch presses available! 


Benchmasters sell right from the floor! 


Benchmaster’s universal acceptance and low price mean 
quick sales, big profits for Benchmaster dealers. Low 
price eliminates need for red tape decisions . . . users 


buy “em right off the floor! 


Why don't you cash in on 
nchmaster's sales possibilities 
in your territory 7 


A few select territories still open. 
Get complete 
dealer information today! 
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quality gla cushioned in concealed 
rubber channels, and puts on view the 
entire contents imcluding a |4-im. an 
gle valve with 75 feet of 14 unlined 
linen hose mounted on a one-piece 

k, and cquipped with an approved 
a 24-in. valve, a 24 


plu 


fog nozzle, 
gallon 500-pound tested brass 
shell fire 


ind spanner wrench 


drawn 
extinguisher, firemen’s ax¢ 


Cabinets may be made also to hold 
i hand extinguisher onl 


Elkhart Brass Mfg. Co 
Tid 


I lkhart, 


Electric Guns 


Handle Up 
To 275 Watts 


manufacturer has announced a 
redesigning of its 
Four new models for 


mamtenance 


Ihc 


complete line of 


clectric guns 


clectrician men, labora 


technician ind = me- 


tory engincc! 
chanics, feature a soldering capacity up 


5 = 


to > watts 
Versatilits 


ing electri 


f the new mstant heat 


said to have 


CC 


guns 1 
increased by two new accessor 
\ hot knife-blade cutting ty 
trowel moothing tip 
to idapt these guns to many 
| raft iddition 


h ip 


rovnhic job in 


’ 
ing 


Weller Ielectrn Corp 











FE 


Lower Belti 


Inermoud 


Industrial 


Rubber Products 


Regardless of the materials or products your impregnation process welds carcass and cover 
customers handle, you can supply a Thermoid into an exceptionally strong, durable belt 
Conveyor Belt that will stay on the job 

longer... reduce down time. From a wide range of types, you can select 
the Thermoid Belt best suited for the job 


The complete Thermoid line includes both 
When you face an unusual problem, you can 


standard belts for handling a wide variety 
of materials, and special types to meet count on the complete cooperation and service 


specific requirements. Thermoid’s special of an experienced Thermoid Sales Engineer 


Write for Thermoid Conveyor Belt Catalog #3679, containing full engineering data 


For handling For high hea 

fruit, vegetables, | conditions o 

Acid resistant i than oil 

Imparts no odor Temperature 
hs)” | 


Conveyor & Elevator Belting * Transmission Belting Rubber Sheet Packings * Molded Products 
F.H.P. & Multiple V-Belts » Wrapped & Molded Hose Industrial Brake Linings and Friction Materials 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 
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PROFIT PICTURE 
FOR ‘Shaw kor’ DISTRIBUTORS 


“Highly desirable to selll'’’ That's the complete line of load-handling 
equipment made by “Shaw-Box."" And, back of our ‘Budgit’ and ‘Load 
Lifter’ Hoists, ‘Budgit’ Chain Blocks, ‘Tugit' Hoists, ‘Tipit’ Slings and other 
lifting specialties is a sales policy that spells profit for all ‘Shaw-Box" 





Distributors. 


The widespread use of ‘‘Shaw-Box"’ Products is proof of the ability of 
ovr Distributors to demonstrate how industry can save time, effort, and 
money by investing in them. Our in-plant sales training program, field 
cooperation, selling tools, promotional material, national advertising — 
all combine to help ‘‘Shaw-Box" Distributors sell at a profit to them. 


But, all these essentials are not enough for our Distributors. They are 
interested only in the distribution of quality products such as we build. 
They know that our entire organization is devoted exclusively to the 
development and manufacture of the finest load-handling equipment made. 
They know our products give them unequalled sales advantages. They 
know their customers’ needs can be met quickly, for our highly standard- 
ized products and mass production facilities make adequate inventory a 


reality. 


From every angle, 'Shaw-Box"’ Distributors are far ahead. We will always 
cooperate in every way to keep them out in front in sales and profits. 


MANNING, MAXWELL & MOORE, INC. 


Caster 


Waterproof Swivel, 
Without King Bolt 


A new swivel caster, sai 
nate the king bolt, ha 
nounced 

According to the maker the 
features a new design employ 
swivel plate floating within a 
issembly that carnes both radi 
thrust loads 

Known as the Dean ist 
chmination of the center pin 
to eliminate the major cause of cast 
failure. It is claimed, that in addition 
to longer life and reduced maint 
nance, much greater swiveling free 
dom under heavy loads and great 
resistance to shock can be expect d 

Another feature claimed is the w 
terproof swivel; moisture and } 
foreign matter are said to 
tively excluded from the swi 
ing by means of a special 
ilso acts as a grease retainer 


Lansing Co., Lansing, Mich 


Pliers 


Non-Slip 
Parallel Jaws 


} 


\ new kind of leverage plict 
known as “Gripso Multi-Dut ha 
been announced as an addition to th 
maker’s line of hand tool 

The new pliers are said to featur 


parallel jaw action and employ thre 


Se 


(_ MAnwtii Shaw-Box Crane & Hoist Division 
(ml Muskegon, Michigan 

‘woh Box" and ‘Load Lift snes, "Budgit’ and ‘Load Lifter’ 

Gauge Han i’ 

American’ Industrial 
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piece construction to a hieve 10 to 1 
multiplied gripping power 
lip-joint action 
to open parallel f 
l my mut bolts, etc., with 
out mutilating or chewing 
( ompound leverage IS ( 
ide sufhicient gripping 
iS a pipe wrench on 4 
pipe and is said to be unusually eff 
tive in hard to reach positions from 
difterent ingl 
Said to be made of the finest ¢ 
] } 


] 
ynyac plated hiish 


San Franc 


Portable, With 
Magnetic Base 


Magna-Hold 


ih 


- ; 
1 


duty oil T¢ 
th the unit 
the maker, the mags 
permanent Aln 
nagnets exerting a 50 pound pull 
lamp can therefore be attached t 
round, flat or angled ferrous 
Ihe ball socket irangement 
focusing of the light in any di 
\ holding crew locks the ext 
rod in position. ‘The unit will 
modate bulbs up to 100 watt 


| 
rome plated rod is 34-in. long 


hops on 
ling ma hin haper drill pre 
ind fl nde 


Cullen \i fg o., Racine, Wiscon 
Sin 


The market for 


ANG (7 


f vedr 


is valiadted 


les applications are so varied 
that a door-to-door canvas of 
industrial plants will turn up 
many prospects. And ANGL- 
gear is easy co sell. Engineers 
and designers are intrigued by 
its Compactness, its power and 


its versatility. 


For more information about 
ANGLgear—the mighty mite 
of right angle drives—write 

A few choice territories 


are still available. 


You can sell 
ANGlLgear 
throughout industry 


A few of its many 


applications include 


PACKAGING MACHINERY 


FOOD MACHINERY 


SOLD ONLY THROUGH DISTRIBUTORS 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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Red Shield says: 
ae M47 


\{ STANDARD fot ough jots 





HX | ASS STANDARD service engineering specialists are available for 


Qt Met Git lolophone CL) Cex your customers’ individual tool problems anywhere in the U.S.A. 
Yow : ~% - The STANDARD Line is complete, preferred and promoted. 
o> 2 ig Standardize with STANDARD. It is a good line to represent. 


Svpann Toor, Co. 


NEW YORK @« DETROIT «© CHICAGO « DALLAS © SAN FRANCISCO 


THE STANDARD LINE: /wist Drills . Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 














Sales Helps From Manufacturers 





Capewell Announces New Packaging Program 


machined on 


Space 1 | 


gRMm STRONG 
mp! 


it 
yb ,EPoRT 


Greenlee Tool Offers 
New Hand Too! Catalo 


he Capewell Nig. Cr liartford box vlach wi lv carry the heavy 
Conn.. has announced a new program ind pres i neat appearance 
of par kaging their products including on tl It. One box end is designed 
the Annstrong- Bridgeport line of pipe ntire or the benefit of the distribu 
fitter tools recent! quired = b n to the pomt of climimating 
them mark mm favor of more clearl 

Recogmzing the need tor » | ] licot mformation 
planned to display tools as well ipewell products (flat stock 
erve 2 ittractive helf boxe tl inn} i \ hack saw frame 
Capews I] pipe tool package vere d i ¢ fanmuly resemblan 

ined according! Lhe base of « by u f the standard design 
box, after the cover Dee re ( ( inne olor combination. of % : ; 
1 i omplet a pl \ vitl Tinie. | nd white _ wee 
md product description and hey ire used where printing Catalog No. 35-4 
helpful idditional selling »p 1 tl r" vould be 4 ages 

Space was obtained for Rope 
product names m most ( til gn and pruting 

mild have be le » Y vith packaging o 
gul label vhen th 

tools, o1 ! Y Man dentification, 1 the 


1 


pt 


Horton Releases sane | 
Chuck Bulletin bea agers Gpatieonn ame 





i 
mad other 


mnatcur u 


Lunkenheimer Uses 
Demonstration Kit 


trenethen 
trong Brid 
lated to 
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We Gave 4" 
4p the yop 
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UE DEVIL 
DIAGONAL KNURL 
SOCKET CAP SCREWS 


TI 


ENDS FINGER FUMBLING IN HAND ASSEMBLY 


Now you can get BLUE DEVIL SOCKET SCREWS 
with diagGpal knurled heads. . . 
a real tite- and work-saver especially 
design@@ for hand assembly. 
“Diagonal Kqgrl” means no more delay 
due to sweatgrease or other 
similar assembly hazards. 
\, 
EASY TO|JDENTIFY 
“Diagonal Knurl” immediately 
stamps a soclet screw as BLUE DEVIL, 
made only by Safety Socket Screw 
Company. It’s}our guarantee of top 
quality, precisi@n manufacture and a 
variety of styleGand sizes to meet 
virtually every Mstening requirement! 


4 


A 
Sold only through 
authorized 
Industrial Distributors 


? 


w yx pe , 
Cacety Cocker Cerew Company 


6500 Avondale Avenue, Chicago 31, Illinois 
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tached gauge which registers in pounds 
per square inch, the amount of thrust 
applied to the valve stem. In demon 
strations, actual conditions of opera 
tions can be simulated, even to tough 
service where hands are greasy, by the 
prospect applying vanishing cream to 
his hand to test the “Non-Slip” hand 
wheel. 


ABRASIVES-—Simonds Abrasive Co., 
Philadelphia, has issued an 8-page 
form entitled, “Bricks, Sticks and 
Stones”. 

The catalog form, known as ESA-23, 
contains illustrations and descriptive 
data concerning all standard sizes and 
shapes of abrasive rubbing bricks, abra 
sive sticks, dresser sticks, sythe stones, 
jointer stones, sharpening stones and 
specialty stones. Items are specified by 
simple catalog number for easy identi 
fication and ordering. 


CHUCKS—Horton Chuck Division 
of The FE. Horton & Son Co., Wind- 
sor Locks, Conn., has published a 
complete new catalog, redesigned to 
simplify the specifying and buying of 
their chucks. 

Features include a visual reference 
index for quick location of the type of 
chuck wanted, sectionalization of each 
tvpe of chuck together with corre 
sponding jaws and parts to eliminate 
hunting for related items, and com 
plete illustrations and dimensional 
drawings of all chucks, jaws and parts 
for ready identification. 

Space is provided on the cover of 
Catalog No. E-100 for the distributor 
salesman to affix his personal card. 

Chucks listed include independent, 
universal, combination, light duty, 
two-jaw, as well as face plate and bor- 
ing mill jaws. 





DISTRIBUTORS FOR MASKING 


find fast turn-over... steady repeat business FOR INSULATING 


, ‘ . FOR H 
Here is one of the fastest moving lines you can handle. Your - Se 


customers and prospects have thousands of manufacturing FOR SEALING 
uses for various tapes. Handling the DUTCH BRAND Line 
means extra sales. There are Masking tapes, both flat and FOR SPLICING 
crepe back in regular and extra strength, cloth back tapes, 
double tack tapes, and a complete line of electrical insulating 
tapes. Tapes are consumed and steady repeat business results. 
Distributor arrangements give you an ideal setup for profit- 
able tape business. 


FOR REINFORCING 


FOR PROTECTING 





It will pay you te discuss tapes 
and their possibilities with a 
DUTCH BRAND salesman. 


VAN CLEEF BROS. [NC. 


Menvtecturers of Rubber Products 
: DIVISION OF Johns Manville A 
7800 WOODLAWN AVE. . CHICAGO 19, ILLINOIS 
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MILLED STUDS”) e« 


THE FINEST 
CAP SCREWS 
SET SCREWS 


"Le Ortemibler co 


odue 


folds ! 
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YORK, PENNA 
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and be certain of complete 
customer satisfaction 


F™ over 30 years Globe has 
specialized in the production of 

tubing. 
. Special- 
ized methods assure uniformity of 
concentricity, diameter, wall thick- 


high-quality alloy steel 
Specialized machinery . . 


ness. Precision checks at every 
stage of production guarantee tub- 
ing that meets the most exacting 
specihiications, 

Offer your customers maximum 
strength and minimum weight. 
Stock and sell dependable Globe 
Alloy Steel Tubes. 

Chicago * St. Louis * Detroit © New York 


Philadelphia * Cleveland * Houston 
Denver * San Francisco * Glendale, Cal. 





Typical 


Applications 


Pressure Tubes 
Superheater 
Tubes 
Condenser 
Tubes 

Still Tubes 
Evoporator 
Tubes 

Borre! Tubes 
Oil-Well Pump 
Barrels 
Mechanical 
ubes 

Rollers for 
Transmission 
Chains 


Producers of 


Globe seamiess 
stainless steel 
tubes 

Gloweld 
welded 
stainless steel 
tubes 

Alloy 

Carbon 
Seam'ess steel 
tubes 
Globeiron 
(high purity 
ingot iron) 
seamless tubes 
Globe welding 
fittings 


GLOBE STEEL TUBES CO. 








Milwaukee 46, 


Wisconsin 
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WATERPROOFING-—L. Sonncborn 
Sons Inc., Building Products Div., 
New York, has released Publicity Bul 
letin-6, a six page piece of literature 
which compares results given after test 
ing various Silicone water repellents. 
‘These tests performed by York Lab 
oratories of Stamford, Conn. describe 
in detail the test procedures and con 
clusions, and point out the differences 
between one Silicone and another. 


Greenlee Tool 
Offers Chisel Sets 


Greenlee ‘Tool Co., Rockford, [l., 
has announced that its new line of 
No. 403 tang butt chisels are being 
offered in special sets for professional 
carpenters and home craftsmen 

I'he sets are available in a choice of 
wood cases, plastic rolls, or metal-edge 
fiber board boxes. 

The No. 403 Tl-4 sect 
four chisels (sizes }-in., 4-in., 
l-in.) in a hardwood case. ‘The 
of the case is formed with individual 
compartments to hold and protect the 
tools. The exterior is painted green, 
with the inside finish in natural hard- 
wood. 

The No. 403R-6 set consists of six 
chisels (sizes }-in., 4-in., }-in., 1-in., 

t-in. and 14-in.) in a_ plastic roll. 
Chisels fit into individual pockets and 
are protected with covering flannel 
flaps. 

No. 403C-1 set consists of three 
chisels (4-in., }-in., l-in.) in a metal 
edge fiber board box with snug fitting 
dividers that hold chisels securely in 
place. 


consists of 
3 

3-1n., 
inside 


MASONRY DRILLS—A 4-page illus 
trated circular, describing and listing 
regular spiral and Fastlead masonry 
drills and sets has been published by 
Whitman & Barnes, Plymouth, Mich 
circular contains photo 
and 


The new 
graphs, a specification drawing, 
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Here's 
Proof 


in BLACK 


ola WH ITE @ ee that WYTEFACE 


is America’s Most-Wanted Steel Tape 


that or 


GIVE THEM DISPLAY IT WILL SURELY PAY! 


ay 
Seeing is Selling with WYTEFACE! 
' @ Once your me he to-rea t 
. : a ollela @mallela Glare t } t t \ ace 
ed ft / , ng if ever al ‘yY frealh7 
= - : 


Es _ KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 


f . A 


BOSS* WYTEFACE: Rugged, “he mo HANDY! WYTEFACE | Rule FAVORITE! WYTEFACE 
aluminum case. with non P available in é g ‘ om 
grips Wide sweets winding 


Foot markir 35 


ECONOMY ASSORTMENT 


ume sales n 50° of 
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complete detail tables on the com- 
pany’s line of carbide tipped spiral 
fluted masonry drills. Operating and 
sharpening suggestions are also listed 
along with advantages of the drills for 
use in all types of masonry materials. 

Space is provided on the back cover 

— for distributor imprint. 


KENNEDY 4| } EDY 
sy Se ee METAL HOSE-—Universal Metal 


Hose Co., Chicago, Il., has issued a 
| new technical data book on metal 
Lee enn) hose. 

al Edited to satisfy both the engineers’ 
and purchasing agents’ want for infor 
mation, this compact, yet complete, 
data book includes information on 
application, temperature ranges of vari 
ous types of metal and wire braided 
hose, dimensions, couplings, and as 
semblies. 

Types of Universal flexible metal 
hose illustrated and described include 
seamless all-metal flexible _pressurc 
hose; interlocked suction, blower and 
conveyor hose; square-locked conduits 
and flexible spout tubing; high pres 
sure hydraulic hose; double wire 
braided hose for high pressure; single 
wire-braided hose for medium and low 
pressure; and others for special appli 
cations of vibration elimination, steam, 
and gas stove connectors. 


: 


tn, 


Victor Publishes 


For your convenience... KENNEDY 
packaged malleable fittings in handy cartons 


You can now simplify the problem of handling and keeping 


tabs on your fittings inventory. 

KENNEDY Malleable Fittings—both black and galvanized— 
are available in pre-counted, easy-to-handle cartons . . . at no 
additional cost. This simplifies ordering, shipping and storage 
... makes it easy for you to take an accurate inventory count 
at any time. 

STRONG, SECURELY STAPLED CARTONS also protect against 


dirt, rust and damage to threads. ee re 4 e408 
Pemperrs a 


wreaes Fe ke eee 


Quick, EAsy IDENTIFICATION of type and size is provided by sees 
KENNEDY'S helpful method of labeling. GREEN labels are used ang’ ; P 
for BLACK, and Rep for GALVANIZED fittings. Vv Engineering Catalog No. 700 on 

: ictoprene “O” Rings has been re- 

START NOW TO SIMPLIFY your fittings handling. Write today leased by Victor Manufacturing & 
Gasket Co., Chicago, III. 

All technical data required for speci 
fying and ordering the company’s line 
of “O” Rings made of their Victo 
prene synthetic rubber compound are 

Y included in the new literature. 
THE K te N N t D Included in the new catalog is com 
plete data on the line which consists 


<a 
Est. 1877 VALVE MFG. CO. + ELMIRA, N.Y. of 87 stock sizes from 4-in. by 4-in. by 
VALVES + PIPE FITTINGS + FIRE HYDRANTS ts-in. to 154-in. by 16-in. by }-in. for 





for booklet describing types and sizes available. 


= 
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_ ROSE, a symbol quality by whatever name it may be calied, cannot 


fail to attract your a@@ntion to the fact that we are quality manufacturers 
of split-type LOCK WASHBRS, COTTER PINS, TAPER 
PINS, STOVE BOLTS, and JMACHINE SCREW 
NUTS, and that we would welcome your in- 
quiries. Please send for our catalogues and our 


price schedule. 


STANDARD LOCK WASHER & MFG. CO., INC. 


17 Viking Terrace Worcester 4, Mass. 
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Ask yourself 

these questions 
before you stock up 
On pipe unions again 


Are the unions you're selling de- 
signed having a truly spherical 
ball joint with brass seats re. 
cessed free- 
flow? 


for protection and 


De the unions you handle have 
octagonal ends so that they may 
be easily tightened with any type 
wrench? 


Are they plainly marked tor 300 
pressure? 


Are they made of Air Furnace 
Malleable Iron having a tensile 
strength of 55,000 p.s.i. and air 
tested before shipment? 


If you can't answer “Yes” to all these 
questions, you're not selling 


erson 


UNIONS 


» «+ « @nd you're not in position to 
make selling capital of ali these fea- 
tures which are back of Jefferson's 
reputation and acceptance for high 
quality, maximum service and econ 
omy. 


Jet‘erson offers OWG 2000% to 2” and 
10007 up to 4". In the complete line 
are included AAR male and temale 
unions, Enduro 300%, Excel 250% and 
Master 150% unions. All iron seats are 
also available in all types. 


Cash in now on the com 
leteness of the Jefferson 
ine, its outstandingly supe 
rior performance and exclu 
sive features. 


JEFFERSON 
UNION CO. 


671 West 26th St., New York 1, N. Y 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 








cither moving or non-moving seals, 
plus 52 additional listings recom- 
mended for non-moving sealing apph 
cations only. Also listed is the line of 
“QO” Rings available for the replace 
ment market packaged in cartons of 
10 to 200 pieces, depending on ring 
size. 


Porter-Cable Offers 
Two New Drill Kits 


I'wo new electric drill kits for shop | 


and home have been introduced by 
the Porter-Cable Co., Syracuse, N. Y 


Model 113 Home Kit includes the | 


company’s Model 107 4-in. electric 


drill in a steel carrying case, with an | 
assortment of four high-speed twist | 


drills suitable for metal or wood, a 
5-in. rubber back-up pad with three 
abrasive discs of various grits for sand 
ing wood, and a lambs wool buff for 
wax-polishing. 

Model 114 shop kit consists of a 
steel carrying case containing the elec- 
tric drill, set of thirteen high-speed 
twist drills for wood or metal, hori 
zontal drill stand which converts the 


portable drill into a stationary bench | 


grinder; 4-in. wire wheel brush; 3-in. 
buffing wheel with stick of rouge for 
polishing metals; 3-in. grinding wheel 
for contact grinding and implement 
sharpening. 


ELECTRODES—Alloy Rods _ Co., 
York, Pa., has released a 20-page cata 
log in color on its complete line of 
Arcoloy stainless steel electrodes. 

‘The catalog includes explanation of 
the two basic types offered—Lime coat 
ing for all-position welding with DC 
reverse polarity, and AC-DC for weld 
ing of chrome-nickel stecls with all 
types of AC or DC welding equipment 

individual descriptions of the 23 
regular analyses and special analyses of 
Arcaloy electrodes, weld metal proper 
ties, welding procedures, electrode an 
aivsis and color charts, current ranges, 
and A.LS.I. type numbers. 
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W. A. WHITNEY 
LEVER PUNCHES | 


NO. 4B PUNCH IN 
HANDY KIT 


Tool has capacity 4" hole 
thru 1/16” iron. 











Metal box made of heavy gage 
steel with hinged cover finished 
in baked green enamel. Has 
place for six punches and six ex- 
tra dies. Specify W. A. Whitney 
Lever Punches. 


Send for catalogue then con- 
tact your industrial supplier. 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL 





WING NUT 
ASSORTMENT 
COMPACT— RAED 


ATTRACTIVE— 
DURABLE— 


ASS'T 


COUNTER DISPLAY 


GRIES’ famous zinc alloy wing nuts in exclu- 
sive finger-grip design Strong, rustproof, 
brightly finished, clean threads) 21 Assort 
ment contains 48—3/16"; 60—'4"; 24— 
5/16"; 12—%" 

LARGE PROFIT! Suggested retail price $5.88, 
Dealer profit—50% 

ALSO AVAILABLE 

ali popular thread sizes, 100 to the box 


JOBBERS: Write for details and prices 
on this profitable item 


GRIES REPRODUCER CORP 


110 Willow Ave., New York 54 * Phone MO-5-7400 
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AAT 


- GROUND FLAT STOCK = 


HOLE SAWS 


ELECTRIC WELDED 
SPRINGFIELD 
MASSACHUSETTS 


HIGH SPEED 
STEEL EDGE 


| 


TOUGH ALLOY 
STEEL BACK 


||| BE 














BY TWO DRIVE PINS 
SHATTERPROOF 


ARBOR SCREWS INTO 
BODY OF SAW, SECURED 
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For want of a packing 
a seal was lost. 
For want of a seal 
a machine was lost. 
For want of a machine 
an order was lost. 
For want of an order 
@ business was lost. 


All for the want of a packing... 


BELMONT PACKINGS FOR WATER...STEAM...OIL 


Incredible? Ask any hard-pressed man- 
ufacturer or service organization faced 
with costly, delaying—even crippling— 


maintenance shutdowns, Just the bare 


BELMONT 9... for all hydraulic ser- 


vices from low pressures to extremely 
heavy duty, hot and cold water. 


BELMONT 30 


rods, expansion joints, air, and gas. 


chance that it could happen to you is 
good and sufficient reason to pay for 
the best and make sure you get it by 
working with one experienced, reliable 
distributor—your BELMONT distrib- 
utor—on all your packing and gasket- 


ing requirements. 
for high pressure steam 


Don’t wait upon sad experience to 
teach you the vital importance of prop- 
er selection and application of packing 
materials. Call your BELMONT dis- 
tributor today. Or, write on your com- 


pany letterhead for Belmont catalog. 


BELMONT 19... for hot and cold wa- 
ter rods and plungers; low and inter- 


mediate steam rods. 


TMERES A 


“BELMONT 


PACKING and RUBBER CO. 


Butler and Sepviva Streets 


Philadelphia 37, Pa 


‘ i 7 
<>, 


ents 
BELMONT PACKING FOR EVERY SERVICE 
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Yarnall-Waring Co. 
Promotes Trap Display 


Yarnall-Waring Co., Philadelphia, 
has released a direct mail leaflet en- 
titled, ““The Greatest Little Show On 
Earth”. It is designed to be mailed by 
their district offices to distributors to 
acquaint them with the compact ex 
hibit that is available to illustrate the 
advantages and operation of Yarway 
traps. 

The back of the leaflet is devoted to 
descriptive information on the impor- 
tant features of the unit, as well as 
statistical data on its size and weight. 
The mailing piece is designed to en- 
courage distributor use of the Yarway 
Impulse Steam Trap Display in show 
rooms, sales meetings, local trade 
shows, and clinics. 


DISPENSER-— Bulletin 82-11 has been 
issued by Oil-Rite Corp., Manitowoc, 
Wisc., on their new air pressure oper 
ated dispenser. A photograph and de 
tailed drawing show the operating 
principles of this simple automatic 
central method of lubrication. Related 
information on Style DHP dispensers 
is also shown in the following available 
bulletins: 82-10, Oiling System Style 
DHPS; 71-31, straight valves Style 
SIN; 71-41 angle valves Style SFG. 


TOOLS-—The Erie Tool Works, Frie, 
Pa., has issued a 12-page, 3-color cata 
log showing their complete line of 
tools manufactured for plumbers, 
steamfitters and machinists. The cata 
log covers complete technical data, and 
the company’s guarantee policy 


HEATERS—A 32-page catalog giving 
the complete story on standard and 
heavy-duty centrifugal fan industrial 





Dura-Temp Drills are High Speed Drills, Ground-From-The- 
Solid, with all of the recognized advantages of this type of 
drill, PLUS many additional features that have been built into 
these drills by Republic engineers. Here is a true General Pur- 
pose Drill that has proved its superior performance in the drill- 
ing of deep or shallow holes in heat-treated forgings, non-ferrous 
metals and plastics in both production and portable drilling. In 
general drilling it is not unusual for Dura-Temp to outperform 
conventional drills by as much as 100%. 
With a General Purpose Drill such as Dura-Temp, Republic 
Distributors do not have to carry several kinds of small drills, 
They avoid multiple inventories by stocking Dura-Temp. And 
they sell more drills too, because Dura-Temp makes “regular” 
drilling jobs easier and turns “tough” drilling jobs into “regu- 
lar” jobs. 


HERE’S WHAT MAKES DURA-TEMP BETTER 


@ MIRROR FINISH GROUND FLUTES —Permit easy chip ejection. 
@ MICRO-FORM FLUTES — Accurate contour and width of flutes. 


Also instrument accuracy of web concentricity and thickness. 





@ MACHINE (Brogan Type) GROUND POINTS — Extreme accuracy 





of points assured. 


@ MARGINS SUPER-HARDENED — Resist wear in highly abrasive 


ferrous and non-ferrous alloys and other materials. 


@ STEEL SELECTION & HEAT TREATING —To exacting stand- 


ards, thus eliminating breakage in drilling. 


Why nor see, and find out all about, these outstanding drills. 

Dura-Temp is typical of the high standards of Republic products. 
The Republic Line is a complete line of Drills and Reamers up 
to 6” diameters in both taper shanks and straight shank. Write 
to office nearest you for Republic Catalog 7D and the true 
picture of what Republic has to offer. 


ceived directly from consumers in their territories and suggest to 


We do not sell directly to consumers except in those few cases 


facturer In all such instances, we co-operate with our local Author 


given market unless more than one Distributor is required to adequate- 





Authorized Distributor in the area 
Nanna EEEN SN URREEREEENINND 
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Dura-Temp High Speed Drills are 
made in over 400 stock sizes, 1 to 
60 and ‘Ag to '4”’—Jobbers, Wires, 
Letter, Taper Length and Aircraft 
Extension. 


OUR DISTRIBUTOR POLICY 
We advise our Authorized Distributers of all inquiries and orders re 


such prospects and customers that they order our produsts through 
our local Authorized Distributor D R I L L & T oO re) L Cc oO 
- 


where the consumer insists upon buying directly from tool manu 
DIVISION OF AVILDSEN TOOLS & MACHINES, INC 
ized Distributor in his effort co obtain such business 
We do not authorize more than one Republic Distributor in any Factories and Offices at — 
. : Purch ; im 322 SO. GREEN STREET + CHICAGO 7, ILLINOIS 
y serve the consumers in the area. Furthermore, we will not add a 
new Republic Distributor without consulting with the established 96 LAFAYETTE STREET »* NEW YORK 13, NEW YORK 
1320 SANTA FE AVENUE + LOS ANGELES 13, CALIF. 








Lele} ) mp7.) 8 3) 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


\\ ~ 
HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With a Greenies 
Bender one man in 

” but a few minutes 
makes smooth, accu 
rate bends in pipe and 
conduit up to §”. 
Compact, — 

saves Ours, 

saves materials, 


~) 


HAND SENDERS 

POR TUBING, PIPE, 

CONDUIT 

Quickly form small- 

radius bends without 

Sotcaning or kinking. 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and matcrials on many jobs 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, casy enlarging of 

knockouts and cutting of 

holes in metal boxes, cabi- 

nets, panels. Various sizes 

and models for making open- 

ings for conduit sizes from 

ly” up to 349". To operate, 

simply turn with a wrench. 
HYDRAULIC 
KNOCKOUT PUNCH 
Driver 
Portable hydraulic unit 
for driving Greenies 
Knockout Punches. 
Speeds jobs... casily 
operated. Develops over 

11 tons of pressure so that conduit openings 

are cut in 10-gauge metai with case. 


CABLE PULLER 
AND BORING 
TOOLS | 
Speci ti ally de- 
signed to save 
time, speed jobs... 
‘ 


climinate tedious, heavy ¢ 
2 


VOOoORr 


work. Companion tools to * 
many other Gaeentes timesavers for the 
electrician. 


GREENLEE 
Write for new Electrical Tool Folder, Greenlee 


Tool Co., 1926 Herbert Avenuc, Rockford, Ill 
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heaters has been published by West- 
inghouse Sturtevant Div., Boston, 
Mass. 

Information on where to use the 
heaters, at what circulating capacities 
and temperatures, and how to place 
them is given in an application section. 
Another section explains automatic 
temperature control and tells how to 
estimate the heat load a_ particular 
heater must carry. 

As an aid to selection, a set of typi 
cal specifications is given and typical 
examples are worked out. Also towards 
this aim, tables and graphs of perform- 
ance data are given as well as outline 
dimensions of the units. Other sec- 
tions cover construction features, ac- 
cessories, and instructions for installa- 
tion. 


Champion DeArment Offers 
Ball Pien Hammer Beard 


A ball pien hammer dispensing 
board has been developed by Cham- 
pion DeArment ‘Tool Co., Meadville, 
Pa 

The board displays and dispenses 24 
ball pien hammers of assorted sizes in 
polished or semi-polished finish, The 
board is bright yellow, of 3-in. ply 
wood and is furnished free with the 2 
dozen assortment. Shipping weight is 


50 Ibs 


CONVEYOR BELT—A catalog de 
scribing a new conveyor belt that 
moves packages and cartons up and 
down grades as steep as 55 degrees has 
been published by The B. F. Goodrich 
Co., Akron, Ohio 

Ihe new catalog contains complete 
specifications and installation data on 
this new conveyor belt known as “Rib 
flex Griptop”. 


CARPENTRY-—Two illustrated books 


on the uses of portable electric tools 
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SHIM STOCK 


BLUE MARK 


Layout Fluid 


Accepted nationally by the metal- 
working industry for its consistent 
quality and performance on all 
metals—for all jobs. 


ASTER DRYING! 
4 NO GLARE! 


BLUE MARK CO. 
60-62 HOWARD ST. 
IRVINGTON 11, 
NEW JERSEY 








“For every $1,000 
we had in inventory 
we now have *600 
— give better 


service, too — 


thanks to KARDE 
inventory control” 


Says Mr. E. C. BOYKIN, President 
Boykin Tool & Supply Co. 


This is no time to have your money tied up in excessive 
inventory. Yet you must have on hand the items your 
customers need. 

That’s why you will be interested in the savings made 
by Boykin Tool & Supply Co., hardware, tool, and paint 
wholesaler of Atlanta. In addition to reducing inventory 


Kardex Inventory Control cabinets at Boykin Tool & Supply Co. 
This system effected a 40% reduction in inventory investment 
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All essential records—purchasing, receiving, sales summaries and 
back orders—are combined in one compact unit. Time consumed 
in the operation of this record is cut to a minimum by coding, and 
by the chart and signals in the visible margin. 


investment by 40% , Mr. Boykin reports that their Kardex 
system paid for itself in a little over a year in reduction of 
clerical overhead alone. 

We have ready for you a booklet giving in Mr. Boykin’s 
own words the full stery of how Kardex simplified inven- 
tory control, improved customer service, increased turn- 
over—and reduced clerical overhead as well. Send the 
coupon today to receive your free copy. 


SS ee ee 


_— 


TTThERLITTE 


Vetetaenl 


LLLRRORRRDRREEEDY 
int 


MAN 


Remington. Fkand. 


Management Controls Library, Room 2799 
315 Fourth Avenue, New York 10, 4. Y. 


Yes, I would like a copy of SN774 
Name 

Firm 

Address 


City 


Boas ame eee eae eeeseeeeaeeeauawess 
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A GOOD DEAL 


for your customers...and for YOU! 


Darnell 
Casters 


& E-Z ROLL 
WHEELS 


/ 

DOWNEY, (Los Angeles County) CALIF. ” 
v 

60 Walker Street, New York 13,N.Y. 

36 North Clinton, Chicago 6, Illinois 
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have been released by Porter-Cable 
Machine Co., Syracuse, N. Y. 

“Operating Electric Routers, Planes 
and Shapers’ gives complete instruc 
tions for the use of these tools in a 
variety of practical woodworking jobs. 
The book is 48 pages, and contains 
over 100 illustrations. 

“Operation of Electric Saws’ con- 
tains a wealth of information on ad 
vanced uses of the portable power saw 
and its numerous accessories in the 
building and remodeling of homes. 
Containing over 50 photos and draw- 
ings, this book is 40 pages. 


WIRE AND CABLE-—A new, com- 
pact Catalog No. PM-3 has been is- 
sued by United States Wire & Cable 
Corp., Union, N. J. 

This catalog lists and_ illustrates 
wires and cables used in such indus- 
tries as communications, electronics, 
aviation, transportation, appliances, au- 
tomotive, television, building, etc. 

This 24-page catalog is lithographed 
in two colors, and contains reference 
tables, diagrams, and charts. Each class 
of wire or cable is described in detail 
as to construction, chemical and physi 
cal properties, and tvpical uses. 


TOOLS—Heinrich Tools, Inc., Racine, 
Wisc., formerly the National Machine 
Tool Co., has announced the avail- 
ability of a new brochure containing 
catalogs on its line of products for 
industry. Included in the brochure 
are complete descriptions and illustra- 
tions of the following tools: “Hand- 
nib” hand-operated nibblers, shears, 
rod cutters and punches; “Grip-Mas- 
ter” screwless drill press vises; “Handy” 
screw-type drill press vises; and “Grip 
Master” screwless fixture locks. 


STAINLESS WIRE—A new 20-page 
booklet of technical data on the appli- 
cation of stainless steel wire has been 
published by Allegheny Ludlum Steel 
Corp., Pittsburgh, Pa. 

lables of physical properties, cor- 
rosion resistance, and analysis are in 
cluded to hel: the reader in consider 
ing the various types. A discussion of 
the principal uses of stainless wire 
covers cold heading, weaving, heat re- 
sisting belts, rope, spring wire, slide 
forming, welding and winding 


VALVE LUBRICATION — Two 
newly designed lubricant tubes, a flat- 
top gun lubricant tube and a long- 
spouted bulk lubricant tube, have 
been announced by Rockwell Manu- 
facturing Co., Pittsburgh, Pa. 

These tubes have been designed for 
simpler, more effective and more eco- 
nomical lubrication of Nordstrom 
valves. 


With the flat top tube, a lube-gun 





Rich Sales Potentials 
in All Metalworking 


Departments 


There is a “live” market for versatile 

Brown & Sharpe Electronic Measuring and 
Inspecting Equipment in each department of 
any metalworking plant... production, 
inspection, or laboratory. The No. 950 
Electronic Amplifier reads in .0OO1”" to 
.00001”" and its various measuring devices 
quickly “plug-in” to permit measuring work in 
a machine, on a bench, or in a fixture. 

The wide application of this equipment 
multiplies your sales opportunities. 

It’s just one of the many sound reasons why 
it pays to handle and push the broad 

Brown & Sharpe line . . . including Cutters, 
Machinists’ Tools, Screw Machine Tools, 
Pumps, Johansson Gage Blocks, and 
Permanent Magnet Chucks. 

Brown & Sharpe Mfg. Co., Providence 1, 

R. I., U.S.A. 


We urge buying through the Distributor. 


INSPECTION-—For bench work the easily used LABORATORY-The Gage Head Cartridge PRODUCTION-—The No. 950 Electronic Amplifier 

Electronic Amplifier and External Comparator lends itself to almost. unlimited applications in and No. 955 Electronic Caliper permit machine 

offer many design advantages. special gages, fixtures, and measuring devices. operator to toxe precise measurements without 
removing work from the machine. 


Brown & Sharpe \: 
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. ene 
FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


| : : p——. 
| Sherman : ™ Stiff Ears. Cannot 
i . pull together of 


top when tightened. 
Ears also form per- 


HEAVY , fect nut tock. 
WROUGHT 2 


Heavy Shoulder to 


BRASS . permitting clomp ts 


ulled tremend- 


HOSE ously tight. 
CLAMPS 3. 


Tongue runs in 
channel holding it 
close to hose and 
moking a uniform 
grip. 


-— 4, 


ond can be ope 
up, removed and 
used over again. 





Never Kuat- 


| Make Hose Last Longer 


ASK YOUR INDUSTRIAL 
DISTRIBUTOR OR WRITE 





A Type and Size for Every 
Need . . . up to 20 Tons 


incall dimmmmninteeiemetaneeail 


HOISTS & TROLLEYS 


Whether your customers call for geared, 
differential of low head room hoists, 
there's a “Philadelphia” of the right type 
and capacity to meet the exact require- 
ments. Trolleys, too, geared or plain, are 
also available from this same source of 


supply 


Distributors, too, can capitalize on such 
Philadelphia features as all-malleable 
iron construction, Timken-Mounted load Spur Gear Lowhead Room 
sheaves, bronze-bushed hollow load sheave Hoist Gear Hoist Trotley Molet 
shafts, complete enclosure of all bearings 
and many other easily demonstrated sales 
and performance advantages. 























All this is offered with full cooperation in 
meeting distributors’ needs promptly. 





Geared and Plain Trolleys 


Write for Catalog covering the complete 
MASCHER & NORRIS STS. Philadelphia line in detail. 


PHILADELPHIA 22, PA. 








INDUSTRIAL DISTRIBUTION © JUNE, 1953 


| can be loaded in a matter of seconds 
| by cutting off the tube top and turn- 


ing the key which squeezes the con- 


| tents directly into the barrel. With 
| the long-spouted tube, a valve lube 
| chamber can be filled easier because 


the spout gets the lube further down 


| into the valve shank than is possible 
| with previous methods. Also, use of 
| the spout tube simplifies inventory 


control, because one tube fits all 


| Nordstrom valve sizes. 


The gun lubricant tubes are avail- 


| able in packages of six; the bulk lubri- 
| cant tubes singly and in packages of 
| four. Eight types of lubricants are 


available in the new tubes. 


| CLAMPS—The Adjustable Clamp 
| Co., Chicago, has announced publica- 
| tion of their new Catalog No. 15. 


| in po itches 
tion, grips 
ned 


This 28-page edition describes the 
complete Jorgensen and Pony line of 
clamps and handscrews, including all 
the established items as well as several 


| new designs announced in conjunc- 
| tion with the new catalog. Among the 


new styles are Pony spring clamps, 


| and Jorgensen band clamps and ma- 
| chinists clamps. 


| 


The catalog is well illustrated and 
includes how-to-do-it suggestions. 


Mall Tool Publishes 
Pneumatic Tool Catalog 


The Mail Tool Co., Chicago, has 
announced its new catalog on pneu 
matic tools. 

Grinders, drills, screwdrivers, polish- 
ers, sanders, circular and chain saws, 


| socket wrenches, balance reels—nine 
tools comprising 35 models, plus at 


tachments is included in Catalog 


| No. 70. 


| TOOLS—Warren Tool Corp., War 


ren, Ohio has published its 1953 Cata 
log No. 353 on heavy forged hand 


tools. 


The 16-page booklet lists all the 
company’s products, prices, specifica 





Republic Upson Cap Screws 


@ Tough heads to outlast hard-muscled 
mechanics, armed with heat-treated 
wrenches... 

Sharp threads that will tighten 
smoothly and powerfully with full 
engaged-thread area to resist pull-out, 
Republic Upson Cap Screws are but one 
member of the family of Republic 
Upson products ... more than 20,000 
styles, sizes, and types of highest- 
quality precision-made fasteners for 
all industries, 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO e GADSDEN, ALABAMA 
Expert Depertment: Chrysler Building, New York 17, N.Y. 


eT 


 ((REPUBLIC] 
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| tions and package sizes. Also illus- 

‘WALTO | trated is the complete line of Warren 
| tool bars, blacksmiths’ tools, ham- 

mers and sledges, mattocks and hoes, 


picks, railway maintenance _ tools, 
tongs, woodchoppers’ mauls and 


¢ wedges. 
ackle blocks | REAMERS-Lavallee & Ide, Inc., 


| Chicopee, Mass., has released Catalog 
| No. 53 giving complete specifications 
together with illustrations of their 
| wide range of standard reamers, with 
| an alphabetical index for quick refer- 
| ence. 
A new price list, also illustrated for 
ready identification and indexed for 
quick reference, with net prices of all 
items, may be folded to fit inside the 
catalog. 


BORING MACHINES—Ex-Cell-O 
Corp., Detroit, Mich., has published 
a 16-page catalog covering its line of 

Hoist-type hook, crosshead, standard precision boring machines. 

and links drop-forged for Bulletin 31205 illustrates and de- 

high strength. scribes proven features of the ma- 
chines. Each machine is described in 
detail and complete specifications 
given. Miscellaneous and unusual ap- 
plications are also shown. 


GEAR GRINDING—A new _ illus- 
trated catalog on their Model No. 140 
reciprocating gear grinding machine 
has been published by the Sheffield 
Corp., Dayton, Ohio. 

The new catalog contains photo 
Recessed sheave prevents graphs, drawings, and specifications on 
: : 1is machine for production of preci- 
jamming and damage to rope. : oe 

sion ground helical and spur gears 
used in such mechanisms as fire con- 
trol units, automotive transmissions, 
machine tool drives, aircraft accessory 
power units and various timing devices. 


One-piece strap construction THREADING TOOLS-—Catalog No. 
provides greater rigidity. 153, issued by the Murchey Div., 
Sheffield Corp., Dayton, Ohio, covers 
such products as radial die heads, both 
rotating and non-rotating type, tan- 
gent die heads, solid adjustable taps, 
machine taps, pipe taps, chasers and 
accessories as well as special threading 
tools. 


Strap ends are forged and 
drilled — no “wrap” to 
straighten out under load. 


See your nearby Upson-Walton 
distributor for (1) experienced 
recommendations, (2) demon- 
stration of products, (3) quick BOXES—“The Logistics of Boxes’, 


delivery from stock, (4) many an 8-page booklet, illustrating and de- 
scribing the handling of boxes in load 


other time-saving sag hey . he the Eheeil 
vier ie. units, has ben issued by the Elweti- 
cena sreahaecine as Parker Electric Co., Cleveland, Ohio. 
Complete catalog of The new literature contains han- 
Tackle Blocks avail- ' dling tips for receiving material in 
able on request. i boxes, transporting boxed material 
through processing, and shipping ma- 
terial in boxes. More than 25 photos 
depict typical applications in the logis- 
tics of boxes. Other sections describe 
THE UPSON-WALTON COMPANY such topics as: “How To Build Your 
12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO sr manga yaw hy ew 
: . andling Boosts Production Costs”, 
New York » Chicago + Pittsburgh and “Where the Biggest Savings Will 
MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS — ESTABLISHED 1873 Be Found”. 
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THE LINE THAT GIVES YOU A 
FIRM GRIP ON GOOD PROFITS 


Here is good business for you because each Consolidated product is 
specially designed and manufactured to best fit the application. The 
test of these products is in the service they render. Because of the 
dependable service given by each Consolidated product, users 

keep specifying Consolidated. The result is our distributors 

and dealers are making money. 


This organization has more than a half century of ex- 
perience in working in brass. Each product dem- 
onstrates the value of this experience in product 
design, in product ability to deliver the finest in 

service, and in outstanding quality. 


Investigate — find out for yourself why 
Consolidated products can be success- snl 
fully handled by your organization. ‘ 
Let us give you the facts. Ask for 

our Catalog. 
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You'll Make a Selling Them! 


oT 
| t 


[ G U 


Mace bi" The Oldest M. 


Chains in America” — 


¢ Proof and BBB 
Coil Chain 


e Conveyor Chain 
e Liberty Coil Chain 
Slip Hooks, e Machine Chain 


High-test Steel and Cold Shute e Weldless Coil 
Chain ® Boomer Chain Chain 


@ Sling Chains 


e Grab Hooks, 
Steel Loading Chain 


Behind Elephant Brand Welded and Weldiess Chains are almost 100 years of 
reputation for quality and dependability, These famous chains are always 
uniform — always pre-tested — always stondord, full size. And they meet oll 
Government ond Railroad specifications. 


White for Catalog and Prices 


eST. 1654 


NIXDORFF-KREIN MFG. CO., 916 Howard St., St. Louis 6,Mo. 
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for Every Yse: 


GEARS—A new 4-page, two color, 
8 x 10 illustrated brochure entitled 
“Cone-Drive Gears at Work in Min- 
ing” (M-53) has been published by 
Cone-Drive Gears Div. Michigan Tool 
Co., Detroit, Mich. 

Typical applications of Cone-Drive 
double-enveloping worm gear sets and 
speed reducers in equipment for coal, 
lead, and zinc mines and rock quarries 
are described and illustrated in the bro- 
chure. 

Among these are continuous coal 
mining machines, conveyors, rock drill- 
ing machines, mine work platforms, 
and mine car spotters. Illustrations of 
individual gear sets and reducers are 
also included. 


Unistrut Demonstrates 
With Rolling Exhibit 


Unistrut Products Co., Chicago, 
has equipped a 1953 Ford Ranch 
Wagon as a “rolling exhibit” to bring 
samples of its bolted framing system 
and accessories right up the buyer’s 
doorstep. 

Included in the traveling sample 
case are stock channel sizes and fit 
tings, concrete inserts, pipe and cable 
clamps, tubing clips, pipe roller sup 
ports and complete product literature. 
Demonstrations can be made on the 
spot, and time is saved for all parties 
involved. 


CHAIN—Campbell Chain Co., York, 
Pa., has released a 4-page folder cover 
ing the various tvpes of commercial, 
industrial and agricultural chain in 
their line. 

The folder contains illustrations of 
all types of Campbell chain, and com 
plete technical details—sizes, weights, 
working load limits, etc.—in simplified 
charts and tables. It provides an easy 
way to determine chain requirements 
for general application as well as spe 
cific jobs. 


BELTING—A new 32-page manual 


on the installation and maintenance 
























































A METALLURGICAL LAB— CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


It’s profitable and easy to help your customers lay out a 
modern laboratory, toolroom, gage room or assembly line 
with ready-made HALLOWELL Shop Equipment. Just set 
up standard units to fit their requirements and write your 
order. SPS, Jenkintown 13, Pa. 


(pu 4, tlh Via : A START FOR THE FUTURE 1. Continuous Unit Bench 


2. Individual Unit Benches 
3. Tool Cabinet 


CEYECTATS SHOP EQUIPMENT DIVISION $ 
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4. Wall Cabinets 
5. Cabinet Bench 
6. Stools and Chairs 





Hinged deflector 
plate (right) provides 
easy access to section 
where most pigment is 
removed from exhaust 
air. 


| of conveyor and elevator belting has 


been published by The B. F. Good- 
rich Co., Akron, Ohio. 

More than 60 photographs and 
drawings illustrate ways to improve 


belt service and to lengthen belt life. 

A chapter on how to select belts 

Easily-removed baf- - ! ; includes a discussion of belt design, 

fles (below) speed in- covers, reinforcements and grades. 

spection, simplify occa- There is a detailed review of the engi- 

sional cleaning of this neering information required to spec- 

final pigment-removal ify a new conveyor belt. Belt repair 

section. methods and belt splicing and fasten- 
ing are covered in detail. 

The company’s recently announced 
Turnover conveyor belt system for 
handling wet, corrosive, sticky or 
freezing material is described in full. 

Developed especially for this man- 
ual is a table which lists common 
conveyor belt maintenance problems, 
the cause of each one, and the best 
remedy for the situation. 

Other topics covered in detail in- 
clude ways to make conveyor belts 
run straight, the causes and effects of 
excessive tension, the selection and 
installation of pulley lagging, ways to 
avoid belt wear at loading point, 
use of damage-preventing appliances, 
types of compensating idlers and the 

_ effects of defective idlers. 





WITH BINKS NEW DUC SPRAY BOOTH... 
you sell what they want 


_ CONVEYOR — Stephens-Adamson, 
Aurora, IIl., has issued Bulletin No. 
453 on their 220-series Simplex belt 
conveyor Carriers. 

This four page bulletin has been de- 
signed as a mailing piece and includes 
illustrations, cut-away drawings, tables 
and specification descriptions of the 
carriers. 


The enemy of economy in most spray booth instal- 


lations is time-consuming cleaning. But now you'll 
offer buyers the savings they seek when you stress 
these outstanding features of Binks new DUC 
Water-Wash Spray Painting Booth. 
Binks DUC Water-Wash cuts cleaning time because 
it prevents build-up of pigment on booth surfaces. 
Through sudden changes in direction of air flow, 
centrifugal force flings pigment out of the air. 
Water flushes virtually all pigment into the pan at ENAMEL-:The Wilbur & Williams 
the base of the booth for easy removal. Co., Boston, Mass., has released a 
Binks puc Water-Wash cuts cleaning time by eliminating difficult mainte- check chart on complete analysis of 
nance procedures. As the illustrations show, the deflector plate swings back the use of enamel, where to use it, 
and the baffle plates come out without tools to provide swift accessibility to in production and in maintenance. 
the major sections of the booth. Analysis is made by _ industries 
You'll please a buyer further by telling him the DUC also saves floor space, where most wanted qualities in enam- 
uses the same water over and over and exceeds code requirements for health els are deisred. 


and safety. 





Send for your FREE copy of Bulletin DUC.., 


Describes 7 major advantages the DUC Booth provides to save your cu» 
tomers time and money. Makes your selling easier by thoroughly illus 
trating and explaining each feature. Copies available for your imprint, 


MAIL COUPON for Bulletin DUC—it's FREE! 


Binks Manufacturing Company 
Binks’ 


3128-30 Carroll Ave., West, Chicago 12, Ill. 
LL SAL LLL ees 


HOW DOES IT LOOK? 


Industry's increasing concern with 
the way its products look is shown 
by the formation of a consulting group 
devoted to the appearance of manu- 
factured materials, Chemical Week, 
McGraw-Hill publication, points out. 
Reported to be the first of its kind, 
the organization will help devise in- 
struments and procedures for testing 
appearance properties, including 
color, reflectance, cloudiness and 
opacity. 





Gentlemen: Please rush my FREE copy of your Bulletin 
DUC describing your new Dynaprecipitor Spray Booth, 
And tell me about the prcfit possibilities in handling the 
Binks line. 


NAME 





COMPANY 





ADDRESS 














IT PAYS TO SELL THE BINKS LINE...THE CHOICE OF LEADING MANUFACTURERS 
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Nobody ever disputes it when you say 
the lion is the king of the jungle... or 
that Jacobs is the leader among chucks. 


Go in with a Leader 


To put a customer or prospect in 
a buying mood, put the best item 
forward in every line. 

In chucks, that’s Jacobs. The cus- 
tomer knows as well as you do that the 
Jacobs Chuck is preferred the world 
over. For fifty years, it has been rec- 
ognized first in gripping power, ac- 
curacy, and durability. The Jacobs 
Manufacturing Company, West 
Hartford 10, Connecticut. 


iF IT’S A 


JACOBS 


IT HOLDS... Business for You 
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PUMPS — MOTORS — Literature de 
Make tho se Sales / Nee scribing a new line of large capacity oil 
. we) hydraulic pumps and motors has been 
4 | oe issued by Waterbury Tool, Div. Vick- 
You missed before ‘a oe ers, Inc., Waterbury, Conn. 


This data book gives performance 
data and drawings describing the com- 


iy ; pany’s heavy duty series of positive 
O MOTOR DRIVEN . displacement axial piston type pumps 
% and motors. Applications described in 

POWER or “a - 


q the new engineering data book include 

ge marine steering gears, winches and 
PRESSURE BLOWERS , anchor windlass; extra large presses and 
machine tools; rotary machine drives; 
testing equipment; and machinery for 
Here is a reputable organization, not only supplying a manufacture of wire and cabl 
complete line of Blowers designed to meet all the needs 
of your customers, but an organization geared to give . CAP SCREWS-—The Bristol Co., 
you and your customers the service that gets you more Socket Screw Division, Waterbury, 
sales. Made in standard or special sizes, these flexible, Conn., has released a bulletin describ- 
adaptable, quiet running dependable blowers will meet ; ing their line of hex socket cap screws. 
ALL the air needs in manufacturing plunts, and really The new bulletin describes the fea 
stand up in continuous service under the toughest condi- tures and uses of these cap screws, 
tions. We stand behind you to help you in every way to which are made in sizes from No. 0 to 
do a better job for your customers, hence a better job “a 1 inch. Bulletin No. 876 is available 
for your sales, whether you are a distributor's salesman, ~~ with an accompanving illustrated price 
a sales manager or an executive. Write today for F list giving complete specifications 
descriptive literature. 
We can also supply heavy duty utility blowers with cast 
housings 


LAMPS—A new, full-color large lamp 
catalog has been announced by Gen- 
eral Electric Lamp Division, Nela Park, 
Cleveland 


(orporalion Entirely new in format, the 72-page 
i aclaring 114 WEST WILSON AVE catalog replaces a volume published 
NORFOLK, VIRGINIA in 1948. It is the most elaborate and 


complete lamp catalog yet issued by 











the company. 
a, The purpose of the catalog is to 
how and describe briefly the I; 
BETTER SEEING TOOLS FOR INDUSTRY ir inp. nti ice 
Light the Vital important lighting services. Buyers and 


° sellers of lamps are expected to find 
Seeing Zone it of great assistance in determining 


on Machine Tools, Inspection sizes and types needed, and for prop- 


Assembly she ; , : 
an Aaematy Gente erly identifying individual lamps 


Lamps are listed both by the light 
ing service to which they are put— 
aviation, locomotive, marine, mine, 

MODEL 3267-H-174 strect lighting, and by types—fluores- 
Overall length 32%”. cent, incandescent, germicidal, mer 


Three instantly adjust- curv, ozone, and others. 


: , able joints. Flat oblon . 
Directs Light oe * pat el mt Intended for persons interested in 


Exactly where Needed ; . . 
ns Tair on Oulton mounting. lamps and lighting in a professional 


Your Finger $6 12 GACH in pkg. of 6 or business wav, and carrying a price of 
" ms 


Single Units $7.65 ea. 0 cents, the new large lamp catalog 
presents much information about the 


Rugged Construction withstands vibration and rough ; ; 
construction, operation and ipplica- 


handling 
Instantly Adjustable with flexible ball and socket joints tion of lamps. 
Baked Enamel Finish—Exterior, Smooth Gray—Reflector 
Interior, high temperature White 

Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp MORE COAL FROM BRITAIN 
Wired Complete with switch socket and 8 ft. oil resistant 

cord and moulded plug 





Increased production of its miners 
WRITE FOR COMPLETE CATALOG of will enable Great Britain to increase 
Localite models with various type coal exports this year by one-third, 
reflectors, arms and bases for every Coal Age, McGraw-Hill publication, 
industrial use. says. For the first 21 weeks of this 


THE FOSTORIA PRESSED year, British exports were a million and 
STEEL CORPORATION a half tons higher than last year. Out- 


FOSTORIA, OHIO put as a whole is up about two per cent 


localites are available through electrical over the same 1951 period. 
wholesolers everywhere 











fen US Pot OF 
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- « - and to Help You Get More 
Big Volume Cutting Tool Business 


Besly Distributors make more than their 
share of sales to “big users” because Besly 
teams up with distributors especially to help 
sell and service those 25% of the plants that 
buy 75% of all cutting tools. Count on Besly 
for engineering council, order handling and 
delivery to get—and hold—the big volume 
customers . . . with “standard” and “special” 
tools made to surpass the exacting standards 
of the biggest users. 

If you are interested in sales teamwork aimed 
at getting more big unit sales with lower 
sales cost and higher profits, ask us about 


the Besly Plan today. 


UNSURPASSED TAP ACCURACY AT ALL VITAL POINTS 
OK Microcentric CHAMFER @ Solid-Ground THREAD FORM 
This handy — f Accurate RAKE ANGLE @ Mirror-finish FLUTES ® Tru-Square DRIVER 
- . 3 rms 
P USERS 1n'e 


: TA ; 
TAP A ou on uptodate tapping : BESLY-WELLES 


d wp selection. 
TIPS Fo methods 400 EEE COPY CORPORATION 
write for your FRE ; 


Established as Charles H. Besly and Company in 1875 
106 Dearborn Ave., Beloit, Wisconsin 


BESLY Drills, Reamers and End Mills . . . High Speed Cutting 
Tools in all types and sizes. 
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Adaptable Jaime 


TO ANY CUTTING JOB 


June 7-11—National Association of 
Sales Executives, Atlantic City. 
June 14-19—National Association of 
Cost Accountants, Los Angeles. 
June 15-19—Exposition of Basic Ma- 
terials for Industry, Grand Central 

Palace, New York City. 

June 16-19—Welding & Allied Indus- 
try Exposition, Shamrock Hotel, 
Houston. 

June 22-26—Annual Meeting, Amer- 
ican Society for Engineering Edu 
cation, University of Florida, Gains- 
ville. 

Sept. 29-Oct. 2—National Electrical 
Industries Show, 69th Reg. Armory, 
New York City. 

Oct. 11-14—National Hardware Con 
vention, Atlantic City. 


1954 


May 17, 18, 19—Triple Industrial 
Supply Convention, Waldorf- 
” ” ‘ Astoria Hotel and Madison Square 
Model J 10" x 18 Capacity Garden, New York Cits 


The flexibility of the 


JOHNSON BAND SAW ~NEW nes 


taken on by 
in handling all types of DISTRIBUTORS 


cutting is almost unlimited 


T '; Scully-Jones & Co., Chicago, has ap- 
uts Kods, lubes, g I 
Ws pointed the following distributors 
, ~~ for its line of precision holding 
Angles, Heavy Rounds, yi | al 
. eW. C. Chapman & Sons 
Flats, Irregular Shapes, ; Realtimore 
@ Shop Supply Co. 


Cuts Quickly j / Birmingham, Ala. 
Th ame ‘ Industrial Supply Co., Minneapolis, 


and Economically * , has been named distributor for 
we , Klexible Tubing Corp., Guilford, 


WRITE FOR DETAILS Conn. 
Globe Machinery & Supply Co., C« 
dar Rapids, Iowa, has been ap 
JOHNSON MANUFACTURING CORP pointed distributor for O-rings man 
. ° ufactured by ‘The Parker Appliance 
Co., Cleveland. 
ALBION, MICHIGAN | Mid-Island Supply Co., Long Island 
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No. 1495 
All Angle Elec. Drill % in. 


e No. 1579 


JAR) HEAVY DUTY ELEC. DRILL 1 in 


[ Nos. 1525—1480 % in. 
: —_ HEAVY DUTY ELEC. DRILL 


- TOP QUALITY 


Nos. 1550-1560-1575 
Yr in., % in., % in. 


HEAVY DUTY ELEC. DRILL E L ECTR « 
pon Nos. 1548, %in.—1541,% In. 
ELEC. DRILL 
wale DRILLS [ 
3 TT ‘=e 
ll Ke GL 


No. 1510 % in. 
se No. 1517 ¥% in. No. 1485 
No. 1519 % in. Pistol Type 
HEAVY DUTY Elec. Drill “% in. 
ELEC. DRILL 


praia 
en |—c— 


Ss 
>. 


The Inside 
Tells the Story 
of 


Balanced Power. ee * Needle-roller-bearings. 
° * Permanently lubricated. 
Rugged Construction * Three-conductor cord, for ground. 
. * Cyclone fan, increased ventilation. 
* Heat-treated gears to increase 
durability. 
Sold only through Authorized SIOUX Distributors & Ourable cluminum 
metallic finish. 
* Momentary safety 
STANDARD switch. 


THE WORLD * Oil packed and sealed. 
OVER * Ball bearings. 
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@ Sell socket screws made 
by the most modern method— 
double extruded for extra strength ‘ 
and accurate forming. Physical quali- 


ties of the steel are actually improved Y 


by the Kaufman Process of manufacture. 
True hex sockets, perfectly concentric, are 
clean all the way. In plain, kourled or flat 
heads, Cleveland Socket Screws are 
fasteners that give your customers / 
extra value without extra cost. 
Cleveland has specialized for 37 years in 


making Cap Screws (ali standard 
heads), Set Screws and Milled Studs. 


fe’ 





CLEVELAND 79 ce’ FASTENERS 


Qubre 
RyTRUISIO™ 
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City, N. Y., has been appointed 
distributor in Queens, Nassau and 
Suffolk Counties for Norton Co., 
«Worcester, Mass. 

The American Pulley Co., Philadel- 
phia, has named the following firms 
to distribute its appliance lines: 

e Lawrence O. Whybark & Co. 
Rockford, Il. 

e Evansville Supply Co. 
Evansville, Ind. 

e Watson’s Warehouse Truck & 

Casters 

Winnipeg, Canada 

@ LeValley McLeod, Inc. 
Elmira, N. Y. 

@ Kohen “Machinery, Co. 
Manchester, N. H. 

e Silkworth Distributing Co. 
Flint, Mich. 

eS. Rickes & Sons 
Omaha, Neb. 

e ederal Distributing Co. 
Davenport, lowa 

@ Clark Hopkins Equipment Co. 
Philadelphia 

e The John Hughes Co. 
Washington, D. C. 

eS. D. Callaway Co. 
Kansas City, Mo 

e General Elevator Engineering Co. 
St. Louis 

@ Midvale Material Handling 

Equip. Co. 

St. Louis 

@ Elder & Co. 
San Francisco 

e@ lisk Tire Service Co. 
Calgary, Canada 

Handling American Pulley’s materials 

handling products are: 
e A. S. Rampell 
Brooklyn, N. Y. 
"-@ Martin Steger Supply Co. 


oe 4 Austin, ‘Texa 


@,Wurzberg Bros., Inc. 
Memphis, Tenn. 

e Texas Belting & Supply Co. 
Houston 

e Hamblet & Hayes 
Peabody, Mass. 

© Robbie Industrial Supply Co. 
Quincy, Mass. 

@ Indiana Grain Machnery Co 
Indianapolis 

ej. KE. Ingram Equip. Co. 
San Antonio 

@ Kistler Industrial Service 
Phoenix, Ariz 

e]. D. Nesbitt & Son 
1 Centro, Calif. 

@ Duo Products 
St. Paul, Minn. 

© Wollard & Co. 
Des Moines 

e The John Hughes Co. 
Washington, D. C. 

e@ Consolidated Truck & Caster Co 
St. Louis 

‘f Pacific & Western Industrial 

Supply Co. 

Grand Junction, Colo. 





The following have been appointed | 
to handle the company’s power 
transmission lines: 
¢ Brchob Electric Equipment Co. | 
Indianapolis 

© Hawley Hardware Co 
Bridgeport, Conn. 

e Texas Belting & Mill Supply Co 
Houston 

e Wiley-Hughes Supply Co. 
I'renton, N. J 

@ Bearings & ‘Transmissions, Inc. 
Hagerstown, Mad 

@ John M. Foster Co. 
Rochester, N. ¥ 

e Okanagan Equipment Co 
Vernon, B. C. 

The Toledo Abrasive & Supply Co., 
oledo, has been appointed exclu 
sive distributor in the ‘Toledo areca 
for abrasive-belt grinders of Porter 
Cable Machine Co., Syracuse, N. ¥ 

Ihe Lafayette Tool & Supply Co., 
Miami, Fla., has been named dis 
tributor for surface grinders of 


Reid Bros. Co., Beverly, Mass 








The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee. 





Business up Slightly 


The purchasing agents’ survey indi 
cates industrial business in April, nor 
mally a month of seasonal pickup, 
held previous gains, and there was a 
slight increase in new orders and pro 
duction. Prices are developing a side 
wise movement, with a more pro- 
nounced trend to a buyers’ market 
Foreign offerings are having a depress 
ing effect on several basic commod:- 
ties 

Unworked material inventories arc 
again on a downward course, follow 
ing the leveling off reported in March. J- 

' complete 
Employment is holding high but over mary 
liability and 


time is receding. A number of work 
stoppages in April were of short dura omy will 


tion. 

The reports of defense order can 
cellations, cutbacks and _ stretch-outs 
have not, so far, had much effect on 
raw material supplies. 

Purchasing agents are almost apa 
thetic to the Russian change of pace 
with proposals for a Korean truce and 
peace talks. Except for a further tight- 
ening of the cautious buying policy, 
their attitude is “wait and see.” The 
present momentum is expected to 
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MOTORIZED 
HEAD PULLEY 


@ THERE'S NOTHING LIKE IT ON THE MARKET 
It's completely different from conventional 
conveyor drives. It's simply a new applica- 
tion of the long-proven gear reduction 
drive. Everything .. . electric motor, reduc- 
tion gears and all moving parts... is con- 
tained inside the pulley shell. The shell 
rotates about the motor which is held 
stationary by a torque arm attached to the 
conveyor frame. I'ts the newest thing in 
maintenance-free conveyor operation. It's 
a sure-fire seller! 
@ EVERY CONVEYOR CUSTOMER 
PROSPECT 
The market is unlimited! Every belt con- 
veyor or belt-bucket elevator owner will 
want several, because Motorized Head 
Pulleys save 70% to 90% of conveyor trouble 
and downtime! With every part inside the 
on A shell, there are no sprockets, chains, 
-belts or jack-shafts to service and lubri- 
cate... no exposed motors to maintain, 
@ THERE iS NO END TO THE REPEAT SALE 
POTENTIAL 
When they add up the savings gained by 
Motorized Head Pulley installations, all 
maintenance-conscious owners will be 
repeat buyers. Think of your pulley re- 
placement sales in the tmining, milling, 
crushing and heavy construction industries; 
in factories and foundries; in chemical, 
coal, food processing plants, etc. 
@ PROFITABLE SALES AREAS STILL OPEN 
A few choice territories are still open for 
live-wire distributors. Send the coupon 
toda 
valuable franchise. 


lIOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 


iS A 





Ceder Rapids, lowe, U.S.A. 


Please send details about your Motorized Head 
Pulley epportunity. 


Title. 


Firm 


Address 











for complete details about this | 


carry general business through this 
month at a high rate, and this is con- 
hrmied by tin predominant procure 
ment policy which is in the midrange 
between 3U to 90 days. 


Prices Only Creeping Up 


Ihe trend of industrial material 
prices is up, but at a creeping pace. 


the spurt that followed price decon- | 


ATLAS — 


trol last month appears to have spent 
itself. ‘he movement is more side 
wise, as the forces of supply and ae- 
mand press toward buyers’ markets. 
Sellers of fabricated items, endeavor- 
ing to encourage long-term volume 
commitments to support high break- 
even points, are making concessions. 
Foreign materials, heretofore sold on 
a spot basis, are now seeking con- 
tinuing business and affecting domes 
tic prices. 





Inventories Dipped Slightly 


Industrial purchased material inven- 
tories, which had a tendency to level 
off in March, took a slight dip in 
April. This is a normal condition as 
Spring and Summer production sched- 
ules get into full swing. Short order 
ing policies continue to grow. Very 
few materials are now in critical short 
supply. ‘The cautious view on inven 
tories is expected to continue until 
prices show a more dehnite trend. 


Employment High 


Employment still held high in 
April. Overtime is being reduced. All 
types of skilled help is scarce. ‘Trained 
ottice people are hard to find. A smat- 
tering of strikes around the country 
are mostly of short duration. Outdoor 
employment is taking up the slack in 
some areas. 


Buying Mostly 30-60 


Hand-to-mouth to 90 days contin- 
ues to be the principal forward market 
view of most industrial purchasing 
agents. Within that bracket, 30 to 
60 days is the predominant coverage. 
Balanced inventories, easy availability, 
|} and a cautious attitude toward the 
current price structure influence this 
policy 





Prices: More Ups Than Downs 


In number of specific commodity 
changes reported, there were more 
ups than downs. In the degree of 
change, the decreases were heavier. 

Up were: Alcohol, bearings, benzol, 
bolts, borax, cement, chain, coke, de- 

| tergents, steel containers, dyestuffs, 
| electric lamps, motors, controls, fuel 
| oil, glass bottles, manila rope, plastic 
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CAR MOVERS 


The part within the circle 
gives them POWER and SPEED 


@ The secret of the ATLAS Car 
Movers’ efficiency is the famous 
Tele ta me poasple ola torwerd 
This is the of a forwar 
thrust instead of an uplift. Full or 
empty freight cars can be kept on 
the move with speed and safety with 
these sturdy, safe tools. Now is the 
time to stock them. ATLAS Perfect 
SPURS are another profitable item— 
they can be used on make of 
Car Mover. We urge users to buy 
thru their local distributor. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


Milwaukee, Wis. 


GOOD TERRITORY 
STILL OPEN 


FOR DISTRIBUTION 
OF 
FAMOUS 











T 


As 


. « « yes, our popular ADAMANT 
Fire Brick Cement heads a complete 


line of refractories supplies. Other 
BOTFIELD Products include: Castebles, 
Plastics, Ramming Mixes, etc. 


BOTFIELD backs its Distributor’s 
sales efforts with consistent trade 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time. 


Write for our Distributor Proposi- 
tion today . . . we believe it will 
prove attractive to you! 


REFRACTORIES CO. 
781 &. Swanson St. Philadeiphia 47, Pa. 
in Canada, Canadian Getfield Retractor- 
les Co., Utd., 171 Eastern Avenue, Torente 





moldings, newsprint, pigments, rivets, 
soda ash, sulphur, typewriters, valves 

Reported down: Automobiles, build- 
ing supplies, burlap, coal, foreign and 
secondary copper, food, lead, leather, 
foreign wood pulp, rubber, soap, sol- 
der, textiles, tin, tires, wool, zinc. 

Hard to get: Some grades of alumi 
num, cement, glycerin, molybdenum, 
polvethylene, toluol, wire. 

Easing up: Copper, nickel, some 
steel, building supplies, edible oils. 


Canada at the Crest? 


Canadian industry is rolling up a 
record of high business. Some feel it 
has about reached its crest. Order and 
production gains for April are at a 
higher rate than in the United States. 
Prices have not come up as much but 
more increases are expected. Inven 
tories are being reduced and balanced. 
Employment is up again. Buying 
policy, still of longer range than in 
the United States, is being cut back 
as availability of materials increases 





FROM THE 


wm FILES + 





25 YEARS AGO 


Committees from the three associa 
tions were hard at work after the 
Nashville Convention on a plan to 
unite into “One Big Association.” 
Idea, tentatively agreed on at Nash 
ville, was to unify under a single 
secretary, with distributors and 
manufacturers still retaining iden 
tity of their groups. 

“Now that the buying public is r 
fusing to travel long distances to 
large cities, and refusing to buy 
from the salesman traveling from 
distanct cities, the opportunity for 
the mill supply distributor in the 
relatively small town is growing 
rapidly.”—S. Duncan Black, presi 
dent, The Black & Decker Mfg. Co 

Lyon Metal Products, Inc., took over 
the business of the Durand Steel 
Locker Co., Chicago Heights, IIL, 
and the Lyon Metallic Mfg. Co., 
Aurora, Il. 

Fastest shipment ever made from a 
manufacturer to a distributor over 
comparable distance (468 miles in 
four hours, 44 minutes) was r 
ceived by H. Channon Co., Chi 
cago. It was a steel bench oile: 


from the P. Wall Mfg. Supply Co., 


Licks Leaks— Wins Repeat Customers! 











SHEET PACKINGS 


The super-tough sheet packings that’re long-life en- 
gineered! Because Quaker Sheet Packings really seal 
leaks, last incredibly long. They defy high pressures 
and other “tortures’’ from acids, gas, vapors. Quaker 
has a packing for every application . . . a packing 
that seats properly in joints and flanges, stays pli- 
able and saves your customers money. So push 
Quaker Sheet Packing. Get that first trial order... 
and ask for the repeat business! 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need 


er 


‘QUAKER RUBBER CORPORATION 


DIVISION OF H. K. PORTER COMPANY, INC, 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 
Branches in Principal Cities 
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SOLD ONLY 
| THROUGH 
DISTRIBUTORS 





ATHOL PROTECTS 
ITS DISTRIBUTORS 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steam fitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 
stone Frames. 


ATHOL builds the complete vise in its own foundry and machine 
shop. 





Athol Machine & Foundry Co. Athol, Massachusetts 








this Dayton 


puts your ladder sales 
on the profit level 


It makes all high jobs ‘ground safe’— 
a big sales point to your customers. Every 
feature designed to make ladder sales for 
you. Increase your profits with Dayton. 
Check the “big 6” features that “sell” 
Dayton. 


. Rail-guarded ‘Safety Level’’ platform. 
. Locks in place automatically. 

. Rubber safety shoes. 

. Light weight—great strength. 

. Economically priced. 

. Complete size range 3’ to 16’ height. 

















Write Dept. 8 for Free Bulletin 


YU lon Daylon 
ladders Y fttey Madderce. 


In Canada: Safety Supply Co., Toronte 


safety 
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...safety level 


Pittsburgh, and marked the open- 
ing of the new Railway Express 
Air Service from between the two 
cities. 

Ihe Kennedy Valve Mfg. Co. an- 
nounced the election of three sons 
of the founder, Daniel Kennedy, to 
top management posts. They were: 
Matthew E. Kennedy, president 
and treasurer; J. Carroll Kennedy, 
vice president and treasurer; and 
Clarence H. Kennedy, vice presi- 
dent and general sales manager. 

W. T. McLoed, president of McLoed 
Leather & Belting Co., Greensboro, 
N. C., established The Atlanta Tex- 
tile Supply Co., the fourth in a 
chain of supply houses under his 
management. 

Fort Worth Well Machinery & Sup- 
ply Co., Fort Worth, Texas, ac- 
quired the plant and property of 
the Fort Worth Drilling Tool Co. 

H. O. Coe was appointed manager of 
the Cleveland office of the United 
States Electrical Tool Co. He was 
formerly on the sales staff of the 
W. Bingham Co., Cleveland. 


10 YEARS AGO 


Wallace Campbell, Campbell Hard 
ware Co., Ceattle, was scrving as 
chairman of his local draft board. 

George Lindquist, Lindquist Hard- 
ware Co., Bridgeport, Conn., was 
recuperating from a bad case of 
poison ivy contracted while working 
in his Victory garden. He made the 
convention all right, but had to 
fly home early. 

“Rising prices constitute a fifth col 
umn ally of Hitler and Hirohito; 
and rising prices can lead to eco 
nomic collapse after the war is 
over.” —Philip N. Russell, Chief of 
the OPA’s Hardware & Mill Sup- 
plies Unit. 

Louis Levine, of the War Manpower 
Commission, warned distributors: 
“How can we afford to supply man 
power to every distributive activity 
in time of war. We don’t say an 
industry or activity is non-essential 
We simply say its manpower is 
non-deferrable, meaning that it’s 
physically fit males are needed else 
where.” He added, “The solution 
of the distributors’ manpower prob 
lem lies in their own hands.” 

Mid-States Industrial Corp., Rock 
ford, Ill., named R. A. Dunberg 
sales manager of the industrial de 
partment. 


Army Air Corps wings were pinned 


on Harry Alcott, son of Richard 
Alcott, vice president and general 
manager of Riechman-Crosby Co., 
Memphis, Tenn. 

J. H. Williams & Co., moved its stock 





BUFFALO 
better-buil 


To Use 
Turn Upside Down STAINLESS STEEL 


FIRE EXTINGUISHERS 


Grain dust ignited by sparks from a cutting torch caused 
this $1,000,000 fire at H. W. Rickel & Co. malt plant in Detroit. 

Disastrous fires such as this can be stopped when they start 
by quick action with Buffalo better-built Extinguishers. Quick 
action is easy when Buffalo Stainless Steel Extinguishers are 
close by. They are easier to handle because their Stainless 
Steel construction is one-third lighter, yet stronger, than 
ordinary types. 

You know you sell the finest fire protection possible when 
you handle Buffalo’s complete line. Find out now about Buffalo’s 
exclusive distributor sales policy. Write to-day! 


i! 


| UNDERWRITERS’ LABORATORIES AND FACTORY MUTUAL APPROVED 


BUFFALO FIRE APPLIANCE 


Sc os FP © >) WN 
2 ee ae i. OR TG 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 





U.S. EXP 





7 


» 


“KORKER” all-purpose 
machine screw anchors 


Economical. Versatile. Can be used with machine 
screws or bolts in brittle material such as mosaic tile, 
glass or marble without danger of fracturing the 
surface. Equally effective in brick, stone, concrete 
and other solid materials. 

Requires drilling only a small, shallow hole, so it 
cuts installation time and cost. Made with a ductile 
lead sleeve which is driven over a tapered cone- 
shaped nut to fill in the crevices in the hole and 
saubee firmly and surely. 


ANSION BOLT CO. 


York, Pennsylvania, U.S.A. 


selector chart 


What you and your custo- 
mers want to know: the 
right anchor to use, how 
many... what size 
safe working load 
mosonry classification. 


208 


i: ARPA +20 8* 


Other quality 
products by U.S.E. 
Machire Bolt and Lag 


te ; gee! Shields— Caulking-type 


and Wood Screw Anchors 
—Toggle Bolts—Turn- 
buckles— Wire Rope Clips 
and Thimbles— Pipe 
Clamps— Masonry Drills, 





Send for yours! 


SOLD THROUGH 
DISTRIBUTORS ONLY 
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product sales offices from New York 
City to Buffalo. 

Hugh Reardon purchased the Tool 
Supply Co. of Canada, Toronto, 
and renamed it Reardon Tool & 
Supply Co. 

Lufkin Rule Co. won the Army-Navy 
E pennant for excellence in pro 
duction. 

R. & J. Dick Co., Passaic, N. J., 
elected Robert Reid president. 


| Jenkins Bros., Bridgeport, Conn., put 


on a special night shift in the pro 
duction departments for white- 
collar people already — in 
the daytime. Scheduled from 6 to 
11 pm., Monday through Friday, 
it attracted “bankers, brokers, ex 
ecutives and bookkeepers, especially 
those with brothers or sons in the 
services,” according to a company 
announcement. 

Globe Machinery & Supply Co., Des 
Moines, opened a branch in Cedar 
Rapids. 

The Ridge Tool Co. moved into a 
new plant in Elyria, Ohio. 

Thousands were driven from their 
homes and war plants were closed 
by the rampaging Missouri in 
Omaha. Local distributors, as usual, 
were among the first to go into 
action with emergency repairs: 
among them, Interstate Machinery 
& Supply Co. and the John Day 
Rubber & Supply Co. They sup- 
plied everything from extra men 
for emergency police work to rescue 
rope for the Red Cross. 

Van Horne & Son, Inc., New Orleans, 
completed a contract for 3,800 tool 
kits for the Government. 

Butte Machinery Co., Butte, Mont., 
remodeled and enlarged its ware- 
house. 











“Oh boy! It's smaller than I'd hoped 
for, but larger than | expected.” 








lance—extra force and power in every 
w—is the work-saving feature that makes 


pbs easy, reduces fatigue. 
i guide knows this when he centers 
pplies on his head before the trek. 
rchitect whose gyroscope 
» who best know the 
nce are the 





How AMERICAN ‘Chain 
Simplified Flow of Material 


@ Valves had to be moved from the testing department on the sec- 
ond floor to the ground level. A conveyor system could move the 
material but attachment of widely different sizes and shapes of 
valves slowed up the job. 

The AMERICAN CHAIN man suggested 150 lengths of !4” steel 
loading chain with No. 42 ACCO grab hooks. This light, strong, 
highly flexible chain permits looping through the handle, around a 
flange, or even through open parts of the valve. Now in a matter 
of seconds, any valve is securely fastened for the trip down to the 
lower level. 

Here is a simple, effective use of chain which saved money for 
a customer. Customers of yours have similar problems and uses 
for many of the hundreds of welded and weldless chains made by 
AMERICAN. Whatever their chain needs are, you can sell them— 
if you sell AMERICAN, America’s most complete chain line. 


Write today to our York, Pa., office for 
complete information. 


American 
Chain 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, 


New York, Philadelphia, Pittsburgh, Portland, 
San Francisco, Bridgeport, Conn. 
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J. R. Foss 


Julian R. Foss, 
M. L. Foss, Ine. 


julian R. loss, 67, president of M. 
L.. Foss, Inc., Denver industrial sup 
ply firm, died April 6 in a Denver hos- 
pital after a long illness. 

He was past president of the Rocky 
Mountain Association of Distributors. 

Born in Plainfield, Ill., Mr. Foss 
attended school there and later worked 
for the Chicago & Alton Railroad. In 
1905 he moved to Denver with his 
bride to join his uncle, M. L. Foss, in 
the industrial supply business. 

Active in business groups and civic 
affairs, he was also past president of 
the Rocky Mountain Association of 
Purchasing Agents and past director 
of the Denver Chamber of Com- 
merce. He was a trustee of Washing- 
ton Park Community Church. 

Though ill for a year, Mr. Foss was 
active in business until a month be- 
fore his death. 

He is survived by his wife, Eugenia 
B. Foss; a son, Warren L. Foss, now 
heading M. L. Foss, Inc.; two daugh- 
ters and six grandchildren. 


Charles A. Lynch, 
Joseph Woodwell Co. 


Charles A. Lynch, 61, president of 
Joseph Woodwell Co., Pittsburgh, 
died suddenly April 20 of a heart at- 
tack. 

Born in Philadelphia, he came to 
Pittsburgh 25 years ago and joined 
Woodwell in 1933. 

He was a director of the Pittsburgh 
Chamber of Commerce for 18 years. 
Also widely known as patron of the 





arts and amateur horticulturists, he 
was secretary of Phipps Conservatory 
and for the past 15 years had officiated 
at the opening of the community’s 
spring and fall flowers shows. 

During World War I Mr. Lynch 
was assigned by the Army to establish 
ordnance depots in the Tri-State area, 
and during World War II he served 
as the industry member of the Labor 
Relations Board. 

Surviving, besides his wife, Anna 
R. Lynch, are a daughter, Mrs. Bea 
trice L. Perris, and a grandson, Philip 
I. Lynch, Jr. 

Mr. Lynch’s son, Philip, was killed 
in action in 1944 while serving as air 
force navigator. 


James T. Hazzard, 


Hajoca Corp. 


James T. Hazzard, 45, manager of 
the Chester, Pa., branch of Hajoca 
Corp., died at his home in Chester 
Apnl 2 after an illness of several 
months. 

Mr. Hazzard joined the Hajoca or 
ganization in 1936.as member of the 
Philadelphia Heating Division. Later 
he was a salesman in the Norristown, 
Pa., and Staunton, Va., branches. In 
1939 he was appointed manager of the 
Staunton branch, ard in 1945 came 
to the Chester branch as manager. 

Mr. Hazzard is survived by his wife, 
a son and daughter and a brother, 


Vance A. Hazzard, former Hajoca Here's the combination that makes the 
; STAR line the profitable line to handle... 


. Quality materials and workmanship which 
have made STAR Blades best sellers for 
over 70 years. 

Hugh Jay Beach, . An established policy of sales through 


. . ia = recognized distributors only. 
Flexible Steel Lac ing . Factory representatives specially trained 


. ; _ re for service to your industrial customers. 
| +o jay 7 «ye o, ——! a, . A consistent program of national adver- 
the Flexible Stee acing (0., Chi- tising to industrial users. 


cago, died suddenly March 31 at his inadiarelieensiiiniiieediiaastiesiiiin aii 
home in Glen Ellyn, Il. Hand and Power Hacksaw Blades, Frames, 
Born in Sioux City, lowa, he joined and Metal Cutting Band Saws. 


/ AN THIS 
/ ! DVERTISING 


During the next twelve months, STAR 
advertising will tell your story to your 
customers 2,637,000 times—tell why it 
pays them to buy everything they can 
from their local industrial distributor 

It's STAR's way of helping you make 
more money with STAR Hand and Power 
Hacksaw Blades, Frames, and Metal Cut- 
ting Bandsaws. 


purchasing agent 





Inquiries Are Invited 
From Interested Distributors 


Hugh Jay Beach 
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THERE ARE PORTER 

CUTTERS for all these 

items and literally hun- 

dreds of others. It pays to 

think of Porter Cutters first 

-.+ $0 Often the most eco- 

nomical, the most efficient and 

the best answer to many metal 

cutting problems. Tell your sup- 

plier these things! item to be cut 

... kind of metal ... hardness ... 

diameter and other details of your 

cutting problem. He can supply you 

with exactly the right Porter Cutter to 

meet your needs. 

Send for Porter Cutter Catalog 


now and ask your supplier for 
further information, prices, etc. 


fi. K. PORTER, INC., Somerville 43, Mass. 
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»PLUS HUNDREDS 
OF OTHER ITEMS! 











the company in 1912 and became 


| president in 1930. 


Mr. Beach is survived by his widow 
two daughters, two sisters, and a 
brother, Milton B. Beach, who is vice 
president of Flexible Steel Lacing. 


Carl A. Derr, 


LC. Biglow & Co. 


Carl A. Derr, 59, vice president of 
L. C. Biglow & Co., New York City 
power transmission firm, died April 
28 in a Montclair, N. J., hospital 
after a brief illness. 

Mr. Derr had been with L. C. 
Bigelow 30 years. A graduate of 


Stevens Institute of ‘Technology, he 


resided in Bloomfield, N. J., where 
he was active in musical groups, in- 
cluding the Glen Ridge Glee Club, 
Montclair Operetta Club and the 
Christ Episcopal Church choir. 

He is survived by his wife, a son, 
and a daughter. 





Operations Idea— 
Can You Use Any? 





Communication 


If the daily grind of letters, memos 


| and conferences gets you down, you 


ought to obtain a free booklet en- 
titled “How to Communicate With 
People”. It’s designed to bring you 
some relief and a few chuckles but 
not all of the booklet is devoted to 
nonsense. It also contains some truly 
helpful information on saving your 
time, relieving you of burdensome de- 
tail and generally streamlining your 
paperwork. (‘The Audograph Co. of 
N. Y., Inc., 521 Fifth Ave., New York 


| City.) 


Siide Charts 


Why not use a slide-chart to help 
you sell? There are slide charts de 
signed especially for you to pull in 
quiries, inject your product at the 
buying moment, enable salesmen to 
close orders with fewer calls and tell 
your sales story graphically. (Perry 
graf Corp., Maywood, III.) 


| Tape Dispenser 


Your shipping department might 
be interested in a new pull-and-tear 


| type gummed tape dispenser. It’s de- 
| signed for hard-to-cut gummed tapes, 


including string-filled and reinforced 
tapes, operating on a new principle 





ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters) 
Delays for tool re-grinding are reduced to an absolute minimum-—edges hold 
up to 100 times as long. 


Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
WRITE FOR CATALOG 5205 WEST ARMSTRONG AVENUE e CHICAGO 30, U.S.A. 
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DROP-FORGED STEEL PIPE FLANGES 


Manufactured to A.S.A. 
Standards 


Made to A.P.J. and A.LS.. 
Specifications 


SEAMLESS STEEL PIPE COUPLINGS 


THOROUGHLY RELIABLE 


If your firm sells Couplings and Flanges... if your customers demand 
quolity in products where usually your recommendations are followed 
... you would do well to investigate what Harrisburg Steel has to offer. 
You simply cannot buy... you simply cannot sell... any better Pipe 
Couplings and Pipe Flanges. Write for Catalogs and prices .. . today. 





arrish urg Steel 


cormrPORATION 





HARRISBURG 
PENMSYLVANIA 


1s 





[ 


* 
i % 
‘ 


Stainless Steel Set Screws of all 
types, in all standard sizes, lengths, 
and points, in stock, ready for im- 
mediate shipment to you. What do 
you need? Socket Set? Slotted or 
Square Head Set? We have them. 
We can fill rush orders for them— 
and for Socket Head Cap Screws, 
Flat Head Socket Caps, and many 
other stainless fasteners. Specials 
made promptly. 


‘Precision Quality 


“STAINLESS SET SCREWS 


18-8 and type 316... 


’ i177 ij 


~~ 


Find out how many of your needs we can satisfy. 
Write, on your letterhead, for our new, 96-page catalog No. 53-H 
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with an automatic brake locking the 
tape in place when ready for cutting. 
(Ideal Stencil Co., 103 Iowa Ave., 
Belleville, Il.) 


Metal Nameplates 


There are colorful, adhesive-backed, 
chrome metal nameplates made that 
you can use on the products you sell 
so that you'll always be identified as 
the source of supply. No screws, rivets 
or tacks are used to bond the plates 
to the product on which it is to ap- 
pear. They are backed with resilient, 
easy-to-use, solvent-reactivated adhe- 
sive that withstands shocks and tem 
perature changes injurious to conven- 
tional adhesives. (Metal Craft, Inc., 
Mason City, Iowa.) 


Rotary File 


A completeiy motorized card file is 
now being put out in two sizes. Good 
for large volume card records, every- 
thing coming to the operator effort- 
lessly and quietly at desk height. Han- 
dles existing records of every type in 
all standard card sizes. May also be 
used for address plates or other items. 
Cards are set in removable trays with 
each tray carrying about 800 cards. 
(Ferris Business Equipment, Inc., 244 
Great Meadows Road, Stratford, 
Conn.) 


Printing Calculator 


Finding percentages is essential to 
so many statistical operations and now 
you can do it easily and get printed 
proof.on a new printing calculator. 
It can be used also for extending in- 
voices, €stimating, sales analysis, com- 
puting interest and inventory pricing. 
(Remington Rand, Inc., 315 Fourth 
Ave., New Yerk 10.) 





BETTER THAN A GUN 


When a television detective whips 
out his gun ond pulls the trigger, the 
shot has to sound like the real thing, 
but blank sound unreal, 
occasionally misfize and often scare 
performers. A tméw .electronic device 
has been devised ‘that sounds more 
like a gun than the gun itself; it rein- 
forces weck shots or generates the 
entire sourd effect. Now the detective 
pulls the trigger on an empty weapon, 
and an engineer standing by gets his 
man by pushing a button, according 
to Electronics, McGraw-Hill publica- 
tion. 

















DRILLS 


CARBIDE INSERT CHECKED TO 
“CLOSE-LIMITS ON ANALYSIS” 
SPECIFICATIONS AMPLE METAL 
BACKS CARBIDE 
INSERT 


Ps 


THAT 


DISTRIBUTORS 
FIND EASY 


TO SELL 


f 
t 


“i 


WRITE FOR 
CATALOG 
No. 51 
HIGH SPEED 
STEEL BODIES 


Here Are Facts 
That Make Them 
Outstanding 


CHICAGO-LATROBE has mastered the “trick” of manufac- 
turing carbide tools that are tough and rugged without being 
brittle . . . giving EXTRA SERVICE to users. This entails more 
manufacturing “know-how” and exacting care — starting with 
carbide inserts that meet CHICAGO-LATROBE “close-limits on 
analysis” specifications . . . followed by backing the carbide 
insert with ample metal to give strength and support. . . using 
high speed steel bodies .. . with every manufacturing operation 
carefully inspected to assure an outstanding tool. Because of 
this EXTRA SERVICE .. . DOUBLE CIRCLE CARBIDE TOOLS 
are favored by those who once use them... be sure to 
specify and get “DOUBLE CIRCLE”. 


/ 


CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 


REAMERS © COUNTERSINKS © COUNTERBORES 


CARBIDE TOOLS © SPECIAL TOOLS 
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| 
FRI CID means most service for your money! | 


+ 


=> 
Ss 
of 
i | = 
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a 


Ne. 4P, 
24 to 4 pipe 


Easy to carry, easy to put on pipe | Bs | 
So, easy to sell... 


RiBZIb> 


4P Geared 
we Pipe Threader 


@ If you've watched your customers rassle with 
old-style geared threaders, you know why they go 
strong for this RIf@aim 4P. It’s got balanced loop 
handles—a cinch to carry and to swing onto pipe. 
Mistake-proof workholder sets to size before it’s 
put on pipe—only 1 screw to tighten. Easy upkeep 

drive pinion in oilless bronze bearing; safe en- 
closed gear. 4 sets of 5 high-speed steel dies, 24% "’ 
3”, 34%", 4"; ratchet handle. RIGID Universal 
Drive Shaft available—also 4P for conduit. Stock 
and make money from this popular worksaver 4P. 


THE RIDGE TOOL COMPANY 
ELYRIA, OHIO 
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NEWS 


(Starts on page 124) 


Lloyd C. Smith 


Nicholson File 
Assigns Territory 


Nicholson File Co. named 
Lloyd C. Sinith as representative in 
the industrial area of southern Ohio 
and Kentucky. 

With the Providence, R. I., manu 
facturer for more than 25 years, Mr. 
Smith has served in Chicago, upper 
New York State and the New York 
industrial area. 

He takes over the territory formerly 
covered by E. A. Fuller, who has been 
transferred to the company’s hom« 
office for an assignment in connection 
with sales promotional activities. 


has 


r 


rRAILER CABANA builder George 
Smith gets quotation on a planer from 
Jack Wilkinson, Gulf Coast Industrial 
Supply Co., St. Petersburg, Fla 








THE DAY this picture was taken 
KE. P. Comegys had been with the 
Desco Corp., Wilmington, Del., for 
$2 ycalrs 





Geo. Worthington Co. 
Makes Staff Changes 


I'he Geo. Worthington Co., Cleve 
land distributor, has announced thre« 
changes in its sales staff 

George Schumacher, who former]: 
covered the northern Michigan and 
Wisconsin territory, has been trans 
ferred to the Saginaw, Mich., sales 
area, succeeding H. C. Doersam who 
retired April 1. Mr. Schumacher ha 
been with the company seven year 
His new territory includes the Bad 
Axe area, Pigeon, Sebewaing, Bay City 
and Midland, with headquarters at 
1404 Walnut St., Saginaw 

Raymond M. Snvder, former hard 
ware buver, has taken over sales in 
the Dayton, Ohio, and surrounding 
area. He has been in the company 
main office seven years 

Charles F. Bohning, a member of 
Worthington’s Cleveland staff for 13 
vears, has been named sales repr 
sentative in the Cleveland city sal 


ated 


Illinois Engineer 
Assigned by Norton 
Norton Co., Worcester, Mass., ha 


appointed a new abrasive engineer in 
the central Illinois territory, Rodger 
C. Swift, recently in foreign sales 

He will take over from John W. Mi 
Cue, now assigned to Chicago. Wil 
liam N. Jove, who formerly covered 
Mr. McCue’s Chicago territory, ha 
joined the staff of field engineers at 
the Chicago district office. 

Mr. Swift has been with the com 
pany since 1940. Since 1946 he ha 
covered the South American sales te: 
ritory from headquarters in Rio «ck 


Janciro 


Profitable lines are the ones your customers 
prefer—first sales are easy, repeat sales are easier. 


For over half a century, VICTOR Distributors 
have profited four ways— 


1. With @ quality line—quality of materials and manvu- 
facture that have built up preference with industry. 


2. With a line sold only through recognized distriby- 
tors. 


3. With @ line supported by qualified factory repre- 
sentatives whe can help you answer your custom- 
ers’ metal cutting questions. 


4. With a line consistently pushed by national adver- 
tising to industral consumers. 


Make profits from preference for VICTOR “Moly” 

High Speed Power Blades, preference that includes 

VICTOR Hand Blades, Frames, and Metal Cut- 
ting Band Saws. 


We're Building PREFERENCE for YOU, TOO 


Every VICTOR national advertisement now ends 
up with copy for you—copy that tells industry 
why the industrial distributor is the man to 
call for fast, local service on hundreds of 
products. It's one more reason why it 

pays to stock the VICTOR line. 


ng” iow facteed 


VICTOR 


SAW WORKS, INC, + MIDDLETOWN, N.Y., U.S.A, 


Makers of Hand and Power Hach Saw Blades, Frames and Metal Cutting Band Saw Blades 
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BALL BEAR! 
15 t 


LOW LUFT JACK 25 to 50 Tons 


BJ-16 


NG JOURNAL JACK 
0 50 Tons 








5 te 15 tons 








| 
Pierre the trapper knows he can depend 


on that Buda Jack to hold the load 
indefinitely because the positive control 
hydraulic system in Buda Two-S 

Jacks assures safe lifting and holding of 
meee Oy to 50 tons without creep or 
travel. 


Available in both high and low closed 
height types, with capacities up to 50 
tons for lifting jobs that require fast, 
safe heavy load handling, Buda Two- 
Speed Hydraulic Jacks are widely used 
in every industry. Be sure your stock of 
these popular Buda Jacks is complete... 
mention them to your customers on 
every call. They’re profitable . . . 

easy to sell. 

Write for General Catalog No. 1515 and 
information on handling the Buda Jack Line in 
your territory. The Buda Company, Harvey, lilinois 





“Two Speed 


Hydraulic Jocks 


Joc 
15 te 75 tons 15-ton Cop. 





25 te 50 tons 





TOOL BOX containing silver dollars 
is presented as retirement gift to J. J. 
McHugh (right) by C. K. Freedell, gen- 
eral sales manager, Stanley Tools 


Stanley Works Salesman 
Honored After 51 Years 
John J. McHugh, a Stanley Tools 


salesman for 51 vears, was honored 
recently by executives of The Stanley 
Works, New Britain, Conn., on his 
retirement from the company. 

As a parting gift from many of his 
friends, he was presented with a cam- 
era. Previously he was honored in a 
ceremony marking initiation to the 
Stanley 50-Year Club. C. Kenneth 
Freedell, general sales manager, and 
Rodman W. Chamberlain, vice presi- 
dent in charge of sales, presented him 
with a miniature toolbox containing 
50 silver dollars and a 50-year pin. 

Born and educated in Newark, N. J., 
Mr. McHugh came to work for the 
Atha Division of The Stanley Works 
in 1902 at the age of 18. Several years 
later he became office manager, and 
in 1919 joined the sales force. 

His first territory was in the South. 
In 1925 he transferred to the Chicago 
office, covering Chicago, Michigan 
and Indiana, the area he retained un- 
til his retirement. 

He lives in Orange, N. J., with his 
family. 


Canadian Firm 
Names Executive 


Strongbridge Limited, London, 
Ont., has appointed H. L. Ramsay as 
vice president in charge of merchan- 
dising and merchandising research. 

Former general sales manager of 
Porter Cable Machine Co., he was 
also for many years with J. D. Wal- 
lace & Co. He joined Porter Cable in 
1934 and left in 1947 to go into busi 
ness for himself as an industrial con- 


Manufecturers of Material Handling Equipment, Lifting Jacks, Maintenance of Way Products, Earth Drills and 
Diese! and Gasoline Engines 





sultant. 
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The Johns-Manvi 
Packing of ‘he Mongh 


... one of the leaders i 
e . 
profitable busi Me " a quality line that will hel 
siness in replacement packi elp you build a 
ckings 


j-M MOGUL 
VALVE STEM 
pACKING 


STYLE NOS. 193, 
222 and 223 


A packing with 
iong service life 
that’s perfect 
for use in 

small space 


it: Every industrial plant uses . The strands of this 

with small packing spaces where handy packing ca j any desired 
: ened especially smaller size- Thus, © ve Ells the needs © 
| is also equally many different valve stem stu i 

adaptable 98 ach contritnse Style No- 222—Braided round. This pack- 


d reciproc S. ., excellent = ingi : . 
yee tt nia, oll ing is recommended for valves and reciprocating 
ona, it 


: service where packing space is limited. 

tics wherever a soft, 

pliable pac i bber is required. _Braided square Formed 

: , . le is particularly 
what its sellin ints are: Mogul 1s & 

made from long ne es yarns, thoroughly ded , small stuffing boxes 

lubricated and graphite gm 

This special treatment | » as well d How it is furnished: Style Nos. 193 and 

the packing assures long fe 3 i i 222 in coil form only, in sizes &” to 1” and Ys” 

service by reducing inter «ses. Mogul 0 oe respectively. Style No- 223 is furnished in 


comes in three convenient styles. both coil and ring forms, in sizes fs” 1 


where a square section packing is preferred. 


Note to salesmanagers* For copies of this advertisement for distribution to 
your sales organization, write Johns- Manville, Box 69, New York 16, N.Y. 
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No. 130A 
Hi-Speed Steel 
Heat Treating 

Furnace 


No. 120 Hi-Speed Steel 
Heat Treating Furnace 


No. 118 Combination 
Bench F 


GIVE YOUR SALES 


with tHE HOT PROFIT LINE 


It’s good business to sell Johnson Gas 
Burning Equipment to industrial 
users. You profit and your custo- 
mers profit. The Johnson Line of 
Quick Acting heat treating furnaces 
deliver 1500° F. in 5 minutes, reach 
2300° F. in 30 minutes and are 
famous for efficiency and economy in 
heat treating tools, dies, and small 
metal parts. They are speeding pro- 
duction and cutting costs in hun- 
dreds of plants. National trade paper 
advertising helps you sell. Consult 
your complete Johnson Catalog for 
additional profit-making items. 


Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, Iowa 


OUR SOTH ANNIVERSARY 


No. 60 ABC 
Concentric Ring Burner 


A BOOST 


= 


No. 101 Bench Furnace 


No. 1202 Blower 


No. 706 
Annealing Furnace 
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HOW A PRODUCT works and what 
it does interests salesman Roger Flynn, 
Kester Machinery Co., Winston-Salem, 
N.C 





Federal Electric Products 
Opens Los Angeles Plant 


Scheduled to begin operations in 
Los Angeles this month is the new 
manufacturing plant and West Coast 
Division headquarters of Federal Elec 
tric Products Co. of Newark, N. J. 

Of tilt-up concrete wall design, the 
plant has 45,000 sq. ft. of floor space 
ind 80,000 sq. ft. more for parking 
vards future expansion. 

The company, which began opera 
tions in the Los Angeles area threc 
years ago, used its old plant mainly 
for parts assembly at first. Later ac 
tual manufacture began and seven 
months ago it was decided to build 
completely new facilities. 

Other new manufacturing space is 
being readied in Cleveland and Scran 
ton, and a branch plant in Dallas, 
‘Texas, began production recently. 

The company recently underwent 
administrative reorganization, creating 
five self-contained divisions for various 
sections of the country 





HOISTS at Colerick Supply Co., Utica, 
N. Y., are re-arranged by Bill Ray, of 
the inside sales staft 





BUCKET 
ELEVATORS 


STANDARDIZED... 


TO SAVE YOU MONEY, TIME, AND 
EXPENSIVE LAYOUTS 





oy. 
af SOL 





, Casings — heavy 
— Weather tight 
sed Bearing Protection 


eR WIS 


‘ measy access to chain and buckets 
Take-ups furnished for Head or Boot if desired 


Self-aligning, plain or anti-friction Bearings 


ff Centrif 
You'll be ahead with Jeffrey Bucket Elevators—they're backed by years of Foard ey 


engineering experience and hundreds of installations. A standard type and yee ; hee ae — 


size to meet most requirements—complete drawings available—special charge, Vertical Con- 

: " ‘ : * tinuous and Inclined 
designs for unusual applications. We will be happy to give you more details. Ejevators — buckets 
mounted on chain or 
belt—can be sup- 
plied in standard 
sizes. 


Bin Valves Car Pullers Conveyors Crushers Coolers Dryers 
Feeders Idlers (belt) Packers Pulverizers Screens Shredders 


Weigh-feeders Transmission Machinery 
Jetfrey advertising is appearing in leading Industrial and Trade Publications. 


“HeeEFE iz MANUFACTURING CO 
Columbus 16, Ohio 


sales offices and distributors 


IF IT’S MINED, PROCESSED OR MOVED 
in principal cities 
. . «IT'S A JOB FOR JEFFREY! ee 
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PARKER VISES 
America’s First Vise Maker 


TOOBEF 
SALES 








BRINGING HOME THE BACON 


You can bring home the bacon 
in vise sales with Parker's. 
Backed by 121 years of time 
proven service to industry. 


Machinists @ @ Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 
Woodworkers @ Utility 


MERIDEN, CONN. 


The Sales Policy is 
100% through Distributors 


THE CHARLES PARKER CO. 


GREATER PROFITS 
CLIPPER 


YY Constant Consumer Demand 
W No Factory Sales to Users 
W Nationally Advertised 
Firm Resale Price Policy 

v Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors 


QuIePMENT 
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MANAGER of 
Philadelphia, is 


NEW GENERAL 
George K. Garrett Co 
J. Donald Clark 


WORKS MANAGER at George K 
Garrett Nessenthaler, in 
charge of three plants 


is George 





Harrisburg Steel Buying 
Slag Facilities Firm 

Stockholders of Harrisburg Steel 
Corp., Harrisburg, Pa., have voted to 
acquire Heckett Engineering, Inc., 
Butler, Pa., operator of steel works 
slag reclamation facilities in eleven 
plants in this country and Canada. 

Heckett Engineering Co., and its 
subsidiary, Hekett International, Inc., 
also included in the deal, will con 
tinue as before, with the same officers 
in charge. 

Harrisburg Steel officers said the 
acquisition marks another step in di 
versifying Harrisburg Steel’s _ lines. 
Boiardi Steel Corp., Milton, Pa., 
manufacturer of steel bars, was ac 
quired in 1951. Heckett’s operations 
involve the handling and utilization 
of steel works slag ard reclamation of 
metal found in it. The recovered 
metal is sold back to the steel com 


| panies. 





Use this 
New 


RUST-OLEUM 


(ae 


To Cut Wire Fence Re-Coating Costs 
30%-40% For Your Accounts! 


Demonstrate Rust-Oleum’s 
New Extra-Long Nap 
Lamb’s Wool Roller 


Rust-Oleum provides the answer to 
that wire fence maintenance “head- 
ache.” Take this new-type roller with 
you... actually show your customers 
and prospects how it coats approxi- 
mately 70% of the opposite side of 
the fence at the same time. . . barbed 
wire and all! Actually show them 
how it “teams up” with Rust-Oleum 
to save 30% -40%! It'll open new ac- 
counts, and it'll sell more Ruse. Yleum 


to your regular Rust-Oleum custom- 
ers. Capitalize on this new IDEA, 
today—DEMONSTRATE! 


Close-up shows how Extra-Long Nap Wool 
reaches around to coat approximately 70% of 
other side of fence at same time. Rust-Oleum's 
exclusive penetrating qualities saturate cross 
wire sections for desired mil thickness. 


' 
On long distances of fencing, a 5 man production “team” can achieve even ' 
greater savings. The first man wirebrushes the surface to remove dirt, dust, rust : 
The second man applies Rust-Oleum liberally by roller, coating the } 

wire sections and barbed wire. The third man follows on the opposite side of ‘ 
' 

' 

' 

' 

' 

. 


scale, etc 


the fence with a “dry” roller to catch and use the surplus. The fourth and fifth 
men work on opposite sides of the fence, brushing the pipe framework and the 


barbed wire arms 


Special roller glides easily over wire sections 
(Rusted sections have already been primed 
with Rust-Oleum 769 Damp-Proof Red Primer 
to Stop Rust.) Finish coat is Rust-Oleum 470 
R. M. Aluminum. 


Man follows with “dry” roller on opposite side 
of fence to catch and use surplus “tears” and 
quickly coat remaining 30% of wire sections. 


A new, exclusive, different-type roller! Greater 
diameter, specially selected skins, extra-long 
Lamb's Wool — all combine to give you 
more coverage faster and easier in the new 
Rust-Oleum Roller-Coating System. 


Even barbed wire sections can be roller-coated 
in one easy pass. 99% of the material is used 
on the fence — not on the workers, not on the 
ground. 


ATTACH TO’ YOUR LETTERHEAD“ MAIL TODAY! 


RUST-OLEUM CORPORATION 


ship. 
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profitable 


2413 Oakton Street, Evanston, Illinois 


Please send us complete details on a 


Rust-Oleum distributor- 





YACHT GUESTS are W. P. Chatfield, F. Hallock Co., BLIMP TRAVELLER, J. R. Goff, Tidewater Supply Co., 
Derby, Conn., and Mrs. J. B. Chamberlain (Commander Norfolk, Va. poses for cameraman before taking off for air 
Mig. Co view of Miami 


The Place Was Miami—Land, Sea or Air 


BOARDING YACHT under watchful eye of sailor are Mr THIS IS LIVING smile yacht guests Mrs. Bruce Boggs, Mr 
& Mrs. J. A. Kirkby, ‘The Kirkby Machinery Co., ‘Toledo & Mrs. Bruce Boggs, Jr. (Mac-it Parts Co.) 


CHECKING IN at registration desk are C. D. Thackston, p CORNER PORTRAIT SUBJECTS Mr. & Mrs. Robert 
Thackston-Davis Co., Columbia, So. Carolina, and Walker Olsen, Screw Machine Supply Co., Chicago, relax in manu 
Wellford, Jr., J. E. Dilworth Co., Memphis facturer’s parlor 
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SIDEWALK DISCUSSION on the light side engages GESTURES HELP discussion held by FE. I 


Ralph Hanes and Fred Ebeling (Dodge Manufacturing Parker Co 
Corp.) 


Parker, ‘Taylor 
Norfolk, Va., and Bud Dent, Blue Ridge Hdwe 
& Supply Co., Bassett, Va 


Anytime, Anyplace—bDiscussions Never Ceased 


7 . a : 
TABLE DISCUSSION is held by H. F. Ramsdell, Ramsdell 
Industrial Supply Co., Worcester, Mass., and E. T. Snider 
(Cleveland Twist Drill). 


SERIOUS DISCUSSION seems to be under way between 
Gordon Vaughan, W. M. Pattison Supply Co., Cleveland, 
and R. W. Sabine (Goodyear Tire & Rubber) 





MAKING HIS POINT is distributor J. F. Bennett, Couch ATTENTIVE AUDIENCE Ashley DeWitt, Briggs-Weaver 
& Heyle, Peoria, Ill., as he walks with manufacturer friends Machinery Co., Dallas, and C. McD. England, Jr., Logan 
Lloyd A. Cummings and Edwin D. Baskin (tl pson Hdwe. & Supply, Logan, W. Va. listen to A W yzenbeck 
Walton Co of A. Wyzenbeek Staff, Inc 
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paca No,he doesn’t know 
them all like a book... 


but ... there’s one phase of virtually every business 
which Lyon Steel Equipment Dealers know “from 
cover to cover.’’ That phase has to do with helping 
their customers make the most out of steel equipment 
in terms of savings in time, labor and money. 

A highly diversified line of more than 1500 stand- 
ard Lyon items enables Lyon Dealers to meet the 
varying needs of business, industry and institutions 
—better. A very few typical products are shown below. 





This and similar ads appear each month in News- 
week, Business Week and leading trade publications. 
Many products, plus many markets, plus consistent 
advertising support, equal volume steel equipment 
sales every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 653 Monroe Avenue, Aurora, Illinois 






































RD PRODUCTS 


y Equis . ets ® Serv 


e f °F 


. 
e WV k ¢ hes e Dr 
. . 
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PLAINLY Harold H. Burrows and E. A. Hamilton (both of BUTTONING his coat, George Zwanziger, Warren Balders 


Raybestos-Manhattan) have ears for J. C. Kester, Kester Ma ton, Trenton, N. J., poses with G. E. Taylor and Harry G. 
chinery Co., Winston-Salem, N. C. Smith (both with Ohio Injector Co.) 


Duos and Trios at Miami Convention 


WESTERN DISTRIBUTORS, C. I SMILES BREAK OUT as Jack Failing, CAMERA INTRUDED on brief tete 
Gollwitzer, Pratt-Gilbert Hardware Chas A. Strelinger Co., Detroit, and a-tete between Fred C. Emerson (Spar- 
Phoenix, and H. M. Bayley, Pacifi John Stolanz (DeWalt, Inc.) undergo tan Saw Works) and H. R. Rinehart, 
Abrasive Supply, Los Angeles, talk. the flashbulb ordeal National Association executive secretary. 


_ se 
FROM ALL OVER are R. C. Duncan, R. C. Duncan CARNATIONS EMBELLISH A. L. Carr (Morse Twist 
Minneapolis; E. N. Wirthlin, Jr., Wirthlin-Mann., Cincin Drill); R. E. McCorkindale, Chase & Cooledge Co., Hol 
nati; and Ashley DeWitt, Briggs-Weaver Machinery, Dallas yoke, Mass.; and C. R. Thomas (formerly with Morse Twist) 
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Graham, Central Engineering WAITING FOR FRIENDS to show up, Herbert Rothe 
& Supply Co., Passaic, N. J., to W. B. Gallagher (Greene, mich, Jr., The Congdon & Carpenter Co., Providence, R. I; 


l'weed) and A. H. Dunberg, Central Engineering & Supply Richard Klein, Cutting Tools, Inc., Cleveland; and Bob 
Fernley, NIDA, have their eyes on the entrance 


“AS I SEE IT,” says E. I 


Co., a8 Camera interrupts 


Pleasure Tempers Business Among Old Friends 


RELAXED after a good meal are Mr. and Mrs. Morris 
Abrams, Morris Abrams Inc., New York City, and Albert 
Sami, Lafayette Tool & Supply Co., Miami, Fla 


GOOD CHEER is the keynote as Homer Snell and Wm. G 
Thompson, H. D. Taylor Co., Buffalo, pass the word on to 
Henry J. Sidford (Behr-Manning) 


EXCHANGING the latest are Irving Patron, (Brammer “ENJOYING YOURSELF?” ask Mr. and Mrs. J. R. Cov 
Corp.) and E. FE. Rempfer, Industrial Supply Co., Minne entry, Cleveland ‘Tool & Supply Co., Cleveland, of Mr 


ipolis, at a good party I’. L. Coventry 
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reo 4 Cece your Mist eedb.. 


| WRIGHT SAFEWAY 


products e Here’s a check list of the complete line 


of WRIGHT Hoists that will show you the 
many models available for a wide variety of 
lifts around shop or plant. 


WRIGHT Hand-operated Equipment 
—___ aaa EXEC RZZNIES 


CRANES 
Top running, hand traveling 
Underhung, hand traveling 
Jib type, wall mounted 
END TRUCKS for Cranes 
Top running, hand traveling 
Underhung, hand traveling 
DRIVE UNITS for Cranes 
Size 1, with 34 hp. to 2 hp. motor 
Size 2, with 3 hp. to 74 hp. motor | 
HOISTS 
Wright Safeway, light, portable 4 to4 | 


Wright Safeway, clevis-connected 6 to4 | 
f stoso WRIGHT SPEEDWAY 





High Speed, improved 

Handwheel, extended 4 to3 

Twin hook y% to 10 

Differential 4% tol 
TROLLEY HOISTS 

Wright Safeway Army type 14 to3 

Improved Army type 4to 10 

Hi-Way 600 type \ to 24 
TROLLEYS ONLY 

Timken \% to 40 

Hyatt \% to 5 

SARB \% to 12 

Wrightway 4 to3 

Double beam 2 to 20 


WRIGHT Motor-driven Equipment 


CRANES 
Top running 1 to 25 
Underhung 1 to 10 
HOISTS 
Frame 1, Speedway \y%to2 
Frame 1, Speedway, close headroom \y%tol 
Frame 1, Speedway, long-lift \KYtol 
Frame 2, Speedway (all suspensions) % to6 
Frame 3, Speedway (ali suspensions) 1% to 10 


for information on the complete line of WRIGHT ELECTRIC HOISTS WRIGHT 


write for Catalog E-SOA 
Hoists 


WRIGHT HOIST DIVISION Trolleys 
AMERICAN CHAIN & CABLE Senne 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 
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SP ) AIR 
i“ TOOLS 


} 
| 
} 


j 


a) for“DOUGLAS AIRCRAFT 


LONG BEACH DIVISION 





DKRILLING—Mr. Kenneth 
Hall, Tool Engineer at 
er ee 
ee ee 
Right Angle Drill for close- 
corner work 


These are typical of hundreds of assembly 

jobs performed by ARO Air Tools in the 
Douglas Aircraft plant at Long Beach, Calif.— kA 
to meet demands for high speed, efficient | ~ 
production! 


— . ‘ ORILLING—Aro Aircraft 

Do you have similar production problems ; 
; — : " 7 Drills speed production 
in screwdriving, nutsetting, grinding, sand- | %\ % - -. ete cones Ae 
ing, drilling, mixing, etc.? An ARO Field ? 500 to 17,000 R.P.M. 


Engineer will gladly help in engineering your 
job or contact your Aro distributor. 





The Aro Equipment Corporation, Bryan, Ohio , SANOING—Are Vertical 
Offices in All Principal Cities Sender smooths weld 
in Coneda: Aro Equipment of Canada, Lid. Toronto, Ont. seams rapidly. High 
power in proportion to 
weight. 


te 


AIR TOOLS 


RiINDING—Are Short 


Crinder widely used in 
ev croft assembly work a Also... LUBE EQUIPMENT... HYDRAULIC EQUIPMENT... 
AIRCRAFT PRODUCTS ...GREASE FITTINGS 
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MANUFACTURERS get together. William I. McClel 
land (Winter Brothers Co.) and Philip 'T. Rackliffe (Standard 
Tool Co 


HANDSHAKE coming our way by J. G. Gilliam, Hajoca 
Corp., Chattanooga, Tenn., as Harold Layritz (Lunken 
heimer) watches 


TWO AGAINST ONE but friendly discussion is held by 
John West, Jr., Lewis Supply Co., Memphis; E. W. Ells 
worth (Stanley Electric Tool Div.); and T. Frank Jones 
(Browning Mfg. Co 





HEARTY TOAST brings together W. E. Fruhan (Republic 


Steel) and H. B. Wehrle, Sr., McJunkin Corp., Charleston, 
W. Va 


Convention Reunion—Old Friends Meet 


GOOD JOKE is enjoyed by Warren Paulson (Flexible Steel 
Lacing Co.) and J. P. Sprague, L. L. Ensworth & Son, Inc., 
Hartford, Conn 


NEW ORDER INDEX is discussed by W. A. Williams, Jr., 
Mill Supplies, Inc., Orlando, Fla; A. H. Causey, Summers 
Hdwe. & Supply Co., Johnson City, ‘Tenn; and T. H. 
Humphreys, é W. Farmer Co., Macon, Ga 
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THREESOME RELAX at manufacturer's party, Mr. & Mrs RELAXED GROUP-—G. W. Donahue, Stacy Supply Co., 
J. W. Miller, Mill Supply & Machinery Co., St. Louis, and Springfield, Mass.; Mrs. Kenneth Yorke, Hansen & Yorke, 
M. CG. Mathews (Standard ‘Tool Co.) N. Y.; James E. Seaman, W. L. Smith, Newburgh, N. ¥ 


After the Meetings Came the Parties 


CARD TRICKS engage attention of G. P. Lonergan and MR. & MRS. D. W. NORTHUP (The Henry G. Thomp- 
C. W. Williamson (The Bristol Co son & Son Co.) oblige cameraman 


PROGRAM is consulted by Mr. & Mrs. Ben Barker, Pye WILLING SUBJECTS for cameraman are Mr. & Mrs. 
Barker Supply Co., Atlanta, Ga., (center) flanked by J. U Frank Nelson, Garrett Supply Co., Los Angeles, and Jack 
Farr and H. C. Grossman (National Twist Drill) Malugen (J. H. Wilhams 
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i ee 
THREE’S COMPANY when the trio is made up of “JUST THE THING for a hot evening,” Mrs. Dave Piggott 


J. H. W. Conklin (Yale & Towne), John Ora, INpusreiat tells Dave Piggott, J. T. Wing & Co., Detroit, and Al 
Disrripution, and Frank Dewey (Yale & Towne, retired Goldthwaite (Whitman & Barnes 


Convention Work Was Pleasant in Balmy Miami 


— ’ . 

POISED BETWEEN earth and sky are W. H. Kicfaber, HEARTY LAUGHTER marked the mecting of Walter 
Jr., H. A. Tiemeyer, The W. H. Kiefaber ¢ Dayton, and Crowder, INpustrriat. Disrrinution, with Ed Alberter, 
G. C. Carey and G. C. Carey Jr., Carey Machin & Supph Somer Fitler & ‘Todd Co., Pittsburgh, and Curran 
Co., Baltimore Cavanagh, Fairmont Supply Co., Fairmont, W. Va 





“TOP THIS ONE,” says A. L. Darby Jr. of J. M. Warren FIFTY-ONE POUNDS of sailfish was the trophy of Jim 
Co., Troy, N. Y., to Paul C. Nicholson Jr., and Bill McCul Ruddell, Central Rubber & Supply Co., Indianapolis, With 
lough (Nicholson File) him is Mrs. Ruddell and his son (third from right.) 
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WE'RE IN THE BOOK,” Bernard Pratt (center) tell FALL SALES STORIES engross J. K. Lewis and C. C 
S. Bond and Curtis Mever (all of Harnischfeger ¢ orp Shaddock, Hollis & Co., Little Rock, Ark 


Convention Time Means Party Time 


QUIET CONVERSATION is enjoyed by Mr. and Mrs OLD FRIENDS meet again when Paul Schlender, Industrial 
l.. R. Blancke, Hand Hardware Co., Flizabeth, N. J.. and Equipment & Supply Co., Benton Harbor, Mich... encoun 
Bob Richards (J. H. Willam ters Paul J. Shenefelt (Winter Bros 


CONVENTION NOTES are exchanged by W. L. Benson, DISCUSSION between Harold M. Young, The Murray Co 
L. A. Benson Co., Baltumore, and James A. Knecht (Winter of Texas, Inc., Dallas, and A. H. Loux (Flexible Tubing 
Bros.) ata party suite Corp ) is carried on in a quiet corner 
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TOOLS 


THAT WORK BETTER 
SELL BETTER 


COLD CHISELS 
& PUNCHES 


No. 68 
Pin Punch 


é 


No. 74 


No. 48 
Diemond Point 


BORING TOOLS 


No. 624 
Hand Drill 


‘ 


No. 923 
Bit Brace 


No. 100 
Auger Bit 


CHISELS, WOOD 





SOLDERING IRONS 


No. 345 


Armor Clad Tips 


No. 233 — 24” 


Machinist's Ne. 34V 





MITRE BOXES 


arm. mit No. 2358 
ee , 


ph — 


a 


PLANES 


Ne. 106 
Zig-Zag 


Pull Push 





HAMMERS 


No. 312 
Ball Pein 


ren se oe ee me ae) 


STAN LEY | 
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SCREW DRIVERS 


Yankee” 


Neo. 130A 


No. 2702 
Phillips Driver 





SQUARES 


No. 122 
Combination 


Sold through industrial distributors. 
Stanley Tools, New Britain, Conn. 


HARDWARE TOOLS 


ELECTRIC TOOLS 


STEEL STRAPPING 


- 





HACK SAWS —= BAND SAWS 
CEPTED NAME 














The door is open % ‘fe Mb butor when — 
he offers a well-known product h the quali yan ba 
~>rformance inherent in Barnes hack a and , 
blades. Dependability for performance has made 


Barnes a respected and accepted name. 


Barnes continues its policy of actively supporting 
the distributor by promoting sales through informa- 


five advertising of a product of superior quality. 


Barnes is proud to be associated with so many 
outstanding distributors upon whom the ac- 


ceptance enjoyed by Barnes depends. 


W. O. BARNES CO., INC. 


1288 TERMINAL AVE., DETROIT 12, MICH. 
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INTERESTED GROUP of J. W. Workman, Muskegon SURROUNDED by W. L. Smith and George B. Hayes of 


Hdwe. & Supply; Mr. and Mrs. R. J. Kelley (Dake Engine Hayes Supply Co., Memphis, Tenn., G. C. Strople (S. W 
Co.) listens to Howard McGregor, Jr. (National Twist Drill Card) gets some inside information 


Sitting ‘n Chatting ’n Things 


GRANDSTAND SEAT is enjoyed and so is the rest by Mr ENJOYING the parade in the lobby were Mr. and Mrs 
md Mrs. A. P. Fox (Lincoln Engineering Co Arnold Roark, Industrial Hdwe. & Supply, Charlotte, N.C 


SALESMEN Rudy Puchholzer and Jack Tiedt, Mau-Sher LOBBY CONVERSATIONALISTS included Leo Adam 
wood Supply Co., Cleveland, are entertained by Browni Dayton Rubber) and Robert F. ¢ ooper and W. J. Haseltine 
Jalbert (Bay State Tap & Dic) who sits at the left of the J. FE. Haseltine & Co., Portland, Or 
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POINT or something is made by George Stanley to F. I WAIT didn’t faze A. G. Messenger, Silliter-Holden, Hart 
Campbell and Arthur Brow, all of Delta Fil ford, Conn., and H. E. Russell (A. Schrader’s Son) 


Smiles Prove “Having A Good Time” 


IT WAS A GOOD ONE that H. T. Johnson, Ferebe: WATCHING SOMETHING amusing were W. John An 
Johnson Co., Lynchburg, Va., told Jules Kester, Kester Ma derson, Chattanooga (Tenn.) Bltg. & Supply Co., and J 
chinery Co., Winston-Salem, N. ( Frank Slagle, Tennessee Mill & Mine, Knoxville, Tenn 


SOMETHING FUNNY going on is watched by John Ram AT LEAST G. M. Wilkins thought something was funny 
sey (Flexible Steel Lacing) and C. P. Spuck, Sager-Spuck although J. M. Wells and S. S. Onben, all of Ingersoll-Rand, 
Supply Co., Albany, N. are less committal 
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“Where to Build Business” 
aids distributor salesmen 


Pictorial presentation 
offered to distributors 
by Simonds Abrasive Co. 


A unique visual presentation designed 
to give distributors’ salesmen first 
hand facts about grinding wheels and 
their various market applications has 
been used effectively by Simonds 
Abrasive Company. In its physical 
make-up the display is simple, flex- 
ible and highly adaptable for use at 
distributor sales meetings. Basically 
its elements are a board and various 
pictorial cut outs made to adhere to 
it. These visuals represent grinding 
wheels_and the various machines on 
which they are used, together with 
information giving the specific types 
of industry that use the machines 
indicated. 


The presentation includes sixteen 
subjects and an accompanying co- 
related script. These subjects can be 


S| MON DS put on the board in any desired se- 
quence and shown in conjunction with 


ABRASIVE CO. | the relevant portion of the script. 


a oo. 
* e h | 
Grinding Wheels Mr bil ines 


Take Simonds Wheels, for 
instance! They’re quality- 
controlled for top performance. 
And this is complete quality 
control. It begins with the raw 
materials used in the wheels. It ‘ In addition to its relative sim- 
continues throughout the screen- plicity, the presentation offers the 
ing, mixing, pressing, firing and MONS pe P advantages of color and mobility so 
finishing operations. It governs Py essential to audience interest. Dis- 
the minute, but essential varia- as tributors who are planning training 
tions in the relationship between ips sessions for their salesmen will find 
bonds and cutting particles. It is ; it worthwhile to make this brief in- 
backed by research and main- formative presentation part of their 
tained by modern facilities to program to enable salesmen to do 
give you consistently superior an effective selling job on Simonds 

: , as as Grinding Wheels and abrasive prod- 
results = roughing, finishing, ucts. It can be obtained by writing 
cutting-o8, polishing and shatp- to Simonds Abrasive Company, Philia- 
ening. Free data book gives delphia 37, Pa. , 
details on complete line. Write 
for it, and narfe of your Simonds 
distributor. 





The advertisement shown here is 
typical of the manner in which this 
line is being promoted to industry 
with millions of sales messages in 
leading trade publications during 

1953. 
DISTRIBUTORS IN PRINCIPAL CITIES 


Division of Simonds Saw and Stee! Co., Fitchburg, Mass. Other $ ds C : § ds Steel Mills, Lock- {dvertisement 
port, N.Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. 
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108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


240 


This tap’s a jewel of a business 
builder for fasteners. 

For every time you sell a tap, 
you know it’s going to use up 
countless cap screws, set 
screws, and machine screws. 

Follow up ail hand tool orders, and you'll start a 
chain reaction of volume fastener sales that will 
keep on for years. 

Customers want fasteners that torque easily and 
hold securely. That’s what they get when you sell 
them RB&W bolts, screws, nuts and rivets. They’re 


uniformly accurate in threading, uniformly strong 


in physical properties . . . thanks to strict quality 
control over every phase of production, from raw 
material to end product. 

Besides selling quality, sell service. It’s smart 
business to know your RB&W stock and be able to 
suggest the right fasteners for a particular job. You'll 
build customer confidence and good will, and lead 
people to depend on your firm more and more for 
an ever-widening range of products. 

Stock a well-diversified supply of RB&Ww bolts, 
screws, nuts and rivets, and make the most of 
those opportunities for related sales when you sell 
hand tools. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San 
Francisco. Sales agents at: Portland, Seattle. Distributors from coast to coast. 
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SIDEWALK CONFERENCE included W. C. Bracken QUIET CONVERSATION drew together James R. Hewitt 
Bunting); W. G. Archer and George Winship, Fulton Sup of the Joseph Woodwell Co., Pittsburgh, Pa., 
ply Co., Atlanta; and M. A. Hamman (Bunting Laechelt, (American Saw & Mfg. Co.) 


Visiting Was Popular Sport 


and Oscar E 


FIRST CONVENTION for R. C. Pond, Oliver H. Van INTRODUCTION of two distributors is made by FE. A 
Horn Co., Houston; A. H. Causey, Summers Hdwe. & Sup Hamilton (Raybestos-Manhattan) and Oscar Stocker of 
ply, Johnson City, Tenn.; A. G. Krueger, Sam Corpu Graft-Pelle Co., Louisville, Ky., merrily shakes with R. W 
Christi, Tex., Clearly J. and A. IF’. Doussan, Jr., Doussan Harper, Jr., Harper Fdry, & Machine Co., Jackson, Mis 
Tool & Supply, New Orleans sissippi 


r'WO LADIES from the Mine & Smelter Co., in Denver CHICAGOAN Paul Hartshorn (Melin Tool Co.) gets 
Mrs, Lewis W. Grove and Mrs. Herman F. Seep—find the some news on how things are going down at Amarillo, Tex 
sights amusing from A. D. Gugenheim of A. D. Gugenheim Co 
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GAY BACKDROP, gay trio: $8. A. Seaman and H. C. Heins, AFTER-DINNER relaxation: G. W. Steinmetz (Standard 
Seaman Mill Supplies, Reading, Pa., share the camera lens lool); W. C. Teare, Sterling Products, Chicago; J. A. Hill 
with Jack J. McCann, (J. H. Williams & Co.) (Thor Tool); Mrs. Teare; Mr. & Mrs. F. Armham, Sterling 





Miami— 
Where the Crowds 


Gathered GOING SOMEWHERE? Mr. & Mrs. Robert W. Craw 


ford, Erie Mfg. & Supply, Erie, Pa.; Mr. & Mrs. M. M 
Smith and Mr. & Mrs. J. P. Tierney, Penn General Supply, 
Pittsburgh 





NEW ENGLAND-Midwest quintet: F. Marsena Butts, FIVE WHO CAME, staved, had fun: Howard Easton (Na 
Butts & Ordway, Cambridge, Mass.; D. L. Eckholm, H. M tional Twist Drill); T. W. Norris, Tracy, Robinson & Wil 
laylor, Supplies, Inc., Chicago; Lewis Gilbert ,Screw Ma hams Co., Hartford, Conn.; C. R. Edgerly (National Twist); 
chine Supply, Chicago; Miles Stray, Chas. A. ‘Templeton, Mrs. Norris; and J. U. Farr (National Miami's cloudy 
Waterbury, Conn weather brightened towards Convention's end 
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Cut to length . . . bevelled both ends . . . heat-treated to 
perfection. Just shape the point and you're all ready to 
go... A-L Tool Bits are the last word in convenience. 
Made in a complete range of tungsten and moly high 
speed steels . . . including the new cobalt and high vana- 
dium types that offer superior red hardness, wear-resisting 
and cutting properties. 


Furnished in Standard finish or the popular Ground finish 


In a complete range ef © which is extremely accurate in dimension and free from 
tungsten, moly, cobalt, 


and high vanadium types 


decarburization and scale. 


agente For real Johnny-on-the-spot service on the finest tool bits 
SUPER PANTHER - obtainable, call your local A-L office or distributor . . . 


PANTHER SPECIAL te ; ; : 
@ ? ? ’ I— ve) 
a. UNL, SUPER bat > TODAY! e Allegheny Ludlum Steel Corporation, Oliver 


DBi-3 AND DBL-2 - Building, Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 


Allegheny Ludlum ==" 
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BU EVARE 


nn Ver 
Ca RS “HAP RAICING cnr acs 


A collection of useful tips to help you 


dveop new ling lean ABRASIVE PARTICLES STAND ON END ! 


industrial markets 


pl Ty i iiptinisie> AN ELECTROSTATIC FIELD DOES 


THE TRICK IN BOTH CASES! SEVERAL 
THOUSAND VOLTS OF ELECTRICITY LITERALLY STAND 
SHARP ABRASIVE PARTICLES ON END WHEN MAKING 
3M COATED ABRASIVES. THIS PROCESS EXPOSES 
MAXIMUM NUMBER OF CUTTING EDGES FOR 
BETTER GRINDING AND FINISHING. 


No WORRY ABOUT FALLS OR COSTLY 
ACCIDENTS WHEN "SAFETY-WALK 
"4 ig BRAND NON-SLIP SURFACING 
| PROTECTS STAIRS, RAMPS, CAT- 
» < SB x WALKS! THOUSANDS OF TINY 
— MINERAL EDGES GUARANTEE 
. <S= SURE-FOOTING ANYWHERE -- EVEN 


UNDER OIL, GREASE OR WATER. 
Advertisement 
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GET THEIR POLISH FROM 
3M. THE BRIGHT, SHINY 
FINISH THAT ATTRACTS 
CUSTOMERS AND INCREASES 
SALES OF OREGON CHAIN 
SAWS, IS PRODUCED BY THE RECOMMENDED 
3M METHOD --AND THE RIGHT 3M ABRASIVE BELT. 


Tape TOUGH ENOUGH To Tow A Truck! & 


NO WONDER IT'S TOPS FOR BANDING, BUNDLING, PALLETIZING ! ss 
» HIGH TENSILE STRENGTH UP TO SOO LBS. PER INCH OF 
WIDTH MAKES “SCOTCH” BRAND FILAMENT TAPE 
STAND UP UNDER THE ROUGHEST HANDLING. 
YET THIS TAPE IS GENTLE WITH CONTAINERS, 
CONTENTS AND HANDLERS -- WON'T 
CUT, SCRATCH OR “BURN” 


———~>. \ ees fost 


MINNESOTA MINING & MFG. CO. Dept. 10-63, St. Paul 6, Minn 


Please send more information on the products checked below: 


G67 Moré DEANS of profit 


opportunities in the fast-selling => 
3M line of industrial products. \- 
Send coupon today! a / 


(_] 3M Dises [] “Scotch” Plastic Tape for lane marking [] “Sofety -Walk” 
Non-Slip Surfacing [1] “Scotch” Brand Filament Tape [_] 3M Abrasive Belts 


NAME 
FIRM 
ADDRESS 


cITY ZONE STATE 





Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn also makers of “Scotch” Hrand Pressure-Sensitive Ts 
COMPANY “Scotch” Sound Recording Tape, ‘‘Underseal"’ Kulbierized Coating, “Scotchlite’” Keflective Sheeting, ‘Safety Walk” Non-blip 
Surfacing. "3M" Abrasives, "3M" Adhesives. General Export: 122 E. 42nd St., New York 17, N.Y. In Canada: London, Ont., Can. 


Advertisement 
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Want a glacier 
MOVED? 


Only the gergentuen Paul Bun 
= could come up with on idea 
ike moving a glacier, Remem 
ber the a of how Paul and 
his ox dug Puget Sound with a 
glacier which they brought 
down from Alaska 
Wouldn't you like some of 
his great power at times? 


The “MORE POWER PULLER” 


is mo myth nor does it move glaciers 
However, it offers unlimited possibilities 
in providing a ready-to-use, powerful unit 
for —s so many of your customers’ 
power puller problems 


This light-weight, flexible, sturdy puller 
is operated by one man and requires no 
electrical or fuel connections. A most 
convenient unit for moving and loading 
heavy machinery, opening car doors and 
many other uses around plant or ware 
house 

it comes equipped with 20, 

30, or 40 feet of cable 


List Price $27.75 to $33.80 F.0.B. Factory 
Distributor and Dealer Openings 


The WYETH-SCOTT CO. 


NEWARK, OHIO 








Plaque citing managers of Campbell Chain Co., York, | 


’4., for civic duties and 


employee relations is presented by Gustave Blum, plant manager (right), to Howard 
Campbell, treasurer; Melvin Campbell, secretary; and George Campbell, president 


I'he 400 employees of Campbell 
Chain Co., York, Pa., recently paid 
tribute to the company’s manage 
ment by presenting members of the 
Campbell family with a plaque cit 
ing “unselfishness in performance of 








When Purchasing Rope— 


“WATERPROOFED” 


ASK FOR 
THE ROPE 
WITH THE BLUE 
AND YELLOW 
MARKER 


Found on the outside 
of %” diameter and 
larger sizes and on 
the inside of all 
smaller sizes. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


OUR NEW ORLEANS PLANT 
IS NOW IN OPERATION 
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their civic duties and their good fel- 
lowship and understanding in em- 
ployer-employee relations.” 

The plaque was presented by Gus 
tave Blum, plant superintendent, to 
George Campbell, president; Howard 
Campbell, treasurer; and Melvin 
Campbell, secretary of the company. 
The occasion was the firm’s annual 
party for employees and their guests 
at a York hotel. Mrs. Nellie Camp 
bell, vice president and mother of 
the three officials honored, was unabk 
to attend because of illness. 

he plaque is inscribed, “A tribute 
to the Campbell family.” 








NEW BELT DRESSING is checked 
by F. A. Spargo, vice president of Wil 
liam J. Burns, Inc., Providence, R. L, 
before seeing customer 





} 
IN METALWORKING PLANTS | 
| 


Here’s how NEOPRENE’S performance 
can promote sales for you 


You’re offering extra service-life when you in foundries, rolling mills, and machine shops. 
recommend products of neoprene for use in When products like V-belts, packing, gloves, 
metalworking plants. For neoprene resists oil, solid tires, and hose are needed, be sure you 
heat, abrasion and many chemicals—the very recommend neoprene. That way you’ll insure 
things most damaging to resilient materials satisfied customers and build future sales! 


WORK GLOVES of fabric coated with neoprene outlast 
ordinary gloves many times over. The durable neoprene 
coating stands up under constant exposure to heat, oil, 
chemicals, and rough treatment. 


STANDING MATS of resilient neoprene can take daily 
scuffing by heavy work shoes. Neoprene means long 
wear despite use on greasy and oily floors around 
lathes, drill presses, and other shop machinery. 


PLATING ROLLS covered with neoprene withstand 
temperatures up to 210°F in continuous tin plating 
operations. Even on rolls submerged in the bath, the 
neoprene cover resists deterioration from heat and 


chemical attack. 





PLAN TO SEE THE NEOPRINE MOVIE REG. y. 5, PAT. OFF 
Full-color 16-mm. sound film describes manu- Better Things for Better Living 
facture of neoprene . . . shows how it is used in . ++ through Chemistry 
many industrial applications. No rental charge. 


If you wish, a representative will attend your 
meeting to answer questions. Just write us on 
company letterhead indicating preferred date 


and alternate dates. E. I. du Pont de Nemours 


& Co. (Inc.), Rubber Chemicals Division ID-6, 
ein r The rubber made by Du Pont since 1932 


Wilmington 98, Delaware 
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WHEN YOU SEE THIS 
ON AN END MILL.... 


.+. you know you are sell- 
ing a tool specified by men 
who want faster cutting 
and longer end mill life. 


Putnam end mills are the best that yeors of 
specialized experience and careful manufactur- 
ing can produce . . . recognized everywhere for 
their dependable performance. They are the 
country’s most complete line of regularly-stocked, 
catalog-priced end mills with more than 1000 
standard types and sizes available. 

As a Putnam distributor, you enjoy healthy 
sales and profits, plus greater repeat orders from 
satisfied customers. Putnam's aggressive adver- 
tising, prominently displayed in leading trade 
publications, further assures you increased sales 
by creating maximum trade acceptance. That's 
why leading mill supply distributors prefer and 
SELL Putnam End Mills. 


George C. Somes, Jr. 


Standard Pressed Steel 
Names Promotion Head 


George C. Somes, Jr., manager since 
1944 of the New York City sales terri- 
tory for Standard Pressed Steel Co., 
has been named to the newly created 
post of manager of sales promotion 
and merchandising for the Jenkin 
town, Pa., manufacturer. 

He will have charge of training 
courses at the Jenkintown plant and 
in the field for distributor salesmen 
and other personnel. His offices will 
be in Jenkintown. 

Mr. Somes, at 39, is a veteran of 20 
years with the company. 

\ native of Glenside, Pa., near Jen- 
wintown, he was educated at Drexel 
Institute of Technology and Temple 
University in Philadelphia 

With the company all of his busi 
ness career, he joined it in 1933, when 
it had only 70 employees. Beginning 
as an apprentice machinist, he was 
transferred shortly to the sales depart 
ment and in 1934 was assigned to 
handle sales in the Atlantic seaboard 
states from Hoboken to Miami 

Ten vears later the New York City 
sales territory was set up and he was 
named to head it 
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SECRETARY-TREASURER of 
Standard Equipment & Supply Co., 
Hammond, Ind., is H. H. Norden 











Williams Is 
a "Buy" Word 
with your customers 








Your customers know that Williams tools are de- { L L, \ 


signed to do the job right and are built to last. They 

recognize it as a brand that has earned acceptance . 
through performance. The volume demand for them 

pays you a good profit. New developments, improve- | N D U S T R | A [ T 0 0 [ S$ 
ments and additions to the line make the profit pic- 

ture even brighter. Now... advertising and promotion 

have been intensified to build even higher volume for 

you in this profitable business. 


IN JUNE for example Williams is putting 
plenty of hard hitting advertising in leading 
trade publications behind the three product 
lines shown here. You don't start “cold” when 
your trade is “pre-sold” on Williams. 


Take advantage of this active support by talk- 
ing Williams on every call. It will pay you well 





Note: Catalog No. 261 con 


tains complete descriptions and 
illustrations. Sent upon request 


J.H. WILLIAMS & CO. 
505 Vulcan Street 
Buffalo 7, N. Y. 
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eye it + try it buy it 
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NEW LINE! 


SCREWDRIVERS 
by BILLINGS 


Plastic handles! Wood handles! Rounds — 


Squares, Cabincts, Scubbies—Pocket drivers! 





LightgMedium and Heavy duty! Standard 
and Phillips tips! Sixty three sizes in eleven 
different patterns! And . . . Every one is 
“Billings” Quality ... (‘nuff sed) 

oo gost ero favtied bo hevestioste tae 


BALINGS SELECTIVE DISTRIBUTOR POLICY. 
Write for details. 





QUALITY TOOLS AND FORGINGS SINCE 1869 | 
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Tape Manufacturers 
Form Association 


Manufacturers of pressure sensitive 
adhesive tape products have formed 
a new trade association. 

M. Davier, vice president and gen- 
eral manager of Van Cleef Bros., Chi- 
cago, has been elected president of 
the group, known as the Pressure 
Sensitive Tapes Manufacturers As- 
sociation. Charter members are Behr- 
Manning Corp., Troy, N. Y; Indus- 
trial Tape Corp., New Brunswick, 
N. J.; Minnesota Mining & Mfg. Co., 
St. Paul; Mystik Adhesive Products, 
Chicago; Sanette Mfg. Co., Seamless 
Rubber Co., New Haven, Conn.; 
Technical Tape Corp., New York 
City; and Van Cleef Bros. 

Vice president is M. I. Schultz, of 
Technical Tape Corp. Richard G. 
Breeden, Jr., of Glenview, IIl., is sec- 
retary-manager and treasurer. 

Besides Mr. Davier and Mr. Schultz, 
the board of directors includes B. W. 
Lueck, of Minnesota Mining & Mfg., 
and W. H. Boylan, of Seamless Rub- 
ber Co. 

Objectives of the association in- 
clude the proposal and clarification of 
Government specifications, develop- 
ment of standards in test methods 
and nomenclature, collection of statis- 
tical data and promotion of the group’s 
products. 

Products of interest are pressure 
sensitive tapes that have a flexible 
backing sal an adhesive coating on 
one or both sides. 


Heads Fort Worth Group 


William J. Dean, purchasing agent 
of General Industrial Supply Co., Fort 
Worth, Texas, has been elected presi- 
dent of the Fort Worth Purchasing 
Agents Association. 


Clark Equipment 
Buys Ross Carrier 


Clark Equipment Co., Buchanan, 
Mich., has acquired the capital stock 
of The Ross Carrier Co., Benton Har- 
bor, Mich., manufacturer of earth- 
moving and construction machinery 
and heavy industrial trucks. 

Cla-k Equipment officers said the 
purchase was undertaken “to enable 
us to enter another major materials 
handling market, that of earth-moving 
and construction.” Clark Equipment 
will also obtain the Ross fork truck 
line. 

Michigan Power Shovel Co., a Ross 
subsidiary, was included in the deal. 





NEW SALES PROGRAM at Dixie 
Mill Supply Co., New Orleans, con 
cerns P. F, Richards, manager, machine 
tool department, and E. W. Holmes, 


sales engineer 





SIXTY YEARS with Thor Power Tool 
Co., Aurora, Ill., William Lange in- 
spects anniversary medallion at com 
pany’s veterans’ awards dinner 


Thor Power Tool 
Honors Company Veterans 


Three employees of Thor Power 
lool Co., Aurora, IIl., recently joined 
the company’s l’ifty-Year Club and 45 
qualified for the 25 Year Club at a 
company party recently. 

At the annual Veterans’ Awards 
dinner, Neil C, Hurley, Jr., president, 
presented 21-inch television sets to the 
new 50-year members and electric 
clocks to the 25-year people. 

There are now seven 50-year mem 
bers and 215 employees with 25 years’ 
service. Only employee who has been 
with the company continuously 60 
years, since its founding, is William 
Lange, who was an honored guest. 


/ Best Ppsitive-Locking 
elt 
Ever 


5 
Dreamed | 


“SLEEVELOCK”V-BELT SHEAVES 


& 


SIMPLE DESIGN Only 4 pieces 
—tapered bore sheave, |-piece 
split bushing, 2 cap screws. 

EASY INSTALLATION ‘Slip 
sheave and bushing on shaft; 
tighten screws. 

QUICK DE-MOUNTING Just 
loosen the 2 screws! 

UNIFORM SHAFT CONTACT 
Bushing, split for full length with 
2 milled slots for screw heads, 
gives full contact on oversize, 
undersize or standard shafts. 

NO KEYS Cup screw heads act 
as keys between sheave and 
bushing. 

NO PROJECTIONS Bushing fits 
flush with sheave hub, both sides; 
no flanges. 

LONGER SERVICE Made of 
Medart special hi-test cast iron 
that means longer groove wear, 
longer belt life. 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 
Transmission Equipment 
3535 DE KALB STREET 
ST. LOUIS 18, MO. 
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Easier, quicker mounting and 
de-mounting! 

Positive, uniform Locked-On-The- 
Shaft grip! 

Makes V-Belts last longer! 


The basic “Sleevelock” principle of the 
split bushing in a tapered bore has 
proved its superiority in thousands of 
installations in over 16 years of satis- 
factory performance. 





TYPICAL 
CROSS SECTION 
OF “SL” 
SHEAVES 


Sheave With 
Taper Bore 











One-Piece Bushing 
Fits Taper Bore in 
Sheave 











Cap Screws Pull 
Sheave Up On 
Bushing To Positive, 
Uniform Fit To Shatt 











ava’ 











Tad Coupon Yow! 


ATTACH TO COMPANY LETTERHEAD 
MEDART COMPANY, 
3535 DeKalb St., St. Lovis 18, Mo. 


Send information on “SLEZVELOCK" 
V-BELT SHEAVES 


Also send the following catalogs: 
Power Transmission Equipment | | Gears 
V-Belt Drives | | Speed Reducers 





.. and Variety Helps 


é JACK SALES too! 


The Distributor with the Complete Line 
of Jacks Can Always Supply the 


j 


Simplex LEVER Jacks 

... Ratchet Lowering and Trip 
Available in a broad range of 
types and capacities. All in- 
clude Simplex's noted con- 
struction features, long life 
and dependability 


Simplex SCREW Jecks 

...4 Way Head and Ratchet 
Rugged and durable — the 
safest, casiest-acting screw 
jacks to be had 


Simplex HYDRAULIC Jocks 
..- Standard Type, Center- 
Hole Self Contained and Re- 
mote - Controlled. Also with 
Toe Lift. Available in a wide 
range of sizes. 

lever ¢ Serew * le 

Simplex Makes All 3! 


252 


RIGHT Jack for Every Job! 


A Vital Sales Point for 
Simplex Distributors Only: 


You can recommend, without prejudice, 
the jack that will work better, faster, 
more efficiently for each job for 

every customer. 


You can support this claim because your 
Simplex line of jacks is by far the most 
complete. With scores of jacks to choose 
from—each designed and engineered for 
definite purposes and applications — you 
can always supply exactly the jack your 
customer n . . . without ever 

trying to sell a substitute. 


Only the Simplex Line enables you to 
give your jack customers this 
unbiased service that pays off in 
satisfaction, good will and repeat sales. 


TEMPLETON, KENLY & COMPANY 
1036 S. Central Ave. ©  Chicage 44, lilinels 


WORLD'S LARGEST 


MECHANICAL AND 


MFEGRS. OF INDUSTRIAL 


HYDRAULIC JATKS 


A 
RE-MO-TROL JAC KS JENNY 
UTHL-A-TOOL ROL-TOE 
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Harold M. Winton 


U. S. Rubber Division 
Names Sales Executive 


United States Rubber Co., New 
York City, has created a new sales 
development post for its mechanical 
goods division. Harold M. Winton, 
training director for the mechanical 
goods division, has been appointed the 
first sales development manager, with 
responsibility for training and promo 
tion. 

His first duties, officials said, will 
be the queer of sales promotion 
materials and programs to strengthen 
effectiveness of the company’s branch 
and commodity sales organizations 
The department will direct training 
of sales personnel, assembling of 
catalogs, sales aids, and supervision 
of meetings and demonstrations. 

Mr. Winton has been with U. S. 
Rubber since 1946, when he joined 
the sales training department of the 
tire division. In 1950 he became 
director of personnel and _ training 
for the mechanical goods division. 





eo ““ ud 

‘ers SSS 

SUPPLY DEPARTMENT at Reichle 
Supply Co., 2 Mich., is headed 
by Abner C. Sager, who joined the 
company one year after its founding. 
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STANDARD CUTTING TOOLS 





End mills, saws, milling cutters, hobs, shaper 
cutters and tool bits 


all in accordance with 
x latest applicable A.S.A 





standards 


. 


Design features, precision workmanship 


Pate 

r ad MB. oe ° 
Tare mm coyemeoner-liia mual-hi-ial- 1h b S10 la -) eee pee ad 

faster cutting, longer life aay 
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A nationwide system of stocked distributors 


assures convenient service, prompt delivery 
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HERE’S A QUALITY LINE, 


POWERFULLY PROMOTED 
++ BACKED WITH A SOUND FRANCHISE POLICY! 
The unique sales promotion plan behind the new ILLINITE 
Standard Cutting Tool line is certain to increase your stand 

ard tool sales. The line, the policy and the 


: 
If 

plan are all developed especially to meet 

your sales needs. Write for details. 


woot woruxs ) 5 
2501 North Keeler Avenue 
Chicago 39, Illinois 








Biggest Air Conditioning Season 
in History Expected this Year! 

















Good Air Conditioner Fireplace, 


Offer Res 
With an 
modern air 


Hay Fever Victims 
Increase your share of this 
souped-up market by stock- 
ing this cost-cutting new pump 


GOULDS FIG. 3642 air conditioning pump. 
Capacities to 110 GPM. Heads to 120 ft. Sizes 
1" and 1'4". Motor sizes “4, A, a, %, 1, 1%, 2H.P. 


EXPLODED VIEW SHOWS 
DESIGN SIMPLICITY 


my 


Seal Assembly 


Casing 


Now you can sell air condition- e Minimum maintenance 


ing contractors and distribu- e 
tors exactly the pump they are * 
looking for—already packaged 
and ready for piping and power 
connections, 


Quiet operation 
No stufling box leakage 
e Long, trouble-free service 

Already these new pumps are 
going like hot cakes. And it’s 
the dealers who are stocking 
them for immediate deliveries 
who are making the sales. 


It's the new Goulds Fig. 
3642 “close-cupld” centrifugal 
especially designed for air con- 
ditioning service. Here are some 
of its sales-compelling features: Write for Bulletin 624 A-3 which 
gives specifications, performance 
curves, dimensions and other 
details. 


e Space-saving design 


e Simple installation 
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Cleveland Foremen Meet 


Members of the Foremen’s Club of 
The George Worthington Co., Cleve- 
land, were addressed by Douglas L. 
Sharpe, of Cleveland Worm & Gear 
Co., at a recent meeting. He spoke 
on service obligations of industrial 
distributors. 





R. C. McClure 


Robert P. Herring 


McGowin-Lyons 
Names Executives 


McGowin-Lyons Hardware & Sup 
ply Co., Mobile, Ala., has elected 
R. C. McClure assistant to the presi 
dent and Robert P. Herring manager 
of the Builders’ Hardware Depart 
ment 

Except for two separate tours of 
duty with the Air Force, Mr. McClure 
has been with the company continu 
ously since 1936. Starting in the o1 
der department, he has also served in 
shipping and sales. Since his last r 
turn from military service, he ha 
assisted the company president on 





organization, personnel, sales and sales 
promotion matters. 

He is now devoting most of his 
time to sales development and re 
arrangement of sales territories. 

He first entered the Air Force in 


1941, and was released in 1945 with | 


the rank of captain. Recalled in 1951, 
he served again for a year and a half. 


NEW, COMPACT 


ANSWER TO VARIED POWER TRANSMISSION PROBLEMS 


Mr. Herring has been connected | 


with the company’s Builder's Hard 
ware Department for the past five 
years, and has been assistant depart 
ment manager for the past two 


National Twist Drill 
Elects New Officers 


National Twist Drill & Tool Co., 
Rochester, Mich., has elected three | 
new Officers and directors. 

They are: Alan R. Devine, secretary; | 
John W. Davidson, treasurer; and | 
Arthur L. Norton, comptroller. How- | 
ard L. McGregor, president, an 
nounced the appointments 


Minneapolis-Honeywell 
Adds Sales Engineers 


Minneapolis-Honeywell Regulator 
Co.’s_ Industrial Division recently | 
added 25 sales engineers to its field | 
sales force. 

All are recent graduates of the com 
pany’s industrial instrument training 
school in Philadelphia. They will be 
assigned to 20 cities in 16 states 

J. A. Robinson, field sales mana- | 
ger, said the force was being expanded 
to mect “increased complexities of 
industrial marketing problems.” 

The new representatives and their 
assignments are: John D. Lewis, New 
York; George H. Negley, East 
Orange, N. J.; Thomas L. Morgan, 
Syracuse, N. Y.; John E. Rattinger, 
Boston; William H. Hockersmith, 
Harrisburg, Pa.; Jack Hopkins, Green 
ville; Lee H. Nelson, Knoxville, 
Tenn.; Frank E. Graf, Birmingham, 
Ala.; E. A. Spellerberg, Columbus; 
Joseph H. Toifel and Howard P. 
Smith, Pittsburgh; and Robert G 
Wren, Pat J. Calabrese and William 
F. Yasdick, Chicago. 

Also assigned were Carroll J. Ches 
lousky and Richard D. Horbinski, 
Milwaukee; Harold L. Brandt, Des 
Moines; Robert H. Waggener, Hous 
ton; Stanley V. Preskitt, Dallas; 
Leonard S. Hester, Kansas City; Rod 
man E. Street, Denver; Robert O 
Hutchinson, Portiand, Ore; William 
lr’. Lisenby, Los Angeles; and Larkin 
L. Blake and Theodore G. Lyston, 
San Francisco. | 








LOOK AT THE SALES FEATURES 
OF THIS PRECISION-BUILT 
RUGGED MITRE GEAR UNIT 


Hardened “ZEROL” gears 

Matched pairs of gears run in before assembly 
Double shielded ball bearings throughout 
Provision for re-lubrication if necessary 
Choice of four or five mounting faces 

High load capacity 


Long service life 


Compactly designed and rigidly constructed for guaranteed 
industrial service. 


4 and 1 H.P. at 1800 R.P.M. with 250 and 750 in. Ibs. 
static torque, with two or three shaft extensions. 


DISTRIBUTORS’ oe a 
ew choice territories now 

INQUIRIES available. If interested, write 
INVITED for complete details of our 


Distributor Policy. 


rawr (oc, fro 


awe 


290 WEST STREET KEENE, N. H., U.S.A. 


Also Manufactured and Sold Through Distributors in 
Canada by H&R Arms Co., Ltd., Montreal, P. Q. 
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MASONRY 
DRILLS 


Light-Duty 
Anchoring Kit 


Contains 4 Carboloy “Live- 
Spiral” Masonry Drills . 

Ye", 4%", Ye”, %” ... all fit 
4,” chuck. Suggested list price 


Heavy-Duty 
Anchoring Kit 


Contains 3 Carboloy “Live- 
Spiral” Masonry Drills... %”, 
Ky”, 4”... fit 4” chuck. Sug- 
gested list price $10.20 





No packing! 
No stalling! 








Stock and sell this 
great open-line item! 


Millions of portable electric drills are in 
use in home and industry. Right now, 
from this huge market, there’s a tre- 
mendous demand for Carboloy “Live- 
Spiral” Masonry Drills—the carbide- 
tipped, rotary-type drills that zip thru 
any masonry fast and clean. 

This demand is mushrooming. The 
Carboloy organization is vigorously ad- 
vertising these drills to industry, to 
building tradesmen, to hardware deal- 
ers and home-workshop men in nine 
major publications and by direct mail. 

Cash in on this natural money maker. 
Carboloy “Live-Spiral” Masonry Drills 
are priced for profits and quick turn- 
over! Attractively packaged for quick 
sales! Engineered for phenomenal 
results! 

Send coupon for resale proposition 
and merchandising details. Drills avail- 
able in kits or separately in plastic tubes. 


Handy Man Kit 


FORMER AID in CPA firm, Vernon 
Bell is now accountant for Crawford & 
Garner, Inc., Spartanburg, S. C. 


Manufacturers Release 
Film on Jet Production 


Utica Drop Forge & ‘Tool Corp., 
Utica, N. Y., has produced a new 
16 mm sound movie showing the 
production of jet aircraft blades. 

Carborunduin Co., Niagara Falls, 
N. Y., cooperated on the project, 
which was filmed in three Utica Drop 
Forge plants. Howard Wilcox, of 
Carborundum, handied photography, 
with Henry Ze'lweger, Utica Drop 
Forge, as technical director. 

The movie is designed for industrial 
arts classes in schools and colleges 
However, it is presented in non-tech 
nical fashion, so as to be suitable for 
the general public, its sponsors have 
announced. 





Contains 3 Carboloy “Live-Spiral” Ma- 

sonry Drills ... 4%”, %”, 4%"... fit 4%” 

chuck. Suggested list price $6.65. 
Carboloy” and “Live-Soiral”’ ore registered trademarks of 
the Carboloy Department of General Electric Company 


wee ree re rere - 5 


CARBOLOY 


DEPARTMENT CF GENERAL ELECTRIC ComPAnY 
11131 E. 8 Mile Ave, Detroit 32, Michigan 


Rush me resale proposition and descriptive folder without obligation. 


MAIL 
TODAY 
FOR 
FULL 
DETAILS 


Position 





Name 








Company 
Address 
City Zone 





COMPANY ARTIST at Orr Iron Co., 
Evansville, Ind., is Bonnie Sensmeier, 
who illustrates firm’s promotion pieces. 


State 
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“U.S.” has all o tapes to give you O-way profit! 
FRICTION, RUBBER and PLASTIC 


SECURITY® FRICTION TAPE 


For electrical and general purpose jobs, 
Your customers know it's the strong, rub- 
bery, sticky tape that really grips and stays 
on. The fabric has unusually high tensile 
strength to handle tough jobs. Straight- 
tearing, non-ravelling. No pinholes to 
cause leaks. Rely on Security to turn over 
fast and bring profits. Available also in 
specification grade — U.S. Holdtite® — ex- 
ceeds A.S.T.M. specifications. 








SECURITY RUBBER TAPE 


For all general eiectrical work. This unvul- 

canized rubber splicing compound has the 

necessary physical properties: tensile strength, : 
elongation, tackiness, plus the dielectric AE tall Thay 


strength needed for durable splices. It is easy 7 . 

to handle and will fuse into a solid mass with- WJ RUBBER TAPE 
out heat or undue pressure. Available also in 
a specification grade—U.S. Holdtite—exceeds 
A.S.T.M. specifications. 





ROYALASTIC PLASTIC TAPE 


Does the work of both rubber and friction tape 
in many uses. Many electricians and mainte- 
nance men want a tape that makes a thin splice 
and keeps wiring neat and uncluttered. Royalastic 
is the answer. Complete mechanical and elec- 
trical protection. High tensile strength and ex 
cellent resistance to abra- 

sion and to water, oils, 

acids, alkalies and corro- 

sive chemicals. Good 

stretch ...clings tightly... 

strips cleanly. 


SEEID AL AMUN 
a 


These U.S. Tapes sell speedily and bring 
profits all year. Check your stock. Order NOW! 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION » ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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£2 Great Packaging Ideas: 


LOCK WASHERS IN 


1 COIN PAK 
2 NEW .c2 CARTON 





THE 


JYIZIVZZFZA CO. 


129 £. NASH STREET © MILWAUKEE 12, WISCONSIN 


COIN PAK — Easier to stock, easier 
to handle . . . in all 8 Popular Sizes... 
(ASA Med. Steel—3/16",1/4", 5/16", 
3/8",7/16", 1/2", 5/8",3/4") 

COIN PAK — Machine Packaged to 
safeguard quality . . . eliminates link- 
ers, mixed sizes, foreign matter. 
CGIN PAK — Costs No More... 
these 2 new Packaging Ideas are yours 
at no extra cost. 


COIN PAK — Sold Only throug! 
Recognized Distributors. 




















SEND FOR YOUR COPY OF 
CATA 


LOG NO. 53C 


give your customers 


FASTER 


deliveries 


with ... 


KECKLEY 


pressure 
regulators 


When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley 
plant. Most sizes available from 

stock—others assembled, tested and ship 
in a few days. Screwed or flanged in sizes 
from }” to 6”. Pressure and temperature 
combinations available. 

Check with Keckley for better valves and 
better delivery. 


Pressure & Temperature Regulators 
Fleet Va 
Pop Safety and Relief Vaives 


O.C. KECKLEY COMPANY 


400 W 


MADISON 


STREET 


CHICAGO 6 ILLINOIS 
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CUSTOMER service is responsibility of 
Fr. P. Fensel, assistant store manager, 
Augusta Mill Supply Co., Augusta, Ga 





Schultz & Anderson 
Adds New Building 


Schultz & Anderson Co., Newark, 
N. J., has leased a 3,000 sq. ft. build 
ing next door to its Edison Place 
headquarters for expanded office and 
display space. 

The company plans to move its 
ofices and convert most of its street 
front space into a large showroom 
several times the size of the present 
display area, using both the present 
frontage and the leased addition. 

The project will provide the firm 
with a total of 10,000 sq. ft. of space 


Joins Sales Force 


Latest addition to the Schultz & 
Anderson sales force is David H. Her 
ron, recently with a New Jersey con 
struction materials firm in outside 
sales. He has ten years’ experience 
in tool and die making with American 
Can Co. and Newark Die Co. 

A graduate of Chattanooga Uni 
versity and Newark Technical School 
in engineering, he served with the 
Army engineers in World War II in 
the European Theatre and the South 
Pacific. 


Executive Vice President 
Appointed by Disston 


John D. Thompson, formerly vice 
— of John A. Roebling’s Sons, 
1as been named executive vice presi- 
dent of Henry Disston & Sons, Inc., 
Phi.adelphia. 

A Yale graduate, Mr. Thompson 
spent 13 years with The Stanley 
Works, New Britain, Conn., in various 
positions in the Steel Division. In 
1940 he became works manager of 
Roebling’s in Trenton, and in 1946, 
vice president in charge of operations. 





National Association 
Cites ID for Film 


The National Industrial Distribu 
tors Association recently cited A. M 
Morris, publisher of INpusrriart Dts 
PRIBUTION, for production of — th 
sound slide film, “Operation ‘Team 
vork,”” now available to distributors 

he following resolution was vo‘ 

Whereas, A. M. Morris, publishe: 
of Inpustriat. Distripuiion, ha 
veloped and made available to ou 
members an extremely interesting anc 
effective sound slide film, ‘Operation 
leamwork,’ which graphically illu 
trates and emphasizes the highly « 
sential functions and services renderc« 
by industrial supply  distributo 
therefore be it 

‘Resolved, by members of the N 
tional Industrial Distributors A 
ition that we hereby express our 
uine appreciation to Mr. Mor 
his excellent assistance, and assu 
him of our sincere gratitude { 
valued cooperation.” 


— 


A. E. Carpluk 


Trumbull Electrie 
Adds to Sales Staff 
Alfred E. Carpluk has joined the 


sales engineering staff of the Trum 
bull Department of General Electric 
Co., Plainville, Conn. 

Located in the Boston office, he 
will handle job estimating and layout 
and will act as engineering and sales 
contact with the Plainville headquar- 


ters. 


He succeeds J. J. Jamison, recently “CAMPBELL >/ 
called to active duty by the Navy 
Mr. Carpluk joined General Ele CHAIN 
tric in 1949 and since has worked at 
the Schenectady plant and at the 
General Electric Supply Co. in Seat- 
tle. He was recently a sales engineer 
with the Small & Medium Motor De- 
partment at Lynn, Mass. 
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Availoble now to distribubdas! 
OPERATION TEAMWORK 


A NEW FILM STORY OF THE INDUSTRIAL SUPPLY DISTRIBUTOR 


OPERATION TEAMWORK, a new slide film available to distributors, explains the 
essential role of the industrial distributor in America’s industrial economy and 
describes his operations, The distributor presented in the film characterizes indus- 
trial distributors from coast to coast. The functions and operations pictured are 
composite drawings of hundreds of actual photographs cataloged in the editorial 
files of INDUSTRIAL DISTRIBUTION. 


OPERATION TEAMWORK demonstrates the indispensable service that distribu- 
tors render to industry —to both manufacturers and users of industrial equipment, 
tools and supplies. This service is shown revolving around three basic jobs: 


1—Management Direction and Control. 
2—An Adequate_and Well-rounded Inventory. 
3—An Aggressive Sales Force. 


Each of these functions is presented in detail. Each is shown for its important 
contribution to the goal of all distributors — to render the service that industrial 
buyers demand. 


OPERATION TEAMWORK was originally prepared as a basic part of several 
planned presentations for your suppliers — manufacturers selling through industrial 
distributors, The purpose of these programs is to create a better understanding of 
your sales and marketing role and to stimulate closer cooperation with you. 


Now, at the suggestion of a group of distributors, the script has been adapted to the 
distributor’s use as a training film for his own organization and for presentation to 
his customers and prospects. The film is a 35 MM strip in full color. It can be oper- 
ated on low frequency automatic projectors and/or manual projectors, 


The film and recording is being offered to distributor at cost — $18.00 for the complete 
set. Send orders to 


ndustrial 
Di i ss Trl h TIO n and their salesmen. 


The McGraw-Hill publication 
edited exclusively for Industrial Distributors 


330 WEST 42ND STREET, NEW YORK 36, N.Y. 
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7wo MULCONROY HOSE 


SPECIALTIES-AacayZ 
Drittg You Dncremed Jales 


MULCONROY HYDRAULIC 
HOSE ASSEMBLIES 


With 


“PRESS-LOCK” COUPLINGS 


The ideal hose assembly for all kinds of hydraulic equipment, assuring the great- 
est degree of safety, efficiency and economy. Hose is highest quality hydraulic 
type, in constructions to meet any required working pressure. “Press-Lock” 
Couplings have established a new standard for hydraviic hose connections, 
giving the hose unequalled resistance to shock loads and the effects of continuous 
flexing. They are the pressed-on type, with a three-way gripping arrangement 
that makes them integral parts of the hose. Cut-away view shows how the 
“Press-Lock” utilizes entire hose wall, 

and illustrates the unique method of 

anchoring coupling to hose. 


“DYNAMITE” Armored, Insulated STEAM HOSE 


Style 801. The ultimate in strength, 

safety and durability for every steam 

service at pressures up to 150 Ibs 

Specie! compound tube resists high 

temperature charring and the swell 

ing action of hot water, and is insu- 

lated and protected by lining of woven asbestos. This asbestos lining has full 
length steel wire spiral to guard against buckling or collapsing. Multiple-ply 
duck carcass is surrounded by two-layer armor of braided galvanized steel wire 
Further strength and protection is provided by outer full-length spiral of half 
round galvanized steel wire. Sizes '2" to 3” 


The above ore but two of the many MULCONROY Hose Specialties 
which you, the Distributor, can sell to advantage and profit. Write for 
catalogs and literature describing the complete MULCONROY linc 


"MULCONROY Sard... WHERE OTHERS SS. 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 


Rex D. Marsh 


Leland Electric 
Names Executives 


American Machine & Foundry Co. 
has appointed Rex D. Marsh sales 
manager of its Leland Electric Dwi 
sion in Dayton, Ohio. 

Robert S. Sweeney takes over as 
divisional vice president and general 
manager of Leland 

Mr. Marsh is former president and 
a director of the Canadian subsidiary 
of Bowscr, Inc. <A graduate of the 
University of California, he joined 
Bowser in 1934 and was engaged in 
various sales and lubrication engineer 
ing capacities for the firm until World 
War li, when he served as an Army 
lieutenant colonel in the Pacific and 
Asiatic Theatres. 

He was at one time Bowser’s as 
sistant division sales manager in At 
lanta, Ga. He became general man 
ager of the Canadian subsidiary in 
1946. 


Mr. Sweeney is former vice presi 


| dent and treasurer of Watson-Stillman 


Co., Roselle, N. J. A graduate of Stan 
ford University and Harvard Business 
School, he held positions in an ac 
counting firm and as controller for 


Robert S. Sweeney 





both private firms and departments of 
the Federal Government. He becamc 
Watson-Stillman vice president in 
1944. 


Elect Directors 


American Machine & Foundry re 
cently elected two new directors, Rod 
ney C. Gott, vice president of the 
company, and Murray McConnel, 
president of Cuno Engineering Corp. 
of Meriden, Conn. ‘Twelve other 
directors were re-clected. 


Rodney C. Gott 


Murray McConnel 





Alkon Products 
Names Sales Head 


Robert G. Shelton, at one time 
with The Cleveland Twist Drill Co., 
has been appointed manager of sales 
for Alkon Products Corp., New York 
City. 

A graduate of Western Reserve 
University, Mr. Chelton has also been 
connected with Supreme Products 
Co., Chicago. 

He will be in charge of sales of all 


Alkon products on the national levc! 





we really , baskaae 
our distributand . 


As a Wood's Distributor you can depend upon getting a com- 
plete and thorough “backing-up,” sales-wise. All inquiries 
from our extensive trade paper advertising (reaching close to 
a million readers) are forwarded to our Distributors. On top 
of this, Distributors are supplied regularly with helpful direct 
mail for their own prospect list. Field Engineering and Sales 
assistance is gladly given when necessary. If you are interested 
in becoming a Distributor of Wood’s Power Transmission 
Equipment, drop us a line. You'll profit by it. 

Wood's Products: Sheaves; V-Belts; Anti-Friction Bearings; 
Pillow Blocks; Stock Flat Belt Pulleys; Couplings; Hangers; 
Collars; Complete Drives; Made-to-Order Sheaves and Pul- 
leys; “Sure-Grip” Standard, Super & Steel Cable V-Belts. 


SONS CO. CHAMBERSBURG > PA, 


Mechanical Pewer Trensmission Manufacturers Since 1857 
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NTAGES 
rouoer must sovanrects Don't settle for less than 
PLUS" HEAT-TREATED CAP 
SCREWS. Chicago “Safety Plus” 
by, Comers stay shore... | High Carbon Heat Treated 


provide positive non- 
slip wrench grip ... No 
decarburized surface. Cap Screws 
@ For complete hardness from the 
¢«-- Bodies wear longer... 
nominal diameter re- center all the way out — no soft 
mains to size . . . No skin to cause wear or breakage 
decarburized surface. due to fatigue 


~ ae se ® For freedom from scale — cleaner 
ment 7 . No al to handle — give oe tighter thread 

ized surface. fit — have smoother bodies. 
@ For extra safety — better appear- 
ance — ALL at no increase in cost 


to you. 


HERE'S WHAT CHICAGO'S NEW High Carbon Heat Treated “Chicago” 
PROCESS OF CARBON CONTROL Cap Screws are not superficially cy- 
MEANS VO VOU: anided. Heads, bodies, threads and 
points all are of the same, true hard- 
ness. It is no longer necessary to cut 
threads to remove decarburized sur- 
faces. Chicago's improved heat treat- 
ing im carbon recovery atmosphere 
gives a smoother, more accurate, 
stronger product at no increase in 
Unreteuched microphotograph of cost, making Chicago “Safety Plus” 


common heat treated screw thread rew 
showing soft outer skin which causes Heat Treated Cap Sc s even safer 


excessive wear and breakage. than before. 

Continuing our long established 
policy, Chicago “Safety Plus” Screw 
Products, in bulk or in packages for 
original equipment or replacement, 
are sold through Service-Conscious 
Industrial Supply Distributors. If you 
do not now stock Chicago “Safety 
Same View of a Chicago “Solety Plus” Heat Treated Cap Screws, write 


Plus” High Corbon Heot Treated us for full details and samples. 
screw thread, showing uniform hard- 
ness through the entire thread struc 
ture. This insures complete freedom 
from scale, more accurate fit to per 


mit tighter wrenching. SCREW COMPANY 





Wexogon Need (ep Sc/ows, Stee! ond Brass » Squere Need end Hoodies (up Point Sat Screws » Semi-finished Hexagon Nuts, Stee! end 
Gress » Nerrgen (astelioted Nuts » Fillister ond Flat Need Cap Screws © Teper Pins » Milled Studs » Socket Heed (ep Screws o Socket 
Set crews » Socket Pipe Plugs « Stripper Bel s or Shgyider Screws o Square Heed Deg Point Sei Screws » Key, Astertments seg Ci 
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INSIDE SALES work keeps Fred 
Boese busy at Epperson & Co., Tampa. 








Morse Twist Drill 
Names Midwest Manager 


Fred Duff, former New York dis- 
trict manager for Morse Twist Drill & 
Machine Co., New Bedford, Mass., 
has been appointed manager of the 
company’s Midwest territory with 
headquarters in Chicago. 

The territory covers ten states, from 
Denver to the Indiana border. 

Succeeding him as New York dis- 
trict head is Rex E. Bennett, who 
has been a salesman in the New York 
territory since 1950. 

Mr. Duff came to New York a year 
and a half ago from Cleveland, han 
he had been district manager for five 
years. He has also been a salesman 
in Chicago. 

He joined the company in 1945 
after service with the Air Force. Pre- 
viously he was connected with New- 
ton Associates, Boston, Mass., engi- 
neering firm. 

Mr. Bennett, before joining the 
company in 1950, had worked for an- 
other manufacturer in the same field. 
He is a graduate of the University of 
Pittsburgh. For nine years he worked 
in sales with General Motors Corp. 


Precision Machine 
Plans Tool Show June 5 


Plans are complete for the tool show 
scheduled for June 5 in the Hotel 
Alexander, Paterson, N. J., by Pre- 
cision Machine & Supply Co., Fair- 
lawn, N. J. 

Twenty manufacturers will exhibit. 

resentatives of industry concerned 
“ both metalworking and wood- 


working have been invited to attend. 





illustrated are but a few of the many popular W & B 
drills for steel. Complete lines of screw machine 
drills, oil hole drills, high speed track bits and 


/ Lehech, Neji 


I sa 


/ 


‘stock and sell 
the right drills 
for Steel... J 


REGULAR DUTY DRILLS 


These drills are for general usage and will drill 
most steels. 





HEAVY DUTY DRILLS 


Use Heavy Duty Drills where heavier feed and more 
efficient drilling of harder steels and work hardening 
steels are required. Heavy web construction permits 
greater thinning at the point for easier penetration. 











CARBIDE DIE DRILLS 
With these Carbide Drills it is possible to drill hardened 
dies. They eliminate annealing and costly time- 
consuming grinding methods. 








DEEP HOLE DRILLS 


Deep Hole Drills have fast helix, heavy weks and split 
or offset points. They clear readily even when drilling 
to extreme depths. ‘'Fastwist” drills are suggested for 
deep hole drilling in screw machine stock. 


STEP & SUB-LAND DRILLS 


In one operation these drills produce holes of two or 
more diameters, or holes with chamfer, counterbore, or 
counterbore and chamfer. Also other practical combi- 
nations involving angles or radii can be incorporated 
to your specifications. Sub-Land Drills have separate 
margins the full length of flutes for each diameter. 
This provides for maximum resharpening of cutting 
edges and thus longer drill life. 














“Mahers of Gine Tools Since 1848" 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 
NEW YORK e« CHICAGO e« LOS ANGELES « HOUSTON 
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To protect 
lives and loads... 
use 


CF] 
AMERICA’S LARGEST-SELLING vote, 


DROP-FORGED WIRE ROPE FASTENERS 
MADE BY AMERICAN HOIST & DERRICK CO., ST. PAUL 1, MINN. 


y 


Today, tomorrow and every day, many of your customers 
will be reminded that it’s time to re-order wire rope fas- 
teners. Right this minute, some of them are writing out 
requisitions. And this you can depend on... most of the 
orders for drop-forged fasteners will specify America’s 
largest-selling brand—crosBy CLIPs. Isn’t it common sense, 
then, to make CROSBY CLIP ads your ads... and those ready- 
made orders your orders? Just ask for the business on every 
call, and you'll find your volume growing month by month. 
Use our free, powerful sales aids, too... pocket memo 
books, blotters, envelope enclosures, safety wall posters... 
all imprinted with your company name without charge. 
Here’s easy business... steady business. . . profitable 
business. Just remember to say, on every call: “How are 
you fixed for CROSBY CLIPs?” 
Made by: 
AMERICAN HOIST & DERRICK CO. «+ ST. PAUL 1, MINNESOTA 
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Pittsburgh Gage & Supply 
Names Department Head 


Pittsburgh Gage & Supply Co., 
Pittsburgh, has named James R. Mce- 
Cutcheon, Jr., manager of its Piping 
Supplies Department. 

He was formerly connected with 
National Tube Co., American Car & 
Foundry Co. Valve Division, and 


Homestead Valve Mfg. Co. 





G. A. Booth 


W. R. Foley 


Republic Rubber Division 
Names Representatives 


Three new field representatives 
have been appointed by Republic 
Rubber Division, Lee Rubber & Tire 
Corp., Youngstown, Ohio. 

G. A. Booth will have headquarters 
in Chicago, W. R. Foley in Jackson, 





i db af 


R. E. MeQuiston 


Miss., and R. k. McQuiston in Mid 
land, ‘Texas. Mr. Booth and Mr. 
Foley are replacing men_ transferred 
to other assignments while Mr. M« 
Ouiston is opening a new territory 
created because of increased activity 
in the Southwest’s industrial and 
petroleum markets. 

All three are graduates of Repub 
lic’s sales training program. ‘They 
joined the company last July afte: 
completion of military service and 
graduation from Youngstown Colleg« 


Newark Distributor 
Completes Renovations 


The Abrasive Machine & Supply 
Co., Newark, N. J., has completed 
extensive renovations in the forward 
part of its building to provide some 
600 sq. ft. of added stock space and 
modernize facilities. 

All departmental offices have been 
moved to the second floor, and stcel 
shelving for stock installed in_ the 
former first floor office space. A new 
40-ft. counter divides the stockroom 
from a larger, reorganized display 
space. 

Other improvements to shipping 
facilities are still pending. New con- 
veyors and a shipping dock were in 
stalled last vear. 


A Correction 


In the May issue of INpusrriat Dis 
rRiBUTION, Mrs. H. R. Swartz, whose 
husband is sales manager of Cleveland 
Cap Screw Co., was erroneously iden 
tified in a picture caption 


You can't 
handle a better 


line of bolts 


HERE’S WHY. ..1. Circle ® bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 
plus features, is no high- 

er than ordinary 

bolts alone. 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N.Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CircLe-@® PRODUCTS 
BOLTS « NUTS « RIVETS AND SPECIAL FASTENERS 


NUMBER 51 identifies the latest 
catalog available. If you don’t 
have a copy, we'll gladly send you 
One upon request. 
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Key to 
Success 


in welding-equipment sales! 


A PzH FRANCHISE 


on the line that’s a top profit-maker 
for aggressive distributors everywhere! 


I | 


oc Rectifier ” 


AC Welder 


The Most Complete Line! You've got something to 
sell — something that meets a real need — in almost 
every plant or shop — any place there’s a job of fab- 
rics ating of maintenance. 


Exclusive Features! Only P&H welders have Dial- 
lectric Instantaneous Remote Control that lets the 
operator adjust heat right at the work, as easily as 
tuning a radio. No hard-working cranks to turn, no 
moving parts to wear out and cause delays and 
maintenance expense. 


Powerful Advertising! As many as a million sales 
messages a month in 17 leading trade journals talk 
P&H advantages to the purchasing agents, the pro- 
duction engineers, the welding superintendents — 
all the men you've got to sell first to make a sale. 


Profits and Prestige! If you can see that your name 
plus P&H, one of the big names in industry, can 
add up to real success in welding-equipment sales, 
write us for information regarding a franchise in 
your territory. 


pH WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 West Notional Ave., Milwaukee 46, Wis. 


Engine-Driven DC 
Are Welder 
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PRODUCT LITERATURE for a sales 
campaign is checked by W. M. Walker, 
sales manager, industrial division, Mont 
gomery & Crawford, Spartanburg, S. C. 





Sylvania Electric Products 
Names Zimmer President 


H. Ward Zimmer is the new presi 
dent of Sylvania Electric va ware 
Inc., succeeding Don G. Mitchell, 
now chairman of the board. 

Mr. Zimmer has been executive vice 
president since 1950 and for three 
years previously served as vice presi- 
dent in charge of operations. 

Mr. Mitchell has been president ot 
the company since 1946. He succeeds 
as Chairman Max F. Balcom, a mem- 
ber of the Sylvania organization and 
predecessor companies for 35 years. 
Although retiring from the chairman- 
ship, Mr. Balcom will continue as a 
director and in advisory capacity. 

Mr. Zimmer joined the Pennsyl- 
vania predecessor company cf Sylvania 
in 1919 when its sole output was in- 
candescent light bulbs. He held suc- 
cessive operations posts until appoint- 
ment as executive vice president. 

Mr. Mitchell joined the company in 
1942 as vice president in charge of 
sales. He became president in 1946. 





INVENTORY CARDS at Ellsworth 
Steel & Supply Co., Stratford, Conn., 
are checked by J. W. Brothwell and 
Walter Raistrick, purchasing agent. 





the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel —famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. iD 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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SOLID STEEL COLLARS 


Your customers will appreciate the fast delivery you 
can give on these precision machined, beautifully 
polished collars. They'll like the way the famous Self- 
Locking UNBRAKO Socket Set Screws keep them posi- 
tioned on the shaft too. 


42 stock sizes—for shafts from *%'' to 3" inclusive 
are available for your shelves. Write for literature. 
SPS, Jenkintown 15, Pa. 


Che tfluih Geer : N START FOR THE FUTURE 


HALLOWELL POWER TRANSMISSION DIVISION 


JENKINTOWN PENNSYLVANIA 


Flux 


Sodering Paste 
SAVES TIME—SAVES LABOR 


Sofest—fast working 
sodering paste made. 


Anyone can seli a tool 
| on tow price—once. But 
How To Make } its handle is toy-size, 


A Sete And } of insulatent arden 


Lose A Customer if its tig net ground to Mt 
‘ —the customer is lost. 


Give a man a 
screwdriver he 
can yt a Grip 
on! CELITE 
uses at least a 
‘%” dia. plastic 
handie, SAE 
6150 electric fur- 
tA 
at! SURE. they Sodering Liquid 
mane — bet ash Double strength 
4 — om, ror jobber non leet sy 
in The ater oF job : ' 
bout the it 

Bargain business they Adaptable to hand 

bring in! , 
or machine soder- 
RCELITE ing. Works like 

INCORPORATED lightning. 
XCELITE (Formerly Park 

Screwdriver. a 1 tne.) | Cali Your Distributor | 
Write now Orchard Park, or Write to 


tor catalog. New York 
= » L. B. ALLEN CO., INC. 
6731 BRYN MAWR AVE 
CHICAGO 31 ILLINOIS 
@ Sold thru Distributors 
®@ Send for Catalog 
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Name Buffalo Distributor 
“Businessman of The Year” 


J. Frederick Rogers, president 
Beals, McCarthy & Rogers, Inc., Buf- 
falo, has been named “Niagara Fron- 
ticr Businessman of the Year.” 

The honor was conferred by the 
Alumni Association of the University 
of Buffalo 





. Barnes 


G. A. Wilson 


Firth Sterling Names 
General Sales Manager 


Firth Sterling, Inc., Pittsburgh, has 
appointed T. G. Barnes as general 
sales manager. 

He has been production manager 
since 1951. A graduate of Virginia 
Polytechnic Institute, he joined the 
company as special assistant to the 
chairman in 1950 from Reynolds 
Metals Co. 

G. A. Wilson, formerly general 
superintendent of the company’s Car- 





Robert J. Steele 


John D. Knox 


bide Division, will succeed Mr. 
Barnes as production manager. 
Other new appointments are 
Robert J. Steele as general superin- 
tendent of the Carbide Division and 
John D. Knox as superintendent, 
Powdered Metals Division. 


Use the Right Colors 
For That New Paint Job 


Planning a Spring refurbishing for 
the offices or warehouse? 

Remember these simple color prin 
ciples when you paint: 

Light colors reflect heat, dark colors 
absorb it. Light colors in interiors re 
flect more light and make small rooms 
appear larger. Conversely, dark colors 
absorb light and seem heavier, making 
a large room seem smaller. 

Reds, oranges, yellows and yellow- 
green seem to advance toward you, 


* Don’t overlook. 


replacement chuck 


Rd 





DISTRIBUTORS 


are the sales force behind 


the sale of SUPREME cuucxs 


Supreme brand chucks are made for and sold by 
industrial distributors to the industrial trade. Supreme 
depends upon distributors as the main selling force and 
offers the kind of distributor policy and sales approach 
most agreeable to distributors everywhere. 


Supreme brand chucks are in demand. They produce steady 
repeat profitable business. A reasonable investment 

turns many times a year. The product is top 

quality and customer satisfaction results. 


This is an ideal setup for distributors .. . 
why not write today regarding open territories. 


creating a feeling of warmth. Blues, 
violets, blue-greens and _ blue-gray 
seem to retreat and have a subduing 
effect. THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Iilinois 


¢ SUPREME chucks 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 271 





Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills. . . three different tool bit 
grades ... slitting saws... cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 





baie” “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS 





14400 WOODROW WILSON ° 
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DETROIT 3, MICHIGAN 


aa 


WEST COAST WAREHOUSE: 576 North Proirie Ave., Hawthorne, Calif. 


Yale & Towne Helps Students 


The Yale Materials Handling Di 
vision of the Yale & Towne Mfg. Co., 
Philadelphia, has established a full 
tuition scholarship for a beginning stu- 
dent in industrial design at the Phila- 


_delphia Museum School of Art. 


Hardware Association 
Sends Convention Plans 


Plans for the National Hardware 
Convention scheduled for Oct. 11-14 
in Atlantic City are now complete and 
conference booth plans have been sent 
to members, officials of the American 
Hardware Manufacturers Association 
have announced. 

June 22 is the deadline for booth 
assignments. 

Chairman of the Conference Booth 
Committee is Franz T. Stone, of Co- 
lumbus-McKinnon Chain  Corp., 
Tonawanda, N. Y. 

The conference booth plan will op- 
erate this year on Monday and Tues- 
day afternoons instead of Monday and 
Wednesday as formerly. 

Association officials said the recent 
Southern Convention in Dallas was 
the largest Southern meeting to date, 
with attendance of about 1,750. 





Harry R. Henke 


Bell & Gossett 
Names Ad Manager 


Bell & Gossett Co., Morton Grove, 
Ill., hot water heating equipment 
manufacturer, has elected Harry R. 
Henke as advertising manager. 

With the company since 1949, 
when he joined the sales staff, he 
succeeds Wendell S. Clough who 
recently joined the Ford Motor Co. 
in Detroit. 

Mr. Henke at one time was manu- 
facturers’ representative in Illinois, 
Wisconsin and Indiana for the Gray- 
Mills Corp., Evanston, Ill. 











Are You Getting Your Share of the Profits 7 


Corning industrial Glassware for All Applications Customers are constantly being directed to you for solution 


of their gauge glass problems in every advertisement in 
Corning’s consistent, hard-hitting campaign in Mill and 
Factory, Plant, Domestic Engineering, Marine Engineering, 
Petroleum Refiner and other business publications. 

Unless you carry an adequate stock of the complete line 
of Corning industrial glassware, you can miss out on many 
profitable sales. A complete stock permits you to offer 
exactly the right type of gauge glass for each application. 

Corning’s advertising is your unpaid salesman. It lays 
the groundwork for sales by telling the customers exactly 
which product is best for his needs. It gives the properties 
and main selling features of the products. Finally, the cus- 
tomer is told to purchase by contacting you. All that re- 
mains is for you to close a profitable sale. 

Check your stock today! Make sure you have enough 
Corning industrial glassware to meet all requirements. If 
you are not presently handling the Corning line, write us 
immediately for the facts. 





CORNING GLASS WORKS 
waar CORNING, NEW YORK 
— Couniing means research inc Flats 
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FLEXCO 
FASTENERS 


BUILD THE KIND OF 
CUSTOMER ACCEPTANCE 
THAT MEANS MORE 
PROFITS TO YOU! 


FLEXCO is a clean packaged 
item ... no splits... no trouble 
...o complaints . . . least resist- 
ance to sales. 


it’s a Quality Product that does 
an outstanding job in fastening 
and repairing conveyor belts. 


FLEXCO is the complete line— 
for all conveyor belts... manu- 
factured by the pioneering leader 
in belt fasteners. 


Large attractive label quickly 
identifies contents at a glance. 


Well packaged, FLEXCO gets 
to customer in good shape... 
whether by freight, pce ex- 
press or parcel post. 


An excellent profit item for all 
concerned. " 


Ask for Bulletin F-100 


FLEXIBLE STEEL LACING CO. 


4633 Lexington Street 
Chicago 44, Illinois 





Harry Silverstein 


Vaco Products 
Elects President 


Vaco Products Co. has elected 

Harry Silverstein president to fill the 
| vacancy left by the death of C. D. 
| Pettingell, co-founder of the Chicago 
| screw driver concern. 

Alvin E. Shugarman, former vice 
president, was named executive vice 
president. James ‘I’. Pettingell became 
vice president. Other offices remain 
unchanged. 


Winter Bros. Moves 
Cleveland Offices 


Winter Bros. Co. has moved its 
Cleveland offices to 4500 Euclid Ave. 
where the offices of National Twist 
Drill & Tool Co., the parent firm, are 
also located 

Ihe new location is in the Avenue 
Building. It will be headquarters for 
Duke Grossman, division manager for 
National Twist Drill & Tool, and Ed- 
win P. Joyce, Winter Bros. district 
manager. 

Winter Bros. old address was on 
Prospect Ave. 


Fort Worth Steel & Mach. 
Opens New Coast Branch 


Fort Worth Steel & Machinery Co., 
Fort Worth, Texas, has opened a 
new factory branch warehouse in San 
lrancisco, at 244 Ninth St. 

Established to improve service in 
Northern California, it will be the 
headquarters of the Pacific Coast dis- 
trict manager, S. G. Margro. 

Stocks of multiple and LD V-belts 
and sheaves and “OD” roller chain 
sprockets and sheaves will be main- 


| tained 
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HOT FORGED from solid 
RECTANGULAR STEEL 
BARS to give you SURE- 
FIRE PIPING DE- 
PENDABILITY that means 
profitable repeat business 
for you! 

A 
a TYPE ce oceah ate not 
LL Lae in alignment! 


Standard & Double 
Extra Heavy 
UNIONS 

Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
6000-Ib. sizes Y” 
to 2”. 


ORIFICE 
UNIONS 
MALE & FEMALE 
UNIONS 


With screwed or 
With steel-to-steel, 


socket weld ends. 
3000-lb. and 6000- 
bronze-to-steel, stain- 
less steel-to-steel or 


Ib. service. 
orifice seats. 3000-lb. 
service only. 


FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 8000-Ib. 
service. 


CATAWISSA Ends Guesswork 
in Union Requirements! 


showing the 
complete 
ee ee Catawissa line 
CATAWISSA VALVE AND 


FITTINGS COMPANY 
300 Mill St. - CATAWISSA, PA. 





— nae 





IT’S THE TEETH 
Injunction Upholds THAT COUNT! 


*“3-M” Trademarks 


Minnesota Mining & Mfg. Co., St | 
Paul, has had its trademarks upheld by . 
injunction. 

The U. S. District Court of th 
Southern District of California re 
cently issued a writ of perpetual in 
junction prohibiting mis-use of the 
terms “Scotch” and “3-M.” 

The order prohibited Gerald Rice | 
and G. W. Ned Blake, allegedly doing 
business as MMM _ Industrial Divi 
sion, from selling or promoting pres 
sure-sensitive adhesive tapes under the 
trade names “MMM” or “Econo 
scotch”. 

The court said they had infringed | 
the trademarks “Scotch” and “3-M” | 
and had “competed unfairly with the 
plaintiff.” 

They were also instructed not to 
claim “that they are associated in any 
respect with the plaintiff.” 

The court decreed that “the plain 
tiff, Minnesota Mining & Mfg. Co 
is the owner of the entire right, 
and interest in and to th 


marks ‘Scotch’ and ‘3-M’” 


Eutectic Welding Alloys 
Sets up Newark Office 
“utectic Welding Alloys Corp., 





Flushing, N. Y., has established an 
Eastern Divisional Office at 1060 
Broad St., Newark, N. ] 

Herman J. Greif, Eastern Divisional 
manager, will head the staff. Company 
officers said the new office is expected 
to expedite service of “Low Temper 
ature Welding Alloys,” electrodes and 
fluzes manufactured by the firm 





CAPEWELL MAKES EVERY TOOTH COUNT 


SALES PROMOTION for Atkins Saw 
Division of Borg-Wamer Corp. is now 
being handled by Stanley B. Lindh 





THE CAPEWELL MANUFACTURING COMPANY 
62 GOVERNOR ST. HARTFORD 2, CONN. 





ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 


Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division— 
one of the three largest in the country. 

Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 

Why not stock Vincent Dressers and Cutters yourselves . . . they‘re 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 


fu BP . 


| ab 


chante 1909 


J. a Masihandised. 
r job...for the user—for you: 


HSS TOOL BIT CONICAL CUTTERS AND HOLDERS * DIAMOND’ 
TUBE CLEANER CUTTERS * HIGHWAY SURFACER CUTTERS — 
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W. F. Radune 


Commander Mfg. 
Names Representative 


The Commander Mfg. Co., Chi 
cago, has appointed W. I. Radune as 
district representative for a number of 
central states and four Southern cities. 

His territory includes New York 
State west of Rochester; Pennsylvania 
west of Harrisburg; West Virginia; 
northern Ohio; Michigan; Indiana; 
Kentucky; Knoxville and Chattanooga, 
Tenn.; Birmingham, Ala.; and Atlanta, 
Ga. 

Mr. Radune’s entire career has been 
in the metalworking industry. He was 
previously with the Union Mfg. Co., 
New Britain, Conn. A Navy veteran, 
he served in the South Pacific during 


World War II. 


To Sell for Besly-Welles 
Besly Welles Corp., Beloit, Wis., 


has appointed Whitton Commercial 
Supply, Oklahoma City, Okla., to rep 
resent the company in tap sales in the 
Oklahoma City area and Acme Supply 
Inc., Des Moines, to handle taps, 
drills and mill ends in the Des Moines 


region. 


Colorado Fuel & Iron 
Opens Wichita Warehouse 


The Colorado Fucl & Iron Co., 
New York City, has opened a new 
warehouse and sales center for steel 
products, chemicals and fuel in Wich- 
ita, Kan. 

Designed to serve agricultural as 
well as oil, construction and indus 
trial needs, the warehouse will o« 
cupy 30,000 sq. ft. of space. It will 
be a distribution point for products of 
the company’s castern and western 
plants, officials said 








icra ct a | 
ee ee 
Fe LLP WR DENI oi 2H 
> Ue eer iano ace sec 


Watch the clock. Above are four unretouched photos taken about one second 
apart. On the left are regular fluorescent lamps, on the right the new General 
Electric Rapid Start fluorescent lamps. All were started at the same instant. 
New G-E fluorescent Within two seconds, all five G-E Rapid Start lamps are fully lighted. The 
regular lamps are only beginning to light. 
! t rt 4 k Two new General Electric developments made the Rapid Start lamp 
amp + a S quic er, — a special py samp of the triple coil cathode and a Rapid Start 
vallast that pre-heats the lamp automatically. No starter needed. No wait for 
needs no starter pre-heating. Starting is almost instantaneous, maintenance simpler, cheaper. 
Rapid Start lamps and ballasts are now available. You expect the best value 
from G-E fluorescent lamps. Here’s one more reason why you can. 
For free folder, “Facts About Rapid Start” write General Electric, Dept. 
166-ID-6, Nela Park, Cleveland 12, Ohio. 





You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Delta Power Tools 


Cl De 74 49) Bey — Revises Sales Setup 


The Delta Powcr Tool Division of 
Rockwell Mfg. Co., Pittsburgh, has 


Confer now with a Cuneo representative regarding your next 
. gro Py reorganized its sales setup under fou 


catalog—see how this organization can be of definite help to 


you in your initio! planning. divisions. 


Kach is headed by a product mana 
ger directly responsible to E. W. 
Ristau, vice president in charge of 
power tool sales. 
(he divisions are: metalworking, 
under Ben Eldridge; woodworking 
When your catalog order is placed with Cuneo, an Thomas C. Mortimer: Homecraft 
experienced and integrated organization goes to work tools 1. CG. Mever: and accessories 
for you, giving you the most modern benefits in \ Vv , iil es sl 


compiling, printing, and binding. l'avlor. 


Mr. Ristau said the change was 
made to give better service to dealer 
organizations “in the face of expanded 
operations and increasing diversifica 
tion of lines.” Each of the product 
managers, he said, is an “expert” in 


Ben Eldridge 


Your Cuneo built catalog is fully designed from cover 
to cover to go out into the field and do an effective 
sales job for you. 


% Full cooperation trom initial planning to finished catalogs 
% Full benefit of Cuneo experience, ability, and facilities 
% Full value in the finished catalogs 


% Make your catalog dollars do the most for you—buy Cuneo 


Write, wire, or ‘phone 
Broadway 6-5340 
Catalog Division 





239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN Thomas C. Mortimer 
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I. G. Meyer 


A. V. Taylor 


the line of power tools for which he 
will be responsible. 

Mr. Eldridge has served as service 
manager and sales training director 
for Delta. Mr. Mortimer, former dis 
trict sales manager, has had many 
years’ experience in selling woodwork 
ing machinery. Mr. Meyer, forme: 
central area regional sales manager, 
has been district sales manager and 
Homecraft sales manager. Mr. ‘Taylor 
was formerly assistant sales managet 

Government sales under the new 
sctup will be handled by George 
Powell. John Claude will direct 
school sales 


Reactivate Riley Co. 

J. C. Riley Co., Houston factory 
representatives, has been reactiviated 
by John C. Riley.with headquarters 
at 2438 South Boulevard. 





Safe sealing for ammunition cannisters with 
PERMACEL Cloth Tape. No doubt there is an 
important use for PERMACEL on your jobs. 
Our Tape Engineering Service can give you 
the answer . . . without obligation. 


PERMACEL 


PRESSURE SENSITIVE 


CLOTH TAPES 


INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, N. J, 
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TOOL BITS 


Bring You Repeat Orders 


Sparground Tool Bits are made from a 
special high grade alloy steel that makes 
them especially adaptable for machining ex- 
tremely tough and very hard materials, such 
as heat treated steels, die and stainless steels, 
etc. You'll find they result in satisfaction. 
THE COMPLETE SPARTAN LINE 
Hacks Saws—-Band Saws—Tool Bits—Compass Saws— 


Hack Saw Frames 
Sold Through Distributors 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 


9 with 


“custom” 
precision 


Orders for Sewall Stock Sprockets carry the 
assurance of complete interchangeability 
and satisfactory performance. Wide range 
of sizes. Send for the Sewall Catalog. 


We can provide you with prompt quotations 
on your customers’ requirements of special 
gears and sprockets. 


SS Sea aeae @ 
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Atlas, Black & Decker 
Win A.B.P. Ad Awards 


Atlas Chain & Mfg. Co., Philadel- 
phia, and The Black & Decker Mfg. 


Co., Towson, Md., were award of 


| merit winners in the nationwide con- 
test sponsored by the Associated Busi- 


ness Publications for advertising di- 


| rected to users of products. 


Atlas Chain was cited for “dra- 
matic, attention getting presentation” 
for a series of ads on a new make of 
roller chain. The award was in Di- 
vision 2 of the contest, for advertis- 
ing of maintenance and service equip- 
ment parts and materials. 

Black & Decker’s citation was in 
Division 3, operating machinery and 
equipment, for “clear, crisp layouts— 
bold illustrations.” The series was 
designed to reach new prospects for 
the company’s portable tools and pre- 
sent new applications. 

Cincinnati Milling Machine Co., 
Cincinnati, also won a Division 3 
merit award for ads introducing a new 
machine. 

United States Steel Co. won first 
award in the maintenance and service 
equipment division for a series of ads 
on wood preservatives, and also first 
place in the construction materials 
division. Other winners included: 
General Electric Co., first place in the 
division on component parts and ma- 
terials, containers and packaging sup- 
plics, and award of merit in the 
public relations and services adver- 
tising division; and Westinghouse 
Electric Corp., first place in the public 
relations division. 

The A.B.P. awards are conferred 
on the basis of the most effective use 
of advertising in industrial, institu- 
tional and professional publications. 
Criteria included the objectives of 
each campaign, techniques used and 
effectiveness of the campaign in the 
light of its results. 

Ads were judged by 23 advertising, 
purchasing and production executives 
representing manufacturing com- 
panies, advertising agencies and pub- 
lishers. B. E. Sawyer, advertising sales 
manager of Chemical Engineerin 
and Chemical Week, McGraw-Hill 
magazines, was chairman for judging. 


Ames Agent Appointed 


B. C. Ames Co., Waltham, Mass., 
has named G. W. Brunton & Son, 
Inc., Kenmore, N. Y., as exclusive 
agent in the Buffalo, Rochester, Syra- 
cuse and Elmira, N. Y., areas for dial 
indicators and gauges and the com- 


| pany’s enginéering service for custom 


gauges and gauging fixtures. 





ARMOUR eoated abrasives and the 
salesman who gets more $$$ per call 


And he got sales aids like these— product information 
booklets, “how-to” pamphlets on problems that plague 
customers, useful premiums. This salesman learned how 
they sell Armour products even when he isn’t there. 


This salesman learned a lot from sales meetings with 
Armour sales managers. He got plenty of good, hard 
selling ideas— proven ideas, not just talk --and advice 
on how to use them, from people who know. 








And he took a look at Armour’s new laboratory 
equipped with the latest in coated abrasives equipment. 
This Technical Application Laboratory and its facilities 
are available for help in solving his customers’ problems. 


He found out more about advertising and how it 
helps open doors and close sales. All these magazines 
carry Armour’s hard-hitting advertising message to 
prospects, making it easier to see them and sell them. 


Your salesmen can get more dollars per cali by sell- 
ing the complete Armour line. It's now available to 
additional distributors. For complete information write: 


Coated Abeasives 


Armour and Company * North Benton Road + Alliance, Ohio 
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Always 


TOP 


PERFORMERS 


HOSE CLAMPS 
Teo Worm Drive 


1 
Never Works 
SS Loose 


People applaud the way AERO- 
SEALS keep a tight, leakproof, 
vibration-proof connection. No 
pinched or damaged hose — 
and the clamp won't come 
loose or snap open, no matter 
how rugged the service. Easy, 
one-hand installation. Screw- 
driver or thumb clamp. The 
precision worm gear drive does 
the trick, and AERO-SEALS 
can be used again and again. 
Stainless steél bands. 4 sizes 
cover 90% of needs. There's 
worthwhile profit for you and 
for your customers with AERO- 
SEAL. We're promoting the 
product to the men who buy 
from you. 


ae j ” 
V7 RD WORM DRIVE 


AUK 4~%2 HOSE CLAMPS 
as 
; ANOTHER PRODUCT 


BREEZE CORPORATIONS, INC. 


41 South Sixth Street, Newark 7, N. J. 








W. A. Brown, Jr. 


Liquid Carbonic Head 
Elected by Association 
W. A. Brown, Jr., president and gen 


eral manager of The Liquid Carbonic 


Corp., Chicago, was elected president 


of the International Acetylene Associ- 


ition at its 53rd annual convention 
recently 

The fifty-six old 
group was organized to encourage ap 
plications for calcium carbide, acety- 
lene gas and allied products, and dis 


seminate information in the industry. 


veal technical 


Rohrbach Receives Award 


J. F. D. Rohrbach, president of 
Raybestos-Manhattan, Inc., was 
chosen from the alumni of his decade 
at New York University, School of 
Commerce, to receive the John T. 
Madden Memorial Award made an 
nually to three graduates for “out- 
standing achievement in business, in 
dustry of professional life.” 


ot \A(> DETROIT STAMPING COMPANY 
332 Midland Ave. « Detroit 3, Mich. 








FORMERLY OUTSIDE, Merritt 
Kreuzinger is now on the inside for 
Southern Pump & Supply Co., ‘Tampa, 
Fla., which is the way he likes it 
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DISTRIBUTOR 
WANTED 


Manufacturer widely ad- 
vertised brand of Dynel in- 
dustrial clothing which is 
chemical resistant, water 
resistant, mildewproof, 
wants distributor for south 
or southwestern states. 
Laboratory tests prove 
product superiority. Sales 
curve headed up and up! 
Write or wire for details 
to Sales Manager. 


AMERICAN 
ALLSAFE CO. 


1245 Niagara Street 
BUFFALO 13, N. Y. 











ALL STEEL—BUT LOOK HOW LIGHT! 


This is one of the new A-F Live Rail units — a stable, 
complete-in-itself, conveyor unit. It is available in 5’ and 
10’ lengths and 45° and 90° curves with 4 or 8 wheels per 
foot, or in completely assembled conveyor sections of 2 to 4 
rails in 18 standardized wheel patterns ranging from 7/2" 
wide, 8 wheels per ft., to 162” wide, 32 wheels per ft. 


Most versatile of all pieces of equipment, Live Rails 


can be quickly combined or re-combined by anyone in 
any standard or special wheel pattern — or width — for 
portable or fixed installations. 


A unit, basic in concept, Live Rails are designed to fit 
your present and future needs for standard or special con- 
veyors or for a wide variety of other uses ranging from 
“live” storage racks to special dollies. 


FOR PORTABLE WHEEL-TYPE CONVEYORS OF MINIMUM WEIGHT — MINIMUM COST 


* QUICK, EASY TO USE 


Just drop “rails” 


into place on any Live Rail stand — 


in any pattern you need. That's all there is to it. 


* 


ASSEMBLED SECTIONS TOO — Any standard 
assembled section fits any Live Rail stand 











MANY DISTRIBUTOR TERRITORIES NOW OPEN 





IF YOU ARE NOW STOCKING SECTIONS OF 
PORTABLE CONVEYORS it is only fair to warn 
you that this new concept may eventually make 


many present types of roller conveyors obsolete. 
Lower shipping costs, smaller inventory and big- 
ger profits are real, hard-to-resist inducements. 





@ Write for our 
illustrated folder 
“A New Concept 
in Movement”. 


First in the Field of Product Handling — 
41 Disney St. 


THE ALVEY-FERGUSON COMPANY 


Since 190! 
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Cincinnati %, Obie 


+ 


= 


stont sale. Nationally advertised. 


Mode! 2108 








Pre 


A light for every customer when you carry the complete “All-Pur- 
pose’ line of Justrite electric lanterns. Handsomely packaged for in- 


YELLOW FLASH 8 
Most powerful made 2500 
ft. beam Uses 8 standard 
flashlight cells or converts to 
6-volt lantern cell .. . Fits in 
glove comp., tool box . 
Handy square shape, adjustable 
head, rugged metal case 

List price. .$3.95 less batt 


6-VOLT WORK LIGHT 
6-Volt lantern power in a com- 


pact 3° x 3” x 534" Ad- 
justable headpiece .. . 
reflector... 
Standing . 
flashlight cells. 
List price 


unit, 


$2.95 less batt. 
Model 2104 





33 2192 .. 


New Ad 


WARNING LIGHT 

Perfect Twin to Work Light . . 
Designed to give ail around 
light . . . Flasher and red liner 
give warning . . . Instantly con- 
verts to steady white light... . 
Uses 4 standard cells. 

List Price. $4.95 less batt. 
Money saving Combination 
— and 2192 available os 

in single display carton. 


rite errs 


1 | 


Ovideer Li 





Ail PURPOSE LANTERN 
Twin bulb design . . . Emer- 
gency bulb instantly avail- 
able . . . Strong spot beam 
. Light in all directions 
lobe protected by 
. Uses lantern 
battery . . . Sturdy handle, 
stand. 


List Price. .$7.25 less batt. 


frame . 


Model 2144-S 


Sdverticing nat pA of sale ~" -\ available. Ask your jobber about the Just- 
ic lanterns. 
1 amar Hy uno, of gfocte Mechanics and many other national magazines. 


See the all new year-round Justrite ads in Argosy, 














COMMANDER 
Profit-Building Tools 


Advertised to over 1,000,000 readers every 


month . 


. . to back your sales effort. 


Commander TAPPER 


the tapper 
that thieks for 


Adjustable full range torque 


@ Wider Range .. . | Tepper 


1s opprator 


Write for Catal Ne. 85, 


control instantly stops any tap 
when it's dull, looded, strikes 
@ herd spot, or bottoms in 
blind hole tapping. Assures 
maximum production, cuts re- 
jects, even with inexperienced 
operators 


Handles #Ote %* Taps. 
@ Automatic Tap Protection. 


@ Furnished te Fit Any Drill 
Press. 


DRILLING COOLANT TABLE 


Drilling Coolant Table is com- 
plete with pump, motor, reser- 
volr ond nozzles .. . provides 
plenty of coolant where and 
when you wont it. Leveling 
device assures squarenes; with 
spindle 


@ Drill SHALLOW or DEEP 
Holes up te 400% Faster. 

@ Drill 10 diameters or more 
in depth without clearing 
drill, 


@ Better, Smoother, More 5% 


Accurate Holes. 


@ Complete yttem 

Contained in Precision 

ind Drill Press Table 

@ 1 te 8 nozzles . 
positioned 


@ Table alweys squere with 
Spindle 


. easily 


whieh describes 
Production Tools. 


Products of Commander 


284 


mander 
42117 w 


Commauder mr. co. 


KINZIE 
.. Bullder of Production Tools 


sT CHICAGO 24, ttl 
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Robert H. Pearson 


Vice President Retires 
at Gardner-Denver 


Robert H. Pearson has retired as 
vice president of Gardner-Denver Co., 
Quincy, Ill., after 37 years with the 
company. 

He will move to Denver, Colo., to 
head Air Rentals, Inc., a newly formed 
organization which will distribute 
Gardner-Denver equipment and allied 
lines for mining and construction. 

Mr. Pearson joined the Denver 
Rock Drill Co. in Denver in 1916, 
and became associated with Gardner 
Denver when the Denver firm merged 
with the Gardner Governor Co. of 
Quincy, Ill., in 1927. 

He transferred to Knoxville, Tenn., 
in 1928 and managed the branch 
office there for two years. Elected a 
vice president in 1934, he served as 
sales manager for construction and oil 
field equipment until his retirement 


“Management Aids” 
May Help You 


The Small Defense Plants Admin 
istration now has available a series of 
25 “Management Aids for Small Busi- 
ness.” Though aimed at manufac 
turers and shops, they may help you 
with some of your own management 
problems common to all types of 
plants, or your salesmen in their deal 
ings with customers. 

Here’s the latest list: 

1. How Small Plants Can Sell to 
the Federal Government 

Adequate Production 

3. Reducing Accident 
Small Industrial Plants. 

4. Business Insurance—I. 

5. Reducing Accident Costs 
through Safe Working Conditions 

6. Is Your Labor Turnover Cost 


Too High? 


Control. 
Costs in 





7. Reducing Accident Costs by Use . 
of Safety Committees NO W YOU CAN Ay Ja 


8. Incentive Techniques for Use m 
Small Business 


ace oer ed foe Makes r Complete Plant Standardization of 


10. Saving Manpower in Industry 
11. Minimizing the Cost of Break . ‘ 
) 
gy try Power Transmission Equipment 
12. Reducing Accident Costs 
Through Reports and Records 
13. Small Plant Health and Medi 
cal Programs. 
14. Subcontracting for Small 
Plants 
15. Business Insurance—I] 
16. Methods Engineering for the 
Small Plant. 
17. How Walsh-Healy Act Affects 
Government Supply Contractors 


18. Changes in Organizational Re has added a complete line of 


sponsibilities as a Plant Grows. 


19. Two Dozen Ideas for Effective ET 
Administration. 


20. Reducing Accident Costs 
Through Sage Working Conditions . . ° : 
iy af tee: Oe with malleable split taper compression bushings 
22. Developing Foremen in Small 
Plants. 
23. Budgeting in the Small Plant 


24. Improving Shipping Room Op 
erations in Small Plants. ONL Y ONE 


25. Improving Maintenance Opera 


ge Fre SIMPLIFIED BUSHING BPAY 2 FOR 


from S. D. P. A. in Washington or 
U. S$. Department of Commerce or 
S. D. P. A. field offices. 





Names Vice President 


SINGLE GROOVE SHEAVES 
Baker-Lull Corp., Minneapolis, has MULTIPLE GROOVE SHEAVES 

appointed Richard T. Tiebout, man ° 

ager of government sales for Baker RIGID COUPLINGS on 


Raulang Co., the parent company, as ig . 
vine prenneen FLEXIBLE COUPLINGS 














PAPER PULLEYS 
ROLLER CHAIN SPROCKETS _ 


Only Browning distributors can offer this service, making it possible 


for their customers to save costs and speed operations. No scored 


shafts—no sloppy or wallowed-out bores. Stays put. Easily removed. 


Write for Catalog GC 101. 


& Co, Faiteld, Conn, serves cof BROWNING MANUFACTURING COMPANY 
needs. Mrs, Marjorie Crabbe, of expe 1952 BROWNING DRIVE MAYSVILLE, KENTUCKY, U.S. A. 


diting department, reaches for cup 
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sell cleanliness 
with Victor 475 
food conveyor 

belting 


| days, will begin October 19, 








— 


Food handling industries insist on 
cleanliness. Supplying them with a 
belting that can convey any food prod- 
uct safely is a tough job—wnless you 
sell VICTOR 475. 

This tough, sanitary food conveyor 
belting cannot impart contamination. 
It is thoroughly impregnated with 
waterproof Neoprene. Food odors and 
tastes are cleaned away completely 
with steam or hot water. Belting is 
highly resistant to wea7, moisture, and 
most food acids and oils. And VIC- 
TOR 475 takes the toughest treatment 
—thanks to its solid, compact weave. 

You'll build sales volume when 
you recommend VICTOR 475 because 
it brings a high percentage of re- 
orders. Learn more about it—write 
today for Bulletin No. 18. 


@® 6631 


lvetor 


stinen A I. utile It. ‘a ae « “ 


| To Make Drainage Products 


American-Marietta Co., Chicago, 
has entered the drainage products field 
through the purchase of Lamar Pipe 
& Tile Co., 
Rapids, Saginaw, and Jackson, Mich. 
It will be operated as the Lamar Di 
vision. 


Materials Handling Course 
Planned for October 


Massachusetts Institute of ‘Tech- 
nology will present the 1953 Indus- 


trial Packaging & Materials Handling 


short course program in Boston this 
October. 

It is sponsored 
Society of Industrial 
Materials Handling Engineers, 
currently with the society's exposition 
and the National Protective Packaging 
& Materials Handling Competition. 
The short course, running for four 
and the 
exposition the following day in Me 
chanics Hall, Boston 

Highly specialized, the exposition 
wil! focus on protective packaging and 
handling, according to its sponsors. 
Last year the short course was pre- 


annually by the 
Packaging & 


con- 


| sented in Chicago. 





Roger Bay 


| Bonney Forge & Tool 
Names Sales Manager 


Roger O. Bay has been appointed 
sales manager of the Tool Division of 
Bonney Forge & Tool Works. 

He will direct sales of the company’s 
mechanics’ hand tools in the indus- 
trial, hardware, automotive, refrigera 
tion, farm implement and marine mar- 
kets, with headquarters in the home 
office in Allentown, Pa. 

Formerly sales manager of the auto- 
motive division of ‘The Cleveland 
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with plants at Grand 





in STRENGTH 


BIG ORANGE 
Shackles Have It! 


Forged of HI-STRENGTH STEEL 
EXTRA STRONG 
EXTRA TOUGH 
ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 


Now Available in Sizes 
%" to 1%" 
SELF COLORED or GALVANIZED 
Write for Literature and Prices 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 


The Zuality that brings 
Quantity Sates 





Precision Brand 


FEELER STOCK 


@ Tool and die makers — machinists 
— automobile technicians, and skilled 
men in other professions approve 
the quality of this handy thickness 
gauge. Packaged for easy stocking. 
Easy to use and precision made for 
lasting accuracy. Cellophane wrapped 
for moisture protection. All popular 
sizes and etched with thickness. 


‘Jae Wore Profit Waters 


@ Shim Stock — he cartons 
for over-the-counter = vavelleble in brass, 
steel and stainless. 

@ Music Wire — comes in tangle-free a0 Gromer 
cartons marked with size, gauge, and weight. 


PRICES AND DISCOUNTS ON REQUEST 
PRECISION 
STEEL WAREHOUSE, 





INC 


© Chicago 24, Ill 





Pneumatic Tool Co., Mr. Bay started 
in the automotive ficld as a dealer's 
salesman and later joined Drum Jack 
Corp., subsidiary of Cleveland Pneu 
matic ‘Tool, as a sales engineer 

Ellis J. Wright, vice president and 
sales manager of Miller Mfg. Co., De 
troit, of which Bonney Forge & ‘Tool 
Works is a wholly owned subsidiary, 
said Mr. Bay’s mission will be to main 
tain and strengthen merchandising 
policies with distributors. 





YOUNG OFFICE MANAGER and 
purchasing agent at R-J Bearings Corp., 
St. Louis, is R. R. Wild. 





To Sell Insect Repellent 


Mine Safety Appliances Co., Pitts 
burgh, has acquired an_ exclusive 
franchise to sell the insect repellent 
known as “Ticks-Off,” designed to 
protect workers against ticks, chiggers, 
mosquitoes and other insect diseas¢ 
carriers by means of an atomized 
spray. 


Representative Named 
for Detroit Stamping Co. 


Homer L. Lacock & Associates, 
sales representatives for Detroit 
Stamping Co., Detroit, have ap 
pointed William F. Monahan to 
handle the company’s lines in Central 
New York, with headquarters in 
Rochester. 

A graduate of the University of 
Rochester, Mr. Monahan was previ 
ously with Eastman Kodak Co, H« 
has served in the Army with the 
Technical Engineering Corps. 

Norman S. Wright & Co., West 
Coast representative for Detroit 
Stamping Co., has opened an office 
with warehouse facilities in Phoenix, 
Ariz., to serve the southwestern in 
dustrial area. Robert Langmade is 
manager. 


Fairbanks Products 


for 


PROFITS Plus 


Fairbanks Valves 





Fairbanks 
Steel Casters 





Fairbanks Wheels 


Fairbanks products assure profits plus, Profits plus for you in 
customer satisfaction. Profits plus for you in faster easier sales. 


Fairbanks Valves are standards for dependability. Sound engineering, 
rugged construction, have been proven in service. You and your cus- 
tomers get a complete line of bronze and iron body valves! 

Fairbanks Trucks — American industry runs on Fairbanks Trucks. Their 
rugged construction, smoother operation, takes the load off your cus- 
tomers’ minds, The most complete line of hand trucks, platform trucks, 
and dollies for every kind of service. 

Fairbanks Steel Casters are revolutionary achievements in design. Give 
your customers many exclusive advantages. The “Lock-weld” construc- 
tion eliminates the king-pin, the cause of most caster failures, and sub- 
stitutes an all welded structure providing greater strength and rigid 
alignment for easier swiveling. 

Fairhanks Wheels —- A complete line to insure the ultimate in customer 
satisfaction. There’s a wheel for every type of service to fit your cus- 
tomer’s precise need. 

Dart Unions — General distributing agent for Dart and Pic Unions. 


393 LAFAYETTE STREET 


e b k NEW YORK 3, W. Y. 
an te | ’ r Gi 4] s Branches: New York 3 


COMPANY Pittsburgh 22 
Boston 10 * Rome, Ga, 
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For Volume Sales 


CONCO SPUR GEAR HOIST 


In capacities ranging from ‘/4-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


CONCO DIFFERENTIAL HOIST 


Light weight, ‘ow cost. Capacities '/2-ton 
and 1-ton. Request bulletin 1520. 


W. I. Bechard 





Stanley Electric Tools 
ee ee ee ee = — —- |“ Names Representative 
7 The Long Island territory of Stan 
CONCO |-BEAM TROLLEYS ley Electric ‘Tools, New Britain, 
Plain or geared type, with Hyatt Roller Bearing wheels, Conn., has a new sales ame: ape 
iti William I. Bechard. He will work out 
| . . 
n capacities of |-ton through 10-ton of the New York City office. 


Request bulletin 1510 
. ‘NE: Mr. Bechard came with the com 
—— 7 pany in 1951 and recently completed 


Sg ygi, / his sales training course. A graduate 
of the University of Connecticut, he 
CONCO ENGINEERING WORKS served in the Navy during World War 


Division of H. D. Conkey & Co., Division Street, Mendota, Iiinois II as radar operator and storekeeper. 
He resides in Levittown, N. Y. 


Named by Borg-Warner 

R. B. Crean has been appointed ad 
ministrative assistant to the president 
of Ingersoll Products Division, Borg- 
Warner Corp., Chicago. He was for- 


INDUSTRIAL merly vice president of Eddystone Di- 


B ty U S$ id F S$ A i | D 3] R '@) Oo A S$ vision. Baldwin-Lima-Hamilton Corp. 


C. S$. Davis, president and general 


Long Wearing Qualities Make manager of the Norge Heat Division, 


was elected a Borg-Warner director 


Them Plant Men’s CHOICE... 


When buying maintenance equipment, 
plant men are always interested in get- 
ting high quality with economy. Experi- 
enced men stick to CAPITAL mainte- 
nance equipment because they know 
they can be sure of excellence in per- 
formance and long wear—and they get 
the right “tool” for every job from this 
complete line. Have a stock on hand. 
We urge users to buy thru their local 
distributor. 

MARKETS Bene Miation Plants 
Paper Mills Road and Building Contractors... 
Mines Textile Mills Public Buildings 
Dairies Hotels Schools Garages 


h : 
Railroads Packing Piants Warehouses . 
Airports, ete 


I W D f A N A Pp oO L I OFFICERS of Ellis Machinery & Sup 
ply Co., Tampa, Fla.-E. C. Cox, sec 
BRUSH AND BROOM MANUFACTURING CO. retary; J. E. Ellis, Sr., president; and 


CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. J. E. Ellis, Jr., vice president, get 
ready for a conference. 
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neh ee ee 


_A Complete Roller Chain 
Power Transmission Line 


There’s more to selling a roller chain line 

than an interchangeable bushing system. 

Your customer being aware of this, will 

want the full services of experienced 

personnel who know and understand power 
REASONS WHY YOU trenemieston and its problems. 

ullman offers a complete power 

SHOULD SELL CULLMAN transmission line — engineering and field 
services — stock and special sprockets — in 
fact everything to fill industry's needs. . 
plus 60 years of experience. 

When you sell The Cullman Power Trans- 
mission line you sell quality that is reflected 
in long life, better service and increased 
profits to you. 


rouse CONVEYOR STOCKS OF ALL Teatung CULLMAN 
HAI G ° 
rip<Hfasler SPROCKETS 


(for Hub Type 
FLEXIBLE STOCK & SPECIAL 
COUPLINGS SPROCKETS 
(for Plate Type 
Sprockets) 
an 

















Sprockets) 
@ “Off-the-shelf’ SERVICE 
: : @ ALL STEEL CONSTRUCTION 
ENGINEERING @ MINIMUM SERVICE REQUIREMENTS 
SERVICE SERVICE @ INTERCHANGEASBILITY 
@ ALTERATIONS ELIMINATED 








SELL THE LINE THAT HAS THE SERVICE 


Buses A CULLMAN power transmission 


| ROLLER CHAINS and SPROCKETS 


CULLMAN WHEEL COMPANY . 1347 M ALTGELD STREET . CHICAGO 14, ILLINOIS 





REPRESENTATIVES AND DISTRIBUTORS 'N Att PRINCIPAL esses 
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You cant 


buy a better 


“soft” hammer 


—anywhere ! 


There's plenty of 
power cushioned in 
the tough, resilient 
water buffalo faces 
that give delicate 
parts and fine fin- 
ishes full protection 
And faces are easily, 
quickly replaced 
You have a comfort- 
able, non-slip grip 
with the Safety-Flare 
handle Work with 
the best “soft” ham- 
mer make sure it's 
a C/R RAWHIDE 
Jaw-Head 


NEW 
et @:: 

IN SECONDS! 
Just loosen a 
nut and old 
faces are easi! 
re lace 
Tighten 


vise-like grip 


* Available from lead- 
ing industrial suppliers. 
Also C/® Rawhide mal- 
lets and Rawhide mauis. 


For further information write Dept. 22 


[ 1] 
CHICAGO |) AWE MFG. CO. 


1301 Elston Aye., Chicago 27, Ill 
s Mig lid 





BIG VALVES on settling tanks interest 
W. S. Allen, president of Allen & Reed 
Co., Providence, R. L., with chief engi 
neer of a large textile plant 





‘Eastern Cocktail Hour” 
Drowns out Barbecues 


\ Texas magazine charges that busi 
ness cocktail habit imported from the 
Kast is disrupting Southern family 
life 

In an editorial titled “Southern 
Hospitality in Reverse,” The South- 
western Purchasing Agent comments: 

‘With so many big firms opening 
up in Texas, it looks like the old- 


fashioned barbecue is going to have | 
swank hors | 


to give way to th« 
d'oeuvres style of cocktail entertain- 
ing put on by the newcomers. 


“It’s a fortunate purchasing agent | 


who does not attend two or three such 
events a weck these days. Used to in- 


troduce some one or something new | 


in business, the 6 to 8 deal is playing 
havoe with family life in our larger 
cities. 


Pop Stay4 Out Later Now 


“What the Easterners do not un- 
derstand is that down here we eat 
our dinner along about six o’clock. An 
invite to drop by for cocktails gener- 
ally means the family has to wait for 
Pop to get home or cat without him 
On such occasions Pop doesn’t have 
time to get home before the social 
hour and when he does get home, the 
roast beef and baked beans are cold 
in the refrigerator. 

“Is progress worth it?” 


Firemen Get Fork Truck 


The Yale & Towne Mfg. Co. has 
presented a fork lift truck to the Phil- 
adelphia Fire Department. Firemen 
will learn to use it so they can employ 
whatever trucks are on hand to help 
fight warehouse blazes. 
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COLLET 
EQUIPMENT 


Use- > Up Type Drill Sleeves 
ype Drill Sockets 
Feundecd tone | Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
a & S. Taper to B. & 5. Taper Sleeves 
B. 6S. ra fer to Standard Taper Sleeves 
Standard apes 4 s. 658. & comer Sleeves 
Sockets 


Sock: 
Morse T "told Type ¢ Teook Tap Sockets 
u 


Standard Spot Facing tter Bars 
High Speed Point Lathe Centers 
garbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 


Standard tools for all drilling, reaming, and 
tapping needs and special tools to order 


Immediate attention to regular or special 
requirements. 


THE COLLIS COMPANY 


CLINTON, IOWA 














\.) 
* HyoT prin 


TELL YOUR CUSTOMERS about this ideal filing 


system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
veriience and attractive 
prices make them sell on 
ight. Remember 
uot rhymes with 
Do-it”’. 
Write for catalog pages 


HUOT MFG. CO. 3. rnin. 








CHECK THESE 3 WAYS YOU CAN SAVE 
WITH THIS MULTI-PURPOSE INSTRUMENT 


Here is the most sensible idea you've ever seen 

in a recorder or controller—an instrument you 

can change as your instrument needs change, , 
that you can add to, subtract from, or whose 

functions you can increase or decrease at little 

or no expense. 


Save money when you add new funce- 
tions by adding only those new 
assemblies needed. 


Save time-delays by making changes 
on the job site without returning to 
factory. 


Save money on inventory. Parts are 
interchangeable, fit all Gotham Con- 
vertible recorders. You can service 
a whole group with a minimum stock 
of basic elements. 


What you can do with the Gotham Convertible 


Depending on the chart size of the recorder (6, 9’ or 12’’) you can have a 1-2-3 or 4 pen recorder with 14 
pressure, temperature and time operation combinations or a recorder-controller with 38 possible pressure, 
temperature, and time combinations. 





SELF-CONTAINED 
PORTABLE RECORDER 


A portable recorder which has a 
carrying handle, legs and retaining 
holder for capillary and bulb. Built 
from Gotham standard e!ements, 
interchangeable with other Gotham 
instruments, 6", 9" and 12" chart 
sizes. Mercury, Vopor or Pressure 
Activated. Spring or electric chart 
drive. See Catalog 400. 





RECORDING 
PSYCHROMETER 


Incorporates the some 
highly accurate and re- 
sponsive thermal systems 
and contains all other 
Gotham standard convert- 
ible features. Wet and dry 
bulb type. Motor-driven 
suction fan. 12" chart size. 
Catalog 400. 





RECORDING 
HYGROMETER 


A 2-pen recorder of the 
wet and dry bulb type. 
Mercury or Vapor Actu- 
ated. 9" and 12" chart 
sizes. Available with variety 
of wet and dry bulb assem- 
blies depending on appli- 
cation. Catalog 400. 





GOTHAM INSTRUMENTS 
an Machine and Metals, inc. 


: Division of Americ: 
| —S Dept. Vi, 233 Broadway 
New York 12, New York 

AW \ Please send me a copy of your 
a ° a 0 Catalog 100— 

a ) industrial The * 
GOTHAM O coment 300 

] { Dial Type Thermometers C Catalog 500—Controliers 
0 Catalog 400—Recorders, 0 Heve your representative call. 


Psychrometers, Hygrometers No obligation. 
Title 





Keep everything under control with Gotham er arene 


Company _ 
Address. 
City 
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Repeat Business is AUTOMATIC! 


PROCUNIER 
Tapping Equipment 


Once a user, always a user—and users automatically 
b “repeaters”—it's characteristic of Procunier cus- 
tomers. AND this is not unusual—because industry 

has long recognized the superiority of Procunier Tap- 
ping Attachments. From every standpoint—design, 
construction, utility and cost—Procunier Tappers are 
second to none! 


Here's wb They're built to rigid standards of accu 
racy and dependability; they provide longer hours of 
efficient tapping, with fewer costly shutdowns, less 
parts spoilage and broken + + they enable opera- 
tors to handle more work with greater ease; they 
offer taster, smoother action, longer life, less wear, 
with a minimum of maintenance. 


These features and advantages are helping solve 
industry's tapping problems—they’ll simplify your 
selling job too—and invariably result in greater satis- 
faction, to more clients, oftener! 


National Ads Help Sell 





The Procunier quality story is bein 

q dramatically told to millions 
of Prospects thru the most extensive and consistent advertising 
Program in our history. Alert distributors are cashing in on this 
publicity and resultant sales, by stocking and r ding Pro- 
cunier Tapping Attachments to quality conscious buyers. % 


Proc 
oe ee profit by handling the line that “sells auto 





Write today Dept. 6 


-16 S. CLINTON ST. «+ CHICAGO 6, ILL. 





The Complete “BULLDOG” Line 


Machinists 
* 


Top Swivel Jaw 
. 


Combination Pipe 
+ 


Hinge Pipe 
. 


Woodworkers 
a 


Utility 


Backed by 85 years of time proven acceptance. 
Hundreds of plants have used them and stil! do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Sold 100% through distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 
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Tom Stott 


H. M. Harper Co. 
Names Vice President 


Tom Stott, general sales manager of 
The H. M. Harper Co., is now a vice 
president of the company. 

He joined the company in 1942 
and became general sales manager in 
1950. He will continue with his sales 
direction duties. 


Sees More Women 
In Engineering Jobs 


Women engineers won't be unusual 
in a few years, according to J. J. 
Thompson, manager of the Personnel 
& Training Division of Worthington 
Corp., Harrison, N. J. 

Within the next five to eight years, 
he said, women can be expected to 
ylay an increasingly important role in 
~ engineering and technical capac- 
ities. 

Addressing a national meeting of 
Worthington executives, Mr. Thomp- 
son said: “The time has come now 
when women who have machanical 
leanings or technical abilities should 
seriously consider engineering as a 
career. Their opportunities for ad- 
vancing in technical positions are in- 
creasing daily. Old prejudices due to 
their sex are rapidly melting.” 

Over the years, he said, women have 
made outstanding contributions in 
technical endeavors once considered 
only for men. 

He cited, among others, Katherine 
Stinson, Chief of Specification Sec- 
tion, Aircraft Safety Division, C.A.A.; 
Beatrice Hicks, vice president and 
chief engineer of the Newark Boiler 
Regulator Co.; and Mabel M. Rock- 
well, Production research engineer, 
Lockheed Aircraft Corp. 

Worthington Corp., he pointed 
out, has several women who have suc- 





cessfully invaded engineering domains, 
among them: Louise Davis, of the 
Research & Development Laboratory 
at Harrison Works; Shirley Hoffman, 
Defense Engineering Department; 
Ruth George, Air Conditioning and 
Refrigeration Division; Mrs. Bernice 
Amarotico, air equipment and pump- 
ing equipment application engineer, 
New York district office; and Mrs. 
Ethel Olson, power transmission en- 
gineer in the San Francisco district 
office. 

Mr. Thompson quoted from a re- 
cent survey by Frank S. Endicott, 
Director of Placement, Northwestern 
University, estimating the number of 
graduating engineers from colleges 
and universities in 1953 will be 23,- 
000. Of these, approximately 14,000 
will be available to industry, the re- 
mainder probably entering military 
service. ‘The demand by industry in 
1953 for engineering graduates has 
reached about 80,000. 

In 1954, only 19,000 graduating 
engineers are expected. In 1955, 22,- 
000; and in 1956, 29,000. By 1960, 
the supply of graduating engineers 
will have reached 40,000. But the 
demand, Mr. Thompson predicted, 
will be greater, rather than leveling 
off at the same rate. 

This will be due, he said, to a 
strong upward curve in research and 
development activities in the fields of 
nuclear energy and other advance- 
ments which will in turn create more 
of a demand in design, product, and 
application engineering. 

“This will necessitate calling up re- 
serves in the form of latent technical 
abilities, whether they be within men 
or women; and women will have the 
opportunity to compete with men for 
key engineering positions.” 

Chairman of the recent two-day 
Worthington Conference was Walther 
H. Feldmann, vice president in charge 
of sales. Participating in the discus- 
sions on “Keeping Pace with Cur- 
rent Manufacturing and Business 
Practices’”” were Hobart C. Ramsey, 
president; Harry A. Feldbush, vice 
president-engineering; Edwin J. 
Schwanhausser, executive vice presi 
dent; L. C. Ricketts, vice president- 
manufacturing; E. J. Tribble, Harrison 
Works manager; Thomas J. Kehane, 
assistant vice president and general 
sales manager; and John J. Sum 
mersby, vice president-purchasing. 


To Handle Black Line 


Lincoln Engineering Co., Los An 
geles, has been appointed exclusive 
West Coast representative for paint 
spray equipment of Black Mfg. Co., 
Harrison, N. J. 


There’s a Pyrene for every fire hazard 


a 2 a 


burners 
need 
protection 





These extinguishers are tor oil burner fire hazards: (L to R! Pyrene Foam and 


Vaporizing liquid Pressure Types; C-O-Two Dry Chemical and Carbon Dioxide Types. 


the Pyrene line enables you 
to do volume business 


When you sell Pyrene,* you set yourself up as a single source of 
supply for fire protection equipment—for the Pyrene line is 
complete. With it you can take care of practically any fire 
hazard any plant may have. P.A.’s like the set-up because one 
call to you, one purchase order, one invoice takes care of every- 
thing—and they get immediate delivery without transportation 
charges. Hard-hitting ads give you solid, constant backing by 
telling your prospects to order through you. They run in Business 
Week and a long list of trade and industrial publications. Asl: 
for a Pyrene on every call. seat Ges ainwhd 


Portable fire extinguishers: vaporizing liquid, soda-acid, foam, cartridge-operated, 
carbon dioxide, dry chemical, and pump tanks e Wheeled extinguishers: soda-acid, foam, 


carbon dioxide, dry chemical types ¢ Air foam play pipes © Systems for special hozords 


Spree » PYRENE MANUFACTURING COMPANY 
‘ bed Y 581 Belmont Ave. Newark 8, New Jersey 


ie er Affiliated with C-O-Two Fire Equipment Co. 
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mats: | 


COME TO 


FOR YOUR 


WRENCH NEEDS 


> Manufacturers of a full and 
outstanding line of ailoy and 
carbon wrenches for 35 years. 
You will like Fairmount ser- 
vice. It is geared to your in- 
dividual needs. 


A profitable line to sell. 
Write for catalog and full 
distributive information. 


FAIRMOUNT 
jfele) Mr.“mm te) ici), (comm. [on 
10611 Quincy Ave., Cleveland 6, Ohio 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 


Bostwick-Braun Entry 
Wins Atkins Contest 


Harold E. Leatherman, of Bost 
wick-Braun Co., Toledo, is the win- 
ner of a $250 prize for the new name 
of the monthly publication of Atkins 
Saw Division, Borg-Warner Corp., 
Indianapolis. 

His entry, ‘““The Atkinsaw Traveler,” 
was chosen as the permanent name 
of the paper. 

More than 3.500 entries were re- 
ceived. 

Second prize of $100 went to L. 
lrankfurth, of Frankfurth Hardware 
Co., Milwaukee, and third prize of 
$50 to Arthur R. Murphy, Butts & 
Ordway Co., Cambridge, Mass. 

Douglas R. Cowart, Briggs-Weaver 
Machinery Co., Dallas, won fourth 
prize, and John C. Keaton, Mill & 
Logging Supply Co., Aberdeen, 
Wash., fifth prize, for $25 each 

len-dollar awards for five other 
runner-up suggestions went to: A. R. 
Baker, Northern Hardware & Supply 
Co., Menominee, Mich.; Clyde J. 
Hart, Garrett Supply Co., Los An- 
geles; J. H. Addleman, Tidewater 
Supply Co., Richmond, Va.; R. W. 
McIntosh, Maddock & Co., Philadel 
phia; and A. Schimmelpfennig, John 
Pritzlaff Hardware Co., Milwaukee 

Judges said the first-prize entry, 
“The Atkinsaw ‘Traveler,”’ was par 
ticularly fitting because of the com- 
pany’s worldwide operations. 





Thomas E. McGuire 


Billings & Spencer 
Names representative 


Thomas FE. McGuire has been ap- 
pointed sales representative in parts 
of four Mid-Western states for The 
Billings & Spencer Co., Hartford, 
Conn 

He will cover part of lowa, northern 
Illinois, sections of Indiana and Wis- 
consin and certain Chicago city ac- 





counts from the company’s Chicago 
otmncc 

\ graduate of Northwestern Uni- 
versity, Mr McGuire served at one 
time with Army Signal Intelligence. 
He did both retail and wholesale sell 
ing in the Chicago area, covering the 
territory for a distributor before join 
ing Billings & Spencer. 

He has taken the company’s con 
centrated shop training course at the 
factor 


Basic Materials Show 
June 15 in New York 


The first Exposition of Basic Ma 
terials for Industry will be held in 
Grand Central Palace, New York City, 
June 15-19. 

\ conference will run concurrently, 
with 25 speakers representing various 
industries leading discussion. Sessions 
will cover low alloy metals, light 
metals, titanium, plastics, ceramics, 
insulating materials, lubricating mate 
rials, and atomic research develop 
ments 

Once session is devoted to the effect 
of new materials on sales, design and 
production and another concerns 
standardization problems. 

Don G. Mitchell, president of Syl 
vania Electric Products, Inc., is chair 
man of the board of sponsors 


Named to Dallas Office 


Mavnard Robertson, of Briggs 
Weaver Machinery Co., Dallas, has 
been elected first vice president of the 
Dallas Purchasing Agents Association 


National Electric Products 
Moves Pittsburgh Offices 


National Electric Products Corp 
has moved its executives and sales 
offices from the Chamber of Com 
merce Building in Pittsburgh to new 
suites at 140 Stanwix St., Gateway 
Center 

Ihe old offices were the company’s 
headquarters for the past seven years 
At Gateway Center, tne firm will o« 
cupy the north, south and west wings 
of the ninth floor. ‘Treasury, accounts 
pavable and receiving and advertising 
and publicity departments were in 
cluded in the move 

Purchasing, traffic, service, export 
and part of the accounting depart 
ments were moved to new office space 
at the company’s parent plant in Am 


bridg« 


“rough stuff’s” 


OUT, 


Sharp lumps and abrasive materials are cast out of Belt-Saver 
Pulleys by the exclusive cone and wing design . . . without 
lodging between belt and pulley. This protects belts so ef- 
fectively that belt life is increased 50% to 400%, according 
to actual case histories. 

When you provide such tremendous sav- 
ings for your customers, you gain an “in” that 
pays off in steady sales for your entire line. 
Let Belt-Savers build business and good will 
for you now with quarries, foundries, mines, 
sand and gravel plants, contractors, and other 
businesses that transport abrasive bulk mate- 
rials by conveyor belt. 

In addition to Belt-Savers, Sprout- 
Waldron offers the “Blue Face” line of 
sturdy, cast iron pulleys for transmission and 
conveyor use in a wide selection of sizes and 
types. Write for free bulletins 
containing full information 
about Sprout- Waldron pulleys. 
Sprout-Waldron & Co., Inc., 3 
Logan St., Muncy, Pa. 


co 


Write for free booklets! 








CAST IRON PULLEYS 


4 SPROUT-WALDRON 
Q 


MUNCY, PA 
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ARBOR SPACER ASSORTMENT 


Our special assortment in- 
Packaged in moisture- cludes 80 arbor spacers, 10 
resistant envelopes for each of 8 different gauges. 
ease in stocking and use. Each gauge is in o separate 
envelope. 7 different sizes 
are available, each with or 


© LAMINATED © without keyway. 
SEND FOR CATALOG SHEET 





4106 UNION STREET * GLENBROOK, CONN. 





© COMPANY, INC. O 


WILLEYs 


TUNGSTEN CARBIDE 


TOQLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for Centerless Grinders 


Standard thrufeed and in- 

feed work support blades 

available from stock. Prices 

on special blades quoted on 

receipt of prints. Worn 

blades salvaged — retipped 

and reground. WRITE FOR CATALOG 


SPECIAL TOOLS 


Send prints for prompt quotes on special tools. 














WILLEY’S CARBIDE TOOL CO. 


1342 W. Verncr Highway Detroit 1, Michigan 
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Moore-Handley Names 
Sales Executive 


Wheeler Agee has been appointed 
manager of inside industrial sales and 
quotations at Moore-Handley Hard- 
ware Co., Birmingham, Ala. 

He succeeds W. K. Jennings, re- 
signed to become sales manager for 
Reichman-Crosby Co. in Memphis. 

Frank Anderson, a former man- 
ager of inside industrial sales, has 
been appointed outside salesman cov- 
ering the Birmingham industrial area 
for Moore-Handley. 


American Brake Shoe 
Name Vice President 


N. George Belury has been elected 
a vice president of American Brake 
Shoe Co. 

With the company since graduat- 
ing from Purdue University in 1937, 
he served first in the sales department 
of the Brake Shoe & Castings Divi- 
sion and in 1947 transferred to En- 
gineered Castings sales. 


W. Bingham Co. 
Assigns Areas 


The W. Bingham Co., Cleveland, 
has assigned three of its territories to 
Harold Dent, Robert Goldenbogen 
and Benjamin F. Arckle. 

Mr. Dent, who has been with the 
company since before World War II, 
succeeds Richard Collins, now in the 
sales office, in the Bedford, Warren, 
and Youngstown areas. Mr. Golden- 
bogen is now covering the eastside- 
westside territory formerly travelled by 
Lester Mesher, now in the sales office. 
Mr. Arckle has been assigned the Erie, 
south and east, area, where he resides. 


Republic Supply Co. 
Moves to Oklahoma City 


Republic Supply Co., Southwestern 
oil field equipment firm, has moved its 
headquarters departments from Hous- 
ton to the newly acquired Republic 
Building in Oklahoma City. 

The company will maintain its 
other principal office in Houston with 
an executive in charge. District offices 
will not be affected by the move. 


To Handle Northwest Sales 


Utica Drop Forge & Tool Co., 
Utica, N. Y., has named D. James 
Murray Co. and Gardner Distributing 
Co., both of Seattle, as sales repre- 
sentatives in Washington and Oregon 
for the company’s complete line of 
pliers, wrenches and screwdrivers. 





Chase Brass & Copper 
Names District Manager 


Ihe newly created Houston sales 
district of Chase Brass & Copper Co., 
Waterbury, Conn., subsidiary of Ken 
necott Copper Corp., is now neaded 
by Payne C. Barzler, Jr., as district 
manager. 

\ new sales office and warehouse is 
being opened at 16 Drennan St., 
Houston, and will be in operation 
early this month. Company officers 
said substantial stocks of all types of 
brass mill products will be carried, as 
well as selected wire mill and miscel 
lanecous products. 

Mr. Barzler was formerly Southern 
‘Texas sales representative for the com 
pany. A graduate of Cornell Uni 
versity, he served in the Army Air 
Force in World War II as an E.T.O. 
combat pilot. He received his mill 
training in the Cleveland plant of 
Chase Brass & Copper and sales ex 
perience in the Cincinnati district as 
resident representative at Dayton, 
Ohio. He was assigned to Texas in 
1949. 





Sam E. Gewin 


Bristol Appoints 
District Manager 


The Bristol Co., Waterbury, Conn., 
has named Sam E. Gewin district 
manager of the St. Louis office. 

He joined the Bristol sales organi 
zation in 1937 as a sales engineer 
after three years with the U. S. In- 
dustrial Chemical Co. For the last 
five years he has been resident sales 
engineer in the Buffalo area. He is a 
graduate of the University of Alabama, 
1934. 

Mr. Gewin’s new headquarters will 
be in the company’s St. Louis office 
in the Cotton Belt Building. 


ih a iI | 
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YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 

1. A good blade 

better by actual test. 


an accepted blade—a blade you can prove is 


Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 
top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin’s Powerflex 

a high speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 


tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin's 
’ Blades 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 
Write today 


Griffin 
Representative 


industrial 
Distributor 


THE TRIANGLE 
THAT MAKES FOR EASIER SALES 


g: WV. Grif firs La. 


FRANKLIN, NEW HAMPSHIRE 


Seles Agents: JOHN H. GRAHAM & CO. inc., 105 Ouene Street, New York 6, HW. ¥ 
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VM FOREVER 
BLOWING TROUBLES! 


I'm a CLEMENTS - CADILLAC 


blower - suction cleaner. | keep 
your machinery clean . . . no 
troublesome Dirt, Dust, and 
Grime gremlins will slow down 

your smooth operation with 

me Groutd, I'm a cleaning 

tool thar reaches every 

nook in all types of 

equipment. 


Eligible under 
C.M.P. regule- 


LSTOCK SINS 


ADVERTISING 
LIKE THIS 


—_ 
~<% 
ae 
—., 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





; 
Made in 5 models IF you 
with attachments for WANT A 
eve le ob 


ry cleaning jot 
PORTABLE COMBINATION j 


BLOWER-SUCTION CLEANER SELLER 


WRITE US 


CLEMENTS MFG. CO. FOR DETAILS 


6624 S. NARRAGANSETT! AVE. CHICAGO 38, ILL 


ASH TOUR MILL SUPPLY DEALER OR WRITE US FOR Data 


WILTON WI LTO N costs no more hai 


THE FINES 


—- | ordinary vises! 


VISES VISES | 


Specified by 
America’s 
greatest 
AUTOMOTIVE 
AND 
AIRCRAFT 
INDUSTRIES 


WILTON’S distributors enjoy greater 
sales because they handle the line most often 


called for by American industry. Everyone 
knows that WILTON is the finest name in Vises! 


TON TOOL MFG. CO. 


925 WRIGHTWOOD AVENUE - CHICAGO 14, ILLINOIS 


WILTON eat ow 


FoR WtW 


VISES ra | 
>: 


Gentlemen: Please send me your new Free Catalog 
Name —_— 7 -_ 
Company 


Address 
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Cleveland Twist Salesman 
Saluted in Article 
Richard Daniel Boltey, industrial 


salesman for The Cleveland ‘Twist 
Drill Co. was featured in an article in 
The Midwest Purchasing Agent 1 
cently marking his record of 42 years’ 
selling experience and almost 73 years’ 
employment with the Cleveland man 
ufacturing firm. 

He first went to work for Newton 
& Cox, predecessor of Cleveland Twist 
Drill, when he was 11, scrubbing office 
floors. When old enough, he joined 
the production department, later be- 
came general foreman of the plant 

He went into sales work in 1910, 
and is still active except for time off 
in the winter for a trip to Florida 





STUDYING UP on new line are Al 
bert W. Lange, who recently joined 
Mid-Island Supply Co., Long Island 
City; N. Y.; Joseph Brosch, vice pt 

dent, and G. T. Treacy, Jr., president 


Mid-Island Supply 
Adds Department 


Mid-Island Supply Co., Long Is! 
City, N. Y., has set up a new abra 
department and added four m 
its sales staff 

The company has taken on line 
Norton Co., Worcester, Mas 
Oucens, Nassau and Suffolk Count 

At a kick-off dinner recently for the 
sales force and departments heads, 
L. K. Behr, Norton district manager 
for the New York-Philadelphia area, 
ind J. S. Anderson, Norton abrasive 
engineer for Metropolitan New York, 
provided the first of a series of movies 
in Mid-Island’s training program fot 
grinding wheels. 

Executives and salesmen are attend 
ing week-long courses at the Norton 
plant as soon as they can be spared 
from regular duties. 





OUTSIDE SELLING will also be as 
signment of Sy Perlman (right), being 
oriented to job by Mr. Brosch 


For the new abrasives department, 
part of the warchouse is being reno 
vated under a specialized inside staff. 


Team to Handle Abrasives 


New outside-inside team, who will 
specialize in abrasive sales, consists of 


Arthur Harkins and Michael Kimlicka. 


New members of the outside sales 
force are Albert W. Lange and S\ 
Perlman 

Mr. Harkins, formerly with Sperrs 
Gyroscope Co., has spent cight vears 
is a grinding specialist in production 
ind tool room work He is a gradu 
ate of Citv College, New York, and 
the New York ‘Trade School in tool 
ind die designing 

Mr. Kimlicka has been with Ma 
back, Inc., New York City, as insick 
ilesman for the past seven vears. Bi 
fore that he worked in the pul hasing 
ind stores department of Ranger Aun 








OUTSIDE-INSIDE team who will spe 
cialize in abrasives consists of Arthur 


Harkins and Michael Kimlicka 


PRICED TO SELL FAST | 


B 


ay 
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ON nyprautic | 


+ 


OPEN THROAT PORTABLE 


PEDESTAL PRESS 


OUTS kA, AR EL 








ei ee eet 











" 





DC \ 
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RIOT 


ny 
$ 199 95 
ONLY _ 


EVERY SHOP CAN USE ONE... 
BIG PLANTS CAN USE SEVERAL 


Every buyer is a salesman... just get 

a couple units in use and see how fast 
the news spreads. The price for this 
amazingly efficient Portable Pedestal Press 
with its 17! Ton Power-Twin Hy- 
draulic Ram is unbelievably low. It’s no 
job to demonstrate how it pays for itself 
quickly in time, tools and money saved. 


You don’t have to sell many units 

to build up a big sales volume. 

Each sale means a sizeable commission. 

It’s another member of the big 
profit OTC line. 


PRACTICAL... every repair and maintenance shop 
will find these units invaluable for hundreds of 
tough jobs . . for pressing bearings, bushings, 
collars, pins, shafts, for bending, straightening, 
compressing, spreading, etc 
PORTABLE .. . can be easily moved from job to job 
or located near permanent equipment .. . weighs 
less than 200 pounds 
STRONG .. . will handle 95% of all pulling or 
installing jobs 
COMPACT... Base is only 20” x 21°—34'2”" 
from top or press plate to floor. Press plate 
throat is 7/2" deep, 6" wide, 102" clearance 
between uprights, 11° from Ram to press plate 
with almost unlimited vertical adjustment, 
VERSATILE . . . POWER-TWIN Hydraulic Unit 
may easily and quickly be detached for field 
service or other pulling jobs 
INEXPENSIVE . . . dollar for dollar 
ton for ton... the lowest priced, most 
rugged and efficient Hydraulic 
Press on the market. 


TAKE ADVANTAGE OF THE WONDERFUL 
SALES OPPORTUNITY IN THE OTC 

17Y%2 TON HYDRAULIC OPEN THROAT 
PORTABLE PEDESTAL PRESS 


TT MIT ET” 


OWATONNA TOOL COMPANY | 


373 CEDAR STREET 


OWATONNA, MINNESOTA 
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raft Engine Co, During the war, he 


erved in the European Theatre with | Stainless Steel 


the Army as a technical sergeant. 


At Mid-Island, he will handle pur- Fm) HM O L T S ~— 
— 


chasing of abrasives as well as inside 


ind some outside sales work. | S C R E W S 


Mr. Lange was formerly with Mas- 


beck, Inc., covering Brooklyn and : N U T S =F 
Queens territory for the past ten years. =| 

Before that he was for two years with WA S H E R $4 
Pheoll Mfg. Co. in the Long Island 


territory, and ten years with Westing- A c omplete Line 
house Electric Supply Co. Available {rom Stock 4™ es 


He third > president of tl 
Standard Models of rota Ec a 7 s STAINLESS STEEL 
GRAYMILLS sma, Senshi ie ae oak sale BOLTS SCREWS NUTS 
s outside sale an. Previc lv he Machine Hésaqon 
Coolant Pumps aNd isa bccn sith Rudolph Bas, New | aie 
York City, and Oliver and Klass, New WASHERS © 
Complete Systems = vex civ. Ten. ares 


An Air Corps veteran, he is a gradu- All Types — 


EASY TO SELL FROM NEW ate of the New York University 
CONDENSED CATALOG School of Commerce. 
WITH NON-TECHNICAL Offices Renovated 

SELECTION CHART. Mid-Island Supply recently com- 


pleted extensive renovations of its | 
offices, partitioning off departments 


and moving all offices to the front | Hh Fi Sy 
| of its headquarters to make added LUT, [AAT 
faa ha tictied Vi room for warehouse space. SCREW & BOLT CORP. 
PUMPS . P 135 Church S# New York 7, NY 
for high volume to W. M. Pattison Supply CO 7-0675 
72 G. P.M. Appoints Salesman 
1/25 < 1/6 - 1/4 ‘he W. M. Pattison Supply Co., 


1 2H.P. Also 8 Cleveland, has named John Thomas | 
ULM | conard as salesman in the Cleveland, | 
Models. | Bedford and Solon territory 


He has been with the firm for five DISTRIBUTOR’S 
| years in the quotation and order de 
| partments. 
\ graduate of John Carroll Univer FRANCHISE 


| sity, he served in World War II as a 


staff sergeant in the Army’s plant engi ; ‘ 
neering agency. To established firms with sales 


His father, Thomas Leonard, is pro coverage of industrial, marine, 
duction manager for Midland Steel oil, automotive, paint, construc- 
GEAR uns Products Co. tion and allied industries, we 


for high pressures 
and heavy oils... offer a proven and patented 


to 1OOP. S. |. Also - COLD APPLICATION 
6 Tank Mounted PHOSPHATE COATING 
Units. FOR ELIMINATION 


. AND PREVENTION 
Each unit packaged for quick hand! ” : 4 = OF RUST 
ing and stocking 





A complete line. Coolant pump with 


Customers unlimited. Selective 
Send for new cotalog today —\ _ franchise available in some ter- 
© sere you have our new “green” coteteg y ‘ ritories. Kindly state sales cov- 


Landed 
BISISCA. Neon-technice! fasy te reed Seles 


Gee aeed aa? be Gump capers & we | | erage and servicing facilities. 


tank for every machine tool 


MARTIN M. STEKERT CO. 


Fd 45 West 34 Street 
New York 1, N. Y. 


VICE PRESIDENT, sales, of Cum- 


mins Machinerv Co., Atlanta, Ga., 
GRAVMELS Fag tony G. Cummins, talks over plans with Lee 
QB11 Melvese Ave. Les Angeles Roy Clarke, of Behr-Manning 
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W. O. WILSON 


Five Officials 
Retire at Worthington 


William O. Wilson, 
vice president of Worthington Corp., 
Harrison, N. J., is retiring after 53 
years with Worthington and _ its 
predecessor companics, 

Since 1944, he has directed all the 
company’s commercial activities in the 
Chicago, St. Louis, Kansas City and 
St. Paul territories. 

He joined the Jeanesville Iron 
Works Co. as a machinist in 1898, 
and later became an erecting engineer 
and a salesman. In 1919 he became 
district manager at Pittsburgh and in 
1928 Chicago district manager. From 
1937 to 1944 he was sales manager of 
the Midwest district. 

Bruce T. Lapierre, assistant adver 
tising manager for Worthington Corp. 
at the Holyoke, Mass. works, has re 
tired after 16 years with the company. 

He handled sales promotion for the 
automotive equipment and construc- 
tion equipment divisions before his 
appointment to the advertising post in 
1945. 

The corporation recently honored 
three other retiring officials at 
luncheon in Newark, N. J. Fred A. 
Pope, consultant; J. Howard Maxwell, 
supervisor of statistics in the General 
Sales Department; and R. L. McLel 
lan, assistant general manager of the 
Export Department, all of whom re 
tired last month, were guests of 
honor 


commercial 


Name Export Manager 
M. J. Ross, of New York City, is 


the new export manager for Quaker 
Rubber Corp., division of H. K. Porter 
Co., Philadelphia. Formerly with 
Firestone International Co., he re 
cently operated his own export firm. 


STANDARD . 
the line that sells! 


=gpetd 7 


The Standard Speed 

Lathe has no equal for 
polishing, burring, filing, 
countersinking and 

other small parts operations. 
Available in bench or 

pedestal models, Standard Speed 
Lathes guarantee you Speed, 
Accuracy and Versatility. 
Horsepowers from 1/3 HP 

(1 speed) at 600 RPM up 

to 1 HP (2 speeds) at 3600 RPM. 


Also available: Speed-Chucking 
Lathes up to 5 HP for chucks up to 
12”. Multiple speeds or infinitely 
variable speeds. (50 - 3600 RPM.) 
Write for complete details. 


Chadd nh 


the STANDARD electrical tool co. 


MACHINE TOOLS 
2520 RIVER ROAD @ CINCINNATI 4, © OHIO 


PEDESTAL 
MODEL 


Insfantly 
converts from 
collet fo lathe 
chuck Merely 
mount chuck 
Simultaneous 
action of 
switch-brake 
collet thraugh 
foot pedal contro! 
Hollow Spindle 
up to | round 


5 C collets 


BENCH 
MODEL 


With Hand Z 
lever 1! 
spindle 4 : 
~ jaw universal 


lathe chuck.= 


héellow 


EVERY SHOP’S A PROSPECT FOR 
STANDARD MOTORIZED SPINDLES! 


Belt Driven Lathe Grinder 
V4 H.P. to 20 H.P. 
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Vertical Spindie Grinder, 
belted motor drive, V2 to 5 H.P. 
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A Million Selesmen 
to Help You Push 
the MARSH Line 


When you go out to sell the Marsh line 
there are plenty of salesmen working 
with you, Every month over a million 
Marsh advertisements are going into 
every branch of industry where —_ 
sure gauges, dial thermometers, heat 
ing specialities and refrigeration con- 
trols are used, telling the story of 
Marsh leadership. 

And remember that these advertis- 
ing “salesmen” simply confirm the still 
more forceful sales message of Marsh 
performance — performance that has 
won recognition for Marsh products 
as the instruments and specialties that 
offer the most in accuracy, in stamina, 
in downright quality and value. 

Yes, it will pay you to know and 
push the highly acceptable Marsh line 
of pressure gauges, dial thermomete 
steam traps, vents, packless valves an 
other specialties . .. now broadened by 
the acquisition of the highly respected 
“Electrimatic” line of refrigeration 
controls and solenoid valves. Ask for 
latest catalog and price data. 


MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P.- MARSH CORPORATION 
Dept. C., Skokie, tl. 


nd 
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GAUGES © VALVES © TRAPS 
DIAL THERMOMETERS 


HEATING SPECIALTIES 


Electric Hoist Manager 
Named by Harnischfeger 


Curtis Mever has been named sales 
manager of the Electric Hoist Division 
of Harnischfeger Corp., Milwaukee. 

Recently a director and vice presi 
dent in charge of sales for Milwaukee 
Electric ‘Tool Corp., he also served on 
the board of the Ejectric ‘Tool Insti 
tute and on the advisory board of 
the Portable ‘Tool Industry. 

He was connected with the 
sales division of Briggs & Stratton 
Corp. and at one time was district 
engineer with A. O. Smith Corp. at 
Houston, 


also 


Texas 


Name Representative 


Harnischfeger has appointed Fred 
J. Hartley as special hoist representa- 
tive for the southeastern territory. 

lormerly district manager in the 
Southeast for the Shaw-Box Crane & 
Hoist Division of Manning, Maxwell 
& Moore, Inc., Muskegon, Mich., he 
has had ten vears’ experience in hoist 
distribution and application. 

He will Alabama, Georgia, 
South Carolina, Florida, ‘Tennessee, 
Louisiana, Mississippi and Arkansas, 
with headquarters in Birmingham, 
Ala 


cover 


F. J. Hartley 





To Handle Valve Line 


Kicley & Mueller, Inc., North Ber 
gen, N. J., manufacturers of dia- 
phragm control valves, have appointed 
i‘he Steam Plant Equipinent Co., Mil 
waukee, as representative in sections 
of Wisconsin and Michigan. The 
territory includes all the upper penin- 
sula of Michigan and all of Wiscon- 
sin east of and including Ashland, 
Price, ‘Taylor, Clark, Jackson, La 
Crosse, Vernon, Crawford and Grant 
Counties 
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Handle All 
Railyard 
Jobs 

WELL « « 


POWER KING 
NEVERSLIP 
SLIPPROOF 

and 
ADVANCE SAFETY 
CAR WRENCH 





MOVERS 


Whether the job is light, heavy, or average, 
one of the BADGER Car Movers can 
handle it. They can spot, shift, or move 
freight cars quickly and safely and are a 
must for shippers and receivers of freight 
Check the needs of your customers for Car 
Movers and SPURS. Advance Stip-proof 
Safety Sours fit ALL makes of Car Movers 
and are a good source of revenue. We 
sell only thru distributors and urge users 
to buy thru them 


MACHINE 
TOOL 
ACCESSORIES 


A profitable 
line because 
universally 
accepted 


Universa! acceptance 
assures a profitable fine 


titi 


(me \| 


\\\ 


ii diandnitii 


—_ 


‘ 


Year after year distributors have relied on the 
ZIP tine of T-bolts and accessories to serve the 
needs of their customers. By taking advantage of 
the universal acceptance among users of these 
items, you too will find the ZIP line a profitable 
one to handie. 't will pay you to make “SELTZER” 
your source of supply for Zip Machine Tool 
Accessories. 

“Immediate delivery from stock, any quantities’’ 





Ck Oe I On 


OREXEL HILL 


Ff A 











Thor Holds Schools 
For Branch Managers 


hor Power Tool Co., Aurora, II1., (; : 
is holding a series of sales engineer- ive 
ing schools for branch managers and 
service engineers at the Aurora Works 
on installation and servicing of port Tackle 


able power tools 


lorty-one have attended the first 
three classes and received diplomas bl k 
to mark their graduation from the five Oc 


day school. Classroom sessions and 
laboratory periods feature on-the-job 


demonstrations, job mockups and cut Sd les 


away engineering models. 
Replacing former Thor training 
courses, the new curriculum was de- ad LIFT 
signed to give the company’s sales 
personnel complete training in powet 


tool technology, company officials tt 
said eee Wil 


J. A. Hill, industrial division man 


ager and school faculty member, has 
announced that additional classes will 
be held this month and again this 
Fall. 

Louis D. Yecies 

Enlarges Warehouse 


Louis D. Yecies & Sons, Newark, 
N. J., recently enlarged its warehouse 
to add 7,500 sq. ft. of stock space. 

Completed this spring, the addi- 
tion provides more storage space for 


the company’s heavier lines including § The Madesco line of tackle blocks 
materials handling equipment. : pays off in easier sales and re- 

& 6 peat_ business. Customers know 
_Q : they can depend on Madesco for 
F. E. Myers & Bro. . top materials and workmanship. 


Names District Manager ' % They also know they can depend 


Gaylord F. Wirth, of Wilmington, qn Medene Yadde Beds Sor 


Ohio, has been appointed district 
manager of eastern Pennsylvania and 
New Jersey for The F. E. Myers & 
Bro. Co., Ashland, Ohio. 

He succeeds Andrew F. Beible, Jr., ture them prominently! 


; » , ) ’ » y e , ° 
of Reading, Pa., who is leaving the Our catalog will make it easy to 


company to enter his own business. . 
Mr. Wirth formerly covered south 5 order. Send for your copy today. 
western Ohio. William C. Kose, of < 
Johnstown, Pa., is being transferred : 
to the southwestern Ohio territory. SS 
Five new salesmen recently com , 


long, efficient service. 

Put Madesco products and 
reputation to work for you. Stock 
Madesco Tackle Blocks — and fea- 


pleted the sales training course con 
ducted at the Myers factory by C. B 
Sattler, sales training director, and 


Norris Fluke, his assistant. They are . Rc . 
D. L. Coovert, assigned to northern : 
Illinois, C. H. Hockensmith, south ’ 

eastern Ohio; S. C. Miller, Wiscoa / 

sin; W_ L. Patton, northern Michigan; 

and C. B. Whitcomb, eastern New TACKLE BLOCK COMPANY 
York. 


The course included production Over EASTON. 


knowledge, engineering, selection, in @ quarter inet 
stallation, and service of all the com- century SYLVANIA 


; of service 
pany’s products. 
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See Distributors 
Winning Out in Texas 


Buying direct or from distributors 
in certain industries of the Tem 
is “no longer a question mark,” 
cording to The Southwestern Pur. 
chaser in its recent 17th annual dis- 
tributor’s issue. 

The editors cited the oil industry 
in which, they said, “the supply com- 
panies have won out through being 
able to supply the industry with equip- 
ment and supplies more efficiently 
than if the oil companies warchoused 
their own stocks on purchases made 
direct from the manufacturers.” 

Harold M. Young, of The Murray 
Co. of Texas, Inc., Dallas; Wallace D. 
Wilson, Wilson Supply Co., Houston; 
and Henry Coit, Engineering Supply 
Co., Dallas, contributed feature arti- 
cles. 


Praises Civic Work 
Mr. Young cited leaders in the in- 
dustry for civic and other outside ac- 
tivities. “The Distributor is Com- 
munity Conscious,” he said. “Among 
those he noted for their “extra-cur- 
ricular” work, were Ashley DeWitt, of 
Briggs-Weaver Machinery Co., Dallas, 
former member of the Dallas City 
eo ped BELTS Council and Southern Association 
director; Ralph McCann, of Well Ma- 
YOu. Over 200 Sizes % 35 Widths chinery & Supply — Fort a 
active in civic and charity work; E. J. 
* 7 Go yom — IN SOLID-WOVEN COTTON BELTS Pflanz, of Briggs- Weaver, an officer J 
several business associations outside 
though related to the supply field; 
J. D. Craig, General Industrial Supply 
Corp., Fort Worth, official of numer- 
ous civic, charity and church organiza- 
tions; and Irving H. Buck, of Tool 
Supply & Engineering Co., Dallas, ac- 


tive on three Chambers of Commerce 





If you are going to handle ANY line of Conveyor belts, handle a BIG 
one! Don't miss out on good sales because you can't give your customers 
what they need. 

When you sell BUFFALO BELTS, you almost automatically get all the 
sales in your territory because you can offer practically any size, any width, 
any ply or any specially TREATED belt 
that your customer can name, and in engineering groups 

Flua In addition, BUFFALO BELTS have "He also cited H. G. Parr, Well Ma- 
tremendous sales appeal because they are diners & Sunaiy. Henry Colt. c 

6 SPECIALLY- MADE TOUGHER with the scurdiest neering pte john R Macl a 
porn gl nnmnng yarn available, WOVEN TIGHTER by Oliver H. Van Horn Co., Fort Worth: 
LATEX UAPREGNATEO our exclusive WOV-IN-WEAR process J. Kirby McDonough and Harold N. 

sanaiees Gham on our specially designed looms. Natural- Mitchell, of The Murray Co. and 
ly, they LAST LONGER and this builds a Clarence Holden, General Industrial 


ASPHALTUM IMPREGNATED : sane 2 oa , 
GLAZED BELTING sure-fire REPEAT business. Your cus Supply. 


RUBBER FILLED & COVERED tomer NEVER pays a premium price for Civic activity on a smaller scale, he 
sik RR ie — belting bur YOU get plenty said, is just as important, exemplified 
vy Of plus sales by one of The Murray Co.'s repre- 

WE ALSO OFF Cundiff. 
Goren A sentatives, O. L. Cundiff, who was a 


COMPL 
—— + nile Jodag/ councilman of Seagoville, ‘Texas 


CONVEYOR BELTS 








on your letterhead for 
our catalog and price list Cites Oil Field Benefits 


° Mr. Wilson, writing of “Team- 

BU ki mates of the Oil Industry,” stressed 
F Al WEAVING & BELTING COMPANY that distributors had saved oil com- 

panies hundreds of thousands of dol- 


lars in recent vears. Before the late 
NEW YORK PHILADELPHIA CHICAGO oerreoir LOS ANGELES 1920's he noted nearh ill the major 


2709 CHANDLER STREET BUFFALO 7, NEW YORK 
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oil companies and many of the small 
independents carried large inventories 
in their own warehouses. Suppliers, he 
said, later convinced them they could 
save 30% of their equipment costs by 
turning this warehousing function over 
to distributors equipped for it. 

Mr. Coit gave his answer to the 
question, “Why the Industrial Dis- 
tributor?”. Four obvious reasons are, 
he said 

1. The cost to the manufacturer of 
traveling a platoon of salesmen all over 
the country calling on the industrial 
consumers with only one item or one 
line is prohibitive: 

2. The manufacturer hasn't the 
capital (capital that will produce, that 
is) to either stockpile his line at the 
factory or maintain stocks in ware 
houses all over the country; 

3. He couldn't possibly keep abreast 
of the industrial developments, the d« 
clines, the regional economic factors 
the buying trends in Oshkosh, Tyler 
San Diego, Charleston, and all point 
east, north, south and west. 

4. Manufacturers need, through dis 
tributors, a knowledge of the local 
markets and requirements; otherwis¢ 
they could not set up production 
schedules on pooled orders from every 
where, and would have to make singk 
tools or models to order. 

He cited benefits from distributors’ 
joint efforts to solve problems such as 
decimal packaging, small orders and 
net pricing. 


Re-elect Officers 
at Scovill Mfg. 


Leavenworth P. Sperry is starting 
his ninth consecutive term as presi 
dent of Scovill Mfg. Co., Waterbury, 
Conn. 

Also re-elected were: William M 
Goss, executive vice president; Mark 
L,. Sperry and Arthur P. Hickcox, vic« 
presidents; Mark L. Sperry, 2nd, trea 
urer and general counsel, and Hemin 
way Merriman, secretary. 

Paul E. Fenton, vice president, 
continues in charge of manufacturing 
sales and Chauncey P. Goss, vice presi 
dent, mill sales. Alan C. Curtiss r 
mains as vice president in charge of 
employee relations and Henry W 
Wild, vice president in charge of 
manufacturing departments and tool 
division. 

Vice presidents in charge of the 
company’s divisions are: Thomas B 
Myers, Hamilton Beach Co., Racine, 
Wis.; H. Wesley Leavenworth, Oak 
ville Co., Oakville, Conn.; Seldon T 
Williams, A. Schrader’s Sons, Brook 
lyn, N. Y.; and Samuel G. Gaillard, 
Sr.. Waterville Division, Waterville, 
Conn. 


COPSOOPO OOOOH OOO OOOO OOOOH OOO OOOOOOO OOOOH OOO OOOO OOOO OOOO OOOO OOO OOOO OOOO OOS OOOO OOO OEE O SOOO SECECOCCCECCCoee ee ee 
ee eee 


MASONRY ANCHORING DEVICES 


for maximum 


Arro anchoring devices are designed to give you 
MAXIMUM HOLDING POWER... year in and year 
out. When you think of anchors, think of Arro! 


SST OSes 


ARROFIUTE CARBIDE MASONRY DRILL fF 
LAG SCREW EXPANSION SHIELD TWO WING 


SPRING-TYPE 
TOGGLE BOLT 


“~ 


SPRING HEAD 
STEEL TOGGLE BOLT 


» RIVETED HEAD 


TOGGLE BOLT 


Omg 


LITTLE MAJOR TURNBUCKLE 


zat == ———") 


FOUR-POINT HAND STAR DRILL 


A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 


O-E EXPANSION SHIELD 


MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 
STUD BOLT ANCHOR 
FOUR-POINT DRILL POINT 


LEAD SCREW ANCHOR TWIST DRILL POINT 


RUBBERGRIP 


DRILL POINT 
MAL-LEAD BOLT ANCHOR HOLDER 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 
1230 Boone Ave., Marion, Ohio 
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DISTRIBUTORS WANTED for 


FELCO CHAIN HOISTS 


H.T. KENNEDY COMPANY, INC. 


37 WALL STREET 


NEW YORK 5, N. Y. 








>>D>D>D> LET THESE KEYS 


OPEN UP EXTRA PROFITS FOR YOU! 


b 


Fast Sellers . . . Proven Re- 
peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively ... yet are 
easily opened... do not 
freeze in the joints. Product 
superiority... backed by 36 
years of leadership in the 
field make these Key prod- 
ucts a dependable source of 
sales and profits for you! 


Good Door Openers, Too! 
Steady national advertising, 
dealer helps and continvous 
sampling program build uni- 
versal demand .. . actually 
make openings for sales to 
many new customers for you. 





pipe joints 


gas, low pressure 


For sealing 


oils and high 





For sealing 


carrying water, 





lines carrying 


pressure 
steam. 





WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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PRESIDENT H. Milchman, of Carter, 
Milchman & Frank, Inc., New York 
City, checks data with Vincent Tum 
mins, of the outside sales staff 





Power Transmission Group 
Plans Spring Outing 
The New York Chapter of the 


Power ‘Transmission Council will hold 
its second annual Spring Outing at 
Schmidt's Farms, Scarsdale, N. Y., on 
June 5. 

Golf, softball, horseshoes and other 
sports will be featured with distribu- 
tors teamed up against manufacturers. 

Dinner, refreshments and prizes 
are other attractions, the committee 
in charge has announced. 


Machinery Sales & Supply 
Names Operating Manager 


Machinery Sales & Supply Co., 
Dallas, Texas, has appointed J. W. 
Nevitt as operating manager. 

Connected with the industrial sup- 
plies and machinery business in Dallas 
for 38 vears, Mr. Nevitt was recently 
purchasing agent for Southern Supply 
Co. He had been with this firm ten 
years, at one period as sales manager. 

Before that he was with Western 
Hardware Co. for eight vears and in 
the tool department of Huey and 
Philip Hardware for 20 years. 


U. S. Rubber Withdraws 
Plant Plans in Emerson 


United States Rubber Co. has with 
drawn plans for a new research center 
in Emerson, N. J., because of objec 
tions raised by residents of the com 
munity of Oradell, spokesmen said. 

G. M. Tisdale, vice president, said 
the company “does not wish to estab- 
lish an activity that is not entirely ac 
ceptable to its neighbors.” Company 
plans called for a research center only, 
not an industrial operation, and prom- 
ised harmonious architecture. 





We're Buster than Ever... 
ove You? 


Happily, THE CINCINNATI electrical tools are 


moving through and out of our plant at a rapid 


N 
rate. But we're still not satisfied. Our production PUT YOURSELF 
lines are geared for greater things. 
IN THIS 
That's where YOU enter the picture! If you like 
to sell a fundamental product that is in ever- PROFIT PICTURE 


increasing demand in almost every plant—then 


we would like to do business with you. Our 


products are good. We and our customers think 
they're better than most. We hope you will, too. —— — ~_ 
But before you investigate further, take a good 


look at this “Chart of Your Money's Worth.” We 


think you'll like what you see! 











CHART OF YOUR MONEY’S WORTH 


You Ask About: We Say: You Ask About: We Say: 





The Complete as can be... Price Competitive with other quality 
tools—most tools built in two 
Bench and Pedestal Grinders or more price ranges to fit your 
Tappers ¢ Screw Drivers customer's budget. 
Bench and Pedestal Buffers CoCo Ceo HO EHO H OTC SOOO SESE SESE EOEESEEESS 
Routers e Electric Drills Delivery Excellent. Usually from stock. 
Abrasive Cut-Off Machines THE CINCINNATI advertising 
Nut Setters will pave the way in 8 publica- 
Portable Grinders pe tions: Modern Machine Shop, 
Air Master Dust Collectors vertssing Machine and Tool Blue Book, 
Speed Lathes New Equipment Digest, Metal- 
Tool Post Grinders working, Mining Ads; addi- 
tional promotional space in 
eeeeeeeeve eevee eeeaeteeeveeeeeeeeeeeeeeeneeeeeeee Thomas’ Register, McRae’s Blue 
Do I have to stock | Of course not. We will be Book and Conover-Mast Pur- 


your complete line? guided by your requirements. *eeeeeeeeeeeeeeee chasing Directory. *eeneeeeaeeene 


soe esse eeeees . Complete catalogs and other 
Assured by over 50 years Literature promotional material available 
Quality experience in making fine elec- to you and your salesmen on 
trical tools. request. 











eeeeeeeeeeeeeeeeteeeeeeeweeeeeeeeeeeeeeeeeeHeaeeeeeeeeeeeeeee 


It Pays to Sell... When You Sell Saleable Products— Manufactured by 


2, 
TRADE 0 MARK 


THE CINCINNATI ELECTRICAL TOOL CO. 


Division of The R. K. LeBlond Machine Tool Co 





2686 MADISON ROAD CINCINNATI 8&8, OHIO 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 307 





NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. 





with NEW BEDFORD PRE-MEASURED 
ROPES—MANILA or SISAL—in 3 
SIZES of SELF-DISPENSING CARTONS 


LOOK HOW NEW BEDFORD DEALERS 


Telia Ways 


SELL EVERY INCH OF ROPE THEY STOCK! 


Colorful octagonal carton— 
in 3 sizes—contains either 
a hglf or full coil of top 
quality New Bedford Pre- 
Measured Manila or Sisal 
Rope. And it’s easy to dis- 
tinguish the type of rope. 
Manila is packed in red 
cartons —sisal in green. 
Measuring time is cut in 
half —customers know 
they’re getting just the 


—rope is sealed tight in transit 
always. 


There are no remnants. Because you sell the exact, 
pre-measured length the customer asks for, you 
sell every inch of in every carton. And re- 
member — NEW FORD PRE-MEASURED 


“ROPES COST NO MORE! | 


—— 


ZON THE BANDWAGON TODAY. ‘ 


You Pay No Premium For Pre-Measurement— 
tra For Self-Dispensing Cartons 


EW BEDFORD CORDAGE CO. 
New Bedford, Mass. 


[-] Rush me full details on New Bedford's triple profits 


[-] Please send me introductory trial order: Manila [—] Sisal [7] 


Rope Size | ) 


My Nome 
Company 


Address 
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Michigan Tool Co. 
Adds New Building 


Michigan Tool Co., Detroit, has ac- 
quired a building in Hazel Park to 
house its new Shear-Speed Chemical 
Products Division. 

It will be used mainly for final proc- 
essing of the line of industrial chemi- 
cal products the company plans to 
market. First of these will be an- 
nounced as soon as production starts. 
Installations are expected to be com- 
pleted by the end of the month 


Hewitt-Robins President 
Studies World Rubber 


Thomas Robins, Jr., president of 
Hewitt-Robins, Inc., Stamford, Conn., 
sailed for Copenhagen recently to serve 
as advisor to the U. S. State Depart- 
ment delegate at the International 
Rubber Study Group meeting. 

Representatives of 17 rubber pro- 
ducing and consuming countries at- 
tended, to review world production 
and international trade problems. 

After the meeting, Mr. Robins was 
scheduled to make a tour of Hewitt- 
Robins offices in Europe. 

Ellis B. Gardner, controller of 
Hewitt-Robins, accompanied him. 


Visit Westinghouse Plants 


Two new Westinghouse Electric 
Corp. Electronic ‘Tube Division 
plants were opened to the public re- 
cently for the first time, one at Elmira 
and the other in nearby Bath, N. Y. 
Several thousand local residents went 
on plant tours during the day-long 
opening programs, at which Gwilym 
A. Price, Westinghouse president, and 
public leaders spoke. 


Joy Mfg. Acquires 
Engineering Firm 


Joy Mfg. Co., Pittsburgh, has ac- 
quired Barnes & Reinecke, Inc., Chi- 
cago engineering company, to expand 
its research and development facili- 
ties. 

Barnes & Reinecke will continue to 
operate under its present name and 
with its present personnel as a sub- 
sidiary, officers of the two firms stated. 

They said Barnes & Reineke will 
still serve engineering development 
needs of industry in general. Joy’s 
product development needs will be 
accommodated through expansion. 

J. D. A. Murrow, president of Joy 
Mfg., said “the ready-made skills of 
the Barnes & Reinecke organization 
will have special value to use in our 
plans for diversification into new 
product fields.”” 





Yale & Towne Names 
New York Manager 


Yale Materials Handling Division 
of Yale & ‘Towne Mfg. Co., Philadel 
phia, has appointed Robert H. Helm 
as sales manager of the New York 
branch office. 

Mr. Helm joined Yale in Novem 
ber, 1952. He was formerly vice presi 
dent of Brodie Industrial Trucks, Inc., 
in charge of sales in the Boston, Buf 
falo and Philadelphia areas. 

From 1945 to 1949 he was 
ated with Clark Equipment Co., in 
New York, doing field sales and export 
work. kor two years prior to joining 
Brodie he worked for C & D Batteries, 
Inc 

After graduating from Purdue Uni 
versity in 1937, he spent three and a 
half vears in the Far East as a lubrica 
tion engineer for the Standard-Vac 
uum Oil Co. His military service in 
cluded a year at Hickam Field, Hawaui, 
as aide to the commanding general, 
and the remainder of the war with the 
Office of Strategic Services in China 


assoc! 


Mau-Sherwood Co. 
Adds to Sales Staff 


Recent additions to the sales force 
of The Mau-Sherwood Supply Co., 
Cleveland, are Richard R. McComb, 
of Cleveland, and Harold A. Durst, 
of Erie, Pa. 

Mr. McComb, joining the industrial 
supplies city sales department, was 
formerly special tool expediter at the 
Cadillac Tank Plant. Before that he 
worked for five years for The George 
Worthington Co., Cleveland. He is a 
graduate of Western Reserve Uni 
versity. 

Mr. Durst, who will be the com 
pany’s representative in Erie, succeeds 
Stanley Wallace, who died recently 
He has been purchasing agent for 
Swanson Tool & Machine Co. and was 
also connected with Pennsylvania Ele 
tric Co 


Detroit Firm Transfers 
Pioneer Pump Division 


Detroit Harvester Co. has trans 
ferred headquarters and sales office 
of its Pioneer Pump Division to the 
Guardian Building in Detroit and 
manufacturing operations to a new 
plant in Paris, Ky. 

Production of the line of more than 
400 standard models of industrial 
pumps formerly manufactured in D« 
troit is already underway in the Ken 
tucky plant. Company officers said 
the new plant has room for expan 
sion and operations are being stepped 


up. 


(S282 comgalh Lave... 
Pr weed, veut 
SANDERS 


NEW MODEL 600 
Single-Pad Air Driven 


Qebtiel ot 
an ‘eace 


“Aa 


National has a complete line 
of portable sanders... air or 
electric driven with either 
straight-line or orbital action. 
With the 


are able to offer your custom- 


National line you 
ers, in all fields of manufactur- 
ing, the sanding machine best 
adapted to their needs. See 
National's 


how into 


distribution system. Write for 


you fit 


details today. 
Dealer Aids and Advertising 
to help vou sell! 


STRAIGHT 
LINE 


1] 

















MODEL 100 


Single-Pad 
Air Driven 


ORBITAL 


© 


ACTION 























MODEL 300 


Two-Pad 
Air Driven 


STRAIGHT 
LINE 


[tJ | 


ACTION 





MODEL 500 


Single-Pad 
Electric 


ORBITAL 


() 


ACTION 
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MODEL 400 menypengee 


Single-Pad 
Air Driven 


ORBITAL 





ACTION 


JKte a PALE 


defo rnicalort 


NATIONAL AIR SANDER, 
2822 Auburn Street, 


Rockford, 


INC. 


Mlinois 





Kole @elly 


SABOTAGE 


As America girds for the “Bottle of 
industrial facilities as- 
sume greater importance . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked 

SECURELY. You do your customers 
when you remind them 
security measures and 


Production, 


o favor 
of these 
recommend 


Master ™ 


Built Like a Bank Vault Door! 
Laminated steel case for powerful 
protection, worlds strongest con 
struction . pin tumbler security 
, . precision brass cylinders for 
long life and easy action 


Master Jock Company 
Milwaukee 45, Wis. 


Special service 
on master 
keyed and 
keyed-alike 
sets for 
industry 








\ World’s Leading Padlock Manufacturers : 
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Ralph Thornburg 


Blackmer Pump Co. 
Names Division Head 


New division sales manager of the 
South Central Division of Blackmer 
Pump Co., Grand Rapids, Mich., is 
Ralph Thornburg, formerly with Mat 
low Pumps 

Mr. Thornburg was at 
sales manager of the pump division of 
The Yale & Ni fg Co \t 


Marlow Pump, he was Eastern district 


one time 


Lown 


Inanager 
\ graduate of the University of 
Oklahoma, he also attended Drak« 
University at Des Moines 
Mr. Thornburg will 
in Dallas, 


maintain his 


he idguarter l exas 


Stud Welding Division 
To Sell for Remington 


Nelson Stud Welding Division of 
Gregory Industries, Inc., Lorain, Ohio, 
has been appointed to sell stud drivers 
ind fastener Remington 
Arms Co., Bridgeport, Conn 

Stock will be carried at Nelson Stud 
Welding’s factory branch warchous 
in. Philadelphia, Chicago, and Oak 
land, Calif. Paul Hickman, industrial 
sales manager of Remington Arms, 
said the new arrangement would help 
extend engincering and ex 
pedite delivery in 40 areas where Nel- 


studs by 


SCTVICCS 


son has representation 


To Represent Homestrand 


Homestrand, Inc., Larchmont, 
N. Y., has appointed John G. Fitz 
patrick Co., Seattle, Wash., as exclu 
representative in the states of 
Washington and Oregon for Swedish 
measuring tools and instruments. 


SIV¢ 


INDUSTRIAL DISTRIBUTION © JUNE, 1953 


STAINLESS 


XA 


Easy to sell because it's 
the soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in lic 
uid and paste 
Customers like its 
advantages, come 
back for more. 
Rubyfluid will 
make friends and 
build business for 

stein 88 
steel, sell Ruby's 
Stainless Stee! 
Flux — perfected 
for that meta! 


RUBY 


CHEMICAL CO. 
76 $. McDowell St 
Columbus 8, Ohio 


STEEL 
FASTENINGS 
OF ALL TYPES 


RIGHT OFF THE SHELF 


“ay 


ve ip ‘ 
In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws * Set 
Screws * Nuts, Washers, Etc. 
Class 3 AN Drilied Fillister Heads 
Fast service on special screw 
machine products. 


WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


New Catalog Now Avail- 
able—write today 


STAINLESS SCREW CO. 


Gcame (ham frome «AR mory 4-1240 
230 Union Avenue, Paterson 2, NJ. 


Direct NEW YORK Telephone: Wisconsin 7-904! 





Thor Power Tool 
Moves Buffalo Branch 
The Buffalo, N. Y., branch of Thor 


ARE YOU WASTING DOLLARS 
Power tool Con Ancor Hl vil be TRYING 10 SAVE PENNIES 
i en nds sae ON CUT-OFF JOBS? 


and a modern tool repair department 
C. 'T. Connaolly, branch manager, 1 
mains in charge. , 

One of 19 domestic offices, the 
branch is the tenth to occupy new 
quarters since the war. Its territory 
comprises western New York and six 
counties in northern Pennsylvania 


Open Mexico Office 

Thor Mexico Headquarters in Mex 
ico City were officially opened re 
cently e.° % Rowlett, who heads 
the foreign branch, hekd open hous 
for distributors, customers and _ local 
dignitaries 


Standard Die Prices 
Reduced by Carboloy 

Carboloy Department of General 
Electric Co. has reduced prices on a 
major portion of its standard die line, 
company officers announced 

Most sizes were reduced at least 10 
percent. However, some of the mor 
commonly used sizes received greater 
reductions, officials said. For example 
the R-l rough cored die is now 25 
percent less in price. 

Carboloy officials also announced 
the addition of a new dic for fine wit 
drawing, designated R-O 


Wells No. 8 with wet 
cutting system. 


A Wells Metal Cutting Band Saw 
pays for itself in savings... 
and you get greater cccuracy, 
greater dependability 


IT’S easy to fool yourself when you figure the costs on your cut-off 
jobs—perhaps you say like so many, “It doesn’t amount to much, so 


To Sell for Yale & Towne 


Materials Handling Products Corp., 
Svracuse, N. Y., has been named to 
represent The Yale Materials Han 


dling Division of the Yale & ‘Towne 
Mfg. Co., Philadelphia, for industrial 
truck products. 


Minneapolis-Honeywell 
Assigns Sales Engineer 

Paul Feeger has been assigned to 
the Albuquerque. N. M., industrial 
sales engineering staff of Minneapolis 
Honeywell Regulator Co. 

Mr. Feeger, who transferred from 
the firm’s Denver office, will special 
ize in sales and service of products of 
the company’s Industrial and Valve 
Divisions 

A 1951 graduate of Ohio State, he 
recently completed an extensive train 
ing session at the company school in 
Philadelphia. 

His headquarters will be in the 
Honevwell office at 623 Yale Blvd., 


why worry about how we do it.” You'd be surprised. Just look at 
what a Wells Saw gives you—Modest first cost with a model for 
every budget . . . Rugged, heavy duty construction for minimum 
“cost per year of life”... Fast, continuous band saw cutting .. .« 
Accurate cutting to minimize subsequent machining . . . Simple 
Operation requires no special skill and will cut without attention 
once it is started. 

Check your present cut-off methods against these advantages and 
we think you'll see how you can slash your cut-off costs and start 
saving those dollars that are being wasted. Ask your Wells Distributor 
for further information or write direct. 

Standard Wells Saws are available in the following capacities: No. 49A 
—32" x 6%"; No, 5—5" x 10”; No, 8—8”" x 16”; No. 12—12” x 16”. 
Wet cutting systems available for Nos. 5, 8 and 12. Automatic bar 
feed available for Nos. 8 and 12. Special hi for capacities to 


The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 





WELLS MANUFACTURING CORPORATION 


S. E., Albuquerque. 606 ADAMS STREET THREE RIVERS, MICHIGAN 
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| Reltool Representative 
| Names Selling Firms 

Retool Corp., Milwaukee, and the 
Manufacturers’ Industrial Supply 
Corp., Chicago, have appointed a firm 

| in Tennessee and another in Texas to 
| represent them in calling on dis- 
| tributors. 

The John T. Everett Co., Memphis, 
will serve as sales representative for 
both Reltool and M.LS. in Ken 
tucky, West Virginia, Virginia, Ten 

| nessee, North Carolina, South Caro 
| lina, Georgia, Aiabama, Mississippi 
| and Florida. The S. D. Bowles Co., 
| Dallas, will represent the two com 
| panies in Texas, Oklahoma, Arkansas 
and Louisiana. 
M.LS. acts as Midwest warehouse 
for Reltool, servicing industrial dis 
| tributors, Reltool officials said. 





Goodrich Transfers 
Sales Executive 


Ernest E. Haupt, formerly sales 
development manager in New York 
City for B. F. Goodrich Co., Akron, 

| Ohio, has been appointed manager 

of national accounts for the com- 
pany’s indusirial products sales de- 
partment. 

With the company since 1914, he 
has held various posts in industrial 
products sales including the manager 
ship of the Cincinnati district. 





THREE BIG REASONS WHY 


industrial distributors and their salesmen like to handle 
Bristol’s Hex Socket Cap Screws. 


I Bristol's Hex Socket Cap Screws are quality products... 
at standard prices. Precision-made, with features that put 
them at the top of the market, Bristol’s screws are easy 
to sell. 

Bristol's strong distributor policy helps the distributor, 
directs business through him, protects his franchise. Dis- 
tributors get support from national advertising and hard- 
hitting direct mail programs. 

There’s no delivery problem witb Bristol’s Hex Socket 
Cap Screws, Adequate stocks are on hand to fill orders 
without delay—and the Bristol distributor can meet every 
demand for socket screws. 


Jack H. Eisaman 


Speer Carbon Co. 


Names Representative 
No wonder it pays to be a Bristol distributor! A323 P 
Jack H. Eisaman has been ap- 


pointed Midwest sales and_ service 


4 SOCKET SCREWS representative for International Graph 
ite & Electrode Division, Speer Car 
bon Co., Saint Marys, Pa. 

He 7 He was formerly a works superin- 
' tendent for U.S. Steel Corp., first at 
No. 4 Open Hearth, South Works, 


and later No. 2 Electric SI at Sout! 
THE BRISTOL COMPANY: Socket Screw Division, Waterbury 20, Conn ee 
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1 


“en, 


Whatever your metal-working or woodworking requirements... 


There’s a WALKER-TURNER.: 


15” DRILL PRESSES 
6” or 4” Spindle Travel 
In Bench, Floor (shown) 
and Multi-Spindle Models 


Watelaaliat: 


designed to do the job faster, 
at lower investment cost 








20” DRILL PRESSES 
Hand or Power Feed 
in Bench (shown) Floor and 
Multi-Spindle Models 


VARIABLE SPEED 
LATHES 


TILTING 
ARBOR SAWS 
in 8”, 10" (shown) 
FLEXIBLE SHAFT and 12” Models 


MACHINES 
BAND SAWS In Floor and Bench Models 
Metal and wood-cutting 


oaths pol | 
% WALKER-TURNER DISTRIBUTORS 


i+ for you, and you alone’ 
ee aaa | 1 th the power tools and 
poo adie th t a make it yourse (1) A 
tome Ae ve t Lis e of machines, designed 
at eavywei ft t j et Aen try (and that's your 
8) 0 » lication engineering 


the 


1i rnt | 
especially for light 

’ ve . : re ( 

maior market), #8n¢ \ or 

l\ker-Turner 415 t 

6” JOINTERS _- the Walker-Turner i ye we 

Be sure your saie h 
tor It's powerfull It's 


s into customers, 


itor salesman 16 


——— 
factory -traine’s Se 
The Walker-surner § ory . 
, to turn prospec 
into profitse 





what 1 need 
and customers 





SOLD ONLY THROUGH 


WA L K ERUTU R N E R TRAINED INDUSTRIAL DISTRIBUTORS 


j Uy f +] s DRIAL PRESSES Hand and P. Feed * RADIAL DRULS * Wood and 

° 12 ber’ Metal Cutting BAND SAWS * TILTING ARBOR SAWS * RADIAL SAWS 

KEARNEY AND? TRECKER CORPO RATION NG SAWS * LATHES * SPINDLE SHAPERS © JOINTERS * BELT and DISC 
PLAIMEIELD,- * | SURFACERS * FLEXIBLE SHAFT MACHINES 








“Want to 
Know Why 
! Go for 
MORGAN 
VISES?” 

“THEY'RE VICE PRESIDENT in charge of 


® BUILT STRONG research and development recently 
® NATIONALLY ADVER- . elected by Quaker Rubber Corp., H. K. 


Porter Co. division, is F. M. Gallaway, 


TISED le former technical superintendent 


e FIT INTO ANY DIS- 
TRIBUTOR PLAN” 


We urge users to buy thru their Nicholson File Forms 
we Cael Canadian Corporation 


MORGAN VISE CO. Nicholson File Co., Providence, 


R. I., has formed a new corporation, 

108 &. JEFFERSON st. Nicholson File Co. of Sanat, Ltd., 

. Chicago 6, Illinois to take over assets and obligations of 
Nicholson’s Dominion works. 

The new company is chartered in 
Ontario. The former branch plant has 
been making Nicholson products in 
Canada since 1901. Frank H. Briden, 
who has been plant manager of the 
Canadian operation since 1940, will be 
vice president of the new company 
and its operating head. 


























and Similar ads 


Are Appearing In ' Owens-Corning 
29 LEADING Ls —~S To Sell Kaylo Line 


Forty-two years of Owens-Corning Fiberglas Corp., 
PUBLICATIONS yen paar Toledo, has taken on the sale of the 


different pumpi 


"g , . 
to help you sell Problems of liquids Kaylo line of heat insulating products 


of American Structural Products Co. 

Vv i # 4 we G John Marshall Briley, vice president 

Pag of Owens-Corning and general man 

ager of the General Products Divi 

sion, said the field selling force would 

be enlarged to improve service on the 

new line. Kaylo insulation is used 

principally in the high temperature 

range encountered in the power, refin 

ing and chemical industries. Mr. 

Briley said it was added to make the 

Pump Company Owens-Corning insulation line more 
Cedar Falls jowe, complete. 


SEND TODAY FOR Named by Worthington 
FREE BULLETIN 538 MM 
Charles H. Thaw, formerly in the 


Boston and New York disérict offices 


Pump Company of Worthington Corp., Harrison, 


N. J., has been appointed assistant 


Cedar Falls, lowa general manager of the company’s ex- 
port department 
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To Sell Econaway Product 


Sales and distribution of the abra- 
sive belt splicer formerly available 
from Econaway Mfg. Co. are now be 
ing handled by Aget-Detroit Co., Ann 
Arbor, Mich. 


Joins Atkins Saw 


Clarence W. Fabel has been ap 
pointed chief metallurgist for Atkins 
Saw Division, Borg-Warner Corp., 
Indianapolis. He was formerly with 
Simonds Saw & Steel Co. 


Four Branch Managers 
Appointed by Hajoca 


Hajoca Corp., Philadelphia, has 
appointed new managers for its 
branches in Bridgeton, N. J.; Chester, 
Pa.; Augusta, Ga.; and Tampa, Fla. 

Frederick J. Dieterle, salesman at 
the Bridgeton branch since 1945, has 
taken over the Bridgeton manager's 
post, succeeding John R. Spiegle. He 
joined the company after three years 
of World War II service in the Army. 

Mr. Spiegle has been transferred to 
the Chester, Pa., branch, succeeding 
as manager the late James T. Hazzard, 
who died April 2. Except for World 
War II duty with the Air Force, Mr. 
Spiegel has been with Hajoca since 
1940 Previous to his five years as 
Bridgeton manager, he was connected 
with the company’s Camden, N. J., 
branch 

Newly appointed manager at Au 
gusta is James Howard Hicks, formerly 
with James Supply Co. of Chatta 
nooga, Tenn. He joined James Sup 
ply in 1930 and Hajoca fifteen years 
later when it purchased the Chat 
tanooga frm 

Otto Brosat, the new ‘Tampa 
branch manager, was formerly at Ha 
yoca Jac ksonville, Ila : 
chief clerk. He is a Navy veteran. 


branch as 


NEW MANAGER of the Tampa, Fla., 
branch of Hajoca Corp. is Otto Bostat, 
formerly at Jacksonville branch \ 
Navy veteran, he hails from New York 


Large Full Bow! Headstock Complete- 


ly enclosed 
with hinged 
| cover 
. 
CHICAGO "S.A. 
= a —s S 
| Zero Precision 
Taper Roller Bearings 
"WY Double V Belts 
to spindle 
| deliver more 
power to 
/ | * point of 


Full Box of — 
(Double Woll) 
Aprons 
: Heavy 


Saddle has 


extra bearing 


1%” hole thru Spindle 
(greoter capacity) 


| Scientific distribution of mass 
(Rear View) gives bed extreme rigidity on bed 


a ’ s —- ™ per ane ree = ’ 


Each Sheldon lathe 
Takes up to | ‘4 H.P. Capacitor Type | i 


Efficient 4-step (8-speed) 
V Belt Underneath Motor must poss 18 tests 
Drives carries thru stondard for extreme occur 
bed — no cut-oway or acy before leaving 
“split” beds : factory 
\ 
) 





TS-56 B 
11%” Swing, 56” Bed 





THESE QUALITY TOOL FEATURES 
MEAN MORE SALES 


By any measure, Sheldon Precision Lathes give more per dollar: 
More quality lathe features, more productive capacity, greater 
accuracy, more power at the cutting-point, more weight, more 
stamina, more advanced engineering, more convenience, more 
styling and “class.” 


More lathe per dollar translates into more lathe sales for 
Sheldon Distributors, who are today getting more profitable 
repeat orders from satisfied Sheldon Lathe users. Look into this 
“more sales” opportunity and you will find it pays to show 
Sheldon machine tools in the portable power tool department. 


Write for Catalog 


SHELDON MACHINE CO., INC. © 4244 North Knox Ave., Chicago 41, Ill. 
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“T could see the corpsman 
kneeling over me. The 
blood plasma was running 
down through a tube into 
my arm and he said 
everything was going to be 
O.K. I was walking across 
an enemy mine field in Seoul 
when one exploded and a 
piece of shrapnel caught me 
in the leg. 

* (Got enough of that stuff?’ 
I asked him, pointing to 

the blood. ‘I guess we never 
have enough,’ he said, ‘but 
you can thank somebody 

for this pint.’ 


“How do you thank 
‘somebody’ for blood? For 
saving your life? When I got 
back home, I discovered the 
answer at my local blood 
donor center. There’s only 
one way to say thanks— 

by giving some of your 

own blood.” 


"flow do yo! 


Yes, all kinds of people give blood— 
for all kinds of reasons. But whatever 
your reason for giving blood, this you 
can be sure of: Whether your blood 


Business Executives! 


YCheck These Questions! 


If you can answer “‘yes”’ to most 
of them, you—and your com- 
pany—are doing a needed job 
for the National Blood Program. 
—— Have you given your em- 
[ | jloyees time off to make 
si jlood donations? 
y 
: Do you have a Blood Do- 
nor Foner Roll in your 
company ? 


by 
a Pe OE eh, TI TIRES WPT Lie alle HS 


L_] 
L_] 
| 


{_] 


eo YS RAK Ws ge: 


Have you set up a list of 
volunteers so that effi- 
cient plans can be made 
for scheduling donors? 
Have you arranged to have 
a Bloodmobile make regu- 
lar visits? 


Has your management en- 
dorsed the local Blood 
Donor Program? 


Have you informed en- 
ployees of your company’s 
plan of co-operation? 


on Rega 


2 SASS Pt AS Te. 


ark gomebochy for Blood 2” 


goes to a combat area, a local hospital, 
or for Civil Defense needs—this price- 
less, painless gift will some day save an 
American life! 


Was this information 
a“ through Plant Bul- 
etin or House Magazine? 


Has your company given 
any recognition to donors? 


Have you conducted a 
Donor Pledge Campaign 
in your company ? 


Remember, as long as a single 
pint of blood may mean the dif- 
ference between life and death 
for any American . . . the need 
for blood is urgent! 





Give Blood Now—Call Your Red Cross Today! 


National Blood Program 
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© copper @ nickel © brass 
© everdur @ © = staini steel 
Our record of 68 years of service to industry 
is your guarantee that HARRIS Products are 
always being ordered and used. They build 
ood income. Our engineers are at your serv- 
ice always for consultation. Let us send more 
details. 


Also 

TANKS KETTLES 
COILS HEATERS 
BENDS COOLERS 


“ARTHUR HARRIS & COMPANY 


monel @ 
‘ 





EVAPORATORS 
EXPANSION JOINTS 
CHEMICAL APPARATUS 


210-218 N. Aberdeen St. Chicago 7, Ill. 








T-BOLTS 


BOLSTER & T-SLOT 
TYPES TO J.1.C. PRESS 
ROOM STANDARDS 


Forged precision machined 
heat treated. Tensile 
strength 150,000 Ibs. 


SIZES 
BOLSTER BOLTS 
—dia. to 1%” 
Heads sq. to 3” 
hex. to 259” T- 
Slot bolts, %2”, 

4%" ~ dia. 

to 12”. 

1” dia. 4” to 22” 
long. 


NUTS-— 


hardened— 
threaded to close 


» fit. WASHERS— 
hardened— 
ground both sides 


Write for bulletin-prices 
WEST POINT MFG. CO. 


26941 W. 7 Mile Road Detroit 19, Mich. 











Hamilton Supply 
Opens Warehouse 


Hamilton Supply Corp., Galena 
Park, Texas, marked opening of a new 
warchouse recently with an open house 
for some 800 industry men from the 
Houston area. 

The new building contains 15,000 
sq. ft. It increases facilities of the six 
vear old firm, established to serve 
plants in the Ship Channel area. 


Promoted by Steel Division 


American Steel & Wire Division of 
United States Steel Corp., Cleveland, 
has appointed Richard R. Snow as 
sistant to the vice president of oper 
ations at Cleveland and John P. Debri 
is general superintendent of the Joliet, 
m., plant. Mr. Snow succeeds Burton 
H. Gedge, retiring after 42 years’ 
service, 


Memphis Executive 
Joins Contractors Firm 


V. Harwell Allen, vice president of 
Hays Supply Co., Memphis, ‘Tenn., 
for the past three years, has resigned 
to join his brother, ‘Thomas C. Allen, 
in the general contractors’ firm, Allen 
Bros 

Mr. Allen was at one time with J. 
E.. Dilworth Co., Memphis. 


Diamond Supply 
Adds Salesman 


James F. Williams, formerly with 
Servel, has joined Diamond Supply 
Co., Inc., Evansville, Ind., as a sales 
man. 

Mr. Williams, who will work under 
John W. Thomas, will share the In 
diana, Illinois and western Kentucky 
territory with salesman John V. Col 
lins 


Name Research Heads 
Boston Woven Hose & Rubber Co. 


has announced three new appoint 
ments to its recently expanded re 
search and development department 
Donald Johnston as manager of hose 
development, Edward E. Stritter as 
plastics development manager, and 
Willian E. Wells, to head the belt 


development divisicn. 


Starts Houston Warehouse 


Star Steel Supply Co. has started 
construction on a new warehouse and 
office building on Alameda Road, 
Houston 
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CHAMPION DeARMENT TOOL CO . 


ting 
pressure evenly. 7. “Rite Angle" 
teeth guarantee maximum bite 
and minimum wear. 


Here is a plier that will last for 
years! Channellock Pliers—made | 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


Channellock pliers are listed in 
the Yellow Pages of most Tele- 
phone Directories under ''Tools" 
Desion Ty 
4* Ar 
« Casoreres ALL O'My | 





ECHAN ey LOCK | 


MEADVILLE. P 
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These features of PET bill 








He features 
you can SELL f 


Here’s a drill line 

that’s built to sell . . 

a line that has everything! 

When you sell PET Super- 

duty Drills, you can do a com- 
petitive selling job. Model by 
model, feature by feature, you can 
prove that PET Drills live up to 
their trademark—‘'Plus power per 
pound.” 

And if all the features shown above 
imply high price, it’s time you found out 
about a drill line that’s priced to sell, too. 
We say without equivocation: PET offers 
you the best deal in the industry. If you 
want to carry a line that sells—that will 
help build up your profit volume—write 
us today! We have a proposition that’s 
bound to interest you. 


The complete PET Drill line helps close sales easier and faster 


choice . . . you meet every sales 
opportunity. And, the PET 
Superduty line includes drills 
meeting U. S. Government 
and military specifications. 


PET offers a really complete 
drill line. . . 54 distinct mod- 
els in 3 capacities: 4", %" and 
%" with pistol or saw-type 
grip. Your prospects get a wide 


Plus Power 


MAIL COUPON FOR 
FULL INFORMATION 


PORTABLE ELECTRIC TOOLS, INC. 1D-63 


per Pound 320 W. 83rd St., Chicago 20, Ill. 


Gentlemen: We want a free copy of your 
PET catalog and information on your dis- 
tributor proposition. 


Name__ ; a ee 


PORTABLE ELECTRIC TOOLS, INC. | or 


320 West 83rd Street, Chicago 20, Illinois Address 


in Canada: Portable Electric Tools, Ltd., City 


452 Birchmount Road, Toronto 13, Ontario, Canada 


panniggpisintenicinamnadnie pe anaiscasmmmnnaniniiie 











NO. 11 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 





THE L. S. STARRETT COMPANY 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 


A STARRETT DOUBLE FEATURE 
Satin Chrome Micrometer Calipers 


with DIRECT FEEL 





Now you can offer your customers 


the micrometer that best suits their 


needs either with ratchet stop ot 
friction thimble. Both give uniform con- 
tact On every measurement. Both also 
provide “direct feel” a plus feature 
desired by many mechanics. 

Ratchet stop micrometers have a con- 
venient ratchet stop at the end of the 


micrometer while the thimble itself is 


plus FRICTION THIMBLE 





or 
RATCHET 
STOP 


No. 231 
0 to 1” range, .0001” 
graduaticn with Rat- 
chet Stop and Lock Nut 


No. 231F (at top) 
0 to 1” range, .0001” 
graduation with Friction 
Thimble and Lock Nut 


used for direct feel. Friction thimble mi- 
crometers have a friction control mech- 
anism built right into the upper sec- 
tion of the thimble; lower section is 
integral with the spindle for direct feel. 

Only Starrett has this double fea- 
ture in micrometer design . . . another 
reason why Starrett. Micrometers are 
always the best known and fastest 


selling line. 








Mechanics’ Hand 


STARRETT PRECISION TOOLS ~~ 
Measuring Tools 
and Precision 


indicators - Steel Tapes - Precision Ground 
Flat Stock - - - Buy through your Distributor, 





“WHERF wi newe ee 


STARRETT HACK AND BAND SAWS 


CKSAWS - all 
hand and 


er sizes. 
BAND SAWS - for cuttin h and welded 


metal, wood, plas- 


. BAND 
- is or cut to leng ANO 
KNIVES “or cutting soft of fibrous materials 


Buy through your Distributor. 
“WHERE TO BUY THEM” 
DOE JOHN SUPPLY co 


123 Main SH erwin 1-0000 


7 





CLASSIFIED PHONE BOOK 
LISTING SERVICE FOR 
STARRETT DISTRIBUTORS 


Nine out of ten buyers refer to the 
“yellow pages” of the telephone di- 
rectory when they want to find the 
distributor of a well-known produce, 
So that you may identify yourself asa 
Starrett Distributor, we have arranged 
for trade mark headings to appear 
TOOLS” and “SAWS” in di- 


rectories serving the larger industrial 


under 





MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS + DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 


ATHOL, MASS., U.S.A. 


centers. You can have your name, ad- 
dress and telephone number listed 
under these headings for a small 
charge payable on your monthly tele- 
phone bill. A representative of the 
Telephone Company will contact you 
before the next edition of your direc 
tory goes to press. We urge you to 
participate — the cost is small, the 


results are big. 


INDUSTRIAL 
DISTRIBUTOR 


hic @ 


DISPLAY THIS SEAL 


Help Sell Industrial Distributor Serv- 
ice To Industry. Ask The Starrett 
salesman how you can cooperate. 


He has the finest kit of Starrett Tools 
in the shop... and he aims to keep it! 











Ace 


product 


Why You Can Offer 
longer, Trouble-Free Service 


@ The choice of metals used in the R-P&C Rising 
Stem Bronze Gate has a lot to do with its fine serv- 
ice record. The body is cast of high test bronze in 
our own foundry, the stem is high tensile rolled 
bronze, while the solid wedge and seat rings are 
nicke!-alloy. 

The design is important, too. The union bonnet 
adds strength and won’t distort the valve body or 
threads when it is removed. Fluids don’t come 
directly in contact with the operating threads and 
the rising stem shows position of the wedge. It’s 
easy to disassemble this valve where frequent clean- 
ing is necessary. 

The No. 716 R-P&C Bronze Gate Valve is made in 
sizes 4” to 3”, for 200 Ibs. steam pressure at 500° F; 
er 400 Ibs. owG, non-shock. It is economical to buy 
and use. 


@ Write our Reading, Pa., office for 
literature on this increasingly 
popular R-P&C Valve 


R-P&C VALVE DIVISION va Ives 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





